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Since 1833 = 
Prestfide and Profit 


for the dealer 


Service and Satisfaction 
for the cusfomer 


Protection for both 


Brown & Sharpe 
Machinists Tools 
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This chart has pneen worked out by leading automobile oe 
engineers. It shows how quickly an automobile going at . ites 
various speeds should be able to stop providing the brakes a —- 
are efficient. _ 
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HIS slogan of the National 
Brake Inspection Move- 


ment is bringing big busi- 
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brakes inspected to-day’ 


the best brake lining on the 
market—a brake lining that has 
exclusive features that make it 





ness to Thermoid Brake Lin- 
“ing Dealers. 


Police officials and news- 
Papers in every state are behind 
the famous Brake Inspection 
Movement, originated by the 
makers of Thermoid Brake Lin- 
ing. 

National advertising and edu- 
cational work, emphasizing the 
importance of good brakes, has 
met with a sympathetic response 
from the American public. 


Motorists everywhere are 
taking new interest in their 
brakes—going to their dealer to 
have their brakes inspected— 
insuring their safety. 


The Thermoid chart of Stop- 
ping Distances has been incor- 
porated into the Police Traffic 
Regulation Chart, and has been 
adopted by Police Departments 
in many cities. 

Police authorities in Toledo, 
Ohio, were so well pleased with 
the chart that they requested 
fifty more and have prominently 
displayed them throughout the 
city. 

Personal letters, along with 





newspaper reading notices and 
the Police Traffic Regulation 
Chart, have been mailed to sev- 
eral thousand chiefs of police 
and sheriffs in all the cities and 
towns of the country. 

Standing behind 

Thermoid dealers 

The Brake Inspection Move- 
ment has been fostered exclu- 
sively by the Thermoid Rubber 
Company. 

The makers of Thermoid 
Brake Lining have always zeal- 
ously watched after the inter- 
ests of the dealers selling 
Thermoid and have co-operated 
in every possible way to increase 
dealers’ sales and profits. 

The manufacturers of Ther- 
moid sincerely believe they have 





Makers of ‘‘Thermoid-Hardy Universal Joints’’ and ‘‘Thermoid Crolide Compound Tires’’ 


as nearly perfect as possible. 

In educating the public to an 
appreciation of this 100% effi- 
cient brake lining special em- 
phasis has always been directed 
to the Thermoid dealer. 

And to-day the public looks 
upon a man who handles Ther- 
moid Brake Lining as a special- 
ist and an expert who knows 
his job. 

The public has confidence in 
Thermoid Brake Lining and in 
Thermoid dealers. 

Are you enjoying Thermoid 
prestige and profits? 

Every foot of Thermoid that 
you sell is backed by our guar- 
antee: Thermoid will make good 
—or we will. 








Thermoid Rubber Compang 


Factory and Main Offices: 
Trenton, N. J. 


New York, Chicago, San Francisco, 
Cleveland. Detroit, Philadelphia, Los 
Angeles. Pittsburgh, Boston, London, 
Paris, Turin. 
Canadian Distributors: 
The Canadian Fairbanks-Morse Co., 
Limited, Montreal 

Branches in all principal Canadian cilse 
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YOUR’ WINDOWS STOP BUYERS— 


when you show Millers Falls tools and the national advertising in which they are featured. 
Your customers recognize the tools they have been reading about and realize that by going a 
step further they can examine the tools themselves and find out all about them. 














) i 
, ad ' 
In that one moment your window has changed an advertising reader 
of ours into a prospective customer of yours on a sale that is already \, 
half made before your customer even crosses your threshold. 
re - ° *-. Thy 
Wise dealers get all the half-made sales from our national advertising 





that their own co-operation will bring them. If you aren’t doing it, 
send for our selling features that help you push tools. 


MILLERS FALLS CO. | | 


“Toolmaker to the Master Mechanic” 7 


100 River St., Millers Falls, Mass. 


Ai’? MILLERS FALLS 
seernt a 
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10 Solid Whole 
Parts Only 
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Thousands of Jobbers all over Amer- 
ica will welcome this message from 
wrench headquarters. 


We are now making immediate de- 
liveries of Coes Wrenches. 


During the war there were times 
when we could not “deliver”, but dur- 
ing those times Coes Wrenches kept 
right on “delivering’’---doing the same 
good work and rendering the same effi- 
cient service right here in the United 
States that they rendered across the seas. 


Coes Wrench Company 


Worcester _ Established 18341 Mass. 
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6 Solid Whole 
Parts Only 


IN FACE OF BAR 








STEEL SHELL HANDLE, 
INTERNALLY SUPPORTED 











And just as millions were glad to hon- 
or our returning conquerors, so are mil- 
lions of wrench users still honoring the 
wrenches that always give “star service”. 


We thank all you Jobbers and Dealers 
for your loyalty in sticking to the old, 
reliable COES. 


We know of no better way to recip- 
rocate than to keep right on using the 
same good materials, the same few solid 
whole parts and continuing the same un- 
equalled construction that has made Coes 
Wrenches famous for 78 years. 


AGENTS 


J.C. McCarty & Co., 29 Murray Street, New York 
John H. Graham & Co., 113 Chambers Street, New York 
Fenwick Freres, 8 Rue de Rocroy, Paris, France 
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—‘‘Cost a Trifle More— 





To Reduce The Cost In SERVICE”’ 
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A lTypicaAL EXAMPLE OF 


SKILLED WORKMANSHIP 


If you appreciate skilled work- 
manship we have but to ask you 
to,look at the picture. 

The perfect symmetry of balance 
makes it a pleasing picture for 
the eye, while the clean cut grad- 
uations and highly finished sur- 
faces make for complete harmony. 

It indeed looks capable of per- 
forming its duties in the most 
exacting manner. The whole gen- 
eral appearance speaks of accuracy 
which is the fundamental in-built 
characteristic of 
Brown & Sharpe Machinists Tools. 


It is this superior type of work- 
manship which is evident in the 
first glance, and becomes more 
obvious through they ears of serv- 


ice, that has made these tools the 
favorite choice of the majority of 


mechanical men for the past three 
generations. 


We will be pleased to send you 
our catalog No. 27 so that you 
may have complete information 
concerning the machinists favorite 


tools. 


BROWN & SHARPE MEG. CO. 


PROVIDENCE, R.I., U.S.A. 


a PRLS ORIS 
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ARE YOU GETTING YOUR 
WASHING MACHINE PROFITS? 


Do you realize the demand which already exists in your Community 
fora more dependable Washing Machine---one that will wash quicker-- 





cleaner and with less work. 


Dexter Double Tub will do it. It 
washes—rinses—wrings by power all at 
the same time—cuts washing time in two. 
Does a large family washing in about an 
hour—entirely eliminates boiling or hand 
tubbing. Dexter Double Tub is equipped 
with the Dexter improved swinging 
wringer—patent safety release—single 
lever control and reversible tilting drain 
board. All gears operate practically 
noiseless beneath smooth metal shields. 


THE DEXTER CO. 





TOLEDO 





The turnover on Dexter Washers is 
very rapid—a stock of these machines 
can be turned from ten to twenty times a 
year and the liberal margin of profit which 
is allowed the Dexter dealer, makes the 
Dexter agency such a worth while propo- 
sition that no aggressive retailer canafford 
to overlook the money making possibili- 
ties which t offers. A post card will 
bring you catalogue and complete details 
of our exclusive agency proposition. 


Fairfield, lowa 


PEORIA 


WAREHOUSES AT 
ALBANY 











HARDWARE AGE November 20, 1919 


3 

hy 

f 
re) 


MAS s. u.s. 4% 


Both merchant and mechanic 
are glad to uphold a trade-marked 
‘pipe wrench that has always up- 
held a high standard for quality. 


That wrench is the Moore 
“Money-Back” Stillson Pipe 
Wrench now sold under our Reg- 
istered Trade Mark “Morco”--- 
the mark of a wrench distin- 
guished for unusual service. 


We put the best Drop Forgings 
into it. We fit the frame to the 
bar so that all strain is relieved 
from the frame rivet. We harden 
the jaws and bar just deep enough 
to insure them against crushing. 
We make every part exactly right. 





Moore Drop Forging Co. 
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And then to win the confidence of 
plumbers and steam fitters and all 
who buy and use pipe wrenches, we 
back up the quality of every Moore 
“Money-Back” Stillson Pipe Wrench 
with a guarantee which 1s printed on 
the reverse side of the tag shown. 

























This guarantee which is attached 
to every wrench reads as follows: 


We guarantee this tool to be free from 
defects and will cheerfully replace 
should it prove defective. We stand back 
of our product in every way. 








Moore Drop Forging Co. 


With this guarantee back of every 
Moore “Money-Back” Stillson there | 
is no risk of losing a customer. ‘f 


Think what that means to YOU 
who SELL wrenches. Order from 
your Jobber. 









MORCO” Look for the M in the Circle 


Trade Mark Regiwtered 


e 
SALES REPRESENTATIVES: 


| Springfield, Mass. “——aae™ | 
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The Freight 
Cars of the Road 


The motor truck fleet of America has 
swung its tremendous mechanical en- 
ergy into the transportation service of 
a nation at peace and productively en- 
gaged. 


Nicholson Files 


are widely used in the manufacture 
and maintenance of the half-million 
trucks now operating—known in fac- 
tories and garages by the mark 


NICHOLSON on the tag—valued for 


their proved filing economies. 


Write for File Filosophy, an interesting 
resume of Fifty Years’ experience in 
Filing, and for our Catalog. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I. . 
U. S. A. 


























HIS IS the most 
wonderful Saw 
and Tool Catalog 

ever issued 
It illustrates and de- 


scribes fuily 


cA Better Saw 
for Every Use 


If you wilt familiarize your- 
self with its contents you will 
learn why Atkins SILVER 
STEEL Saws and Tools are 


easy fo sell. 





or copy of this beautifui 


catalog 











E. C. ATKINS & CO., Inc. 


“The Silver Steel Saw People’’ Home Oliste- and Factory, Indianapolis, Ind. Established 1857 
Canadian Factory, Hamilton, Ont. Machine Knife Factory, Lancaster, N. Y. 


Branches carrying complete stocks in all large distributing centers as follows: 


Atlanta Memphis New Orleans Portland, Ore. Seattle Paris, France 
Chicago Minneapolis New York City San Francisco Vancouver, B.C. Sydney, N.S. W. 














THE SATURDAY 
EVENING POST 
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oo Atkins sre. SAWS 


A T WILL pay you to sell these saws be- 
cause their high quality is known to 
a ait millions of potential customers. 
STER r , ‘ , 
P| WesteRN TA | They are advertised in the leading Hardware, 
° The National and Farm Paper publications of the 
4 ia world. 





All wise Hardware Dealers, Hardware Jobbers 

and Jobbers’ Salesmen have an opportunity 

= at of reaping the benefits of this advertising 

= COUNTRY investment. 

GENTLEMAN Get posted on Atkins SILVER STEEL 
: Saws; Write for Dealers’ Service Book—F ree 
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ATKINS ALWAYS AH EAD 


(See Advertisement on other side) 
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BROWN COMPANY Portland. Me. 
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THE LARGEST ESTABLISHMENT OF ITS KIND IN THE WORLD 
ESTABLISHED 1847 


E. B. ESTES & SONS 


AMERICAN AND CANADIAN MERS. OF 


WOODEN HANDLES 

















TOOL HANDLES, SCREW 
DRIVER HANDLES 
CHAFING-DISH HANDLES, 
CURRY-COMB HANDLES, 
AND ALL KINDS OF 
TURNED AND SHAPED 

~ WOODWORK 


WOODEN CRUTCHES, SURGEONS’ SPLINTS 
TONGUE DEPRESSORS, APPLICATORS 
and SPECIAL WOODWORK 
FOR THE ARMY AND NAVY HOSPITALS 


CLOTHES PINS, DOWELS, 


AND 


FINE WOODEN WARE 








ae ae 









FARMINGTON, ME., AND ST. JOHN, N. B. 
OFFICE, SALES AND SHOW ROOMS: 
362 and 364 Fifth Avenue, NEW YORK 
and 16-17 Devonshire Square, Bishopsgate, London, E. C. 
Cable Addresses: ‘‘WOODENBOX,’”? NEW YORK; ‘‘CULESTES,’’ LONDON 
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Why So Many Ask for 
Goodell-Pratt Tools 


Down in the left hand corner of the opposite page you’ll find ' 
the reason—or at least one of the reasons. It’s a reproduction of 
a Goodell-Pratt advertisement for October 4th in the Saturday 
Evening Post. 

The Saturday Evening Post is seen by over 5,000,000 people. 
Over two million copies of this magazine are carried into the best 
American homes every Thursday. The people who read it are b. 
splendid prospects for tools and hardware. They see the excellent 
design of Goodell-Pratt Tools and they believe the quality message 
of the Goodell-Pratt advertisements. That is why the sales of 
Goodell-Pratt Tools keep increasing year after year. 

But the Saturday Evening Post is not the only magazine that 
carries Goodell-Pratt advertisements. They also appear in the 
American Builder, Popular Mechanics, Popular Science Monthly 
and Industrial Arts. They are read by millions of mechanics and 
householders, among whom are many paying customers for your 
own store. 

Many of the people who read these advertisements will come 
into your store and they’ll ask for and demand Goodell-Pratt Tools. 


Se rm ers Meer Oe 
. y : e 


eR PEE: 


Petes Om 


Mr. Punch in the Goodell- 
Pratt advertisements does half 
the sales work of dealers who 
handle Goodell-Pratt Tools 
before customers reach their 
stores. He keeps the Goodell- 
Pratt stock moving. And 
remember that it’s the quick 
stock turnovers that swell 
profits. 

Send for a free copy of 
Tool Book No. 13. It shows 


the complete line of our 1500 
different Goodell-Pratt Tools. 





GOODELL-PRATT 
COMPANY 


Foolsmuitht, 


Greenfield, Mass., U.S. A. 
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Will you be able to profit by the trade ow are offering? : ; 
































A A A a 















HARDWARE AGE November 20, 1919 


The Handy Household 
| Stillson Wrench to the 
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THE MARK TO LOOK FOR 








WALWORTH MAWU | 


fa 

Oldest Continuous Manufacturers in the United States (Since 1842) 0 
Originators of the Famous ‘“‘GENUINE WALWORT 
General Offices and Eastern Division Works: BOS 
Boston, Mass. ; 
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and the wrench supplied by the gas 


wasn’t big enough or strong enough to budge 


it. 


q So the gas fitter called the lady of the house 
and said: ““Madam I can’t do a thing with this 
wrench —have you a real wrench about the 


house?” 


@ The lady went down cellar, opened the 
family tool box and returned with < 


Genuine Walworth Stillson Wrench. 


@ She had just ordered a Gas Water Heater. 
@ When the man arrived he found the hot 
water boiler pipe union in a rusty condition 


company 


1 14 inch 


@ You ought to see the pleased look that 
came over that gas fitter’s face as the house- 


wife handed him that Genuine 
Stillson. 


Walworth 


@ The Genuine Walworth Stillson made quick 


work of it, the gas fitter soon had 


the Gas 


Water Heater all connected up and in depart- 


ing the gas fitter said: “I wish my 
would furnish Genuine Walworth 
Wrenches.” 


company 
Stillson 


q This actual happening proves, Mr. Dealer, 
that in spite of the fact that most companies 
supply Genuine Walworth Stillson Wrenches 
there is still some good business worth getting 


after. 


ACTURING COMPANY 


ine of Valves, Fittings and Tools for Steam, Water. Gas and Air 
rench and the ‘‘“KEWANEE” Union 
Western Division: 
Office: Chicago, Ill. 


Works, Kewanee, III. 





SALES OFFICES: 
San Francisco, Johannesburg, Havana, Buenos 
Aires, Santiago, Sydney, London, Paris, Sao Paulo 
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Always the Indian invoked the protection 
of his Great Spirit before starting upon the 


perilous trail. 


The Indian’s trail long since gave place to the 
settler’s highway, the settler’s highway has been broadened by greater 
roads of steam, but the “Great Spirit’’ still guards the feet of men 
through peace or war. 

The ‘‘Great Spirit’ that guards the business trail is the Spirit of Service. 
The Spirit of Service, combining efficiency, experience, cooperation, 
honor and integrity, governs every man and every organization that 
finds the road to true, enduring success. 

Since 1844 this Spirit of Service has guarded the aim and purpose of 
Treman, King & Company, making possible the constant development 
and progress this Corporation has always enjoyed. 

During the 75 years of its existence, Treman, King & Company have 
been creating a hardware business that first succeeded in Ithaca, then 
extended to include New York, Pennsylvania and Vermont, and now 
takes its place among the Hardware Companies fitted to distribute to 
dealers throughout the East. 

All this experience, all these resources of capital, organization and good 
will, Treman, King and Company concentrate into one Dealer Value— 
one Trade Mark—that stands foursquare on the foundation of honest 
manufacturing quality and efficient distributing service. 
““Cayuga'Brand”’ (named for the great Cayuga Tribe of the ‘Six Nations’’) 
is the symbol of efficient Jobber Service taken as standard by Treman, 
King & Company. It seeks to guard every turn of the business trail and 


endeavors to deserve the friendship and respect of its customers by helping 


them secure permanent success. 


The “Cayuga” Trade Mark assures you of all you can want from the 


manufacturer, plus the economies of Jobber Service offered by the efficient 
organization of Treman, King & Co. 
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IF SO YOU CANNOT DO 
BUSINESS WITHOUT 
THE No. 50 


LOOKS WELL 
ACTS WELL 
SELLS WELL 


THERE IS PROFIT IN 
EVERY SALE. 





UNION HARDWARE CO. 


TORRINGTON, CONNECTICUT 


N. Y. OFFICE: 99 CHAMBERS ST. 
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Add This Salesman 


Good as Pexto Pruning Shears are they sell better 
for the way they challenge every customer’s pocket- 
book when displayed on the silent salesman opposite. 

Any Pexto Dealer will tell you that this handsome dis- 
play board is like an extra salesman added to the staff. 

The Shears themselves are beautifully finished and 
skillfully designed. But the way Pexto Quality wears 
after years of hard use is the point that sticks in the 
minds of folks who choose them, Further, the hooks 
and blades are curved to insure easiest action; and the 
bevel of the blades makes them cut easily. Many 
types have adjusting nuts and regulating ratchets to 
insure constantly close and firm adjustment. All are 
guaranteed. 

Pexto tools include: 


Braces, Auger Bits, Chisels, Pliers, Wrenches, 
Pipe Wrenches, Hammers, Hatchets, Screw 
Drivers, Squares, Dividers, Compasses, Pruning 
Shears, Snips for Cutting Tin and Sheet Metal, 
Tinsmiths’ and Sheet Metal Workers’ Tools, 
and Machines, Locks and Hardware. 

Pexto Pruning Shears Display Boards, beautifully 
lithographed, stand up or hang, size 19 x 27 inches, 
and accommodate thirteen of the twenty-four 
Pexto styles, The shears for display boards come 
two dozen to a carton, and each number is in 
separate box within the carton. 


A Practical Pruning Guide 

The Little Pruning Book by F.F. 
Rockwell, a widely known writer 
with practical pruning experience, 
tells how, when and where to prune 
for the most vigorous and healthy 
growth. The published re-sale 
price of this 48-page book is 50 
cents a copy. 





THE PECK, STOW & WILCOX COMPANY 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma- 
chines, Builders’ and General Hardware. 


Southington, Conn. Cleveland, Ohio 
Address correspondence to 2000 West Third Street, Cleveland, Ohio 


100% American for 100 Years. Founded in 1819 
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UNION 


Union Machinists’ Tools 
have long been known for their 
quality and ability to do good 
work. 























And in these days of soaring 
costs it is reassuring to know 
that these dependable tools are 
still sold at prices within the 
reach of every Machinist. 


UNION TOOL COMPANY 


Orange, Mass. 


SUCCESSORS TO 
Union Caliper Co. 
Bates Mfg. Co. 


Tool Business of Hill Standard Mfg. Co. 
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TOOLS 


Because we have always 
maintained that good Machin- 
ists’ Tools could be made and 
sold at reasonable prices, pro- 
vided a largedemand becreated 
for them. 


Thanks to this great de- 
mand for Union Tools both 
Employers and Employees find 
them profitable to BUY and 
Jobbers and Dealers both find 
them profitable to SELL. 


Manufacturers of 
CALIPERS, DIVIDERS, TAP WRENCHES, 
NAIL SETS, CENTER PUNCHES, 
TEMPERED STEEL RULES, 
COMBINATION SQUARES, 
HACK SAW FRAMES, KEY SEAT RULE BLOCKS, 
THREAD GAUGES, THICKNESS GAUGES. 


Complete Line of Tool Holders for 
Turning, Planing, Boring, Shaping, Slotting, Cutting-Off, Side 
Cutting, Threading, Key Seating, Lathe Dogs, Drill Holders, 
Machine Vises and Screw Machine Products. 


Selling Agents—Surpless, Dunn & Co., 74-76 Murray St. 
N. Y. City; 34 N. Clinton St., Chicago, III. 
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Say “Boss” this 48-inch Genuine Oswego 
Stillson Did the Trick! 


“Doing the trick” in this instance is making good on a 
job where inferior wrenches failed. 

The Jobber, Dealer or Consumer who buys GENUINE 
OSWEGO STILLSON WRENCHES does not take a 
chance. He buys a quality tool which will ““DO THE 
TRICK” and is guaranteed to give satisfaction. 


Co) Le i 

















| DEPENDABLE WRENCHES. 
) | 





November 20, 1919 ARDWARE 


19 


¢ iRVICE, QUALITY AND PRICE 
OUR NEW HOME 


With greater manufacturing facilities we will take 
good care of the ever increasing demand for 


OSWEGO DEPENDABLE WRENCHES. 











Backed up by our large manufacturing plant, fully 
equipped with modern machinery, a proficient force of 
well paid skilled mechanics and a progressive organiza- 
tion, we are in position to give our customers 
SERVICE, QUALITY and PRICE. 

When in need of Stillson Wrenches buy the genuine 
Oswego and become one of our many satisfied customers. 





peat 











OSWEGO TOOL CO., osweco, x. v. 


SALES REPRESENTATIVES 
New York Philadelphia Boston 
| Chicago Baltimore London, Eng. 
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A Book You Should 


Have 


This catalog, just issued, illustrates and describes 
Williams’ Superior Drop-Forgings and _ Drop- 
Forged Tools. They are recognized as standard 
the world over wherever machinery and tools are 
used, for they are the result of nearly half a cen- 
tury'’s systematic effort to produce only the best— 
the Superior, 


Write at once for your copy. 


J. H. Williams & Co. 


sg S. CLINTON ST. 59 VULCAN ST. 

CHICAGO, ILL. BUFFALO, N. Y. 
59 RICHARDS ST. 
BROOKLYN, N. Y. 


Williams’ Dependable Machinists’ 
Tools 
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“Phe Product of Master Saw Makers”’ 


OHLEN SAWS 


OHLEN-BISHOP SAWS—fabricated in 
two great plants devoted exclusively to the 
purpose, are based upon more than one 
hundred years manufacturing experience. 
They are recognized as standard all over the 
world. The OHLEN-BISHOP line is com- ® 
plete—a perfect saw for every wood or metal 
cutting purpose. All OHLEN-BISHOP 
products are absolutely warranted. 






































OHLEN GOLD 
7 MEDAL IN- 
a Laas SERTED 
me TOOTH SAW 
BISHOP TOOLS, TROWELS, KNIVES and 
SCRAPERS are favored by discriminating 
buyers everywhere. Scientifically designed, cor- 
rectly made and highly finished they meet every 
demand made upon them. Write 
general sales department 
for latest catalog. 


” GEG.W BISHOP 3 CO. 
a ee le a a 
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OHLEN ARC GROUND XXX STEEL CROSS CUT SAWS 
| THE OHLEN-BISHOP COMPANY 
Ohlen Plant GENERAL SALES OFFICES Bishop Plant 
Columbus, Ohio COLUMBUS, OHIO, U. S. A. Lawrenceburg, Ind. 
Branches 


Atlanta, Ga. Cleveland, Ohio New York City Portland, Ore. St. Louis, Mo. San Francisco, Cal. 
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The Need for Accurate 


Holes is Universal 


There would not even be as many 
playgrounds as there are, but for the 
present-day methods of drilling holes 
accurately and quickly. 


Detroit Twist Drills help manufac- 
ture the strong, safe swings, slides 
and see-saws, which keep your chil- 
dren out in: the sunshine, and defeat 
the lure of crowded streets and 
the danger of the filthy alleys. 


Each manufacturer of metal parts 
is dependent upon holes. Sooner or 
later he comes to Detroit Twist 
Drills, because they produce truer, 
quicker holes, with less regrinding 
and less cost for power. 





























Order Detroit Twist Drills when you buy 


DETROIT TWIST DRILL COMPANY, DETROIT, U.S. A. 





4 TWIST DRILLS 


Office of Metallurgical Inspection 
and Heat Treating 












ws ase 








November 20, 1919 


« 





' 
AW 


TRADE ‘ MARK 





Ft a 





AEG. U.G BAT.OFB 


“=. 


S08 oP aE 





& 
é 
¢ 
fF 
; (OQ, 
Dat 
a 
Be 
; iy 
& 
° 

















HARDWARE AGE 


sSSTON 


AND TOOLS 


When You Sell 
A Customer 


A Saw or a Tool 


—and he takes it home 


—and uses it 





day after day 


—for months 


What You Want to Know Is: 
Will He Come Back to You 
When He Wants Another? 


He will—if the first saw or tool he purchased from you 
was satisfactory. 

Sell a man saws and tools that give him complete satisfac- 
tion—and he will remember your store as the one where 
he can get good service and good values—and come back 
to it. 

DISSTON dealers know the value of satisfied customers. 
They know that when they sell a DISSTON Saw or Tool 
they realize two profits—one when they make the sale and 
another, later on, in good will and more business. 

That is why more and more big stores are featuring 


DISSTON—exclusively. 


Henry Disston & Sons, Inc. 


“‘America’s Largest and Longest Established Makers of Hand 
Saws, Cross-Cut Saws, Band Saws, Circular Saws and Tools.’’ 


PHILADELPHIA, U. S. A. 
CANADIAN WORKS: TORONTO, CANADA 





_ DISSTON SAWS AND TOOLS Standard for 
Nearly Eighty Years—and Growing Faster Every Year 














| 
| 
| 
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wrench,” says 

your customer. 

Right there you 

get the benefit of 

half a century of 

7 reputation built up 
by a company the 
reputation of whose 
products is world- 
wide. 


BILLINGS @ SPENCER 


The First Commercial Drop 
Forging Plant in America 





Triangle B tools are nationally 
known and they make re-sales for 
live hardware dealers. “Into every 
forging goes our entire reputa- 
tion.” That is your protection. 


The Billings @ Spencer Co., Hartford 
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bie on a 
mighty nice <> 
bunch to 
deal with— 
they handle 








THE CLEVELAND TWIST DRILL CO., Cleveland, New York, Chicago 


Agents for Europe, CLEVELAND TWIST DRILL CO-(GREAT BRITAIN), Ltd., 36-37 Upper Thames St., London E.C. 4. 
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Son. Its A Great Saw” 


“You Bet,We 
Used Them 
Over There’ 
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Tuck’s Tools 


Think what it means to a busy 
tool user in these times to have 
to wait for a new tool while the 
defective one is going the usual 
“Red Tape” rounds. 


Cut the “tape’—Don’t ques- 
tion a man if he returns any of 
our tools. Give him a new one 
immediately—no factory in- 
spection is necessary—don’t 
even discuss it. 

We stand back of every tool we 
make. 


Tuck Mig. Co. 


Brockton, Mass. 
1c SAA 
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| STANLEY MORTISE 
MARKING GAUGES 


Made of selected wood and well finished. The 
graduations are accurate and the marking points 
of tempered steel. 


i The compactness, ease of adjustment and ac- 
curacy of graduation combine to make STANLEY 
Wood Gauges attractive for all classes of work. 


Only a few styles are shown above, but our cata- 
logue shows many others, providing a line that 
should meet the requirements of all who may be 
interested. 


STANLEY RuLe & Lever Co. 
New Britain, Conn. U.S.A. 
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The Matchless Opener 


A most useful combination tool for store, office or 
home. Very handy for many odd jobs and the best 
small tool of all for opening boxes, crates, barrels, etc. 








It has great strength and leverage—will pull 
or drive anything from a carpet tack to an 
8d nail. Unequalled for opening crated 
goods—the claw rips off the slats in 
a jiffy. Also a wonderful tool for 
ripping off box strapping—it 

pulls the nails and does it 


Retails 


at 


$1.00 


~s 


Three Tools In Gus 


The MATCHLESS OPENER really 
combines three handy much used tools all 
in one. The illustrations show it being 
used as a chisel, hammer and nail puller. 

It is 1214 inches long and made of 
forged steel from tip to butt, hardened 
and tempered just right. The hardwood 
scales are securely riveted to the steel and 
form a perfect oval handle affording a firm 
grip. 

The No. 90 weighs 24 ounces—black 
oil finish steel with the claws nicely 
polished. 

Puller The MATCHLESS OPENER retails 


at $1.00 and provides a snug profit for 
both Jobbers and Dealers. 









| The Bridgeport Hardware Mfg. Corp. 


Bridgeport, Connecticut, U. S. A. 
BRANCH OFFICES AND SAMPLE ROOMS 


J.C. McCarty & Co. G. W. Gause Co. 
29 Murray St., New York City 693 Mission St., San Francisco, Cal. 








a na Na Od eM Sl Le SS ia eS 


[THE [-[2 00 Or 


<a 











November 20, 1919 


E AGE 


a4 
< 
> 
-_ 
Q 
4 
< 
an 





owe were eee 


be Sal at adh Seok Yooh hah teh eh 


t 


SDE RY ee 


SAA Aa 
b 
, 


BBA Aa a | 


AV AKA AVAL AA A —| 


& hhc ay ay is, 
Ada a 
MADLY, 


ADIDADA 


As DDD Dy) 
Ue | 





SNELL MFG. Co. 
FISKDALE MASS.US.A 
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Hit expansion of BlueBird adver- 
tising to include such mediums as 
the Ladies’ Home Journal and Good 
Housekeeping comes as the second logical 


step in the broadening of the BlueBird 


campaign, which has been carried on with 


marked success during the past several 
months in America’s leading national 
weekly, the Saturday Evening Post. Dom- 
inant color advertisements, occupying full- 
page space and appearing at frequent 
intervals, are consistently carrying into 
the best homes in the land the BlueBird 
message of cheer and happiness—dispel- 


ling the gloom of washday. 
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; and dealers. 


opt ortunity 


as Blue Bird 


BlueBird Appliance Co. 
St. Louis, U.S. A. 


the following 


BlueBird distributor 


NAME: 
NUNN ELECTRIG CO 
Dallas, Texas 


THE LUETKEMEYER CO 


Cleveland, Ohio 
BROWN-DORRANCE CO 

Pittsburgh, Pa 
LISTENWALTER & 
GOUGH 

Los Angeles, Calif 
ELLIOTT-LEWIS ELEC 
ar 


) 
Philadelphia, Pa. 


ALPHA ELECTRIC 
New York City 


REID ELECTRIC CO 
Elkhart, Ind 
COMMERCIAL ELEC. 
SUPPLY CO 
etroit, Mich. 
sIRD HOUSEHOLD 
Ic CO 


Monadnock Bldg. 
>, Tu. 


St. Louis, Mo. 
THE BLUEBIRD CO. OF 
NEW ENGLAND 
Boston, Mass. 


territory should apply direct 


there: 


TERRITORY: 


Texas, Southern New Mexico 


Oklahoma, Louisiana and 
Arkansas 
Northern half of Ohio 


Western Pennsylvania 
Northeastern W. Va 
Eastern Ohio 

Southern California and 
Arizona 


Eastern Pennsylvania 
Southern New Jersey, 
Newcastle County, Dela- 
ware, Chemung, Tioga 
and Broome Counties 
Pe 


Southeastern 
cluding 
York, Nort 
sey Fairfield County 
Conn 
Indiana 


Michigan, including Detroit 


Northern Illinois, Southeast- 
ern Lowa, Northeastern Mis 
souri, Minnesota, North and 
South Dakota, Wisconsin 
Northern Peninsula of Mich- 
igan 

Kentucky and Southern 
Ohio 


Missouri 
Southern Hlinois 


New England States 
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WHEN ANTHRACITE COAL WAS 
FIRST USED IN AMERICA 


- 1808 Judge Jesse Fell of Wilkesbarre, Pa., suc- 
ceeded in burning anthracite coal with some 
measure of success, but it was not until around 
the year 1824, the year of the founding of the 
Plymouth Cordage Company, that any general use 
of this fuel for domestic or factory purposes began. 


The early coal miners found that in both mining and breaking 
the coal, large quantities of good rope were needed, and from 
the beginning of the industry in America, Plymouth Rope, the 
rope you can trust, has played an important part : 
in the vast mining operations. 


The rugged, durable qualities built into every foot of 
Plymouth Rope through pure material and expert work- 
manship are as valuable to every rope user as to the pro- 
ducers of .coal. 


PLYMOUTH ROPE 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass. Welland, Canada 
g 



























NAILS and TACKS 


K 
The <i> Line 


for 


SHOE REPAIRING 


By Hand 


We have carefully studied the requirements of shoe repairing from “The men 
behind the bench”’ to every nail and tack needed by them. 


KLEAN-KUTT Nails and Tacks are manufactured with a thorough knowledge 


of the exact use to which they are put. 


Particular attention is called to their FINE FINISH, this work being done by a 
separate machine process which leaves them CLEAN and FREE FROM SLIVERS or 
DUST. 


Note the complete line—eighteen different types. 





K-K Channel Nails K-K Cobbling Tacks 

K-K Tack Point Channel Nails K-K Shank Tacks 

K-K Tapping Nails K-K Quilting Tacks 

K-K Shoe Nails K-K Miners Tacks 

K-K Slivers K-K Hob Nails 

K-K Soling Nails K-K Kup Head Rubber Heel Nails 
K-K Pegging Nails K-K Shoe Rivets 

K-K Curl Nails K-K Rubber Top Lift Nails 

K-K Curl Rubber Heel Nails K-K Wood Heel Attaching Nails 


Packed in Neat, Strong and Distinctive Boxes. 


Illustrated Catalogue and Price List sent on request. 


UAG 


United Shoe Machinery Corporation 


BOSTON - MASS. 


BRANCHES 
+ eye A la el lela a HOT Dem “DS, DINER 6 ooo os oo oi ak ce veees 11 Florence 
Brockton, Mass...................005- -.93 Centre Milwaukee...... Meena  — == 
Cincinnati.. belacid sisson Seam ceites ie "” 708 Broadway A) nn. eT 
ee ee “/18 South Market New York.. a cis tele areas ..37 Warren 
Haverhill, Mass. . ae. wiaies beeen . 145 Essex J. K. Krieg Co., Gand ir ns anne eae .39 Warren 


Johnson City, N. _ # sSeausihuted ites 124 Main 6 eee ee ee ren ee "221 North 13th 
Le OS a rr .306 Broad Rochester, N. Y.. Meee oets 130 Mill 


ee ry 
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Manufacturers of 


Wood Screws 
Sommer erertent 


seacesst’s 










SPECIAL SCREWS upset WORK 

By Vig, !RON. BRASS 4 Ny 
~pmeneed HS? 
LOFopy NUS 







=! 
a, 
<= Write for latest catalog RIVETS 


THE CONTINENTAL WOOD SCREW CO. 


NEW BEDFORD, MASS. 
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How The pal J ournal 
Reduces Your Selling Cost 


Customer-confidence is always a valuable asset — 


Because the more-than-a-million readers of The 
Farm Journal have confidence in the products ad- 
vertised in its pages, they readily accept and give 
preference to such products when you offer them. Thus 
you sell these “Farm Journal-advertised” goods with less 
effort, in less time, and with quicker profits. 

Also, this confidence means a more rapid turn- 
over, with a smaller investment and an increasingly greater 
annual profit for your business. 

This confidence comes not only because of the 
Farm Journal’s “Fair Play” notice, but because the paper 
is editorially so reliable that folks place implicit confidence 
in its every page. 


The fa m journal 





art Over 1,050,000 a Month 
CHICAGO PHILADELPHIA NEW YORK 


15 East 40th Street 





Peoples Gas Building Washington Square 
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PRIEST'S 


Horse and | | 
Toilet 
Clippers | | 


ORSES must be in fine fettle 

this spring. They must be 

well-groomed for both com- 
fort and appearance. It has always 
been that springtime is the season 
for horse-clipper sales. 








a 


Barbers, on the other hand, need id 
clippers all year ‘round. Spring, 
Summer, Fall and Winter are all 
haircutting seasons for them. 
Therefore, when considering the 
line of horse and toilet clippers 
give careful consideration to the 
Priest Line. 





In completeness the Priest Line has kept 
pace with the times. During the past 
year we have made many improve- 
ments that you and your trade will | 
appreciate. For instance, we consider 
the “Single No. 7,” illustrated, the best 
one-man power machine available for 
horse clipping. 


In our complete assortment of hand 
and power instruments you will always i 
observe that the utmost care has been 

given to grinding, tempering, cutting 

and finishing. 


May we quote prices and send details? 


AMERICAN SHEARER 
MANUFACTURING 
COMPANY 


314 Main St. Nashua, N. H. 


Wiebusch & Hilger, Ltd. 
New York City 


SELLING AGENTS 
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Wood Screws 


Machine Screws 
Tire Bolts 
Stove Bolts 













American Screw Co. 


Providence, Rhode Island 


WESTERN DEPOT: 
225 West Randolph Street, Chicago, Illinois 
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SUPERIORITY 


It’s the Motor— 


Made complete in our own plant, to 
meet our special requirements, which 
gives Van Dorn Drills their Superiority. 
We have never been satisfied to use 
standardized motors—consequently our 
drills are lighter, more powerful and 
dependable than any others. 


THE VAN DORN ELECTRIC TOOL CO. 


Cleveland, Ohio 
SA. 
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Devil’ Tools 


REG.U.S.PAT. OFF. 


Mean Business for You 




















It’s easier to sell a customer what he 
asks for than to try to convince him 
something else is “just as good.” 


BAT fo] {.) i Wh Ns Your customers will accept “Red 
PNA ee eo Devil” Tools without question. 


1 i They have read all about them and 
ba M Bue always associate the “Red Devil” 
M vy y y Ni HI y Trade Mark with quality—the kind 

} of quality that gives the utmost 


satisfaction in use and always brings 
them back for more 


Red Devil’ TOOLS 


Through regular advertising in such 
popular mediums as 











Red Devil The Saturday American Automobile 
Aut bile Disnlay Board Evening Post Digest 
ee ne ee Popular Science Popular Mechanics | 
Monthly American Boy 
Scientific American Motor World 
American Builder Power Farming 


Electrical Review 


“Red Devil” Tools are known and 
accepted by millions of readers. You 
don’t have to “talk up” “Red Devil” 
Tools—their quality and reputation 
alone insure the satisfaction and 
good will of your customers. 








Dealers who count good will their 
greatest asset will write today for 
prices and full details. 


Smith & Hemenway Co., Inc. 
98 Coit St., Irvington, N. J. 











i “Red Devil” is the Expert Mechanic’s guide to known quality in 

- Pliers, Electricians’ Tools, Hack Saw Frames and Blades, Auger 

f Red a Bits, Chain Drills, and other Hand Tools, all of a class with “Red 
Electrica! Disp'ay Board Devil’’ Glass Cutters, the biggest sellers in the world. 






































19 





November 20, 1919 HARDWARE AGE 45 











THE WORD 


TRIMO 


Indicates Good Goods Made By the 


Trimont Manufacturing Company 



















The TRIMO PIPE WRENCH has several distinctive features 


that make it a very desirable wrench to use— 









The STEEL FRAMES that do not break 


save buying frames, save loss of time while 






on a job—worth many wrenches, saves wait- 






ing, which costs a heap of money. 










The NUT GUARDS save time because 


they keep the wrench in adjustment when 






you lay it down‘and pick it up, also when 






working in close quarters they prevent acci- 






dental turning of the adjustment nut. 







The INSERTED FIXED JAW in the 


handle can be removed when worn, saving 






the handle. A new insert jaw costs consid- 






erable less than a handle to replace. This is 


one of the TRIMO LONG-LIFE FEATURES. 











The TRIMO WRENCH has other good points—it is strong 
and well made and manufactured out of materials suitable 
for the use that is made of them. 


NUT WITH wei NUT GUARD 


TRIMONT MFG. COMPANY 


ROXBURY, MASS. 
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The above word indicates value. Good value 
in a Hack Saw Blade means a saving of dollars and 
cents to the consumer. A poor Hack Saw Blade is 


expensive at any price. 


Even a competitor will acknowledge that “STER- 
LING” Hack Saw Blades are good. Users of the 


“STERLING” Blade say they are most excellent. 


This high degree of excellence and efficiency has 
been obtained through the careful study and work- 
manship of men devoting their entire time and effort 
to produce as satisfactory a Hack Saw Blade for the 
consumer as is possible by any process of manufac- 


ture. 


Added to above, the steel used in ‘‘ STERLING” 
Blades is the best rolled by any mill in the world. 


Manufactured by 


DIAMOND SAW & STAMPING WORKS 


BUFFALO, N. Y. 


November 20, 1919 
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Fstablished 1895 





SAND’S 

oF 

Plumbs and Levels _ 
O 

About a quarter of a century ago, J. Sand | 
& Sons began the manufacture of Plumbs | 
and Levels. | 
Their sole aim was to make the best | 
Plumbs and Levels possible, sell them at & 








fair and reasonable prices and treat every 
Jobber and Dealer so well that they would always speak 
favorably of Sand’s goods and Sand’s treatment. 


During all these years this concern kept right on establishing good 
will and reputation in the trade. Today the slogan 


Over 200,000 In Daily Use 


proves just how Sand’s Plumbs and Levels have sold and satisfied and 
repeated. Carpenters, Builders and Mechanics like them because of 
their uniform accuracy and splendid workmanship. 





SSS eee The Sand’s Line is often spoken of as ‘“The 
© © @B| easiest selling Level stock on the market.’’ It 
is admitted to be the most complete line and 
a liberal profit bringer. 















Why not do business with ‘‘The Level Business that is 
conducted on the Level’’? 






Jobbers supplied direct, Dealers through Jobbers. Ask 
your Jobber for Sand’s goods. 







If he cannot supply you, then write to us and we will 
refer you to the nearest Jobber who will. 








J. SAND & SONS 


1023-29 Rivard Street 
MICHIGAN 






DETROIT 
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U. S. TRACE CHAINS 


‘‘As Good as the Name’’ 


An electrically welded, strong, durable Trace that 
you can depend upon at all times. It is absolutely 
the best that can be manufactured at any cost. 





Actual number of links per foot as indicated. 


Packed six pairs in a bag, 102 pairs to the cask. 











Our new plant, covering three acres of floor 
space will be in full operation December 1. 


United! States 
Cihaim Ylorgimed Goo 


Union Arcade Pittsburgh, Pa. 























November 20, 1919 HARDWARE AGE 


CHICACO) 


MARK 


SPRING HINGES 
















A TYPE FOR EVERY REQUIREMENT 








Van Dervort Hdw. Co., Lansing, Mich 
Display Boards of Chicago Spring Hinges. 
The VARIETY of CHICAGO SPRING HINGES 


enables the dealer to suit each individual condition. 


WELL ADVERTISED —_ EASILY SOLD 
ASSURED PROFITS 








ex Chicags Spriva Butt Company 24 
CHICAGO NEW YORK © 


SEND FOR CATALOGUE H 36 Ir 
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‘When you've done a good 





























































































































































Sete ante piece of work insure it and your 
orker in your : . 
aera reputation. Don’t buy cheap 
in the window or . ’ 
onthe coun. hardware or it won't be long be- 
fore your customer will be blam- 
oe ° ” 
4 ing you for a poor job. 
= says 
ed 
STORM SASH = 
HARDWARE = oT Ll : 
i fora we 
Storm Sashes help to keep out the cold 
and to reduce your coal bills ai } 4 : 
wed ley Som ra Hanger and Your customers will get full efficiency from your storm sashes | 
sashes close snugly, open : , 
std fakes dangee Sonveniently put up .5 if you equip them with hardware on which the sashes can be 3 
The encle or tiene, mene, end easly applied. — J —— Ed hung easily and closed snugly—as when you use Stanley Storm 
tod over the hock re kl tp Sash Hardware. 
The angle on the hook and eye of Stanley 
Hanger No. 1715 guides the eye up and over 
the hook eo that your customer can hang the 
sashes quickly from inside his house. In the 
summer full length screens can be fitted on the 
—_ same hooks you used for the storm sash. 
% the supenor 
i ike ee q Fastener No. 1719 holds the sash open 
firmly for cleaning and ilati locks it 
fi oh eaten onal securely and is heavy, strong and easy to apply 
shoat Stanley Storm Seah ae ond epeute. 
i Yj : . Most of your customers know about Stanley re] 
TRE STANLEY WORKS A dream Sach Vashonen Ghee cor edvertioonent = 
one SAS. CONN in the farm papers and general magazines. 
. Your builders’ hardware dealer carries a com- 
plete stock. 
LITERARY DIGEST anave 
nd addr nd will mail 
f ee oo a E10 on Storm Sesh Hardware 
————4 THE STANLEY WORKS 
New York New Britain, Conn. Chleage 
A? 
4— Pa rey 
Fi Wastener No. 1719 . 
! Prt Pa fa Hecststcoete 
4 an om ? 
nes ie 




















ANG on the 



























TORM Sash when bung on 

‘pe menley 4 Sash Hard- 

' ware, helps to keep the rooms 
nore comfortable and eliminates THIS WINTER 
he occasional draughts from the 


windows. 
Storm Sash may be easily and 
quickly put up or taken down 
without the aid of ladders, nails 
or tools, when the No. 1715 
(shown in the ilustration) 
Storm Sash Hanger is used. 
Ask your hardware man to 
show you Stanley Storm 
Sash Fastners No. 1718 and 
No. 1719. \ 


Folder S¥-10 will be gladly sent 
on request. 












































THE STANLEY WORKS, 
New Britain, Conn, U. 3. h. 
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A few people may ask for Stanley Storm Sash Hardware by 
name as a result of the advertising shown on the opposite page. 
Most of your customers, however, will come in and ask for 


storm sash hardware in the same old way. ; 
But---and here’s the point--when you show them the kind of 


hardware you carry, if you are able to say it is Stanley’s, they 
will remember having heard about it somewhere, and will ac- 
cept it with the feeling that you have given them the best of 
its kind—which is your main object, no matter what you sell 


them. 
This is why we are advertising Stanley Storm Sash Hardware 


to your trade this month---and this is why you should stock up 
in anticipation of it. 
THE STANLEY WORKS 


NEW BRITAIN, CONN. 
New York Chicago 











STANLEY 
Storm Sash Hanger 
No. 1715 


= STORM SASH HARDWARE 
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Lawson “‘Universal’’ Pivot Spring 
Hinge for Lavatory Doors 


The New Lawson ‘‘Universal’’ Hinge 
Can Be Stocked Profitably by Retailers 


There is now on the market for the first time a 
pivot spring hinge which can be stocked profitably 
by dealers. 


It can be used for either single or double acting 





doors, and mounted on either the right or left 
hand side opening in or out. It will hold the door 
open or closed at any point desired. 





Regular or reverse spring action can be obtained 
by merely changing the cap screw at the bottom 
of the hinge without dismounting the door or 
changing the hinge construction. 





This hinge is similar in design to the Lawson 





““Matchless’’ mortised spring floor hinge which has 
for years been accepted as standard by builders 
and architects. 

Because of its general adaptability to a large 
variety of constructions the Lawson “ Universal’’ 





hinge, better than any other, meets the needs of 
the contractor and architect. It guards against 





changes in details and plans. 

Hardware dealers are finding that it pays to 
stock this hinge as well as the Lawson “Nu” 
spring jamb hinge as they are frequently demanded 
by builders for emergency orders. 


LAWSON MANUFACTURING CO. 


228-230 Superior Street 
CHICAGO, ILLINOIS 
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Helping The Manufacturer 
Sell The Best Retail Trade 


All wholesale houses do this, of course. 


But we are a wholesale house that does it 
quite a little better than the average. 


How? By permitting reliable, energetic 
dealers to own shares in our business. 


By making these dealers know they are our 
associates rather than merely customers. 


And returning to them in the form of divi- 
dends all but the actual cost of maintaining 
this unusual wholesale service. 


We originated this plan nearly 10 years ago. 


It has succeeded beyond ‘our most optimis- 
tic estimates. 


Proving that dealers recognize the right kind 
of wholesale business when they see it— 


And proving that manufacturers appreciate 
and understand the extra value we supply 
to their goods, thereby increasing the 
dealer's interest. 


Thank you for the favor of your attention. 


P. S.—We have passed the million dollars a year 
sales mark. 


The American Hardware 
and Supply Company 


43 Terminal Bldg. Pittsburgh, Pa. 





























November 20, 1919 


HARDWARE AGE 


SUPPLY AND DEMAND 
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TRADE MARK 


The Largest 
And Oldest 
Manufacturers 
Of Tacks and 
Small Nails 
In the World 


ne! Venta 


VAN 


TRADE MARK 











Over 20,000 Kinds, 


Sizes and Finishes 


ATLAS TACK COMPANY 


FAIRHAVEN MASSACHUSETTS U.S.A. 


The Atlas Tack Company has always pro- 
duced on the principle that the line which gives 
the “greatest quantity of quality at the price” 
will always receive the greatest quantity of price 
for the quality. 


This principle has made Atlas Products 
standard among good Jobbers everywhere. 


It is also the Dealer’s best sales guarantee. 


Atlas Products include Iron and Copper 
Rivets, Copper Burrs, Staples, Wire Nail 
Specialties and numerous other packaged pro- 
ducts to the extent of about twenty thousand 
different kinds and sizes. 


We are the LARGEST and OLDEST man- 
ufacturers of TACKS and SMALL NAILS in the 


world. 


Look for the “‘Atlas’” Trade Mark. It is the 
mark of the best traders as well as the best 
trade. 








59 








60 HARDWARE AGE November 20, 1919 



































LIQUID DOOR CLOSERS 


have met all tests; they are essential parts 
of the hardware equipment of business 
and public buildings, schools and 
churches, etc. 


In every home, too, there are doors 
that should be kept closed—the front 
door, back-stair door, cellar door, storm 
door, lavatory or coat-closet door. Sar- 
gent ‘Liquid Door Closers add to the quiet 
and dignity of the home—no doors ajar, no slamming and banging. 








Our light model is indispensable in the summer season for screen doors and 
throughout the year for other light doors. 


Display a sample—carry the complete line in various sizes. 


CYLINDER DAY AND NIGHT LATCH 


A consistent, all-year-round seller. Anything 
of value is worth protecting—and this latch 
put on a door offers added security at low cost. 


Built in the true Sargent way, it is strong, 
will stand hard knocks and yet is easy and 
positive in action. Every man and woman who 
enters your store is a prospective buyer of a 
Sargent Cylinder Day and Night Latch. The 
number you can sell will astonish you. 





Some folks won’t remember to ask for 
it—remind them, 


AUTO-SET BENCH PLANE 


It’s a master-craftsman’s tool. 
True, fast-cutting and easy to keep 
sharp. 

A Sargent Auto-Set Bench 
Plane can be taken down for whet- 
ting and instantly re-assembled with 
exactly the same set of the cutter. 
That’s the new auto-set feature. 
It’s the kind of tool a good me- 

ee nee chanic is glad to own. Whether doing 
heavy or very fine work—even when A against the grain in tough hard- 
wood—this plane cuts true and without chatter. Once regulated for the job 
in hand it holds the set until you alter it. 





Made in Six Sizes and Several Styles. 
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Unlocking Opportunities 
for New Business 






































SARGENT’S MESSAGE TO YOU 
‘*Profit by our widespread advertising . 
It is for your benefit, as much as ours. Thousands of P 
homes.must be built to properly house the fastest growing, 
most prosperous nation in the world. Homes will be ; 
e built in your locality. Your contact with builders, architects ae 


and investors gives you opportunity to say- 
‘Be sure the hardware is sturdy, convenient and attrac- 
tive. Sargent hardware always pleases.” 
The way is open for you to secure remarkably profitable 
trade in builders’ hardware—but remember, it is also open | 
to wide-awake competitors. Be the first to seek the business f 
and you have an advantage. ; 
Quality counts most in hardware. The cost is a small 
proportion of the investment in a building. Sargent hard- 
ware gives lasting satisfaction. 
Send us the names of prospective home builders near you. 
We will mail our beautiful “Book of Designs” and suggest 
a call at your store. 


SARGENT & COMPANY 


Manufacturers 
NEW HAVEN, CONN 
NEW_ YORK BOSTON 
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‘Game One, Come All’— _ 
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This marvelous event commands the attention of the 
leading manufacturers, jobbers’ and dealers, attracting 
the buyers from all parts of the earth. 


The most powerful buying and selling agency of the day. 


ne ic i 


Address all Communications to 


SHARON E. JONES 
1314 Fulton Bldg. Secretary Pittsburgh,' Pa. 
Erni ee 
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Main Entrance 
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_ All applications for space will be given assignments 
in theorder of their priority. A word from you today 
will bring full information. 
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Address all Communications to 


SHARON E. JONES 
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Dependability 
Availability 
Economy 
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The “PERFECT” Four 


“PERFECT” WINDOW SCREEN CLOTH 

comes in Black Painted, Galvanized, Golden 
Bronze. The rolls are 100 feet long, with double 
selvage with two wires in each selvage. All standard 
size mesh and widths 18 to 48 inches. 


*“DERFECT” HARDWARE CLOTH is thorough- 

ly galvanized after weaving—which solders the 
joints and binds the wires rigidly in place. Rolls of 100 
feet, in widths 24 to 48 inches, meshes 1% to 1 inch. 


*P2ERFECT” HEXAGON POULTRY NET- 
TING has three twisted wires in selvage, is 
heavily coated with refined spelter before weaving, 
and is wo®en of best selected steel wire. 
In 34 inch, 1 inch, 1% inch and 2 inch mesh, in all 
standard size wires, stock widths, from 12 to 72 
inches. Rolls contain 150 lineal feet. 


*"PERFECT” WIRE FLY TRAPS come. in 

several sizes, for houses, stables, packing rooms, 
stores, etc. They are strongly built and the design 
is absolutely effective as well as convenient to clean 
and set. 


Ludlow- Saylor 
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Uniformity 
Adaptability 


ST. LOUIS, 
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IT’S YOUR MOVE 


We have told you on the opposite page what we 
make. Instead of calling them the “BIG FOUR” 
or the ‘COUNCIL OF FOUR,” we have called them 
the “PERFECT” FOUR. 

We will now tell you why our products bear no 
misnomer. 

This company has always been averse to employing 
cheap methods to obtain commonplace merchandise. 

It is our pride and ambition to put into our wire 
screens and nettings the best that’s made, com- 
bined with the total efforts of many years of constant, 
progressive endeavor. 

Have we profited by such careful pursuit of out 
highest ideals? We think so—we know so—our 
products bear an enviable reputation. 

Mr. Dealer—if you are intent upon building a pro- 
fit-paying business—if your customers know mer- 
chandise, and insist upon the best 

THEN—it’s your move. Write for our catalog 
today. 





e Reliability 
Wire Company =", 
MO., U.S. A. — 
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RUST-PROOF HAMMERS 





We are now furnishing our Vaughan’s Vanadium Nail Hammer 
1 and our V @ B Bell and Plain Face Nail Hammers in this new finish. 
| After a careful surfacing operation, the hammers are finished in a 
neat satin black finish. The handles are the best second growth hick- 






ory—walnut stained. This makes a very attractive contrast with the 
Hammer Head. 





Rust-Proof Hammers are as good the day they are sold 
as when put in your stock 









VAUGHAN’S VANADIUM NAIL HAMMER 








Rust Proof Finish: No. 41 onal ozs.; 4114 B—16 ozs.; 42 B—13 ozs.; 4214 B—10 ozs. 
Retail Price $2.25 each 
VAUGHAN & BUSHNELL MFG. CO. 


MAKERS OF FINE TOOLS CHICAGO 
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HE customer does more than leave the 
purchase price with you when he buys i 


a “PENNSYLVANIA” Quality Mower. 


He is cementing a steady friendship with 
your store. A friendship that grows stronger ' 
as the economy of “PENNSYLVANIA” ; 
Quality Lawn Mowers becomes more and more 
pronounced, for him, with longer years of usage. 


























ne F “Great American B.B." “New Belmont” “Pennsylvania Horse” 

“Pennsylvania, Jr.” “Shock Absorber” “Bellevue” “ re 

“Pennsylvania Golf" “Quaker City” “Panama” —— Grand 
“Pennsy vania Putting “Red Cloud B. B.” “Delta B. B.” zs pean ; 

This ‘rade mark i: on Greens Mower” “Orchid B. B.” “Electra” Pennsylvania Trio 






the handle of “Continental” “Daisy” “Pennsylvania Pony” Horse” (86 in. cut) 
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“There is what the 
Jobber's Salesman 
showed me 


“A little leather sample box just about big 








enough and quite good enough to hold a watch, 
but in it were three pieces of hose---BULL 
DOG, GOOD LUCK and MILO. 


“This gave me a chance to see the CON- 
STRUCTION and QUALITY of the hose. 
It saved a lot of talk. 


“His little box was certainly of great assist- 
ance in selling. It always helps when you can 
show people just what you are talking about. 
I find new proof of that every day in my own 
retail business.” 
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SALESMAN’S OUTFIT 


furnished without charge to men on the road with 
BULL DOG, GOOD LUCK and MILO Hose. 
— 5% ounces. Size 3 inches square, 1 inch 
eep. 


Convenient to carry; always ready when, you 
need it; brief but convincing arguments of, ‘the 
merit of standardized hose. 


How many can you use for your salesmen‘? 





Boston Woven Hose & Rubber Co. 
CAMBRIDGE, MASS. 
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Ouick-Clerk 
I hilosophy © 


Have an assortment of hooks 
and save your clerk’s time try- 
ing to persuade customers to 
buy what they do not want. 


Up-to-date Jobbers have 
the assortments 1n stock. 





HORATIO S. EARLE 
President and Sales Manager 


Quick Clerk Grass Hook Assortment 


Composed of: “ ZETER a i 


CAN S-22-5 
1 Quick Clerk Ad Card. 19” x 9” 





HALLOWELL, MAINE 
Sales Offices: 1409 Ford Bldg. DETROIT, MICH. 


Scythes, Grass Hooks, Corn Cutters, Hay Knives, Etc. 


NORTH WAYNE TOOL COMPANY 
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Myers Glass Valve Seats Have No Substitute 


Iron rusts, brass corrodes, other metals succumb to the inroads of 


chemical action when they come into contact with water. 
But you say—‘‘Glass! Why, it cracks, chips and is easily broken.”’ 
True enough under many conditions, but not of the famous MYERS 


GLASS VALVE SEAT 


It is tough through and through and so surrounded 


by protective agencies that rare indeed are the cases where one of these 
Seats must be replaced through breakage, and all of the while, because of 





their non-corro-sive, anti-rusting, sand- 
resisting qualities, they are prolonging the 
life of Myers Pump Leathers. 

To this and the many other important 
Myers Pump Features such as the Easy 
Operating Cog Gear Head, Adjustable 
Base, Extra Large Air Chamber, Reversible 
Spout, Full Size Cylinders, Long Set 
Lengths, etc., we attribute the continued 


success of MYERS “HONOR-BILT”’, 


PUMPS for Every Purpose. 

In fairness to yourself and to your pump 
buying customers, investigate this ‘‘Honor- 
Bilt” line today—-Pumps for Every Pur- 
pose, Hay Tools and Door Hangers. 

Catalog on request. 


F. E. MYERS & BRO., Ashland, 0. 
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Fence oad Gates 





























; Ornamental : 
Walk Gates 








__ Spring sales of Cyclone 
‘Red Tag” Fence and Gates 


will beat all records. The 
popularity of Cyclone Fence has 
amazed us. It is inyportant that 
you get your stock order in early. 
Profit by last year’s disappoint- 
ments---clinch every order---get the 


dollars. 
Phone, Wire or Write 


Cyclone Fence Company 


Factories: Waukegan, IIl.; Cleveland, Ohio 
BRANCHES 


Chicago, Detroit,! Rochester, Philadelphia, 
New York Oakland, Calif. Fort Worth, Tex. 
Portland, Ore., San Francisco 


The Mark 





























‘Perfection Flower-bed Border 














Walk Gates 
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THE CYCLONE Ae¢7a7 SIGN GOES TO EVERY CYCLONE DEALER 
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It was in a small machine shop at West Chester, Pa., in 1884 that 
P. M. Sharples made the first American Cream Separator. This 
was the first step taken toward revolutionizing the cream separating 
methods of the world. 


grew the Mighty Oak 


Today the immense plant of The Sharples Separator Company at 
West Chester, Pa., is the oldest and largest separator works in 
America. This growth is founded on Square Dealing, Faithful 
Service and 100°> Americanism. 












‘Tse year marks nearly a 
third of a century’s asso- 
ciation with the dairy 
industry. Tremendous though 
the growth has been in this great 
productive business, the next 
third of a century will see de- 
velopment beyond the vision of 
even the most optimistic dairy- 
man. 


It seems advisable, therefore, 
that the dairy interests of Amer- 
ica should adopt as their slogan, 
“There are no substitutes for 
dairy foods.” Our Company is 
doing its part to bring home this 
truth to the great American 
public. 


is eee 


Let us all do our share in urg- 
ing greater public appreciation 
of the dairy cow—the foster- 
mother of the human race. 


P. M. SHARPLES 
President 
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HE value of a Sharples contract is the greatest 





obtainable—and steadily increasing. ! 
The Sharples Suction-feed Separator is recog- 
nized by farmers and dairymen the world over as the 


‘‘last word”’ in scientific cream separator construction. 
The suction-feed principle—invented by P. M. Sharples, 
protected by, U. S. patents and exclusive with the 
Sharples—has revolutionized cream separating. It 
makes possible clean skimming at any speed—im- 
possible with any other separator. 

American farmers have seen it proved in official 
tests. That is why there are today nearly two anda 
half million Sharples Separators in actual use. Thou- s 
sands of those Sharples machines have supplanted 
wasteful, fixed-feed disc separators, of every other 
make, throughout the world. 


b 
Sharples’ 100°%, Americanism has made as distinct b 
a 
0 





~~ ~_.yor S| TF 





an impression on the American farmer as has the 
Sharples Suction-feed principle. 





! The Sharples Separat 





SPECIALIZED ON 
SHARPLES AND 
BEAT COMPETITION 


“We are specializing 
on Sharples Separators, 
and have for two years. 











We are very much inter- 
ested in the Sharples ma- 
chine, and do not expect 
to handle any other sep- 
arator. You know the 
competition we had, but 
now we say, without 
boasting, that we have 
succeeded in placing the 
Sharples machine where 
it justly belongs—‘the 
most ponular machine in 
our neighborhood. 
CRAGO & HEATON, 
Nellie, Ohio 
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P. M. Sharples, who, in manufacturing the first 























HERE has never been a 
time when a Sharples con- 
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-fearle ’ other helps, such as calen ars, ness for dealers are most exten- 
There are many . er one-quarter of sive, and we are selecting dealers 
News (circulation ov , ho have the vision 
— ‘ lant slides displays, etc., etc. ten post fs judgment to 
oage ntern ’ . nd goo usines 
; oe ae Service Department is sealion the vales of a Ghangien 
he arples ; ; : . tion contract. 
: he Sharples spirit of intensive co-operatio ee ©. M. BURDETTE / 
based on the rp nd its dealers. No concern in Geand See 
Company a , 
pone ons pone. gece to boost the sales and profits 
: any indus ; 
of its dealers than the Sharples Separator Company 


i eal 
. West Chester, Pa. 


- San Francisco Toronto 






































1020 SHARPLES 
SEPARATORS 'TO 
FRENCH GOVT. 





One of France's first 
steps in reconstruction 
was a cabled order for 
1020 Sharples Suction- 
feed Separators. Clean 
skimming at any speed — 
only possible with a 
Sharples Suction-feed 
appeals to thrifty French 
people as it does to intel- 
ligent dairymen in North 
merica. It is a great 
tribute to Sharples—the 
00°% American inven- 
tion. 














Fn - 
| 21d oves's But wee phere 
é ome 

Separators 000 Sharples 






Skims Clean 










The only Separator 
which skims quicker 
when turned faster 


The only Separator 
that will skim clean at 
any speed 






The only Separator 
with a tubular bowl— 
no discs to clean 






The only Separator 
that delivers cream of 
unchanging density at 
all speeds 











The only Separator 
with entirely auto- 
matic oiling system 


The only Separator 
with a knee-low supply 
tank 


Sells Easiest in 
any territor 
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SPECIFICATIONS 
Takes any standard .380 
Rimless Pistol Cartridge. 
4 Capacity, 7 cartridges in 
; magazine with one addi- 
tional in chamber. Ham- 
merless, with side ejection. 
Three separate safety de- 
vices. Length, 6% inches. 
Width, 3% inch. Weight, 
21 ounces. Hard rubber 
stocks. Dull black finish. 














; The New Remington 
- 380 Automatic Pistol 


HE New Remington 380 Automatic Pistol is the result of several 


years intensive effort to improve upon existing models of pocket 
firearms. Iti 1s superior in many ways, particularly 1 in that 1 it 18 especially i 
designed to fit the hand and has a remarkable self-~aiming quality; but 
above all it is completely safe. 
1. The automatic grip safety prevents firing unless handle is 


grasped and trigger pulled; permits carrying fully cocked - 
with entire gatety. 


2. Thumb-operated a lever adds safety when pistol i 1s 
laid away or carrie 


3. Magazine-removal automatic safety device prevents possi- 
| bility of firing if cartridge 1 is left in chamber when mag- 


azine has been removed. 
In addition, this Model 51 is superior in lightness, compactness and in the 
number (eight) and speed of shots that can be fired from one loading, and 
it shows the usual Remington craftsmanship from butt to muzzle. 


Every dealer will recognize the possibilities of the New Remington .380 
Automatic Pistol as a merchandising proposition. Write us for informa- 


tion on the Model 51. 






ASK YOUR JOBBER 


THE REMINGTON ARMS UNION METALLIC CARTRIDGE COMPANY, Ine. 
Woolworth Building New York City 
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Let’s start your drive for 
more water bow! business 


HE farmer whe doesn’t want 

a set of water bowls in his barn 

this winter simply has not been 
sufficiently informed on their value 
to him. 
Think of increasing milk yields from 10% 
to 20% and more! Think of installing an 
equipment that, as one farmer says, pays 
for itself every 35 days!’’ Think of the 
saving in work at chore time—no more 
forcing cows out to drink from an icy 
trough; no more carrying water into the 
barn, or standing the loss of slumped milk 
yields because of cows not getting enough 
water! 
Point these things out to a farmer. Show 
him how easily he can install STAR Water 
Bowls with any equipment. now in his barn, 
and you ought to have his order. 















































Why not get in touch with us and let us 
start a drive for more water bowl business 
in your territory? 


One of the biggest advantages in selling 
STAR Water Bowls is that you can 


Sell one bowl 


to fit any connection 


Sell the bowls out of stock as easily as you 
sell pipe and fittings. 





Sell STAR goods and make them get more 
business for you. Every time you or a 
STAR salesman sells a farmer an instal- 
lation of STAR Water Bowls, Stalls and 
Stanchions, Litter Carriers, etc., you have 
a chance to add the sale of STAR Hay 
Carriers, Door Hangers and other STAR 
articles for the same barn. 


Write for our complete catalog and barn book and 
ask about our selling proposition on STAR goods 
in your territory. 


Hunt, Helm, Ferris & Co. 


Complete Barn Outfitters 
Harvard, III. Albany, N. Y. 


Designers and Manufacturers of 


The bowl with the slanting 
valve lever. Fills as the cow 
drinks. Fits any connection 
—top or bottom supply pipe 









Vy, 
“ny se 
ME aay yan 











Equipment 
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A COPY IS YOURS 
FOR THE ASKING 


This new catalog describes our complete 

line of Field Fence; also the new 

Cambria Poultry Fence; 
Metal Fence Posts, etc. 


MIDVALE STEEL AND ORDNANCE COMPANY 
CAMBRIA STEEL COMPANY 


General Sales Office, Widener Building, Philadelphia, Pa. 


District Sales Offices: Atlanta, Boston, Chicago, Cincinnati, Cleveland, Detroit, New York, 
Philadelphia, Pittsburgh, San Francisco, Salt Lake City, Seattle, St. Louis. 


£:.. CONSOLIDATED STEEL CORPORATION, 165 Broadway, New York, is the 


sole exporter of our commercial products. All export inquiries 
should be sent to this address. 


Series Number 15-H 




















DRIVING 
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STEEL 
FRONT 
DRILLED 


RED TIP CALKS and Shoes are noted for their 
ability to grip and to hold. For over 25 years they 
have been used by horseshoers and horseowners 
everywhere. 

The RED TIP line is complete—everything in 
Calks and Shoes—demand already created. 


All Neverslip Calks have Red Tips. 

All Neverslip Shoes have Red Heels. 

All Neverslip Tools have Red Tips. 

Without Red Tips They Are Not Neverslips. 


Send for Booklet “P’’ and Prices. 


The Neverslip Works 


Manufacturers of RedTip Horse- 
shoes, Calks and Soft Steel Rivets 


New Brunswick, N. J. 


Montreal Chicago New York 
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WORKS AT NEW BRUNSWICK, N. J. 
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Have You Tried 
The KWiklife Way? 


THE QUALITY FLASHLIGHT 


There are two ways of handling flash- 
lights—one way is to pack them away 
on shelves where they are unseen. 


The other way is to use a KWIK- 
LITE METAL DISPLAY CABINET 
which shows them up so attractively 
that customers are sure to see them and 
buy. 


The KWIK-LITE METAL DISPLAY 
CABINET not only shows the goods, 
but sells them. It is the kind of sales- 
man that talks “KWIK-LITE”» QUAL- 
ITY for you, when you are busy with 
other customers—the customer picks 
out the lamp he or she wants and hands 
you the money—you wrap up the 
KWIK-LITE, take out another from the 
back of the case and replace the one 


sold, 


The KWIK-LITE Cabinet is substan- 
tially built and beautifully finished—a 
fixture any store will be proud to show. 
Pads on the bottom of the cabinet pre- 
vent scratching showcase or counter. 


In the back is a handy compartment 
—just right for a small reserve’ supply 
of the best sellers. 


And remember—K WIK-LITE is na- 
tionally advertised. The demand is 
already created and spreading rapidly. 


Connect up now—your Jobber will 
supply you free with a KWIK-LITE 


Cabinet with a No. 4 assortment order. 


Send for Handsome New Catalog. 
It shows our complete line of KWIK- 
LITE Cases and Seamless Cell Batteries. 


THE USONA MFG. CO. 


1 Hudson Street 
New York City 


San Francisco 


309 So. St. Clair Street 


Toledo, Ohio 
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POULTRY 
NETTING 


Clinton Poultry Netting 

the quiulity standard. 
Two grades —galvanized 
before weaving and gal- 
vanized after weaving. 
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giving the utmost in consumer satisfaction. 


That consumer satisfaction is identical with repeat sales 


and dealer profit. 
Tie up this year to the Clinton line. 
that each item holds up a quality standard at a fair price. 


“‘Pompeiian” Bronze Window Screen Cloth—the pioneer bronze 


mesh—non-corrodible, durable —the finest window screen cloth made. 
“Silver Finish’? Window Screen Cloth—made of selected steel 
wire—thoroughly coated before weaving—durable and luminous. 
Clinton Painted Window Screen Cloth—the pioneer product in 
this grade—thoroughly painted and dried. No impertections to cut out. 
A complete catalogue of Clinton Wire Cloth Products 
will be sent on request. 


CLINTON-WRIGHT WIRE CO. 
SUCCESSORS TO 
CLINTON WIRE CLOTH COMPANY 


Factory at Offices at Boston San Francisco 
Clinton, Mass. New York Chicago c/oL.A. Norris Co. 




























You will find 


Three Generations of Buyers Have 
Found Clinton Products Satisfactory 


For sixty-three years the Clinton Wire Cloth Company 
has been manufacturing wire products with the aim of 





























FENCING 


Clinton Woven Wire 
Fence—the pioneer hes 
agonal mesh in twisted 
wire fence., 












POULTRY WOVENWIRE PERFORAF MISCEI>- WELDED WELDED WOVEN PERFORAT- 
. NETTING FENCING EDMETAiS LANEOUS SHEATHING FABRIC WIRELATH ~— ED METALS 
“Pompeian Bronze Silver Finish The Pioneer Round, Square, Wire Cloth Lath that saves The Rectangular The most dura- Steel 
Golden’ Bronze and Clinton American Hexag- Slot.Oval and Wire Special- Time. Plaster.and Mesh Wire Fa- ble Metal Lath a opper. 
Silver Finish Galvanized-be- onal Mesh Wov- Special Perfora- ties of many Labor-reinforces bric for Concrete made used entilator 
and Painted fore-weaving en Wire Fence tions in all Metals Descriptions and supports Reinforcement since’ 185060 rt 








CLINTON 





“Metal Made” 


PRODUCTS 
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Leveling with_a Rule 


“PERFECTION” 





















7 — xm amen 
x. od. Z Wot 


Level and Plumb 


What IS A Combination Level and Plumb 
It? Attachment which can be slipped | 
. in the vest pocket, carried from job 
to job and adjusted in a minute to any straight edge, or 
mounted on a board to be used as a level or plumb. 


Plumbing with a Square 


Who Buvs Carpenters, Builders, Contractors, Civil Engineers, Sur- 
y veyors, Brick-Layers, Masons, Plumbers, Steam Fitters, 


Them? Stair Builders and other structural Mechanics. 


Wh ll Only established Hardware Dealers. Because they are 

o Sells, very snappy selling, building hardware accessory, re- 

Them? tailing for but $1.00, and sold in conjunction with liberal 

dealer sales co-operation, backed by extensive Mechanical 

and Trade Magazine advertising. In addition, all unsold 

Why? levels can be returned for full credit at any time within 
six months from date of purchase. 





Literature and display models and cards gladly sent on 
request. 


Modern Utilities Co. 


417 Vaughn Street 
Harrisburg Penna. 


Leveling with a Square 
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The Washer That's 
Gentier Than 
Human Hands 


The first question a careful house- 
wife asks about a washing machine 
s “Will it harm the clothes?” 


Think how easy it will be for you 
to make sales when you can prove 
to her that the WASHKOSH is 
easier on clothes than the old 
laborious hand method. It’s the 
WASHKOSH vacuum princivle 
that does this—that means spotless 
clothes without so much as a 
broken thread. 








This is the biggest talking feature 
ever found on any washing ma- 
chine. It is a point that will in- 
terest any woman because it ap- 
peals to her inborn sense of 
economy. 





A WASHING MACHINE WITH 
A SALES POINT WOMEN 
CAN ACTUALLY SEE 


WASHKOSH 1920 plans include exten- 
sive advertising in magazines, farm You don’t have to talk theory when you're selling the 


papers and newspapers. We have made 
a large appropriation because analysis WASHKOSH to your women customers. Just lift the lid 
of industrial conditions indicate an and show her the conical dasher that touches the clothes 


unprecedented demand for washing 
machines this year. 


as gently as human hands, and forces suds through. They'll 
get the point instantly. 


Here’s a washing machine that will wash fine lace curtains 
and dainty lingerie. A machine with convenient three-way 
wringer, a noiseless motor. Do you doubt that you can 
sell this masterpiece? 


Territory Allotments Now Being Made 
Write for Details 


JAMES H. CUMMING 

Sales Manager 

THE WASHKOSH SALES COMPANY $ 
State-Lake Bldg. Chicago, U. S. A. > 


aS = a =< y Nill Mee ana eh 











SAE 








November 20, 1919 


Music To Dealers’ Ears 4 g 


wl if 


We PNY 


a 


Z il) ZZ 
4\ ‘ \ i : 


a a 


CLEOLA 


Offers a New 


Profit Line for You 


When you put in a phonograph depart- 
ment you get the money that is now going 
to mail order houses. You get your profit 
from the sale of each machine and a con- 
stant profit from the sale of records. 

The CLEOLA is a truly wonderful value 
guaranteed the full equal of any phonograph 
at double its price. Think how you can 
sweep the field when you can offer this 
tremendous value and back it with the 
Strongest guarantee ever put on a phono- 
graph. 

It plays any make of records. The 
specially constructed Krasberg Motor pro- 
duces sweet, full-toned music, no matter 
what make of record is used. The genuine 
mahogany cabinet with satin effect piano 
finish makes the Cleola as beautiful as it is 
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Dealers —.Here is your 
chance to sway the market 
with a high grade phonograph 
selling at half the price of 
other instruments. Territory 
is being assigned now and if 
you want representation we 
urge that you write us at once 
for details — this is really 
something big. 








musical. 
AMES H. CUMMING 


_CHICAGO, ILL. 
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« “WICKWIRE” FENCING AND N ETTINGS k 
Ben (ALL GALVANIZED) ieee as 


Enable you to supply your trade with a fencing orf 
netting that is Durable, Rustproof and Attractive. 


















Si he : W.W. POULTRY FENCE 
The New Form of Mesh ; 


| 5 WN) wy, hang straight and tight from post to post. Requires no rail at top or bottom. . 





Will not stretch out longer at the expense of width as is generally the case with the 
| © ordinary forms of mesh. W.W. Poultry Fence is made full width and always remains so. 
_ The horizontal wires where the strain comes are a full size heavier than’ the cross wires. 
a _- The truss formation takes care of the contraction and expansion’ problem. 


2| ei 7 
+ - WICKWIRE GRADUATED POULTRY FENCE 








~*s es ae Combines both Large and Small Fences All in One ox 
cy | ae AS eight spaces of one and one-eighth inch mesh at the bottom, graduating through * s 4 

4% H ght sp g gtaguanhs taroug i~< » 
2, Zed one and one-half, two and one-quarter to three and three-quarters inch mesh at the K2 4 


&, top. Acts both as a barrier against the straying away of the poultry and stock as well.as es 
J a protection to them against prowling animals. Woven and galvanized on the” same te: 
C2 principle as W. W. Poultry Fence with no ends of wire to rust nor sharp bends to crack <4 
oe, the galvanizing. ee oe 2 
HEX NETTINGS é Mes er <2 
The Perfect Formed Mesh gf. 
N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, os 
Vise with the most modern equipment in machinery and apparatus for putting the 
goods up, we have succeeded in placing upon the market a Netting of the highest grade. 


WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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“Bither You Are Satisfied--- 
Or We Are Not’’ 


| 
TALK No. 7 























The satisfactory service consistently rendered by Whit- 
lock All-Manila Rope is the result of the quality of fibre 
we use and of our manufacturing standards. 


Complaints or criticisms of Whitlock QUALITY are 
almost unknown to us. In rare instances a coil of imperfect 
manufacture may be shipped, and in such cases we ask the 
privilege of making good, and satisfying our customer. 

In using the phrase, quoted above, on our guarantee tags, we mean 
exactly what we say. 

The added Ropeconomy obtained by using cordage that has greater \ 
strength and life, and has these qualities UNIFORMLY, is evident. 

We welcome the most thorough tests and comparisons of Whitlock 
All-Manila Rope, wherever obtained, and sincerely desire to know of any 
case of dissatisfaction. | 

DEPARTMENT C 
WHITLOCK: CORDAGE COMPANY 


46 South Street, New York 


Factory and Warehouses Branches: 
Jersey City, Chicago, Boston, Houston 
N. J. and Kansas City 
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Copyright, 1919, by Whitlock Cordage Company 
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MADE IN U.S.A 
UNIOm THERMOMETER CO wc 
POSTON ROAD. MEW vom CITY 





A Thermometer You Can Job 
With Satisfaction and Profit 


Here is a full size illustration 0° the Unico Home Thermometer. 
This thermometer app-als strongly to jobbers because it is both 
attractive and accurate. 


See those large, plain figures and observe how easy they are to 
read. People like the Unico because it gives them the correct 
temperature at a glance. You can guarantee every 


UNICO 


Home Thermometer 


to be accurate, moisture-proof and weather-proof. The moment 
dealers see this thermometer they are interested. We can say with- 
out fear of contradiction that a better thermometer has never been 
made for general home use. 


FURNISHED One feature that is making the Unico such a big 








IN SIX 


DIFFERENT _ buy the Unico in the color that best suits them. We 
COLORS are finishing the Unico in Red, Blue, Green, White, 

Black and Lavender. 
WINNING Placed side by side on a show case, counter, or hung | 
COUNTER _ ona panel these six thermometers make a display that 
DISPLAYS simply compels attention and makes quick sales. 


seller and profit maker is the fact that customers can 


We authorize Jobbers to supply Dealers without charge with our 
Special Counter Display Containers with every order for a gross 
or more. 


METHOD We take particular care in packing to insure safe de- 

OF PACKING livery without breakage. Each Unico Home Ther- 
mometer comes neatly packed in an individual paste 
board box, | doz. to the package. 


IMPORTANT In addition to the Unico Home Thermometer the 

TO DEALERS Unico line includes The Unico Window or Outdoor 
Thermometer, The Unico Bath Thermometer and the 
popular low priced Liberty Thermometer. 


If your Jobber cannot supply you, write to us and we will refer 
you to our nearest Jobber who will. 


Union Thermometer Co., Inc. 


1301-1303 Boston Road New York'City, U.S.A. 
H. R. FRANKLIN, President and Gen. Mgr. 





















































November 20, 1919 


AAA 









NIAAA 


MA 


3 a. 
wage 7, 





HARDWARE AGE 


LEE 
































SEF ee 
——- = 














PANNA TAT AI TE LEAD PE PEATE PEATE EP 
WAH HH WWIII WAH li TELL 


= 
= 


z x ze See eerie 
eg 
Z 


“The Acknowledged Winner’ 


That GALVANOID has won pre-eminent favor 
with the trade, is proven by its constantly increasing 
sales. Today, more GALVANOID is sold than of 


any other grade of galvanized cloth on the market. 


Thousands of Dealers in every State in the Union 
are selling GALVANOID at a better profit. At 
the same time, they are giving to their customers 
more value in screen cloth. 


GALVANOID is heavily zincked after weaving 
by our modern electric process. Then a coating of 
transparent varnish is baked on. It is firm, durable, 
and attractive—the best grade of zincked c'oth 
made. 


Order thru your jobber. If he cannot furnish 
GALVANOID, advise us and we will see that you 
are supplied. 


Do not accept substitutes look for the red 


lettered tag 


We also manufacture Painted, Galvanized, AMERICAN Bronze and 
, Copper, and many grades for particular purposes, such as, Fly Killer 
Cloth, Sifter, Grain-cleaning Cloth for Fanning Mills, and wire cloth 
for many other requirements. 


AMERICAN WIRE FABRICS CO. 


Main Offices: 208 South La Salle St., Chicago 
New York Office: 160 Broadway 
Factories: Clinton, lowa; Mt. Wolf, Pa.; Niles, Mich. 
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Now it often happens that a customer isn’t 
in immediate need of poultry netting, but 
the fact that it’s right before his eyes 
every time he calls for garden and farm 
tools keeps him reminded and he buys 
when he does need it. 





Don't hesitate to unroll U. S. Poultry 
Fence and let customers see for them- 
selves just how it’s made. 


The fact that it is made like 
a farm fence, with parallel 
wires, which give it five or 
six times the strength of 
common poultry fence and 
prevents sagging, is what 
appeals to users and they 
buy. 


Every roll of U. S. Poultry 






INDIANA STEEL 
AND WIRE COMPANY 


Muncie, Ind., U. S. A. 











“That’s Just 


The next best 
thing to han- 
dling U. S. Poul- 
try Netting is to 
display in a way 
that will arrest 
the attention of 
poultry raisers 
as soon as they 
enter your store 


and create SALES. 


This rack will do it, is easy to make, 
and a perpetual advertisement for 


U. S. POULTRY FENCE 


Netting is sold on a straight money-back 
if not satisfactory basis. That’s our guar- 
antee to your customers through you. 


It is already predicted that 1920 will be 
a banner year for poultry raisers—cash in 
—make it a record year for poultry net- 


ting by handling U. S. Brand. 
Put up in 12 to 72 in. rolls, each roll 150 


feet long. Sample, literature and trade 
prices sent on request. 
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and colors, for all purposes, including: 


SASH CORD CLOTHES LINES 
MASONS’ LINES CHALK LINES 
AWNING LINES GARDEN LINES 
SHADE CORD VENTILATOR CORD 


Special cords for special purposes, also Cotton Twines. 


We make braided cords of all kinds, in all sizes 


SAMSON SPOT SASH CORD 





Trade Mark Reg. U. S. Pat. Off. 


Made of extra quality stock, carefully inspected, and 
warranted free from all imperfections of braid or 
finish. The most durable and economical material for 
hanging windows. Specified by architects everywhere. 


Phoenix Sash Cord, our competitive brand, is the 


best value for a low price. Full lengths and net . 
weights guaranteed. 


Write for catalogue, samples and prices. 


| 
| 
SAMSON CORDAGE WORKS ___ | 
: 


BOSTON, MASS. 
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Here Are Two Full-Page Advertisements 


THEY ARE APPEARING IN LEADING MAGAZINES NOW. 


This is only a part of the extensive campaign planned for our Exclusive Agents—There’s more,— 
much more to follow. 

Now’s the time for live dealers in all unrepresented localities to grasp our proposition. There's 
a big advertising plan back of 


te 


VARNISHES Lf “ZG ENAMELS 
= —KY-AN- (7 F 


Live Dealers—The Kyanize Exclusive Agency proposition will interest 
You, if there is now no Agent in your town. Write for details Today. 


San Francisco BOS TON VARN i SH COMPANY Chicago 


Warehouse and Office Everett Station' Warehouse and Office 
269 Eighth Street BOSTON, MASS. 519 Roosevelt Road 


7 
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A well selected, properly 
displayed line of toys will 


increase profits, reduce 
overhead, help build 


future trade. The invest- 


ment 1s small. Consider 
this for 1920. 


Ives Toys 


Make Happy Boys 





Ives Toys are 
American Made 
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a. Model 0 ot Fa real 


a for American Bers 


The American Boy is creative. He wants to get 
his hands on something. He wants to tear down 
and to build up. He wants to see how things are 
made and how they work. Structo Toys meet 
this craving. They fill a long waiting gap in 
every boy’s heart. Parents realize this—that’s why 


Structo Toys have won instantaneous success. 
S rRUCTO TOYS BOYS 


MAKE ees 

Every part in these outfits is well made of the best materials, perfect in design and 
of substantial construction. All gears in transmissions are Die-Cast with deep cut teeth 
assuring deep mesh which guarantees smooth and 
easy operation of toys. The motors driving these 
toys are powerful and long running with different 
speeds. All Structo Motors are equipped with Cut 
Gears— not stampings. 

Quality is our watchword! 





DeLux Model Assembled 








Nationally Advertised 
Order Through Your Jobber 


STRUCTO MANUFACTURING CO. 


FREEPORT, ILL., U.S. A. 


Tractor Assembled 
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Announcing the rorg 
HE above illustration will appear in 
color in the October issue of the 

Ladies’ Home Journal. 

This advertisement opens the vigorous 
national Advertising campaign that backs 
every Kiddie-Kar and trailer you buy. 


This campaign, consisting exclusively of 
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KIDDIE-KAR’ Advertisin 


full pages and double pages, in colors, and 
appearing from now until the Christmas 
season, will bring the merits of the Kiddie- 
Kar to the attention of more than 3,000,000 
prospective buyers. 

These advertisements aré going to create 
a great demand. Are you prepared to 
meet it? 


H. C. WHITE COMPANY, NORTH BENNINGTON, VERMONT 
NEW YORK OFFICE: FIFTH AVENUE BUILDING 
CANADIAN FACTORY—ELORA, ONTARIO 


REAL KIDDIE-KARS ARE MADE ONLY BY WHITE 


KIDDIE-IKAR ™ 


iKioei: Kas] 





MADE IN AMERICA FOR AMERICAN GIRLS AND BOYS 
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Our attractive REVERSIBLE EDUCATIONAL 
BOARDS are big sellers for children. Parents prefer 
them to other toys because they not only amuse, but 
instruct and educate the child. The home use of these 
Educators is reflected in a higher mark on the monthly 
report for Reading and Spelling. 


Teachers approve and endorse their use, because they 
provide the easiest and most pleasant way of learning 
Word Building or Sentence Building. Our 


REVERSIBLE EDUCATIONAL GAMES 


are. mounted on the front side with letters for word 
and sentence building LETTER-by-LETTER.  Re- 
verse sides display FIGURES that solve and untangle 
number work, with WORDS and PICTURES for 
sentence construction WORD-by-WORD, ANIMAL 
HITCHING and FIRESIDE GAMES. 


Our ORIGINAL RED SPELLING BOARDS 
are made of veneered fibre and have no thin, 
sharp metal edges or points to cut children’s 
fingers. Only boards made on which the 
alphabet can be arranged from A to Z. Our 
games include 


Word Problem Sight 

Builders Builders Readers 
Sentence Games 
Builders Puzzles 


A B C BLACKBOARDS 
A B C ANIMAL BOARDS 


They are all good, steady sellers and pay deal- 
ers a good profit. 


Our Motto—-Prompt Shipments. 


The H. G. Cress Co. 


Troy, Ohio 


Manufacturers and Patentees 
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Four Sizes 





Still Time for Christmas Orders 


: Age Height . 
-. —10 months to 14 years... 81,” oh 
No. 3— 114 years to 3 Vm years.... " 1‘ ox 

Y .~ 3% vears to¢ years.... 4 . . 
No. ¢~ 57 yearsto7 years... 125° 72 You know how Christmas shoppers will clamor for 


Al Horsie-Toddlers, the greatest of wheel toys. Its trim 
o lines, vivid coloring and sturdy durability make this 
toy a tremendous seller.[} 
Get your holiday order in*at"once to avoid disappoint- 
ment as our output is almost entirely sold and more 





orders are coming in every mail. a 
Order through your jobber. a ' 
THE RICHARDS-SCOTT CO. s 
200 FIFTH AVENUE NEW YORK CITY 
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Actual Photograph 























Noisy as the Biggest Cracker but as Harmless as a Pop-Gun 


; - ” 
— BIG-B ANG VICTORY GUN 


OBEY the LAW Celebrate WITHOUT POWDER 
‘‘BIG-BANG”’ Loaded with ‘“‘BIG-PROFITS”’ 


Immediate Shipment 











No Matches, No Powder, Harmless and Safe 
{| No Danger and Sane 

IT CAN’T EXPLODE. An overcharge means only a COST OF OPERATION—very little. The cannon may 
é smaller report. Even a lighted match will not ignite be fired 100 times fora fewcents. Open the breech—fill 


the Bangsite in the ammunition case. The cannon will the charging measure from the ammunition case—slam the 
neither set fire to tissue paper nor burn the skin. breech shut —touch the ignitor—it’s off with a **‘BANG.”’ 











“BANGSITE” puts the BANG in the ‘‘BIG-BANG” but cuts the DANGER OUT 


Good Profits and Easy Sales. FIVE MODELS, ranging in length from 9 to 23 inches, all metal and beautifully finished. 
The Field Models (three sizes) are mounted on Large Red Whee]s. The Defense Models (two sizes) are mounted on Strong 
Steel Bases. Place your order early to insure prompt delivery. Retail Prices $1.25 to $5.00. 


Safety and Service First and Last and Always 


Messrs. Buyer and Seller, Address Reply 
Cor. SPORTING GOODS & TOY ST., (At Once) 
HARDWARE STORE. 
Gentlemen:— One Big Season for ‘““‘BIG-BANG” is just at hand, Fall and Christmas, followed by 
another, Spring and the Fourth. Look to the future. Handle a line that will attract the boy,—-the 
future buyer of all Hardware Lines. Yours very truly, 
“BIG-BANG”, Friend to Parent and Boy. 








An Extract from a Hardware Jobber’s Letter. 


“This line has sold far beyond our expectation. Had we had two thousand more of these 
cannons and a large quantity of bangsite and spark plugs in addition to what we have already 
bought from you, we could have easily disposed of it. 

We look for next year to be a dandy year for this line of goods and wish that you would 
advise us as soon as convenient if we can be your distributor here, 

Kindly advise us at an early date, and oblige 


en ees 


Be ee eee 


Yours truly,” Signed 


Toy Cannon Works, Bethlehem, Pa., U.S. A. 


nn 
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the Best Built and Speediest 
Coaster—Of Course 


ARENTS want the best—nothing is too good 

for the youngsters for Christmas. So if you 

handle the Janesville Ball Bearing Coaster 

’ you’re sure of a good volume of Holiday 
Coaster Sales. 


> «Oy 
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For no coaster wagon has ever been built 
to equal the Janesville. It leads 
them all, in quality, in speed, 
in salability. 


Parents know there’s no 
other wagon like it. They’re 
reading the national adver- 
tising on this betterbuilt 
Coaster in every city, town, 
village and farming com- 
munity in thecountry. Why 
not have them buy the Janes - 
ville at YOUR store? 





Speedy and Strong 


‘ Its ball-bearing wheels are built 
: for speed and to lighten the task 
é of hauling heavy loads. A staunch, 
Es sturdy wagon built to an ideal in which 
slip-shod methods have no place. It’s 
a masterpiece of wagon making, the 
result of constant care and watchfulness 
at every step of its manufacture. For 
example, the spokes of the ball-bearing 
wheels are tenoned in the rims. Full 
14” steel tires are used. They are set 
with hydraulic pressure and securely 
riveted. Flanges are riveted through 

















Clad 
each spoke. Cup and cone type of ball-bearing y 
construction is used; balls can’t fall out when Pa Skudder-Car 
wheels are taken off. L™ {aed 
¥ s no-dead-center 
Every part of the Janesville Ball Bearing Coaster is an J > ball-bearing 
example of finest construction in wagon building. It’s ! “ee This unusual Car, operated on a 
: the wagon you want for Christmas trade and for bigger q *\ ‘ principle used exclusively in the 
h sales throughout the year. Write for our good offer to | ‘ Skudder Car, is also featured in 
bs dealers now. Also ask about the other excellent products pe a our national advertising. 
- in th 7 Ss f, . : 
n le Janesville Line, including the famous Jiffy Scoot ‘ , Simply shifting the weight 
r and Spee Dee Hand Car. Vo 
& \ from one foot to the other on 
x 3 the tilting board sets the car 
t e P . 
bid in motion. It speeds up to 10 
al Janesville Products Co. or 12 miles an hour. Ball-bear- 
= \ ing, built strong, simple and 
Dept. 103 ‘ “ya trouble-proof. 
h 
vill Wi For boys and girls from 3 to 12. 
anesville, Wis. 
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Toys That 


Every toy on this page is a toy that 
ought to be sold by the hardware man. 
Made largely of metal, that fit right in with 
your line. It will pay every dealer who 
ida eieaal F sees this advertisement to get in touch with 
er | | ee | us at once. 
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Gilbert Outdoor 


With these Wheel Toy out- 
fits, illustrated at the right, 
any boy who can handlea §& 
screw driver and a wrench 
can make strong, speedy wag- 
ons, gliders, racers, wheel- 


The Famous 


No indoor toy has ever 
been so popular as Erector, 
the toy-like real structural 
steel, with which a boy can 
build bridges, skyscrapers 


Write for 


The A. C. Gil 
431 Blatchley Avenue 


Western Sales Office— 
718 No. American Bldg. 
Chicago, III. 


SCAR a 
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, Gilbert 
Air-Kraft Toy 


A fine set of toy aero- 
plane parts with which 
any boy can build a real- 
istic little aeroplane that 
is guaranteed to fly. One 
has a small motor and 
flies attached to a stand. 
Others are propelled by 
big rubber bands. Price 
$2 to $6 (Canada $3 to 
$9). 











Gilbert 
Machine Gun 


Shooting wooden bullets in chips 
from its magazine. Has an ait- 
cooled chamber, swivels around to 
fire in all directions and up in the 
air. Has a metal barrel and is 














Gilbert Toy 
Motors 


Fine, powerfull little 
motors to run toys, 























fans, Erector models, Gilbert Soldering Set mounted on a neat tripod base. A 
etc. Prices from $1 to A good, practical outfit with real solder- fine Manual of Drill Regulations 's 
$7.50 Canada $1.50 ing iron, solder, resin, etc. With it a boy included with the gun, enabling the 
to $11.25. can mend pots and pans, toys, boy to organize a machine gun 
. Fr fix leaks n small pipes, etc. 7 d and have 

**, Includes book of instructions. gil _ 


realistic drills. 
Price $3.75 (Can- 


ada $5.50) 


<S¥ “Prices $1.50 and $2.50 (Canada 
f $2.25 and_$3.75). 
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| TOYS 
at} Are Genuine 


t &- The two toys, shown at the right and 
‘ left, are the two biggest sellers in the toy 

| field today--toys that are heavily advertised 
in the boys’ magazines and the Saturday 
Evening Post. They are big profit makers, 
as they run into real money. 


oor P Wheel Toy 






h 
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barrows, trucks, etc. It is 





t- 
S, the greatest outdoor toy in- 
a vented in twenty years. Sets 
h at $6, $10, $15 (Canada $9, 
i 6 $15 and $22.50.) 
ous| Gilbert Erector 
er with elevators that run up 
r, and down, cranes, derricks, 
al machinery, etc. Sets from 
= $1.50 to $25 ($2.25 to $37.50 
rs in Canada). 
” Catalog 
si} bert C 
sil | bert Company 
e New Haven, Conn. 
General Sales Office— 
q 221 Fourth Avenue 
rz New York City 
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Gilberts 
Tool Chest 


Tool chests that 
are not toys, but con- 


Gilbert 
Electrical Sets 


With one of these sets and 
the fine Manual that goes with 


tain real tools of the 
best steel, finely tem- 
pered and_ polished. 













D8 ‘ ; 2 
c it, a boy can learn the myster- Prices $2.50 to $37.00 
- ies of electricity, install elec- (Canada $3.75 to - 
* tric bells and electric lights, $55.50). =f ,. = 
; electroplate spoons, knives and x r= ¥ P 
1s ’ ; ale . : 
_ it nubs x anal cha, Gilbert Toy Maker er “eos 
is t motor that will run things, and a Conetes = pe! making set jie, : 
E perfo “ie : with whic ys can enlarge pictures Fs 
1e ; tri “i ony interesting elec- on pantasote board or ; BS trte 
" = erie Gilbert wood, saw them out Ka 
ectrical Sets with a scroll saw and e 
a ; ye re ‘ 
: — ee color them with. col- ; Gilbert Wireless Sets 
; $2.50 to $10.0 ors in_ the outfit. he ‘ 
“i a. — Prices $1.50 and $2.50 ; Real sets that 
oie —_ 3.75 Coneda $2:25 and y peace Ros 2 300 
as a $3.75). to 1000 miles 
. and send them 
te 3 to 5 miles. 


Prices $5 to 
$65 (Canada 
$7.50 to $97.50), 
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No. 50 Tombo, The Alabama Coon 
Jigger. Jigs like a real “COON.” Ex- 
tremely amusing and comical. Simply 
release the lever and the “COON” 
starts an old-fashioned plantation 
breakdown. 


~ STRAUSS 
MECHANICAL 
TOYS 


The Alabama Coon Jigger stands upon 
a richly decorated platform in which 
there is concealed a unique set of 
works. It represents wonderful value 
and is especially well made, beutifully 
decorated and conveniently packed in 
knockdown form—one in a box 71, 
inches long, 5% inches wide anr 2 
inches deep. 


A special ring lever on the side of the 
box stops or starts the mechanism at 
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Our illustrated 
and descriptive 
catalog, telling 
all about the 
new things we 
manufacture in 
Mechanical 
To ys, Tin 
Horns, Stoves, 
Kitchen Sets 
Tea Sets, ete. q 
will be sent 
upon request. 


i ee 









—— FERDINAND STRAUSS, INC 





OFFICE AND SALESROOMS: 


7 WEST 22d STREET - NEW YORK, U.S. A. 


Factory: East Rutherford, N. J., U.S. A. 
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Here’s a Wide 
Open Door to Big 
» Holiday Trade 


Push-a-Bike breaks toy sales records. Thirty days 
after the first campaign started it sold at the rate of 
half a million a year. Three factories were required 
to supply the clamoring demand. 


Finished in highly var- It’s adjustable—you only need carry one size in 


nished colors—red, white stock. 
and blue. Seat adjustable Imitation-rubber-tired—noiseless, easy on floors. 


to children from 2 to 7 The heavy steel axles make it a two-boy bike—one can 
years old. Packed one in ride behind. 


carton, six in c . Wei . ‘ ‘ : 
tennaieand ae oe Push-a-Bike is a big holiday seller and also has a 
e . . ° 
Feil Y aiilinss definite all-year market. Place your order now to insure 
; prompt delivery. 


Write for Circular 


James H. Cumming 
State-Lake Bldg., Chicago 


LAMAN OA 


“Push-aBiko™ 
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Among the big, snappy line of Toys shown in our new 
Catalog is one—a Yacht called ‘Resolute’. 


Now “Resolute” like that famous cup defender is a 
winner. It wins the boys right into buying one. 


This full yacht-rigged boat is made with a metal hull, is 
colored in bright vermilion and ‘correctly rigged. Masts 
smoothly finished. Larger sizes tapered and shellaced. 


To meet the demand we are building ‘Resolute’ in 
seven different sizes from |2 to 24 inches. And “Resolute” 
is having a great ‘‘sale.’’ The price like the boat is right 
and right now is the time to place your order for Spring 


Trade. 
Send for Catalog. It shows the complete line. 


Morton E. Converse & Son Co. 


Winchendon, Mass., U. S. A. 
Sales and Show Room: 221 Fourth Avenue, New York, N. Y. 


Export Agents: George Borgfeldt Co., New York 


London Paris Milan Toronto 
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THE BIRD 


Here is the “‘Bird’’--the spiciest 
window attraction you ever saw, 
an actual scientific reproduction 
of the large army planes. That 
actually flies in sweeping circles 
at a speed of 2} miles an hour. 
Very realistic to the watching 
crowd. Electrically operated by a 
motor placed in the nose of the 
machine, suspended from the 
ceiling. 


Place one of these in your win- 
dow or in your store and watch 
the crowds gather. Sell them 
from your counters as toys. 


_ At least one “Bird” should be 
In your store as a Xmas attraction. 


Write today for price and com- 
plete information. Remember, it 
is the one scientific actual flying 
model airplane made in this 
country. 


AMERICAN MADE 


Two Premier 


HARDWARE AGE 


Novelties 
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‘Bitenes from pre the 
Boomabird comes to make 
profits for you--big profits too 
---the way the “‘kids” all over the 
country are taking hold of this 
new 20th Century toy. 

He flies in a circle then right 
back to your hands---every time, 
with a little practice. 

The Boomabird is different 
from any other toy on the market, 
simple in constriction, yet so 
carefully made and balanced that 
he cannot go wrong. 

Colored in bright red and yel- 
low and shaped just like the gen- 
uine Alaskan Boomabird. 

You will find it the biggest 
Xmas seller in a toy novelty you 
ever saw. 

Write us at once for complete 
information as to price and size. 
You’d better hurry. 


A. L. RANDALL -COMPANY 


General Distributors 


180 N. WABASH AVENUE 








CHICAGO, ILL. 
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“The Trein with the Guarantee Wage” Registered US. Patent Office 
RAILROADS 


MINIATURE 


To Millions 


“American Flyer’’ toy trains have become the 
best known and most popular toy trains on the 
market. They are more often asked for than 
any other train. Millions of boys know and 
want them. 


Show the “American Flyer” 
In Your Window 


The millions of boys and their parents who are read- 
ing our ads will know where to get “‘American Flyer’’ 
outfits if they see an “‘American Flyer’ train displayed 
in your window. It is an immense attraction—draws 
crowds. Don’t miss the opportunity to have an 
‘American Flyer’’ window. 





Leading Magazines 


All the leading boys’ magazines are carrying powerful 
‘‘American Flyer’ ads this season both in black and 
white and in colors, and mostly in page space. It is one 
of the greatest toy campaigns ever put out. You will 
get the greatest profit from it if you display ‘American 
Flyers’ prominently in your store and windows. 

We presume you have “American Flyer’’ Mechanical 
and Electrical trains in stock. Most dealers have. If 
you haven’t, write quick. 


AMERICAN FLYER MFG. CO. 
2241 South Halsted St., Chicago, III. 


Makers of a Complete Line of Mechanical 
and Electrical Trains 
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OUT IN FRONT 


Coming down the stretch 
C. W. Bennett’s New Juvenile Automobiles 


“ROLY- MOBILES” | 


have easily taken the lead and will hold it to the finish of this 
season and many succeeding seasons.  Distinctiveness in 
appearance and superior construction supply the motive 
power. Additional orders can only be accepted for delivery 
after December 1st. 





Ae Re SENR 


Recently enlarged capacity enables us to book orders for the won- 
derfully popular ROLY-AUTOS, ROLY-KARS and ROLY- 
PETS (Pony, Bow-wow, Ducky, Lamby) for November and 
December delivery. Order from your jobber, or if he does not - 
handle them write us direct. Catalog for the asking. 

Next month we shall make an announcement that will greatly 
interest all buyers of Juvenile Vehicles. 


ARDEN MFG. CORP. 


Clarence W. Bennett, Vice-Pres. and Gen’! Mér. 
OFFICE AND (| 446-452 East 148th Street / W 
FACTORY | 441-453 East 147th Street | NE YORK 


Cable Address: ROLTOY 





Western Union Code 
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Ridamobiles and Rollomobiles 


mean fun for all the Kiddies in the (neighbor- 
hood, and fun and large profits for all the dealers. 

Safety, comfort, strength with lightness and 
practicability are their main features, ‘supple- 
mented by exceptionally moderate prices, that 
are within the reach of any parent. 

They are of solid low-built ball-bearing con- 
struction, fitted with long-wearing rubber tires, 
and attractively finished. 


Send for particulars and prices 


E. C. STEARNS & CO. 


224 Oneida Street 
SYRACUSE NEW YORK, N. Y. 
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The “Baby” Toy Phonograph 
Appeals to Children 


For them it was made, and by them it is being re- 
ceived with childish delight at its sweet, clear tones. 
Music has always held intrinsic charm—from the 
thrilling ecstacy of the march, to the soft and sad con- 
dolence of a hymnal. 
We grown-ups love it—but to children it seems 
divine. For it is all new to them, and even in the 
jangle of a hurdy-gurdy they hear tones which make 
them Jaugh and dance and sing. 
¥ The “Baby” Toy Phonograph is made to sell at a 
little folks price, and its faithful reproduction of every 
piece or instrument brings joy to the heart of the little 
ones. They cannot deny its appeal, nor can the 
thoughtful daddy deny their clamor for it. - 
b Mr. Dealer, make the children happy—and they will 
remember you as they grow up. 


Write now for prices. 


THE GARFORD 


MFG. COMPANY 
ELYRIA, OHIO 


+" Dad 
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WE ARE MAKING EVERY EFFORT 


TO KEEP PACE WITH THE DEMAND FOR 


A BC ADJUSTABLE CARS 











HOLIDAY STOCKS 


It is going to be necessary for us 
to withdraw ABC cars from sale in 
the near future. In spite of a 100% 
increase in production, we are be- 
hind in orders. We can, however, 
guarantee a limited number of cars 
for delivery in time for the holiday 
season. 

You will lose sales if ABC Ad- 
justables are not included in your 
holiday toy stock. 


ONE CAR 
A COMPLETE STOCK 


As long as a dealer has one ABC 
car on his floor, he has three cars 
in stock and will not lose a sale by 
being out of the right size. 


ABC CARS 


are adjustable to three different 
sizes, and will fit any child between 
the ages of eighteen months and six 
years. 

First size, 934 in. high. 

Second size, 1034 in. high. 

Third size, 1134 in. high. 


McLAREN-SLEIGHT CORPORATION 


SUCCESSORS TO 
McLAREN & COMPANY 


General Offices 


130 N. Wells Street 


CHICAGO, ILL. 





109 








































t 


110 HARDWARE AGE 








OIKGMO) 
Skates 


Better 
? 



















Nl? SF Sis 
Probably it is because of the standard, 
self-contained ball bearing wheels. Or 
perhaps it is their flexibility and resiliency, 
resulting from the two large rubber ““bump- 
ers.’ Or again, maybe it is the backbone 
construction and trussed axles which have 
made rugged strength a dominant KOKOMO 
feature. 

But KOKOMO leadership is not a result of 
any ONE of these features. All of them 
and many more are responsible. These 
skates are the collective result of inventive 
genius, high-grade materials and expert 
workmanship. 

Dealers—KOKOMO superiority means much 
to you. The young folks readily recognize 
it and insist upon KOKOMO skates. Write 
us for more detailed information. It will 
open up a field of larger profits for you. 


Successors to Conron-McNeal Company 
KOKOMO, INDIANA 



















LIBERTY PRESSED METAL CO. 
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ROLLER SKATES 
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TONY PONY 


The seat is adjustable to three heights and when 
Kiddie feels too big to ride astride he may pushmobile 
by standing on the platform back of the seat and push 
with his other foot and go. 


A TRAILER, TOO. 


COLLAPSIBLE SHOO FLY—It folds instantly to 
put away—Saves room. 


DUCKIE DADDLE, for toddlers to rock and ride 
on. 

PUPPY—He runs. 

ROCKING HORSE and he folds too. 

FOLDING CHAIRS for Juniors. 

COASTER WAGON. 

SKOOTS. 


Samples of any of these if you say so. 


TOMAHAWK TOY CO., Tomahawk, Wis. 


1920 


OWING to the uncertainty of 

Steel delivery, and labor dif- 
ficulties, it is more imperative than 
ever that dealers place their orders 
early for Garden Sets for the 
Spring Trade. 


We offer a complete line of steel 
Rakes, Hoes, Spades, Trowels, 
Picks and Spading Forks ina large 
variety of combination sets, in 
sizes for the children. 





Write for Catalogue and Prices. 


Kingsbury Mfg. Co. 
Keene, New Hampshire 
Represented by 
Riemann-Seabrey Co. 


11-15 Union Square New York City 
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Now is the time to order 


KONSTRUCTO TOY BUILDING BLOCKS 


For Christmas Sales 





Display Models Furnished Free 
Made in Three Sizes 


You Will Have Many Calls For 
KONSTRUCT O-K ONSTRucro 


Our National Advertising Campaign Has Started 


If Your Jobber Cannot Supply 
You—Order Direct From Us 


KONSTRUCTO CO. 


+ Factory New York Office and Show Room 
: 103 West 14th Street 


PORTLAND, OREGON N. Y. City 
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> 
mother of constant attention. 
¢ A sign to this effect together with a good dis- 
play of Duckydoos will be productive of results. 
Duckydoo comes in two finishes; white to 
match the nursery furniture and natural wood to 
go with other furniture. Your choice of red or 
yellow bill in either finish. 


da Anyone who buys a Duckydoo is a prospect 
tia atin for Uajustit ina 


ee 


f you are not already handling these two num- 
bers, write for proposition and list of discounts. 


Send us your Orders for Christmas Trade 


We Can Make Prompt Deliveries 


Our National Advertising will help you sell these Items 


LIVE 


Hardware Dealers 


Are Stocking the 
US7 and US5 Toy Submarines 
for the Big Holiday Trade 


A special display stand is given with each order. 
It’s a corker for attracting a crowd to your show 
window. 


$1.00 Item Wonderful 





US 7—Length 141," 
Will run submerged or on the surface. Featuring two sets 
of hydroplanes which assure perfect operation. 


Berns — 


US 5—Length 11" 


50c Item Realistic 









The US5 is the only 50-cent submarine on the market 
that really submerges. Will run 25 feet. 


MAIL US YOUR ORDER TODAY 
PROMPT SHIPMENT GUARANTEED 
American Toyland Creators, Inc. 
351 JAY ST., BROOKLYN, N. Y. 
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By Carrying 
res 3 
‘‘The Car that Grows with the Child’’ 


You adjust your sales to a higher plane 


This car is bringing thousands of Hardware Men throughout 
the country increased profits and satisfied customers through its 
many handy features. The four cars at the top of the advertise- 
ment are all made from the same car, by a simple adjustment 
which instantaneously fits the car to any child between the ages 
of 18 months and 8 years. : 

Lhis feature alone means money for you because the 
turn-over is more rapid, less space is taken up by stock 
because it is unnecessary to carry several sizes, and your 
customers are pleased because you have sold them such a 
splendid product. 

Uajustit is beautifully finished in natural wood and red. For 
that reason it will look well in your stock and attract attention. 


is the same excellent playfellow for the wee 
tot that the Uajustit is for older children. 

Only four inches from floor to seat, any child > 
who can creep is able to use it, thereby relieving : 


* 


@ 


(ee ee 
Ria aaa 


r) 


few months. 


The Adjustable Sales Corporation 


980 Jay Street Rochester, N. Y. 






















‘*1 Saved My Pennies 
To Buy This Little 
Hummer’’— 


“It was hard work, but 
I couldn’t help wanting it 
after I had seen it in Mr. 
Jones’ window.” 



















No wonder the Little 
Hummer makes an appeal 
to children—it is a 
real bicycle — riding 
qualities, appearance 
and all. 


Finished in blue 
enamel, red wheels, 
black trimmings. Ball 
bearing; adjustable 
chain and saddle; and 
priced low enough 
for the children to 
buy with their own 
pennies. 


Write today 
for prices on 
the bigseller. , 


T. B. Laycock 
Son & Co. 


Indianapolis, U. S. A. 


The Little Hummer 











Start the small boy t 
store and he will keep 
as he grows up 
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URBAN-HILL MFG. CO. 
MILWAUKEE, WIS. 


The Mono Runner Sled is the greatest 
out door toy for sport and exercise ever 
invented. Any child can ride one. Great 
sport for the grown ups too. It is made 
with one steel runner, durable, light and 
practical, and faster than two-runner sleds. 


Write for illustrated folder to 


C. A. ROHDE 


(PATENTED) Sole Agent 
1275 Stowell Place Milwaukee, Wis. 


f NO TENDRG 


cs cobras mamas oh POPULAR 
| HIGH GRADE—PROFITABLE 


Write for catalog of Ski, Toboggans, Snow Shoes 
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| 
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and Accessories. 


Northland Ski Mfg. Co. se 


North Hampden Ave. 
St. Paul, Minn. 


Largest Manufacturers of Ski in the World 





Send for new Cc. E. JENNINGS & CO. 


Tool Chest Catalog 73 Murray Street New York City 







































DID YOU EVER WEAR> 


BRASS TOE PLATES? FOR 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers 
of Electrical Bells, Tele- 
phones, Clocks, Recorders, 
Registers, Typewriters, etc., 
etc. Special sizes made to 
order. 


The N. N. HILL BRASS CO., East Hampton, Conn. 


Most of us did in the old days. They 
aren’t for sale in many Hardware Stores 
today. But the modern Hardware Store 
distributes scores of products unknown 
a generation ago. 


What do you produce ? The Hardware 
Store is the best distributing agency in 
America. Put it up to Hardware Age. 





HARDWARE AGE, 239 W. 39th St., New York 
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ICE and CHANGE” 


went the words of the famous old song. Changes there are, every day, 
right around the world, and nobody can stop them. But if you want to 
eliminate the Chances in your Hardware business, read every issue of 
Hardware Age and keep abreast of the changes in your business world. 
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HARDWARE AGE 


** The weekly text bovk of hardware merchandising "’ 


239 West 39th Street NEW YORK 
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Looking Beyond Tomorrow 


Into thousands of new homes and 
office buildings, will go miles of every 
conceivable kind of chain. 


This demand is rapidly increasing, 
and all dealers will do well to look to 
their stock right now. 


“Monarch” Transom Chains are one | 
of the many different styles, shapes 
and sizes of chain we manufacture. 


They are approved by all members of 
the building and contracting trades, 
as being of a quality and finish only to 
be found in articles bearing our name. 
Made in three finishes, four lengths, 
from Genuine Bronze Metal Stock. 





Write for our comprehensive catalog 
---your store is not complete without 
one. 


FACTORY and GENERAL OFFICES: BRIDGEPORT, CONN. 
nS ~ 


yOCe oe, 4 












~~ 


0 

BRANCH OFFICES 
HIS. JEFFERSONST. 

CHICAGO, ILL. N 





119 South Jefferson St. 
Chicago, Ill. 
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CUTTER KNIFE 


SHARPENING ENSILAGE 











SHARPENING 
HARROW DISCS 











SHARPENING 
MOWER SICKLE 
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TAKING THE FARMER’S NOSE 
OFF THE GRINDSTONE 


Farmers are buying the Luther Hummer 
Grinder today because it is the most efficient 
and economical tool sharpener they can buy. 

























Show the farmer how the “Hummer’”’ will keep every 
cutting tool in tip-top condition; how he can sharpen 
plow points, mower sickles, ensilage knives, harrow 
discs, cultivator blades, axes, shovels and other tools in a few | 
minutes without help or without hauling them to town. The 


















HUMMER GRINDER 





sharpens twenty-five times as fast as a grindstone without drawing the 
temper from the tool. No pressure is required—no water for cooling. 


The sturdy, all-metal construction of the “Hummer” will appeal to 
your trade. It is built like a cream separator with dust-proof ball bear- 
ings and worm gear drive. The farm- 


er sits and pedals it like a bicycle. i ! 
The head swivels, making the most fiMG-GRI on ) 


awkward tool easy to grind. THE WHEELFOR STEEL } 


















is the product of wonderful 
When you sell a Luther Hummer electric furnaces and is used 
Grinder, you are making a real sale exclusively for making the 
with a substantial profit. Luther ad- grinding wheels of Luther Tool 
vertising in the leading farm papers Sharpeners. DIMO-GRIT has 
is selling the ‘‘Hummer’’ to the farm- made jthe “Hummer”, the 
ers. Are you ready to profit from world’s fastest and best tool 
this campaign? Ask your jobber or sharpener. 
write us—Dept. 277. 
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“We've Done Everything But Passing It 
Over the Counter—” 






we 
UW MOWER 


SHARPENING 


Don’t waste time on articles which are yet to be proven 
° 9° 9° 
“live ones’ and not “shelf warmers. 


| Take Clover Lawn Mower Sharpening Compound 
for instance. Although introduced late last season, it made 


OmMPOUN 
mae an INSTANT and UNQUALIFIED HIT! 


Beginning in January, we're going to tell the story of Clover to millions 
of people through the big weeklies and monthly magazines. 

We're going to enlist thousands of boys as members of Mike Clover’s 
Klean Kut Klub. Hundreds belong now and we taught them to earn good 
money sharpening lawn mowers last summer. ‘Think of the coming demand for 
Clover by these boys alone. 













The Clover Story is as simple as it is con- 
vincing. With Clover, it is possible to sharpen a 
lawn mower for 5c, to do it without taking mow- 
er apart and in the space of a few minutes. And 
the mower is sharper than were the job done by a 
mechanic at a cost of a dollar or two. 

Now, for YOUR end of it! We've put 12 
cans of Clover Lawn Mower Sharpening Compound 
in a neat lock-cornered wooden box. Around each 
can is wrapped full illustrated directions. We've 
included a package of sales helps and the neatest 
counter display (in colors) you’ve seen for many a 
moon. (See cut) 

You'll agree with us that ‘we've done 
everything for you but passing Clover over the 
counter’. 


Do These Things, Today! 





Send for samples. Send for a supply of envelope circulars for your Spring drive. Send 
for cuts for your newspaper advertising and for use in your store paper and catalog. Get set and 
ready for the big business our National Advertising is sure to bring you. 





IMPORTANT TO JOBBERS! 


Attractive Cuts and Convincing 
Reading Matter for YOUR CATALOG— 


We will supply you with a set of cuts showing how Clover is used, also with 
a cut of the can of Clover shown above. With these cuts, we will send you 
copy that is fully descriptive and of demonstrated pulling power. 

Act at Once! Be Prepared! 


Write immediately for these cuts and samples of Clover. Convince your- 
self of Clover’s great worth. Then LIST IT IN YOUR CATALOG. 











CLOVER MANUFACTURING COMPANY, 
Main Street, Norwalk, Conn. 


San Francisco Branch, Howard Street. 
Makers of the Famous Clover Grinding and Lapping Compounds—Nation- 


ally Advertised—Internationally Known—The Acknowledged Leader—3,000,000 
Cans Sold in 1918. 
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Fig. 166 





Open Top 


ueum> ~=»s It igs Regularly Furnished on all — *:Pump 





This Brass Valve Seat Will Not Break, Chip, Flatten, 
Corrode, Wear Out or Become Loosened From the Cap. 


Fig, 290 
“Premium” 


Deming Set Length Pumps 


We have had Deming cylinders returned to us in which the 
valve leathers had worn out, leaving the iron valve weight 
to pound upon the brass seat, but without affecting the seat 
in any way whatever, because the Deming valve seat has a 
harder surface than any cast brass seat. 


Description of Deming Brass Valve Seat: 


The construction of this seat is such that no particles of 
sand and gravel can find permanent lodgment upon it. The 
Deming brass valve seat is ‘‘swaged”’ to position—expanded at 
both ends—which insures its permanence. This seat is so 
constructed that an extra hard surface is secured for the 
face. The action of the water or the pounding of the valve 
can have no effect upon this seat. 

Many other talking points about the 





line of hand and power pumps, for all uses, are fully ex- 
plained in our 360 page general catalogue—No. 25. This 
book should be in the files of every hardware dealer. 

Deming pumps are easy to sell; they make satisfied custom- 
ers; they give the dealer a good profit; they cover all pumping 
requirements; and they have been on the market for nearly 
forty years. 

Don’t neglect to send for your copy of our No. 25 catalogue, 
which has been pronounced by many leading dealers to be the 


“finest and most complete pump catalogue ever published.” Brass Lined 
e 
THE DEMING COMPANY, Salem, Ohio 
DISTRIBUTORS 
Chicago: Henion & Hubbell Denver: Hendrie & Bolthoff Mfg. & Sup. Co. 
Pittsburgh: Harris Pump & Supply Co. San Francisco: Simonds Machinery Co. 
New York: Ralph B. Carter Co. Richmond: Sydnor Pump & Well Co. 
Philadelphia: W. P. Dallett Co. Indianapola, Crane Co. 
Boston: Chas. J. Jager Co. Edmonton, Alta: Canada: Revillon Wholesale, 
Buffalo: Root, Neal & Co. Ltd. 


Agencies all principal cities 
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5 Sa “Save the surface and and” 
#2, « you save 


a 
“Z- 
4 


pal dampness and time are in 
league to destroy defenceless 
surfaces. This fact is now being 
presented powerfully through na- 
tional advertising to millions of 
those interested in saving their 
property. 

Those inclined to ‘“‘put off’’ 
painting are being jogged into 
action. Everything, from cradles 
to silos, is getting its due paint 
protection. 


Because Acme Quality Paints 
and Finishes form a complete 
line—a paint or finish for’ every 
surface need—we are emphasiz- 
ing ‘‘save the surface and you 
save all’’ in our own big national 
advertising campaign. 
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ee Oe 


j 


belle 


Housewife and _ professional 
alike know that they have only 
to ask for the particular Acme 
Quality paint or finish for their 
purposes to get the right and 
ready finish they want. There 
is no confusion when you handle 
the Acme Line. 


Dealers everywhere are apprecia- 
ting more and more the sales- 
service economy of the Acme Qual- 
ity Line—a paint for every surface 
need under one label and called 
for by one name. We have an 
attractive agency proposition. 
You can learn the details without 
further obligation by writing. 


ACME WHITE LEAD & COLOR WORKS 


Dept. AQ, 


Joston Cincinnati Dallas 
Portland 


Spokane 


St. Louis 3irmingham 





Chicago Toledo Topeka 


NTS 
PA VAMELS 


Detroit, Mich. 
Minneapolis 
Fort Worth 


Lincoln 


Salt Lake City 


Nashville 


Pittsburgh Los Angeles 
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Glidden Paint History 


The Glidden Company has made varnish, and spraying materials of 
paint for nearly 50 years. every kind. 

This name can be made a very real 
asset for you. To be known as the 
Glidden Dealer gives you reputation of 
increasing value each year. The Glid- 
den Company is a concern of progress. 
There are now SEVEN great plants 





During that time this company has 
made paint for every known purpose— 
paints for industry, for factory, equip- 
ment and product; paints for com- 
merce, for buildings, shipping and rail- 





way; paints for the home inside and : “a oa 
. . “p producing Glidden products. Thou- 
outside; paints for “‘Everywhere on i ae see bp 
; _ 9 sands of dealers are distributing them. 
: Everything . : og 
: Now is the time to join hands with 
Although possibly better known as us. Let us tell you the reasons why. 
the highest type of varnish the name Write us today. . 
‘4° . . . = 5 
Glidden carries a most enviable paint THE GLIDDEN COMPANY, Cleveland, Ohio 
reputation. It now stands for paint, Offices and Warehouses in principal cities. 
Factories : CLEVELAND CHICAGO SAN FRANCISCO READING TORONTO 
Branches: NEW YORK CHICAGO KANSAS CITY ST. LOUIS DETROIT BOSTON 


PITTSBURGH NEW ORLEANS ATLANTA DALLAS LONDON 
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PAINTS ~ VARNISHES ~ COLORS ~ INSECTICIDES 
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WOOD FINISHES 

























he HARDWARE DEALER 
who considers the Paint De- 
partment as a permanent and 
profitable one and nota sideline, can- 
not afford to overlook Bridgeport 
Standard Wood Finishes---of long 
established quality. 

The unvarying uniformity of these products 
inspires the confidence of the trade; their versa- 
tility in effecting an unlimited variety of finishes 
meets the demands on any and all types of work; 


the unique display features enable bigger and 
better service to the ultimate consumer. 


It’s a proposition worthy of your considera- 
tion---based on sound business principles. 


Write for complete details. 


When in Atlantic City visit the Du 
Pont Products Store on the Boardwalk. 


E. I. du Pont de Nemours & Co., Inc. 


Paint and Varnish Division 


Wilmington - Delaware 
Philadelphia Chicago Boston New York 
Minneapolis Kansas City Columbus, O. 
| 


oll PONT 


QUALITY 
PRODUCTS 
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The One Minute Electric 
Washer is a_ substantial, 
compact, durable, modern 
mechanical household 
laundry servant, which will 
render years of econom- 
ical satisfactory service. 

The One Minute Power 
Washer with its combina- 
tion of scientific washing 
principles— perfected 
bench construction, sim- 
plicity of control—make 
its use a real and lasting 


economy. 





Here’s the One Minute factory. And qual- 
ity, real dealer service and sales co-operation, 
the predominant points in the policy of the 
company, have resulted in its enormous 
growth. It’s an efficient, magnificent and 
modern plant, entirely at the service of the 
ten thousand dealers throughout the country 
who sell 


ONETASHER 


18 models—one for every home at a price for any 
purse. 


The wonderful organization of this big company 
has helped build and make profitable the washing 
machine business of its ten thousand dealers. 
The largeness and completeness of our line en- 
ables One Minute dealers to sell practically every 
prospect, no matter what their requirements. 
There is sure to be a model at a price for the pros- 
pect’s needs. 


Real sales co-operation has won for the One Min- 
ute the distinction of leadership in the washing 
machine industry. 


Our service does not end with the shipping 
of your orders. We give you valuable mer- 
chandising ideas and suggestions, real sales 
co-operation, that helps you build up your 
business. 


If you are not a One Minute dealer you should be. Write 
us for our proposition and co-operative sales plan today. 


One Minute Manufacturing Co. 


Newton, Iowa 
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Build up your Business 
with VOSS WASHERS 
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With us sales co-operation ig a fact, not 
a phrase. 


For more than forty years our aim has 
been not to sell more washing machines 
to merchants, but rather, TO sell more 
washing machines FOR merchants. We 
are more interested in moving Voss 
washers OFF your floor than in getting 
them on it. 


The best evidence that Voss sales co- 
operation strikes pay dirt for dealers lies 
in the fact that it has helped merchants 
put more than a half million washers in 
American homes. 


Some of the sales helps that are making 
money for Voss dealers are colored circu- 
lars, show cards, store hangers, sales 
letters to your customers, electrotypes 
of machines and of complete ads, movie 
slides, the valuable booklet, ‘‘Practical 
Information for the Washing Machine 
Buyer,”’ etc. 

We want to tell you more about Voss 
Sales Co-operation. We want to prove 
to you that it pays. Write us for the 
proof. 

VOSS BRO’S MFG. CO. 


Davenport, Iowa 
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ElectricWashing Machine 



































1s!-the New 


Simple in construction and operation; has only few working parts; roomy wooden cylinder 
(best for clean clothes) nothing to corrode or rust clothes; nothing to dent to tear clothes; 
no metal comes in contact with wash; self locking device on wringer eliminates accident; 
all gears guarded and away from water; no belts; Washing Machine and Reversible Wringer 
can be operated together or individually as needs require. Costs less than 5 cents a wash- 
ing for power. Many other convenient and economical features explained in our booklet. 








Dealers: Here is an electric washing machine that sells on sight. Well made, attractively finished, reasonably priced. 
Write for liberal dealer discounts and sales proposition. 


Rochester Washing Machine Corporation 


87 Franklin Street, Rochester, N. Y. 
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Awarded 
Gold Medal 
Panama- 
Pacific 
Exposition 


The Crystal 
Swinging Wringer 
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The Crystal Guarantee Backs Up the National 
Reputation of the Crystal Washer 


The Crystal Guarantee is one of those reassuring things which is always 
there, but is never necessary. 

It is signed by an officer of this company and placed in the hands ofevery 
owner as silent but convincing evidence of our determination to stand back 
of every washer which leaves the Crystal plant. 


The favorable opinion of the Crystal Washer held by the housewives in 
your locality is based upon a general acknowledgment of the Crystal 
established simplicity and mechanical superiority—and the new Crystal 
Merchandising Book will give you the proven ideas and plans other 
dealers are using to turn this rapidly developing demand into actual profit. 


If you are one of those merchants who appreciate the present unusual 
opportunity for making money on electric washing machines, it will 
pay you to get this book at once. 


Address Commercial Department 00 


CRYSTAL WASHING MACHINE CO., DETROIT, MICH. 
































The clothes are wrung from the —next from rinse water into —then from the bluing water 
machine into the rinse water. the bluing water. into the clothes basket. 
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PIPELESS 
FURNACES€ 


Put your heating business 


on a winning basis! 


Dependable products give 
dependable service and bring 
dependable returns—returns 
that you can bank on. 


The Globe Pipeless Fur- 
nace sets a new standard. It 
is the best value for the buyer 
—the home owner, anda win- 


ning business asset for you. 


A House Full 
of CleanHeat 


. @ at LittleCost @4 





Toe 





A wonderful system of fuel 
burning—25 per cent greater 
heating capacity. Perfect gas 


and dust tight mounting are 
a few of the construction 
points that characterize the 


Globe Pipeless Furnace. 


These points are brought 
out in National Advertising— 
Advertising that will bring 
business to you. Write for 
details today. 


The Globe Stove and Range Co. 


7 East Broadway Kokomo, Indiana 


STOVES RANGES FURNACES 
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What the KING Can 
Do for YOU 
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all depends upon what it can do for the household. 


KING ELECTRIC and POWER WASHING 
MACHINES wash clothes throroughly, without 


injuring the most delicate fabric. 
They wash clothes quickly. 


They wash clothes very economically, as_ they 
require only minimum power for operation. 
There are KING WASHING MACHINES built for every 


washing requirement, and to please all classes of trade, YOUR 
trade included. 


Write and learn about our attractive dealer proposition today. 
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KING WASHING MACHINE CoO. 


WOLCOTT, INDIANA 
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Why Dealers Quickly Build 
Up Sales with the 


S 
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’S the natural result of handling a leader. Instead of 

doing a lot of missionary work and slowly building up 

sales, Mueller Dealers step right in on a well-laid foun- 

dation. People everywhere know the Mueller Pipeless 
Furnace. It has been extensively advertised. Thousands have been 
installed throughout the country. It gives such satisfaction that 
dealers not only like to handle it but many of them have written us 
that they have installed it in their own homes. 


Positively Saves on Fuel 


A one-third saving is a conservative estimate. Many 
home owners tell us the Mueller Pipeless Furnace 
saves them one-half on fuel. That’s because it is 
properly designed and built to apply nature’s laws of 
air circulation. It is the result of scientific study and 
development of heating systems by the L. J. Mueller 
Furnace Co. for over 62 years. 

It burns all fuels — hard or soft coal, coke, wood, gas, lignite 
or oil. Provides moist, healthful heat. Guaranteed to heat lh, 
every room in the house comfortably through one register. af 3 se i 
Can be installed easily and quickly without tearing up floors ails \ 


or walls. a 


L. J. MUELLER FURNACE CO. 


MAKERS OF HEATING SYSTEMS OF ALL KINDS SINCE 1857 
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Write for the 





LAHAT 


Mueller Book 





Get the Mueller Book 
**The Modern Method 
of Heating your Home” 
which explains in detail 
how the Mueller Pipe- 
less Furnace is con- 
structed to heat satis- 
factorily at a big fuel 
saving. And let us tell 
you about our good 
offer to dealers. 





Write today 


223 REED STREET 





CHICAGO, ILL. 
SEATTLE, WASH. 


DETROIT, MICH. 





W. A. CASE & SON MANUFACTURING CO. 
Scranton, Pa. 
W. A. CASE & SON MANUFACTURING CO. 
yracuse, N. Y. 
W. A. CASE & SON MANUFACTURING CO. 
Brooklyn, N. Y. 
W. A. CASE & SON MANUFACTURING CO. 
ashville, Tenn. 
W. A. CASE & SON — co. 
ulffalo, 
FORT PITT SUPPLY COMPANY 
Pittsburgh, Pa. 
CENTRAL METAL & SUPPLY COMPANY 
altimore, 
HOLBROOK, MERRILL & STETSON 
San Francisco and Los Angeles, Cal. 
THE JACKSON HARDWARE COMPANY 
Aberdeen, S. D. 


BRANCHES: 
ST. PAUL, MINN. 
MINNEAPOLIS, MINN. 


DISTRIBUTORS: 


MILWAUKEE, WIS. 


ST. LOUIS, MO. 
PORTLAND, ORE. 








KEYSTONESUPPLY&MFG.CO. 
Philadelphia, Pa. 


LEE-COIT-ANDREESEN HARDWARE CO. 
Omaha, Nebr. 
HARDWARE 
Grand Rapids, Mich. 
RICHARDS & CONOVER HARDWARE Co. 
Kansas City, Mo. 

RAUB SUPPLY COMPANY 
Successor to Sheet Metal & Supply Company 
Lancaster, Pa. 

THE MERRELL COMPANY 
Toledo, Ohio 


THE SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah 


MICHIGAN COMPANY 


E 
Ee 
= 
= 
= 
= 
= 
= 
: 
: 
I 
= 
2 
= 
= 
= 
= 
| 
= 
z 
= 
= 
= 
= 
= 
= 
= 
= 





MMMM UANLN AU AALNUS ONAL UAL 





























— Put the FEDERAL on Display 
Where the Women Can See It — 


We want to prove to you that you really can sell Federal Electric 
Washers and make a good profit. We can prove it if you will 
co-operate to the extent of putting a Federal Electric Washer on 
display and by taking advantage of our very thorough 


advertising system 








The 12 Biz Federal 


wo 


Features 


. Beauty and Durability. 
. The oscillating, cylinder Washin3, 


Principle. 


3. Absolutely Safe—all movin3 parts 


SND 


enclosed. 


. Areal Safety Wringer Release. 


“Three-in-One” Wringer Control. 
Push button switch “built-in.” 


. Clutch to start and stop washing. 
. Swivel roller-bearin3 double 


casters. 


We furnish you with special circulars, 
folders, and letters that can be sent direct 
to the women in your city. Our numer- 
ous newspaper advertisements have so 
strong an appeal that the houswife can- 
not resist reading them. And then when 
they go to the movics they see the movie 
slides with your name on them. The 
street car cards also constantly tell them 
to go to you fora Federal Electric Washer. 
When they pass your store our very 
attractive window display catches their 
eye immediately and they will enter your 
store to see the washer in operation. 


We bring them to your store and our 
sales manual tells your salesman in simple 


9. Leather belt drive— No jamming language how to close the sale. And we 

Bears. don’t stop there—we help you finance 
10. Automatic belt tension adjuster. your installment accounts. That is how 
11. Glass water gauge. thoroughly we co-operate with you to 
12, Oversize motor one-quarter help you make money and that is why 


horsepower. 








‘Washers. 
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dealers everywhere are making money 
selling Federal Electric 


Let us show you our 
complete advertising 
literature and explain 
our proposition in detail 
to you. 





Ceafoover of AY, 
ROLLING, 


Just tear off and mail the below coupon now 








FEDERAL ELECTRIC COMPANY, Representing Federal Sign System (Electric) 


Lake and Desplaines Streets, Chicago, Illinois 


Please give me in detail your Dealer’s Proposition on the Federal Electric Washer. 





Name_ 7 ae i City- 





Street and No State — 





Name of Firm — a ae - re ee et 


(HA-10) 
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—the sign of quality on all 
kitchen utensils 


STORE is known by the goods it sells even more 
surely than a man by the company he keeps! 


Your store couldn’t be better represented than by the 
Griswold products. The solid substantial lines, up-to- 
the-minute improvements and practical features appeal to 
the housewife on sight. Better still, they live up to what 
their looks promise, making the customer a faithful friend 
to your store. 


The Griswold products include the Bolo Oven—the 
ouly oven in which you can do fast and slow baking at 
the same time—waffle irons, cast iron skillets, griddles, 
muffin and gem pans, bowls, cast aluminum hollow ware, 
food cutters and gas hot plates. 











THE GRISWOLD MFG. COMPANY 
ERIE, PENNA., U. S. A. 


Send for our complete catalog with illustrations and prices. 
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PROMPT SHIPMENT 


Your jobbers’ stock is now complete 








on Dazey glass churns and prompt 
shipment can be made on your orders. 


CAUTION: 


THE GENUINE DAZEY GLASS CHURN HAS 
OUR NAME, “DAZEY CHURN AND MFG. CO., 
ST. LOUIS, U. S. A.,”” BLOWN IN EACH JAR. 
REFUSE SUBSTITUTES. 


NO OTHER CHURN WILL GIVE SUCH GENUINE SATISFACTION 


DAZEY CHURN AND MFG. CO. 


St. Louis, Mo. 
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The Cleaner that converts customers into 
friends. 

The Simplex is a Housewares-Hardware 
Cleaner. 

The Revolving Brush is not a carpet beater, 
but a_ soft-bristle, slowly-revolving brush 
just enough to get the ravelings, threads and 
lint; the suction does the rest. 


There are many other sales-making talking 


points, and a SPLENDID PROFIT in every 


sale. 
Write for our Dealer’s Proposition. We have 
some valuable territory yet undistributed. 





HARDWARE AGE 















COLUMBUS, 


The Ramey Mfg. Co. 
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Balance a 


Gold Coin 
in Your Hand 


It is 900 thousandths fine. 

Or another way of saying that 10 
per cent of the metal contained in the 
entire coin is alloy. 

Now take a good look at any piece 
of “REAL-SOLID” Aluminum Ware 
—note its beautiful lines,. its silvery 
sheen, and know that the metal in it 
is as pure as a gold coin, and more so. 

‘Real Solid’’ utensils are 999 3/10 
thousandths fine. 

Just think of it—the percentage of 
alloy is less than that used in our own 
coins—less by 9.93%. 

What does this mean to you? 

It means that you can stock “REAL 
SOLID” Ware with the kind of con- 
fidence you would have in putting 
gold pieces on your shelves. 





Write for our 
beautiful 
catalog. 





“Real Solid” 


The Buckeye Aluminum Co. 
WOOSTER, OHIO 
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Mighty as the mountains of his 
native Northland, the Viking is a 
fitting symbol for Viko, the 
Popular Aluminum Ware. 





It,too,is renowned for its strength. f 


The aluminum of which Viko is 
made is rolled repeatedly under 
enormous pressure, thus insuring 
sheets of even thickness, free from 


bubbles and other defects. 
It will pay you to handle Viko. 


ASK YOUR JOBBER 


VIK 


The Popular ALUMINUM 


t 

















Oval Roaster—One of 
the many Viko utensils 
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ALASKA 


**The freezer with the open spoon dasher’‘ 


You may pay more, but you positively cannot buy a 
better freezer than the ALASKA at any price. 


The ALASKA has the tall tub and can essential to quick 


freezing. Gears are covered. Ice Guard prevents ice or 
salt getting inside the can. The Open Spoon Dasher with 
floats like slotted mixing spoons makes the lightest and 
smoothest cream in 3 to 4 minutes’ freezing. Perfectly 
hygienic. Every part is easily cleaned. 


ALASKA Freezers give the highest possible satisfaction. 
Three thousand of the best dealers sell them. It will pay 
you to join the ranks. 


There’s a tremendous demand for ALASKA Freezers. 


Don’t delay, but send in your order today, or write us for 
catalogue and prices. We strongly advise you to get under 
cover at once. 


The Alaska Freezer Company 


WINCHENDON MASSACHUSETTS 
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Almerican Beauty 


electric iron 
the best iron made 


___The profit you make when you sell these irons is not all there is 
in it for you. 


If that was the only thing to be considered possibly there would 
be no good reason why you should push the sale of this iron in 
preference to others. 


But that isn’t all there is to it. Just as important to you as 
your profit is the satisfaction of your customers. 


The service which these irons render—and service is what people 


buy them for—is so satisfactory they tell their friends about the 
iron and about the store where they purchased it. 


Every one you sell sells another for you. 


American Electrical Heater Company 
Detroit, U. S. A. 
Oldest and Largest Exclusive Makers 
Established 1894. 
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There is no competition in 
PYREX until the man 


up-street discovers what 
business you are doing. 


PYREX 


TRANSPARENT OVEN DISHES 
Take the Guess-work out of Cooking 


PYREX is nationally advertised. 
PY REX is guaranteed. 


The leading manufacturers of metal 
mountings have adopted PYREX for 
their standard insets. Jobbers handling 
housewares have complete stocks of 
PYREX. 


A booklet “How to Sell More” will be 
posted to buyers and salespeople, free 
on request. 


Pyrex Sales Division 


CORNING GLASS WORKS 
World’s Largest Makers of Technical Glass 
553 Tioga Avenue, Corning, N. Y. 
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Fresh Air 
Window Ventilators 


Fresh Air Without Drafts, Dust, Rain or Snow 


For Bed Rooms, Living Rooms, Bath Rooms, 
School Rooms, Hospitals, Offices, etc. 











Continental Sanitary Cloth Window Ventilators, supplying an abun- 
dance of fresh air without drafts or dust, are a health necessity in the 
home. They should be used in kitchens, living rooms, sleeping rooms 
(particularly where children sleep) and, as they cannot be seen through, 
are especially desirable in bath rooms. 




















They have proven their value in offices, schools, hospitals and other in- 
stitutions where a constant circulation of fresh air is necessary. They 
keep out drafts, dust, rain and snow. 


Made of Fine Mesh Buff Colored Cotton Cloth 


Simple in Construction—Strong and Substantial—Adjustable 























SIZES 
92— 9 inches high, adjustable 15 to 23 inches wide 
93— 9 a 37 . 
94— 9 “eé sé sé 31 7) 49 
96— 9 é oe se 34 ia) 59 ; 
. 153— 15 - Ss “ a. * 
. 154—15 i "9 31 ‘* 49 


Packed One Dozen in a Carton 































































































Continental Fresh Air Ventilators have met with a ready 

sale wherever introduced and properly displayed and ad- 

vertised. We are just entering the selling season,—write 
for free electrotypes and imprinted circulars. 




















The Continental Company 
1323 Book Building Detroit, Mich. 
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Two For Your Customers 
And One For You 


THE ARCADE FLOUR MILL enables 
the housewife to have genuine, old fash- 
ioned flour—with all its wholesomeness— 
for much less than she is now paying for 
the commercial article. 

Besides this feature of economy it en- 
ables her to bake better bread from corn, 
rye, barley and other health-giving 
grains. 

THE ARCADE is nationally adver- 
tised. Housewives the country over know 
of its advantages, and appreciate them— 
BUT—can they buy “THE ARCADE 
from you’’? 

THE ARCADE CRYSTAL COFFEE 
MILL has found universal favor in thou- 
sands of homes, through its ability to give 
a tastier cup of coffee. There is none 
better made. 

THE BALTZLY STOVE TRUCK is 
for you, Mr. Dealer—to lighten YOUR 
business BURDEN—to help you move 
heavy stoves, nail kegs, barrels, coils of 
wire or rope, anything, in fact, that can. 
not be moved with convenience by hand, 


Write for the Arcade Index—Get ac- 
quainted with our merchandise and give 
better service to your customers and your- 
self. 
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Write at once. 


ARCADE MFG. CO. 


Dept. A, FREEPORT, ILL. 
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‘‘As easy to grind 
As a watch to wind” ' 





Sales Are Easy! 


No_ other freezer has features that make it so 
easy to sell. 


Tall, slim Cans that expose the most cream 
to the action of the ice and salt. Only three to 
four minutes for perfect freezing. No soft spots 
or lumps. 





The Gears are all enclosed in ball-like frame i 
(see illustration). No ice or salt can possibly 
get inside the can. No pinching of fingers. 


The Peerless Dasher does not beat the 
cream, but gives it a rolling motion like the old, 
unexcelled ‘‘French Pot’’ method. The result— 
a smoothness and delicacy to the cream not 
equalled by the beating method of other makes. 





Fewest Parts. Can not be put together 
wrong and does not get out of order. It’s fool 





proof. 
: As simple as it Anyone can make g00d ice cream with a Peer- 
looks less Freezer. 


| Easy to clean. No deep or square sockets or other places for 
cream to lodge in and become putrid or sour. 


The PEERLESS is the freezer for the dealer to handle with com- 


plete satisfaction. Order at once of your jobber or write us for the 
Peerless proposition. 


; THE PEERLESS FREEZER CO. 


WINCHENDON, MASSACHUSETTS 


J.C. McCARTY & CO., Eastern Sales Agents 
29 Murray Street, New York. 
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The Sales 
That Count 


are the little everyday sales, the 
sales that keep business going. 

The well known ATLAS LINE 
OF SMALL HARDWARE com- 
prises only articles that are in daily 
demand. 

Strongly made Shelf Brackets 
with screws attached; already, for 
quick adjustment and quick sales. 

Ever popular Hat andCoat Hooks 
that stay put and stay sold. 

Fly swatters that last, and do not 
mar the furniture. 

Tinned spoons for campers, and 
ordinary use in pavilions, ice 
cream parlors, etc. 

Investigate the wide range of 
“ATLAS” possibilities in your 
town and send us atrial order. We 
guarantee your satisfaction. 


Atlas Mfg. Co. 


123 WATER STREET 


New Haven, Conn 
U.S. A. 





November 20, 1919 




















November 20, 1919 HARDWARE AGE 143 


Te 







Tf ‘vou are a progressive jobber 
you will want lo know more 
about the Universal line 
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Tae R Resti LT OF arcesea EXPERIENCE iy 
on™ ~)IN CASTER MAKING? 


Pasir asm Samples and Prices H.A.on Request. 


Boe pal UP TO US 


Uses CasTER & Founpry Works 
; DIVISION OF THE BASSICK CO. 


Ce Office = Bridgeport,Conn. 
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E there when the returns comein. Your train 

starts any day—we’ve been making it up for 
the last three months—it takes in all stops in 
prominent consumer districts, such as 


Saturday Evening Post 
Literary Digest 

Woman’s Home Companion 
Good Housekeeping 






Red Book 

House Beautiful 
House & Garden 
Country Life 





















; Are you ready to supply your 
customers with these shiny, little 
steel domes when they come into 
your store? 


Step in and take your share of vhis 
nice clean package business —the 
handsome, colored display box con- 
taining 4 gross of these attractive, 
smooth, polished, steel slides—all 
ready to put on the counter. 


We recommend as a start: special | 
assortment Al consisting of 44 gross sets 


each of best selling sizes 74", 34", 5", 4". 





Order from your jobber today 






HENRY W. PEABODY 
& COMPANY 
17 State Street, New York 
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‘‘Move the FAULTLESS way’’ 


We are proud that our years of constant 
endeavor have produced a line of casters 
unparalleled in quality and ease of operation. 


' And you can be just as proud of our line 
when your most discriminating customers 
request, and are supplied with, the best 

casters on the market. 


Faultless Caster Company 


Evansville, Indiana 


EASTERN SALES OFFICE 
GEORGE MITTLEMAN 
487 BROADWAY 
NEW YORK 
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C-5-5 ZURTME @HEEE WEGMEE Full Size A2-3 [3A] 
Only three of our 2500 different sizes and styles 
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As tor Razors--- 


A man will look far rather 
than accept anything but 
the very best. 


ig 


The User of Flinkor 
Razors 


= Has the satisfaction of knowing 
he' has found the finest razor made. 
Satisfaction to the user means 
added business for the dealer. 


AA 


Send for a Catalog. 


GEO. W. KORN RAZOR MFG. CO. 


Little Valley, N. Y. 


SELLING AGENTS: 


BOKER CUTLERY & HARDWARE CO. 


101 Duane St., New York 
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| dale cutlery, being constantly subject to abuse— 
left to stand in water for hours—left lying on trays and 
drip boards to dry—used to cut paper, cardboard, twine, 
tape, etc., and to scrape pots and pans—must be of the 
best quality and workmanship. 


FOSTER BROTHERS’ 


Kitchen Cutlery 


has met the test of long and severe usage. 





Each blade is properly balanced, tempered, ground and 
sharpened—ready to use-—takes and holds a keen edge. 
The grips are strong and securely fastened. 


The wide and growing popularity of Foster Brothers’ 
household cutlery assures rapid sales. 


Should it so happen that you do not handle 
FOSTER BROTHERS’ Cutlery, we ‘will be 
pleased to send you our Catalogue No. /7 
on request. 














New York U.S.A. 
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x*SS Ax 
Swedish 
Pliers 


xSS Ax 
Swedish 
Razors 
















How Many 
Razors 


Do You Sell 
In a Yearr 


If you sell 100 dozen razors in a year, but only buy one dozen 
from us, we are satisfied and shall be glad to have your order for 
that single dozen. 
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Because we know just the kind of material and workmanship 
that goes into SSA Swedish Hollow Ground Razors, and there- 
fore we know just the kind of shaving satisfaction your customers 
are bound to get out of them. Every razor sells another. 


We'll put it in writing that every SSA Razor is sold under a 
positive guarantee of ‘“‘ Money back if not satisfactory.” 


Now just a word about SSA Swedish Diagonal Cutting Pliers. 
They, too, are a quality product—made on honor and sold on 
merit. 


These most attractively finished pliers are made in a special 
department where pliers are made to come up to a High Stand- 
ard—not down to meet a competitive price. 





ge eee nee 


You'll find them splendid sellers 
to Linemen and Electricians. 


Have you seen our New Pocket Knives? Write for trade prices. 


Sold Exclusively by 


ERIC MELLGREN & CO. 
116 West 39th Street New York 
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NO MORE GVESS WORK IH RAZOR BUYING. 
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Display Sells Razors 


The cutlery counter in most hardware stores 
stands near the door, where the customer 
lingers, looks around, and wonders what he 
forgot to buy. 

Men are always on the lookout for good razors. The 
Genco Display Case, sent you with your first order 
of Genco Razors, gets their attention, 

The handsome case will make them look more closely. 


Your salesman then simply reaches under its glass top 
and says: “‘Just examine the edge on this razor.” 


In a few minutes your cash register will ring. And 
your customer will be a satisfied customer. For the 
Genco Razor has an edge that we guarantee: ““GENCO 
Razors must make good or we will.” 


Write us today for terms and details 


Geneva Cutlery Corporation 
158 Gates Avenue GENEVA, NEW YORK 


New York City, 160 Broadway Chicago, Ill., 8 So. Dearborn St. 
@ San Francisco, Sheldon Bldg. Winn peg, Can., 332 Bannatyne Ave. 


Largest Exclusive Manufacturers of High-Grade Razors in the Wold 
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Keeping ““The Go’’ in Staples 


Wire hardware—while never spectacular in 
display possibilities—is not seasonable merchan- 
dise that lies inactive months at a time. There 
is a constant demand for it that means a positive 
turnover of your investment. 


Sey } LD) For instance, “The Worcester” bird cage hook, 





cage springs, swivels, hangers of every sort— 
and hundreds of the live items shown in the 
Parker Book, the sort of merchandise that keeps 
“the go” in your staple lines and presents real 
sales opportunities. . 


This book should be in your files—it is worth 
having—and keeping. 


Write us today for a copy. 


The Parker Wire Goods Co. 


Worcester, Mass. 
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> Profitable 


— 


Specialty 


You will add a profitable specialty to 
your line of kitchen ware when you 
stock the Armstrong Table Stove. This 
stove has reached a very large volume 
of sales through hardware stores. You 
will find it practically sells itself. 





The Armstrong Stove is the one that 
cooks three things at once. It comes 
with a complete equipment of aluminum 
cooking utensils, including such things 
as egg cups and griddle. Its frictionless 
tilting connection plug solves the prob- 
lem of practical heat regulation. 





Our program of consumer advertising, 
. now running in the leading women’s 
' magazines—Ladies’ Home Journal, Pic- 
torial Review, Good Housekeeping, 
American, Red Book, and Literary Digest 
—is making sales for the dealers who are 
stocked. Get yours now. Ask us about 
our special demonstrating offer. 


Cooks 9 THE STANDARD STAMPING CO. 
‘Ghings Huntington, West Virginia 
at Once 


ARMSTRONG S48 VE 








22228 LLL LLL’ LLL LLL LLL LLL LQ LLL LLL LOL_L_QL_ LL LL_DL_QHL LLOQ’ LLL LLOQ LDL! L_Q’L_ DLL LLL LLOQ.’ LOL LL AAAA S'S BA S'S G B'S AA 2'A AAA AA'A A A' 46'S 2 aaa O OS 4 























November 20, 1919 HARDWARE AGE 157 






























Westclox 


We don’t want your 
customers to blame you 
when you _ haven’t h 
enough Westclox to go 
round. a 


That’s why our ad- 
vertising mentions the i 
shortage and tells the Hi 
public of the effort we | 
are making to remedy it. 


No matter how great 
the demand, Westclox | 
quality must be main- 
tained. 


Western Clock Co.—makers of Westclox 
La Salle and Peru, Ill., U. S. A. 
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If you are interested in a washer with unique 
selling features, unusual sales possibilities 
better-than-ordinary washer at a popular price, 
wrile for descriptive booklet and price list. 


Phantom View, shows how dasher covers all the clothes 
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The OSCILLATOR is different 


There is no other washing machine with which to compare the OSCILLATOR. 
Its complete and practical application of the vacuum principle is an exclusive 


OSCILLATOR feature. 


It places the OSCILLATOR in a class distinctly its 


own and far ahead of all other washers in efficiency and saving of time. 


The four compartment vacuum dasher 
covers the entire surface of all the clothes. 
Every part of every garment is brought under 
complete and continual atmospheric pressure. 
The Oscillator is the only vacuum machine 
which does not wash in spots. 

The dasher is automatically self-adjusting 
to any amount of material in the tub. The 
Oscillator washes clean whether it contains 
one small piece or a tubful. 

The Oscillator appeals to discriminating 
buyers because of its safety feature. It 


cannot injure the most delicate lingerie yet 
it will wash the most soiled pieces, heavy 
blankets and even rugs perfectly clean. 

The swinging reversible wringer is adjust- 
able to five positions. The triple wringer 
control gives the operator complete control 
of the wringer in any position. 

The capacity of the Oscillator is twice as 
great as most machines yet it is more compact 
and requires less floor space. Five styles, elec- 
tric or engine power. Also hand power 
machines. 


TESTED AND APPROVED 
by the 
Department of Household Engineering 
conducted by 
GOOD HOUSEKEEPING MAGAZINE 


AMERICAN GAS MACHINE CoO.,, inc. 


ALBERT LEA, MINN. 


Eastern and Export Office: 


78 Reade St. 





New York, N. Y. 


November 20, 1919 
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"Z REASONS WHY 


Champion Tungsten Lamps 


QCHAMPION TUNGSTEN LAMPS are made by ex- 
perts in a completely equipped factory where only the most 
modern and up-to-date methods are used. 


Q@CHAMPION TUNGSTEN LAMPS are manufactured 
under a license granted by the General Electric Company 
for the use of it’s Incandescent Lamp Patents which enables 
the manufacturer to use the best patented material known 
to the science of lamp making. 


QCHAMPION TUNGSTEN LAMPS burning at stand- 
ard efficiency show 120° NORMAL LIFE. 


@CHAMPION TUNGSTEN LAMPS in tests made by 
the Electrical Testing Laboratories showed that they sur- 
passed the United States Government’s efficiency specifica- 
tions by approximately 20%. They are scientifically correct! 


@CHAMPION TUNGSTEN LAMPS of longer life and 
greater efficiency have REAL SALES VALUE because they 
cut lighting costs. 

@CHAMPION TUNGSTEN LAMPS have been build- 


ing an envious reputation for 19 years. Every lamp is made 
to maintain quality and add to that reputation. 


Q@CHAMPION TUNGSTEN LAMP PROFITS aré not 
dictated by a controlled resale price. Liberal discounts 
enable the jobber to make an attractive proposition to the 
dealer. 


Champion Tungsten Champion Nitrogen 
TYPE XB TYPE XC 
Champion Carbon 
CLASS A-NEW 

GOOD LAMPS ARE LIABLE TO BE SCARCE— 


Write to-day for our latest proposition, and get your orders 
in early. 


Consolidated Electric Lamp Company 


821 Maple Street manieniaeasineees DanVers, Mass. 


New York Chicago Pittsburgh 
199 Fulton St. 136 West Lake St. 3rd Ave. & Ross St. 
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‘Tron Horse’’ Brand 
Metalware 


The first thing we say to you is that we want you 
to write for our catalog and compare “Iron Horse”’ 
Brand Metalware with any other make or makes. 


That is starting the ‘‘ad’’ off backwards, but we 
know that the selling end starts from the catalog— 
and the confidence we have in our merchandise 


prompts us to say “COMPARE.” 


Why are we so confident that “Iron Horse’”’ shall 
be your choice? 

Look at the articles we illustrate here—note the 
reinforcements where strain or wear occurs. See the 
quality of material used—galvanized sheets, sturdy 
and strong. Compare the “‘build’’ with other brands 
—"“Iron Horse’”’ will give you a thrill of pride. 


Experience of years is the gift each article inherits, 
coupled with the ability to give your customer real 
service. 


Write now for prices. 


Rochester Can Co. 


97 Hague St. Rochester, N. Y. 
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Standard Detachable Sprocket Chain 


You can increase your Profits by adding to your 
line “STOWELL”, Malleable Detachable Sprocket 
Chain. 


This type of chain required on almost every imple- 
ment used by the Farmer. 



























No. 25 





— ’ 


Now is the time to order your 
stock of the agricultural sizes: 
} No’s. 25, 32, 42, 45, 52, 55 
and 62. 


Bs 


rs 


All sizes of plain chain and 
attachment links carried in stock 
in our warehouse, insuring 
prompt shipment. 


py 


Made of high grade malleable 
iron in our immense factory 
. from which “STOWELL” quali- 
ty products have been supplied 
: to the hardware and implement 
trade for three decades. 





. STOWELL PRODUCTS 

g Sprocket Chain. 

Malleable Lasts and Stands. 
Malleable Clevises. i. JRO ntre ob bibs 


Tackle Blocks and Hay 
Fork Pulleys. 


Wagon and _ carriage No. 103 
hardware. Illustrations approximately actual size 


Insist upon ‘““STOWELL.”’ 





Specify ‘‘Stowell’’ when ordering from your jobber or write us direct. 


Send for illustrated catalogue. 


THE STOWELL COMPANY 


Founders and Manufacturers 


South Milwaukee, - Wis. 
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We also sell 
Crown Caps, 
Bottling Hose, 
Stoppers 
and Everything in 
Bottler’s Supplies 





Main Office and Factory, ROCK ISLAND, ILL. 








BOTTLE 
CAPPER 


Mechanically perfect. 








High in efficiency. 


Low in price. Indestructible. 





DEALERS PRICE 


Per Dozen - - - 
F. O. B. ROCK ISLAND 


$13.00 


REGULAR DISCOUNTS TO JOBBERS 





HE recent increase in home bottling of Catsup, 

Grape Juice and Beverages generally has created 
a public demand for a popular priced, efficient bottle 
capper, which is fully realized in the 


BESCO CAPPER 





Beardsley Specialty Company 


NOT INCORPORATED 


November 20, 1919 
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ALI RUSS 


BRUSH | soe 
M0302 


. ipRusH : ve Quality 99 SOTTLE 








BRUSH 


Standard os 


Manufacturing brushes for 25 years 
has been a wonderful education to 
this factory and its customers. This 
education has been a schooling in 
making “Quality” goods all this time. 
The standard being the best brush 
for a specific cleaning purpose and 
one that will last the longest under 
the hardest service known. 








Each type of brush is standardized. 
A model being used as a perfect 
sample of uniform quality. The best 
workmanship, materials and ma- 
chinery known are used in their 
manufacture. Each finished brush is 


inspected in both the department of RADIATOR rg 


manufacture and the shipping room 
which insures uniform, standard BRUSH 
quality, long life and_ satisfactory NO.7 


service. 











Test them—satisfy yourself. The 
turnover is rapid—profit good. Order 
Bes : sree now from the nearest office. 

STEEL WIR 


BRUSH NO. 77 7 ae ee | ae Osborn Quality 


THE CLEVELAND OSBORN 
MANUFACTURING Lo. 


5406 Hamilton Ave., Cleveland, Ohio 


Address Main Office or Branches, 
Dept. F 
New York Chicago 
8d Ave. at 35th St. 155 North Clark St. 
Bush Terminal, San Francisco 
: . Bldg. No. 5, Brooklyn 61 First St. 
STEEL WIRE ‘, Milwaukee Detroit 
259 South Water St. 94 McDougall Ave, 








No.1777 “We : COUNTER 
ee USTER 
NO. 58! 


CUSPIDORE BRUSH 
NO. 26 








RUSSIA BRISTLE FLOOR BRUSH NO. 5} 
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DANDY ASSORTMENT 


COPPERIZED STEEL OILERS 


Here is our counter display assortment that every 
jobber and dealer will find helpful in selling Oilers. 


It is so artistically designed that it cannot fail to attract the customer's 
attention and promptly remind him of his need of an Oiler. 


A Neat Sample Kit Furnished Free to the 
Jobber’s Salesman. Write Us for Particulars 


\ [ 

















{~ i w i 
e ne os Z . “a THE MO) 
EAT LE 
A d DY" OF Perf . A 
Sure “ w Wonderful 
Sales Silent 
Builder Salesman 


ALL SPOUTS INTERCHANGEABLE—ONE-PIECE BODIES 


Why not display your Oilers where they can be seen instead of hiding them 
away on the shelves? 

The counter display not only helps to sell more Oilers, but saves the clerk's 
and customer's time. 

There is a size for the automobile, machine shop, household and general 
utility purposes. 


Why Not Display Your Orlers? 


Fills a long felt want for an assortment put up in an attractive display pack- 
age to be set up on the dealer’s counter or show case. 


Contents of Assortment: 
VY, Dozen No. 13 Copperized Steel Oilers, 5 ounce '% Dozen No. 14 Copperized Steel Oilers, 5 ounce 


capacity, with 3 inch Straight Spout. capacity, with 9 inch Bent Spout. 
Y, Dozen No. 13A Copperized Steel Oilers, 5 4% Dozen No. 14A Copperized Steel Oilers, 4 
ounce capacity, with 5 inch Straight Spout. pint capacity, with 3 inch Straight Spout. 


Send for a copy of our catalog and prices. 


Eagle Manufacturing Co., Wellsburg, W. Va. 


Established 1894 Incorporated 1897 


= 
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STAR HEEL PLATE CO. 
PRODUCTS 


Mr. JOBBER: Our Line has made a Reputation the World 
Over. Get in Line at once and order in a Stock Today. 


WE MAKE Siren COBBLER OUTFITS write ror CATALOGUE No. 15 














Economical i Combination No. 1 





reRENT stvtes ~=©9 SHOE LASTS AND STANDS  Eatatocti no.1s 






~ Bi 


Sellers 


Eureka Guaranteed Empire Guaranteed Jersey Guaranteed 


STAR HEEL PLATES 


Made in 7 Sizes ys ABN They Sell 
Best Made 9A\/ And Sell 
None SoGood And Sell 





STAR HEEL PLATE CO. 


LOUIS SACKS, Inc. 


357-391 Wilson Ave. NEWARK, N. J., U.S. A. 
Pacific Coast Representatives Utah & Idaho Representatives 
MR. J. J. WIRTNER, E. C. COFFIN & CO. 
2nd & Mission Sts., 503 Dooly Bldg. 
W. F. Building, Room 605, Salt Lake City, Utah 


n Francisco, Calif. 
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THE NIAGARA LINE 
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PROGRESSIVE DEALERS STOCK 
THE NIAGARA and PREMAX 
LINES 
Because the quality of merchandise is 
that which sells an article and 
keeps it sold. 


Here is a Partial Review 


NIAGARA BUILDERS’ SUPPLIES, 
such as, 

SASH PULLEYS, 

WALL TIES, 

VENEER TIES, 

ETC., 
are finding enormous sales during this 
new-building era. 

NIAGARA SNAPS 


hold with a bull-dog grip that has 
gained them profit-building renown. 


NIAGARA KEY RINGS 
are convenient to carry, and heavily 
plated to prevent rust. 
Automobilists and Mechanics 
find Niagara DUBL-EN DPOKIT- 
RENCHIZ very handy for every use. 
Embossed Letters and Figures 
adorn the homes of discriminating 
householders everywhere. Their neat 
appearance is an asset to any hcme. 
PREMAX DOG LEADS 


rank second to none in quality, and 
are always used for Safety First. 


PREMAX HARNESS and 
HAME CHAINS 


are in steady demand on large farms, 
offering a host of good prospects. 





= 38a 
- ~ 


~—k 


We could go on and on telling you 
of our many Hardware Specialties but 
we prefer to have you write for our 
catalog and compare—that’s all. 























NIAGARA FALLS METAL STAMPING WORKS, 


Manufacturers of Hardware Specialties, 
235 TENTH STREET, NIAGARA FALLS, N. Y., U. S. A. 
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COMMUNITY 
PLAIE 


in the 


‘New blue Gift-Boxes 


ISPLAYED in the rich 
setting provided by these 

Blue Velvet Boxes —Community 
‘Plate makes a stronger appeal 


than ever to the shopper. The 


pieces and sets illustrated sug- 
gest appropriate and inexpens- 
ive gifts for any occasion, and 
the free gift-box is a decided 


factor in making sales. 


See Following Pages 
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HE DEALER now has a 

greater opportunity than ever to 
increase his Community Plate sales. 
Packed in these handsome gift- 
boxes, the silverware possesses an 
irresistible attraction to the shopper. 
ooo Soe Vee Community Plate shown in window 
| or showcase attracts the attention 
and admiration of all who pass. The 


ADAM PICKLE FORK 








gift suggestion thus created is espec- 
ially strong. 
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SHERATON 3.PIECE CHILD'S SET 


ee EUR 


All fancy pieces are furnished 
in these ‘New Display “Boxes 


SIX PATRICIAN BUTTER SPREADERS 

















Ly 

















PATRICIAN BERRY SPOON 


eS 7] 





PATRICIAN OLIVE SPOON 


For record breaking Holiday sales 
provide for a window display, using 
these items : 








Sugar Spoons Butter Knives 
Butter Spreaders Cold Meat Forks 
Berry Spoons Pickle Forks 
Individual Salad Forks Oyster Forks 





All pieces and sets formerly ADAM MAYONNAISI oe ere 
packed in the brocade boxes are . 
now furnished in the new style 
package. This is not an assortment. 
Each piece or set is packed and 
sold as a separate item. 
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ADAM GRAVY LADLE 





— 





eAdditional Value and Beauty 
with “No Extra Charge” 











ADAM SALAD FORKS 
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PATRICIAN 2-PIECE CARVING SET 


The ‘New Blue Gift-Boxes 
Will Swell Your Sales 


HE Handsome Blue Gift-Boxes which are 
the regular pack for Community Plate are 
bound to have a wonderful effect in swelling 
the sales of this popular silverware. Dealers 
who appreciate this opportunity will see that 
they are adequately supplied to meet the increased 


demand. 
To Sell Them—Display Them 


Your Jobber is Prepared 
To Supply Your Needs 





ONEIDA COMMUNITY, Ltd ONEIDA, N. Y. 
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Ever-Rea 
The Honest Brush 


It's the best selling brush on the market, because 
it's the best made and best advertised brush in 
the world. And more than this, it carries the 
overwhelming prestige of the name Ever-Ready— 
a name made famous by the Ever-Ready Safety 
Razor and the Ever-Ready Radio Blade. 


Order $25 worth of brushes, and we will send this 
handsome display cabinet free. It is made of metal, 
but looks like Polished Circassian. Just what 
you ve always wanted to display your shaving 
brushes. Keeps them clean, and presents them 
attractively under glass. It’s fitted with a lock that 

E VF ER- XR F ADY opens by a button in the back. An ornament to the 


finest of stores. 
BRE RG RIP 


Order Today—Direct or through your Jobber. 


American Safety Razor Corporation, Inc. 
Factories: BROOKLYN, N. Y. 


Ever-Ready Safety Razor Co., Ltd. 


TORONTO, CANADA. 


Hard Rubber Grip he to.Last a Lifetime 
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TRADE MARK FACE 








HARDWARE AGE 


re 
a i 
he 





Announcin 











Timken Aales 


P24 
New 3'% Ton Model $3990 
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For Low Cost Ton-Muile 


HIS newest Garford 314 ton 


model is designed and built 
for the heavier tasks of hauling. 


It is big, powerful—a giant in 
strength, and in every way lives 
up to Garford’s standard of 
quality. 

This new model embodies the 
best of Garford’s twelve years 
of experience in the manufac- 
ture of high grade motor 
trucks. 


There is back of it a five 
million dollar company and a 
Definite System of Service. 


Garford quality is main- 
tained throughout, and the 
exceptional price is made 
possible only through quantity 
production. 


The design, materials and 
manufacture of this new model 
all combine in securing LOW 
COST TON-MILE delivery. 


‘USERS KNOW” 





The Garford Motor Truck Company, Lima, Ohio 





TRUCKS 


Steel Wheels 


Four Speed Transmission 
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Gashing i in on : 
Carborundum 
Displays — 
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EE im Carborundum Company 

pends thousands of dollars in 
pe the dealers with real trade 
helps. 


As a matter of good business you 
should cash in on ouf investment. 


Put Carborundum Displays to work 
attracting sales. Put Carborundum 


booklets and circulars in your daily 





mail or hand them to your patrons 


The Metal Knife Sharpener Rack The No. 7 Display Case 


Carborundum Advertising is 
Your Advertising 


We want to help you and 
every other hardware dealer 
to stimulate sales. Carborun- 
dum Displays and advertising 
materials will do just that if you 
will but give them ithe chance. 


These trade helps are sent free. Sup- 
pose you write to-day for the details. 


The 


Carborundum Company 
Niagara Falls, N. Y. 





The Four-Drawer Niagara Grinder Stand 
Display Case 
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ACH year’s output from the Dietz Factories would place a line 
of Lanterns, fifty feet apart, entirely around the world. 
Just think of it! How is such a tremendous sale of one make of Lanterns possible? 


Simply because the many millions of people who must use lanterns know what they want— 
The Best They Can Get For The Money—and most of them choose a “Dietz’”’. 


If your Lanterns are becoming the worse for wear, ask your dealer to show you a Dietz No. 2 
Wizard Lantern. Let him explain the Cold Blast Combustion System, which makes this 
Lantern give a more powerful and whiter light and keeps the light immune from blow-out in 
heavy wind and storm. 

DIETZ LANTERNS For THE FARM 


Hand Lanterns Wagon and Driving Lanterns Wall Lanterns Motor Truck Lamps 


R. E. DIETZ COMPANY 


NEW YORK CITY 


Largest Makers of Lanterns in the World 
FOUNDED 1840 
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A Big Campaign 
To Help Your 


LANTERNS 








FOR THE NEXT 6 MONTHS 
DIETZ LANTERNS WILL BE 
ADVERTISED IN THE LEADING 
NATIONAL FARM JOURNALS 


7O 
FARM JOURNAL 2,500,000 FARMERS FOR 


FARM JOURNAL 


FARM & RANCH THE BENEFIT OF DEALERS 
HANDLING DIETZ LANTERNS 


APPEARING IN 








HE new Dietz Farm advertising begins November 1st. It will deliver 
its messages straight from the shoulder. It shows the Lantern User why 
he gets his best value in a Dietz Lantern. 

There are thousands upon thousands of Lanterns in the country this 
minute that are either worn out or broken and should be replaced. 

The Dietz Farm advertising will remind farmers in every town and hamlet 
that they need new Lanterns and a very slight effort on your part when these 
customers enter your store will do the rest. 

Remember that Lanterns have never before been advertised in such a big 
way to the customer. Cold judgment will tell you that the new Dietz ad- 
vertising is sure to bring you more business if you are prepared to meet the 
demand. 

Consult your Jobber and make sure of your stock of Dietz Lanterns. Also 
be sure to ask for and use the attractive Window Display Show Cards and 
“Over the Counter” Leaflets describing Dietz Lanterns. 


Then let us both Boost together and get the business. 


R. E. DIETZ COMPANY 


NEW YORK 
Largest Makers of Lanterns in the World 


Founded 1840 





More Quality—More Demand—More Sales—More Profit 
Your Jobber Stocks DIETZ Lanterns 
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Leading repair men—your customers— 
would rather sell Cat’s Paws because 
people know about them and want them 
—it takes so little time to make a sale. 
Profits come steadily and quickly 

Cat’s Paws are preferred by millions of 
























CUSHION HEEL 
cosTER RUBBER rp 


Note the Foster Friction 
Plug —it prevents slipping 
and makes the heels wear 
longer. 


are big sellers. 


is 35c. 


Cat’s Paw 
Fibre Sole 


For men, women 
and children. 
Spring or thin 
heel. Black, 
white or tan. 





Crutch and 
Cane Tips 


Note the 
Friction Plug 
—which pre- 
vents slip- 
ping. Also 
made with- 
out plug. 





stockings from nails, 
of the shoes, prevent fatigue and add 
slightly to the height. 


people who have tried other kinds first 
—because they have no holes to track 
mud or dirt—the Foster Friction Plug 
prevents slipping and makes them wear 
And they are advertised year 
after year in magazines and newspapers 


longer. 


Push 


Turn your stock quicker === reduce cost to sell =-- 
Make more profit --- 


reaching at least 80 million people. 


They protect 


The retail 


The patented Tred-air heel cushions 


the 


improve the fit 


price 





Cat’s Paw Heels for 
Women 


Made in sizes to fit all 


styles of fer 


ninine 


foot- 


wear—from walking boots 


to dancing pumps. 
and dainty—almost invis- 
ible when attached. 


Small 





In the Foster Wedge Heel, 
washers permit nailing in- 


stead 


of cementing — thus 


keeping the heel securely in 


place. 


ORTHO i 


AA 
113 AAA } 


h 
Due nett 


The Orthopedic 
Heels are recommended 
by physicians because 
they prevent the arch of 
the foot from falling. 
Made to fit any shoe. 





Foster 


Foster Rubber Company, 105 Federal St., Boston, Mass. 


Originators and patentees of the Foster Friction Plug which prevents slipping. 
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HAMMER THE 
HAMMER 








Three Little Words 
That Mean Big Sales 


32 Caliber Hammer ' 
Regular Grip 4 





“Hammer the Hammer,”’ the three 
words that mean Iver Johnson revolvers, 
probably carry more selling power than 
any other three words ever used. 


Every day; people walk into stores 
where Iver Johnsons are sold and ask 
for the ‘‘Hammer the Hammer’”’ revol- 
ver. Perhaps they have forgotten who 
makes it, probably they don’t know of 
the other excellent features of the 
revolver—but they do know it is the 
revolver that can’t go off by accident, 
and they want it. 


If you want a share of this business, 
if it is worth a few minutes of your 


time to close such sales, deliver a revol- 
ver that stays sold and gives a full 
measure of satisfaction—write for cata- 
logue and complete dealer information. 


Stock the entire line—22, 32, 32 
special and 38 calibers, Hammer and 
Hammerless models with Regular, Per- 
fect Rubber, and Western Walnut 
grips. 


Why not stock Iver Johnson shot- 
guns, too? Then you can capitalize on 
the entire Iver Johnson Ine of firearms. 
Perhaps you will be interested in Iver 
Johnson bicycles and motorcycles, too. 
Write for full information. 


IVER JOHNSON’S ARMS & CYCLE WORKS 


332 River Street, Fitchburg, Mass. 


99 Chambers Street, New York 


717 Market Street, San Francisco 


IVER JOHNSON 




















— aroanc REVOLVERS | 


“The Safe Revolver to Sell’’ 
2 “a 
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' Christmas Tree 
Outfits 


HAT a Christmas this will be! Every 
family is going to blow itself to a 
good old-fashioned Christmas this year 
and celebrate the coming of peace, the re- 


turn of their boys and the prosperity of 
the times. 

This means a big market for Christmas Tree Light- 
ing Outfits. Each year more and more and more 
people are learning the lesson of fire prevention and 
discard candles in favor of the safe electric lighting 


outfits. 

When you stock the EVEREADY OUTFITS, 
you cash in on the national reputation of a widely 
known manufacturer and on the confidence of the 


public in EVEREADY products and on the 
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Mazda Lamp 
Equipment 


tremendous advertising and publicity of EVEREADY 
Daylo, Tungsten Batteries, Storage Batteries, etc. 
EVEREADY Christmas Tree Outfits are made up 
of MAZDA lamps exclusively. They consist of 
8, 16, 24, or 32 lights of assorted colors, with 8 foot 
leads, green composition sockets, porcelain junction 
boxes and Benjamin attachment plugs. 

Supplied with mercerized cotton or silk covered 
wires; different styles for use on 110 volt and 32 
volt lighting circuits, or with dry cell or storage 
batteries. 


Ask us for illustrated price list. 


AMERICAN EVER READY WORKS 


of National Carbon Company, Inc. 
205 Thompson Avenue, Long Island City, N. Y. 
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Here is the Big Family of 
Delta Electric Specialties 


This big fast selling line of Flashlights, Batteries, Hand Lamps 
and Lanterns is one of the most attractive propositions yet offered to 
the dealer. It is the most profitable and fastest selling line of nationally 
advertised electrical specialties on the market. 


12 Models of Flashlights—5 models of Bicycle and Vehicle 
Lamps—9 sizes of Batteries—4 models of Hand Lanterns 
and Lamps. 


Meet Every Competition Window Cut-outs for Display 


FURNISHED FREE 





The Delta line means much to you, 
Mr. Dealer. You can sell this exten- 
sively advertised and distinctive line 
of electrical specialties at prices that 
will meet competition, get new business ; : 
and bring to your store repeat orders astonished at the rapid sales and quick 


There is more profit, more quality 
and style in this fast selling Delta 
line. Properly displayed, you will be 


and new customers. turn-overs. 


Write for our Complete Proposition Now. 


DELTA ELECTRIC COMPANY 


DEPT. H 
General Offices and Factory Marion, Ind. 
NEW YORK CITY SAN FRANCISCO WINNIPEG 


World’s standard batteries and electric lamps for hand use, bicycles, 
buggies, etc. 
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Products Should Be 
Your Choice 


Because “Bright Star’”’ stands for a high 
class line of Flashlights embodying features 
not found in other makes. 


“BRIGHT STARS” are made of high 
grade fibres and metals, handsome in 
appearance, well-balanced and guaranteed 
absolutely non-short-circuiting. 

“BRIGHT STAR” Batteries mean 
longer life. The BRIGHT STAR MARS- 
BRIGHT, for example, are the Jongest 
burning batteries on the market. This state- 
ment is valid at any time in the period of 
guaranteed shelf-life. Every Bright Star 
Mars-Bright is yuaranteed for shelf-life, 
the length of the guarantee being, natural- 
ly, dependent on the size. 





Keg ; ; Retr ack J onviyee 5 
In addition to the high quality of all Bhi tse YB “/ 

BRIGHT STAR products, we guarantee St ee e48 

most efficient service and deliveries. Bat- if Nghe hein 

teries and flashlight cases are packed in ‘t 

individual cartons and shipments are 

prompt and complete. 
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If you have not received the new ‘‘Bright 
Star” pamphlets, write for them at once. 


Acquaint yourself with a line worth your 
while. 


Bright Star Battery Co. 


New York Chicago Portland, Ore. 
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Headquarters for 
House Furnishings 


The entire eighth floor of the Bush Termi- 
nal Sales Building is devoted to the display 
and sale of house furnishings. Buyers 
coming to this market can place orders 
for practically all their stock requirements 
without leaving the building. 


Scores of Lines Ready 
For Your Inspection 


There is no other centralized showing of the lines 
that make for bigger retail sales and profits to be 
found elsewhere. You can buy here with all the 
advantages you can obtain at the factory. All goods 
sold at factory prices, and are billed direct by the 
manufacturers. 


Visit House Furnishings Headquarters. 
You'll save time, trouble and expense. 


Bush Terminal Sales Building 


130 West 42nd Street 
New York 
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A Special Feature 


THE TOY 
DEPARTMENT 


First Exhibition of 
American-Made Toys 


Now Open 


-THE INTERNATIONAL HARDWARE 


AND HOUSEFURNISHING EXCHANGE 
In the World’s Greatest Industrial Mart 


GRAND CENTRAL PALACE, NEW YORK 
BUYERS! Cte Place For You To Purchase Hardware, Housefurnishings, Toys, 


Novelties, etc. 
EXHIBITS! 


Hardware, Stoves, Shelving, Tools, Bicycles, Gas, Steam and Electric Fixtures; Housefur- 
nishings, such as Electric Labor Saving Apparatus, Aluminum Ware, Tin and Enamel 
Ware, China and Glass; Gas, Oil and Electric Heaters, Refrigerators, Etc. 


MANUFACTURERS! j ge products are before buyers from all overthe world. This is one of 


the eight permanent industrial expositions operated in this largest of ex- 
hibition buildings by the Merchants and Manufacturers Exchange of New York. 


HAVE,YOU RESERVED SPACE? BETTER WRITE AT ONCE! 


The International Hardware and Housefurnishing Exchange 
Grand Central Palace New York 
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NRORTANT 








= The next sixty days will 


witness the greatest Holiday 
Goods demand America 
has ever Known. 


Stocks the country over are 
short, short, short. 











We still have great stocks of 
the goods you need. 


But, if you would sell all the 


= goods your trade will call for, 





BUY coos NOM) 





BUTLER BROTHERS 


NEW YORK?- CHICAGO - ST. LOUIS - MINNEAPOLIS - DALLAS 





vember 20, te 
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Hatfield 6 Blade Sharpening 


Machine 






They started with a second hand 12 
blade machine, the business came and 
soon they bought another, but they 
quickly found that the sharpening busi- 
ness was “some business’ when two 
sharpening machines couldn’t take care 
of it. 


HARDWARE AGE 


From a 2nd Hand 
12 Blade Machine 
to 
A New Hatfield 
24 Blade Machine 


With most men shaving them- 
selves and safety razors selling 
like sixty, The Hoffman Corr Mfg. 
Co., of Philadelphia thought they 
would install a sharpening ma- 
chine and see if sharpening safe- 
ty razor blades really paid. 
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Hatfield 4 Blade Sharpening Machine 






A third machine was needed, so in 
December 1918 they bought a New Hat- 
field 24 Blade Machine. From this ex- 
perience two things must be plain—first 
the 


Hatfield Complete Sharpening Machine 


must have suited them or they wouldn’t 
have stuck to it. Second—they found 
the sharpening business a big money 
maker when enough dull blades came in 
to keep three machines busy. 


Right here let us emphasize that the 
reason the Hatfield is the leading Sharp- 
ening Machine, is because it is the only 
machine that sharpens safety razor 








Hatfield 24 Blade Safety Razor Sharpening Machine 





Nearly 
using a Hatfield is ‘‘clean- 
ing up” 
$12.00 per day. 


Write us for full particulars. 


Hyfield Mfg. 
Company 


21 Walker Street 


blades with a lateral motion. 


This lateral motion of the rapidly re- 
volving rollers gives the blades a perfect 
edge for the diagonal shaving stroke. 


Besides, the Hatfield is the only ma- 
chine that sharpens a// of the 300 odd 
makes of safety razor blades including 
Durham-Duplex, Star, etc. 


And it sharpens them quickest—a 12 blade machine 
will sharpen 12 dull blades every 5 minutes. 


With our Auxiliary Sharpener you can make 
more money by sharpening Scissors, Shears, 
Razors, Barbers’ Clippers, etc. 

We want to hear from Jobbers and Dealers who 


want the fastest and best sharpening machine in the 
world and the GREATEST money maker. 


Jack 


every Dealer 


from $5.00 to 





NEW YORK 


Hatfield 12 Blade 
Sharpening Machine 
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The COLT 


Police Positive. 

Adopted by Police Depart- 
ments of the leading cities 
throughout this country and 
Canada. 





The COLT 
Army Special. 

Designed for those who wish 
an accurate, powerful shooting 
arm of medium and maximum 
durability. 





The COLT 
New Service. 


The Standard side arm of the 
famous Canadian Northwest 
Mounted Police. 





The COLT 


Single Action Army. 

Over half a century in actual 
use. More of them have been 
produced than any other Revol- 
ver ever manufactured. 


SAAAAAAASSADAAADTASADADAADAADAD DADAAAAAAAWWA 


SPORTSMEN know that the 
best reference a _ piece of 
sporting goods can have is the 
unprejudiced recommendation of 
a brother sportsman,—Why? 
Because he knows—in other 
words he has been there. 

Every purchaser of a COLT 
Automatic Pistol or Revolver 
adds to the ranks of those men 
(or women) who know,—who 
know the best and are not put 
off with any inferior make. 

Individual preference some- 
times is for a small caliber arm 
that uses the easily obtained and 
inexpensive .22 cartridges—like 
the .22 COLT AUTOMATIC 
PISTOL or the POLICE POSI- 
TIVE TARGET REVOLVER; 
some choose the heavier Revol- 
ver such as the COLT ARMY 
SPECIAL — for the average 
hunting or camping trip, or the 
.32 COLT AUTOMATIC PIS- 
TOL to leave in the top dresser 
drawer or carry in the car; and 
yet others demand the larger 
bore,—some Westerners still in- 
sist upon having the “Old .45 
Six Gun’’, some prefer the more 
up to date COLT “NEW SERV- 
ICE;” Uncle Sam decided on 
the caliber .45 COLT Automatic 
Pistol. 

But all agree that no matter 
what type or size is selected, it 
is essential that it be of COLT 
manufacture. 

The great COLT factories, with 
largely increased facilities, are making 
every effort to fill the tremendous or- 
ders from all parts of the country for 
COLT Firearms. 

With each day filling the hearts’ 
desire of some hundreds of these loyal 
COLT booster-owners, it will be only 
a short time before that booster’s best 
friend will be placing his order for a 
COLT. 

Dealers should place their orders 
now for future deliveries in order that 
they may satisfy their customers by 
giving them the best,—a COLT’S. 


Colt’s Patent Fire Arms Mfg. Co. 
Hartford, Conn. 








The COLT ‘ 
_ 22 Automatic Target Pistol. 


A favorite with the expert, ” 
sportsman camper and for home a 


tice. 
practice a 





The COLT “ 
.25 Automatic Pistol. a 


The smallest, lightest and A) 
most efficient arm of its size 
made. Fits the west pocket. ” 





The COLT 
-32 Automatic Pistol. 


% 

a 

¢ 

The Ideal arm for home pro- x 
tection or to carry in the car. a) 
a 

¢ 

2 

a 





The COLT rN 

.45 Automatic Pistol. 2 
GOVERNMENT MODEL. 2 
After a perfect record overseas F 
this arm took highest honors at r 
the National Shoot in competi- 
tion with Special Target arms. 
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Simplicity 


Economy 
Service 
Durable 














Save 
Space 
Money 
Time 





Act as 
Silent 
Salesmen 





Ask Any of 
the 6000 
Retail 
Dealers 
Who Use 
Them 





‘ oo 
Improved Model Nail ‘Bin 
No. 25. 48" wide, 56" high. 5 sections, 25 
divisions, each division 22x26x12" 


The ‘‘Eclipse’’ Bolt Case 
No. 70. 30" diameter, 58" high. 10 sections, 
120 divisions, each division 8x15x6" 





Two Features of 
‘Eclipse’? Economy 


The ‘‘Eclipse’’ Improved Nail Bin is 
of solid all-steel construction through- 
out, with sections that revolve individu- 
ally on full metallic ball bearings. 


It has a capacity of one hundred 
pounds per bin, has five bins to the sec- 
tion, and five sections, and yet only 
occupies but a couple of square feet of 
floor space. 


Is it convenient? Is it economical ? 


The ‘Eclipse’ Bolt Case is ten sec- 
tions high, and has twelve compartments 
to the section, accommodating a wide 
range of Bolts, Nuts, Lags or kindred 
hardware articles. 


Like our Improved Nail Bin it is all- 
steel with a stable stem, and base that 
prevents toppling over. 


It is obvious, that “Eclipse” Fixtures 
are the foundation itself, of Nail and 
Bolt Economy. 


The Wellston Mfg. Company 


SOLE 


Wellston, Ohio 


‘Eclipse’? Improved Nail Bin 
‘Eclipse’? Old Style Nail Bin 
‘Eclipse’ Display Stand 


MANUFACTURERS 
ALL RIGHTS PROTECTED 


U. S. A. 


‘‘Eclipse’’ Nut and Bolt Case 
‘Eclipse’ Bolt Case, Enclosed 
“‘Eclipse’’ Screw and Nut Case 


Sold by America’s Foremost Wholesale and Jobbing Houses. 























Luzon 
Rope and Binder Twine 
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Luzon Rope has a quality second to none. Once used always used. 
Convincing evidence of this fact comes to us unsolicited from users of 
Rope who know whereof they speak. 


If you are looking for a Rope that positively satisfies you and 
your Customers, buy 


‘Luzon” 


Now is the time to place orders for the famous Luzon Binder 
Twine for 1920 delivery. 


The Geo. Worthington Co. 


Hardware 
Cleveland 


ESTABLISHED 1829 
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Use | 
Electric , 
Solder 






















For individual use, the most satisfactory, economical, and the 
safest means of melting solder, lead, tin, babbitt, and similar 
metals, and keeping them in liquid condition, are— 


Westinghouse Electric Solder Pots | 


They save the time lost in carrying the melted metal to the 
work in ladles, and also save the metal, because all lost 
or wasted material is reduced to a minimum. 


Solder Pots are made in 8 and 15 pound capacities. 








Westinghouse Electric & Manufacturing Co. 


East Pittsburgh, Pa. 


Sales Offices in All Large American Cities W 
01 


WESTINGHOUSE 
ELECTRIC 


Westinghouse 
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On The Same Pedestal | 


Franklin's value to the Nation is the 
lofty pedestal on which his reputation 
will forever stand. 








The Franklin Bicycle stands out above 
the crowd on the same basis of value 
solidly proved. 


Franklin Bicycle has been created, from 
Fy oko) <M com t-(o (of (Mohan d ol w (oLb TT Me) Mele o) of (t-te 
Biddle. 


To make the Franklin Bicycle stand out 
definitely as the standard of value for 
dealers and customers alike, we specified 
every item according to the experience of 
thoroughly trained Sales Engineers! 


Franklin Bicycles are a Supplee-Biddle 
PY Sao o a teh eel el eM bacleeMdel-Mbtelosa-t-1.¢-1e) (- 
hand brazed frame joints to the last coat 
roy ae otc Vole Math olel-veMM cS atlbt-Veta-sel-teel-) Pm be tel ce 
lin Bicycles are a joy to look at, to own, 
to use and to sell. 





Franklin Bicycles sell steadily in towns 
both large and small. Let this Supplee- 
Biddle product work for the profit of 
your Store. Better write today. 
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TOOL CHEST Co. ine 


ROCHESTER. N.Y. 


Everyman’s ‘Tool Chest 


If you have been searching for a tool chest that you could offer 
to ALL your customers, with the confidence that it would fit 
each particular need—stop searching NOW, because we say, 
with emphasis—HERE IT IS! 


The New Utility Type Tool Chest 


is equally well adapted for use in any trade, or in the thou- 
sands of homes that have a few, often-used tools. 


> BEE RE tS 


In its design and manufacture, two thoughts have been kept 
in mind—to give the greatest practicability, and best quality 
commensurate with price. 

That we have succeeded is proven by its enormous sale to date, 
exceeding even our fondest expectations. 

We will not go into its quality construction—suflice to say that 
it is of the same high standard as every chest bearing the 
UNION ‘Trade Mark. 

Profitable proposition for Jobbers, also. 


Write for liberal prices. 


UNION TOOL CHEST CO., INC. 


100 RAILROAD ST. ROCHESTER, N. Y. 
NEW YORK CHICAGO SAN FRANCISCO 
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AMERICAN CHAIN 


BRIDGEPORT, 


In Canada—Dominion Chain Co., 


General Sales Office, 
District Sales 
Boston Chicago New York 


LARGEST MANUFACTURERS 


At6. US PAL OPE 
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Where Strength Means Safety 


In the great foundries where heavy loads are constantly 
being lifted, hoisted and transported by giant travelling 
‘cranes, the strongest chains made—ACCO CHAINS 
are sought for the work. 
tr : me OTRMen il ti 
safeguarded, but expensive casting 
d wi,hout r ofdangi@by falling | 
of A CHAI 


testing every chain on th 


ause we realize 
suffering in dollars%r 
ingly. 


And while big foundrioe iengineering concerns may. 
R 


never require the RESERVE STRENGTH that is built 
into ACCO CHAINS, remember this: It is THERE if 
they DO. 

We make everything from Plumbers’ Safety Chain to 
Ships’ Anchor Chain—all sizes, styles and finishes. 


oo ave ne Lone 


COMPANY, Incorporated 


CONN., U. S. A. 


Ltd., Niagara Falls, Ontario 


New York City 
Offices: 


Philadelphia Pittsburgh Portland, Ore. San Francisco 


OF CHAINS IN THE WORLD i 
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‘The 


toolmaker Says : 


‘Yes, I’ve got quite a num- 
ber. No more, probably, than 
most toolmakers, but quite a 
number just the same. But 
then, I ought to have a lot of 
‘em. I’ve been buying Star- 
rett Tools ever since I was an 
apprentice. 


‘You know my work calls for pretty 
close limits, and some way or other 
I’ve got a feeling of confidence in 
Starrett Tools that makes it easier for 
me to do good work. 


‘When did I get my first Starrett Tool? 
Oh, somewhere back in the 80’s. In fact, it 
must have been pretty soon after the Starrett 
factory started. There’s one thing, that al- 
ways impressed me. Right from the start, 
Starrett Tools have been designed and made 
by men who knew machine shop practice. 
You know, practical men. And somehow it 


shows in the quality of the tools.” 


The L. S. STARRETT COMPANY 


THE WORLD’S GREATEST TOOLMAKERS 
Manufacturers of Hack Saws Unexcelled 


ATHOL, MASS. 


November 20, 1919 














































Accuracy, utility, and quality are 
built into every Starrett Tool. Write 
for Catalog No. 21 “A” 
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A SHORT TALE OF MARKETING 


From us—to you—to customer. 


That is the brief story of dealer success with National 840 Reversible ‘‘T’’ Hinges. 


There is a reason for this kind of hinge salability. 


National 840 Reversible ‘‘T’’ Hinges work easily, and yet have strength enough to last. 
They have a removable Pin, which allows the “T” section to be quickly reversed and used 
as a full surface hinge, or mortised into the jamb where brick construction is used. 

Packed one pair in a neat individual box, with screws 
ready for use. This saves time for both dea'er and customer, while the handsome business- 


But here is why they market so well. 


like looking package makes the kind of shelf hardware you like to handle. 


We supply you direct. That's our motto—'‘From us—to you—to customers.’ 


Write today for catalogue and prices. 


National Manufacturing Company 


Sterling, Illinois 


National No. 840 
Reversible “T” Hinge 
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The Keynote of the Atlantic City Conventions 


HE keynote of the Atlantic City convention was 

“Expansion.” The manufacturers of hardware from 

Coast to Coast were talking not only of their 
splendid distribution in the United States, but of our Tokio 
man, our Paris representative, 

Salt water has ceased to be a barrier that bounds our 
distribution of hardware. Ships flying the stars and stripes 
are pushing their ways into foreign ports with holds full of 
hardware made in U. S. A. The change, the development 
in the past ten years, has been tremendous. In the past 
four years utterly astounding, and at the present time out 
of the boom of war business is emerging a steady trade 
that will endure. This business added to our own demands 
for hardware promises more stability to prices, and 
through increased production will eventually have a con- 
structive effect on unit costs. 


The wholesalers of hardware have demonstrated during 
the past year their right to a position in the triumvirate 
of the industry. Without the service they have rendered, 
without the advantage of their foresight in buying, with- 
out their assembled stocks at strategic distributing 
points, the hardware triangle would have been sadly 
warped. 

The initiative of the wholesalers was splendidly demon- 
strated in the auto accessory meetings, and in the meet- 
ing of the Metal Branch. A new sprout from the fine old 
tree was also in evidence. Ten big toy manufacturers 
were there, positive that an expansion of their business 
was coming through hardware distributors. The whole 
convention seemed dominated by a spirit of constructive 
expansion. 


Automobile Accessories Branch Holds Interesting Meeting 


| HE convention opened Tuesday morning, October 14, 

with the meeting of the Automobile Accessories Branch 
of the National Hardware Association. A. H. Nichols 
presided. After a brief introduction by President Treman, 
of the National Hardware Association, Mr. Nichols said: 

You all know the purpose of our organization, and you 
me all familiar with the object of our meeting, so perhaps 
‘ne most pleasing word that I can say to you is that the 
= closing today has been our most successful year. The 
aware dealer everywhere reports a much greater busi- 
-_ and a more satisfactory business on the automobile 

cessories branch of his business. The manufacturer cer- 
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tainly realizes more than ever that the hardware jobber 
is the natural source of supply of all automobile access- 
ories. This statement is borne out in the facts that during 
the past year that our associate membership has nearly 
doubled. 

A manufacturer said to me the other day, “{ am very 
much in sympathy with your organization. I would like 
to assist it, but when I was just commencing to creep I 
went to the hardware jobber and he was such a coward 
that when anyone even said automobile accessories to him 
he would not even give him a pleasant look. So I was 
compelled to dispose of my goods through other channels. 
Now to drop those friends that stood by me when I needed 








J. M. Wiiliams of Fayette R. Plumb, Inc.; Ike Black and 
Tom Usher of Russell & Erwin Mfg. Co. 


them, and pick up the hardware jobber, I cannot just 
exactly see my way clear to do.” 

He was told that this association does not under any 
circumstances attempt to tell any person or any firm or 
corporation how they should conduct their business, that 
the manufacturer can sell his goods to whomever he may 
choose, wherever he may please, even on the street corner 
if he thinks it is necessary to do so, and still he would be 
a desirable member of this association. If he wishes to 
cooperate with us with the une aim in view of increasing 
the sale of his goods through the hardware dealer. I am 
pleased to say that firm today is a member of our or- 
ganization. 

Last March at Detroit we held our first exhibition, and 
I am led to believe it was a very satisfactory meeting. We 
had 107 automobile accessory manufacturers as exhibitors. 
The space was furnished to them absolutely free. We held 
four sessions during that meeting, and they were attended 
by two hundred or more people, members of our associ- 
ation. Nearly every state of the Union was represented 
and all the important cities had some representation there. 

At this meeting it was unanimously decided to continue 
our exhibitions. Chicago was chosen for the next meeting, 
December 8 and 9, at the Hotel Sherwin. I think that it 
is for the interest of all of us to make this meeting an 
important meeting. The executives of the jobbing houses 
are also welcome to any and every meeting we may have, 
but at the Chicago meeting, it is earnestly desired that 
2ach member shall see that his buyer in the automobile 
accessory branch is present. I know of no way that your 
buyer can better judge his lines than by spending two days 
looking at the samples of about two hundred different man- 
ufacturers, and I wish to say to the manufacturers that 
every associate member is entitled to his proportion of 
space at this meeting. We want you there, we want you 
to help us. The space belongs to you and you can use it 
for your goods and your ware, and I cannot understand 
how your salesman can spend his time any better than in 
two days showing his samples to one hundred or more 
jobbers. 

Mr. Nichols “introduced” Secretary T. James Fernley, 
who was greeted with vociferous applause. Mr. Fernley 
said, in part: 

Secretary Fernley Speaks 


WILL correct Mr. Nichols on his figures. He said we 

had 242 members. He meant associate members, and 
he was not even correct in that, because this morning 
brought us a few more, and then he should have included 
188 of our jobbing members, so that altogether this branch 
of the National Hardware Association has 477 members. 
He was very distinctly correct in the announcing of our 
policy so far as the item of distribution was concerned 
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and put it very pointedly when he said if we wanted to 
peddle something from the street corner there is no com- 
plaint. As I said before, you can steal horses and belong 
to this branch of the National Hardware Association. We 
have no list of legitimate jobbers. I only say that now 
because some were not here a year ago. Everybody is 
legitimate. One gentleman met me outside and wanted to 
know how he could get in. I said there is only one way 
to get in, that is to walk in. He said, “I am representing 
a certain very large department store. My man would 
like to go in.” I said, “Have him go in.” We don’t pro- 
pose to do anything here we need be afraid of. We are 
not afraid of any existing laws because we respect them 
too well to be afraid of them. 

As our chairman has said, our exhibition is on the same 
basis to the associate members as the Gospel. It is free. 

We have had a dream and maybe it will turn out as most 
dreams do and we will fall out of the bed, but we have a 
dream that it is a good proposition to have an opening 
of the market in December, on the eighth and ninth of 
December, an opening of the market of your products in 
the city of Chicago. As a matter of fact, we have told 
the jobbers of the country that if they are going to be 
successful in the conduct of an accessory department, they 
must have a special man who will undertake that work 
and undertake it seriously and do nothing else but manage 
that branch of the business. It is a fact that a very large 
part of the time of that man is devoted to the interview- 
ing of manufacturers and their representatives, so that he 
has a minimum amount of time to devote to the very essen- 
tial end of his business, namely the selling of the goods. 
It is also a fact that the average manufacturer has to de- 
vote an enormous amount of his time to traveling and a 
considerable amount of expense. Taking our cue from one 
or two or more prominent lines of merchandise we are 
going to try to see if there cannot be an economy of time 
and money on the part of the manufacturer, and an econ- 
omy of time on the part of the manager of the automobile 
accessories branch through an establishing of relations, 
at least to the extent indicated by our chairman, of select- 
ing lines and making general contracts on the occasion of 
these annual exhibitions and meetings. 


The Trade Press Speaks 


HAIRMAN Nichols then called on Mr. Kennedy of the 
Hardware Dealers’ Magazine and on Roy F. Soule, 
editor of HARDWARE AGE. In part Mr. Soule said: 


It seems to me every fellow in the selling game has 
found true track in automobile accessories. There are a 
lot of you fellows making good in automobile accessories, 
never making good in anything else, and if they took you 
out of the automobile accessory business you would fail. 
There is not a line of industry in the United States today 
that calls for men fitted by nature, endowed with pep and 
,enthusiasm and with the fire to impart that enthusiasm 
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Back Issues Have Been Skipped 


OR more than sixty years this publication came from the presses regularly every 
week. It didn’t miss the mails and it didn’t miss the mark. It was founded to 
develop the manufacture of hardware in this country, and that task admirably 
accomplished, it has taken its place and assumed its duties and responsibilities as a mer- 
chandising magazine to keep the wheels of those factories turning. 

This paper was the first business publication in America to devote its entire energies 
to a single industry, and it has never branched out. HARDWARE AGE believes, rather, 
in expanding the industry of which it is a part. 

The first break in our continuous service to the hardware trade came early in October, 
1919, and even then we didn’t permit the nasty quarrel of New York printing trades 
unions to completely deprive our subscribers of a service which has come to mean so much 
in the conduct of good hardware stores. 

With most laudable industry the publishers of HARDWARE AGE overcame print- 
ing difficulties as numerous as they were vicious. The vital market information, which 
is furnished the hardware trade every week exclusively by HARDWARE AGE, was con- 
tinued, and the hundreds of encouraging letters of appreciation from the trade have amply 
repaid us for the effort. 

Then HARDWARE AGE made arrangements to print in Cleveland. Several issues 
were so far under way that it was impossible to stop their publication, but we double- 
quicked on the issues of October 2, 9 and 16. In these issues we carried seasonable mer- 
chandising stories, news and market information which was right up to date. 

It seemed funny to us to run November 3 markets in the October 16 issue of HARD- 
WARE AGE, but we bowed to the boss named “Necessity,” evidencing our belief in 
service by motor trucks when trains are not available. 

Those dates bothered us. It was too much like calling on the evening of November 
3 to take a girl to a ball on an evening of the preceding month. 

We hate everlastingly to break that sixty-year record for regularity, but the future 
means more to us than does the past. With this issue we are jumping four weeks. It’s 
a big leap, but we have a flying start. The issues of HARDWARE AGE that would have 
been dated October 23 and 30, and November 6 and 13 are eliminated—this “Annual Job- 
bers’ Convention Number” bearing the date November 20. By leaving the rails and fly- 
ing by airplane we have landed “up-to-the-minute.” 

We will continue to publish one issue a week. No endeavor will be made to “catch 
up” on the missing numbers. All subscriptions will be extended four weeks. 

The fact of the matter is, we have now used up or finished the product that was on 
its way through the mill when the monkey wrench was thrown into the machinery. It was 
good product and was more than welcome in the trade. Even those delayed numbers 
of HARDWARE AGE contained two big news story “scoops.” 

But the past is past. 

We are again on the main line running on schedule time. It’s a great life and we're 
not going to weaken. 

We expect to go “full steam ahead” for a long time. 
We have a sixty-year record to shoot at. Here’s hoping! 
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Geo. Ellis, Chas. M. Biddle and Mr. Munroe 


to others, as is this automobile accessory branch. It re- 
quires men of a type, and you have them. 

You are making money in it; we all know you are. You 
are making money out of these wholesale concerns you are 
selling to. You are making good. You have struck a line 
of distributors that were not carrying automobile access- 
ories six or seven years ago, and by your confidence in 
this line of product you have induced these wholesalers to 
put their shoulders behind the wheel and you are going 
forward, and you have made today automobile accessories 
one of three most important branches of the hardware 
business. 

I just want to congratulate you on it and express to you 
my appreciation of your efforts, because where you and 
the jobbers are making money out of the automobile ac- 
cessory business we are getting ours in the trade paper 
business. We are glad you are in it. 

Retailers’ President Speaks 
. M. CAMPBELL, president of the National Retail Hard- 
ware Association, who was present as a guest, was 
called on to speak. In part he said: 

The average country hardware dealer, and I come from 
a small village, has some trouble with automobile ac- 
cessories, and I presume that is what you wish me to tell 
about, the trouble he has in handling them. 

I do not sell automobile accessories. Here’s the reason, 
and it is the reason why some other hardware men do not 
handle them. 

Farms and land out in Missouri are selling at phenom- 
enal prices, inflated prices, more than they are worth. The 
farmer can go to town. He and his son probably have both 
owned a Ford in an early day, and now own a Packard 
Twin Six, and they have conceived the idea that they are 
geniuses in the repairing of automobiles. The farmer 
immediately buys a piece of ground or buys a building 
and starts an automobile repair shop, with salesroom and 
accessories. 

In the village I live in, of about 2,500 red-blooded whole- 
hearted people, we have five garages, all owned with the 
exception of one by retired farmers and their sons. Do 
you wonder that I don’t go into the automobile accessories 
business. 

Of these five dealers I am told by people in my town 
that four of them get all their supplies C. O. D., and only 
one that has a standing credit with the jobbers. I am 
telling you facts. I suppose that is what you want. I am 
not trying to salve you in any way whatever. I am telling 
you the troubles we have in the small towns. I think in 
the very nature of things this business belongs to the hard- 
ware dealer. I have a theory in my mind that the time 
has arrived for the hardware dealer to increase his volume. 
To do this he must of necessity increase his lines. In 
small places the volume of hardware seld is just about the 
same year in and year out. Some years we go a little 
higher, some we drop a little, and in order to increase that 


Hardware Age 


volume which is absolutely necessary for the making of 
money in the retail field. 

I had a talk with one of the garage “dealers” not long 
ago. I said: ‘What percentage of your business is done 
on credit?” He did not know what percentage meant. | 
said: “How much have you got on your books?” He said, 
“Kight thousand dollars.” “How much stock have you 
got?” He answered, “About $1,800.” 

You can figure out about how long he will last. But 
the trouble with him when he drops out is that there is a 
new crop coming all the time. 

Retailing is a science. The man who succeeds must 
study it from the scientific standpoint. The come-and-go 
accessory retailers know absolutely nothing of overhead. 
They think that all that is necessary is to buy gasolene 
at 23 cents a gallon, sell it for 24, and put it on their 
books. 

We expect, in our little business, this winter, to begin 
the adding of accessories. I expect to advocate it at the 
conferences I attend in the United States this winter, but 
we must be careful and cautious. It is up to you folks, 
it is up to the manufacturer and to the jobber, if you de- 
sire that the hardware dealers handle the line, to protect 
us in some way or other. 


Secretary Sheets Speaks 


ME: NICHOLS then called on Secretary-Treasurer 
Sheets, of the National Retail Hardware Association, 
who said: 

Mr. Campbell has suggested something of the problem 
of the hardware merchant and has told you why some deal- 
ers are rather slow to go into this new line, which many 
of us think is well adapted to the hardware trade. 

In addition to the local garages, many of them are run by 
farmers and so-called mechanics who know little more 
about mechanics than I do, and that is not much. One of 
the problems in a competitive way, as your Chairman has 
suggested, comes not only from the buying catalogue 
houses, so-called, but from these large supply houses in 
the cities which operate on a wholesale basis, and quote 
some things to the consumer very low and the same things 
to the merchant very high. There must be a differentia- 
tion. If the jobber’s service is worth anything to you 
manufacturers his service is worth fair compensation. 

If the retailer’s service is worth anything that also is 
worth fair compensation and that compensation must come 
in the differentiation between the cost and the selling price, 
which necessarily must cover first the retailer’s cost of 
doing business and the jobber’s cost of doing business, and 
then give a fair profit. 

The manufacturer who attempts to market his goods 
through a variety of channels, permitting one price to the 
consumer through one channel and another price through 
another channel, and a third or fourth price through a 
third or fourth channel is not going to get very far in my 
mind. He may get a volume of distribution for a while, 
but men who are on the high cost basis simply can’t meet 
the competition of the low cost people and win out, and 
necessarily in self defense he is not going to handle those 
things which don’t pay him a profit, because the retail mer- 
chant is in business for profit just as much as the manu- 
facturer is in business for profit. 
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Frank J. Koch, C. A. Hammond, John W. 
W. C. Farr, of McKinney Mfg. Co. 


Farr, and 


Another thing that has been impressed upon me from 
personal experience is the fact that certain so-called ac- 
cessories are absolutely worthless, and it is a waste for 
the manufacturer to spend time in getting them out. If 
any of you gentlemen ever owned any of the lower priced 
cars you probably have found jacks which are absolutely 
useless. By hard work and the sweat of your brow you 
may be able to use the jack and get your car up two or 
three or four times, and then when you most need it, the 
jack won’t go at all and the owner has to go out and spend 
four or five dollars for a jack. 

That should not be. Accessories of that kind should not 
be on the market as equipment with the car accessories 
to be marketed after the car is purchased and it does seem 
to me that the manufacturer who is making these accessor- 
ies for a car should see to its utility and that it has the 
quality to measure up to the quality demanded of it. The 
catalogue houses, as most of you know, for some reason 
seem to be able to price many well known lines much 
cheaper than they can be priced through regular retail 
channels. The average man who studies prices some, and 
they are all studying prices in these days, is going to think 
some time before he pays the local merchant 60 cents for 
an article that he can buy for 45 from some other channel 
even though he has to wait a few days to get it. 

Those comparisons are being made all the time, and 
although he may buy of the local merchant in one instance 
it simply emphasizes in his mind the fact that the local 
merchant is robbing him, is profiteering, and you know we 
are hearing a lot about profiteering these days. 

Our men in public life who should direct constructive 
thinking, instead of doing that are apparently following 
the easiest way and in the lines that they know are abso- 
lutely wrong from an economic viewpoint, and directing 
and perpetuating and extending the belief in the public 
that the retail merchant, perhaps ably supplemented by 
the jobber and a few manufacturers, is simply out to rob 
the people. The retail merchant is the last man in con- 
tact with the consumers, the man who naturally gets the 
brunt of all this profiteefing talk. He is the man they are 
going to put out of business and it does make much dif- 
ference that a large part of that has been directed against 
the growers, the shoe man and the clothing man. It re- 
flects upon the retail trade as a whole, and it is a matter 
that is of very vital interest not only to the retailers but 
the jobbers and the manufacturers as well. 


Profitable Tire Distribution 


THe chairman then called on E. R. Brayton, of the 
Belcher & Loomis Hardware Company, Providence, 
R. I, to speak on the subject “Is the Distribution of Tires 
Profitable to the Jobber?” After Mr. Brayton’s pointed 
discussion of the problem the chairman said: 
It is a problem for us all to solve, whether or not it is 
profitable for the hardware jobber to handle tires. All 
jobbers are familiar with the percentage that the manu- 
snaturer is willing to grant, and when you look over your 
alance sheet at the end of each year, and find what it 
costs to do business, it is very easy to figure that you are 
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losing money on selling tires on a 10 per cent margin, 
and I wish that all of you would express your views on 
this point. This percentage is deceiving in a great many 
instances. A jobber could arrange his business so that 
he would not sell anything that he would make less than 
25 per cent on, and he would not sell enough goods to pay 
his expenses. A tire manufacturer said to me the other 
day: “You sell a great many goods at a smaller profit 
and percentage than you sell your tires for.” And I told 
him it is very true, when the tire business reached that 
proportion so that every order would contain from one to 
fifty, possibly a carload of tires, we probably would be 
willing to sell tires on a smaller margin than now. So, 
after all, gentlemen, it is really not the percentage of 
profit, it is the turnover that we make our money on. 

Now I think if the large manufacturers who maintain 
these expensive branches in different places, even with 
their great turnover, will figure the actual profit in these 
branches at the same proportion they are willing to allow 
the jobber, I am inclined to think that their branch, on 
the face of it, will show a loss. 


Mileage Guarantees 


AFTER a discussion in which several jobbers and manu- 
facturers took part Chairman Nichols spoke on the 
problem of mileage guarantees on tires, as follows: 

To the jobbers, at least, the mileage guarantee of tires 
is one of the hardest things that he has to handle, and I 
can appreciate the retailer’s position in the same line. We 
sell them a tire that is guaranteed for 3500 miles or 5000 
miles, or 7000, as the case may be, and the man expects 
that tire to go 3500 or whatever it may be. He does not 
take into consideration any other conditions, and if you do 
not adjust it his way you no longer have a customer. I do 
not think the tire business will ever be successful from a 
jobbing or retailing standpoint for the hardware dealer 
until this mileage guarantee is destroyed. 

We have a great many customers that on many things 
we have to make what we call policy adjustment and we 
know when he purchases a tire of us and he goes out and 
runs it a number of miles and commences to have trouble, 
that we have got to satisfy that customer, whether the 
factory says it firmly or not, and I have been told that 
there are one or two tire factories that at the present time 
are considering that particular point of doing away en- 
tirely with the tire guarantee, but selling a perfect tire 
and making adjustments on a mileage basis. If they think 
they can adjust on a 10,000-mile basis they will charge 
you in proportion to the amount you have used. 

Is it practicable for the jobber to sell any guaranteed 
tires with existing conditions? That is a subject for 
general discussion and action right in this tire question. 
Is it practicable to sell any guaranteed tire? 
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Roy F. Soule and the toy men, McCrady of Gilbert, Wilder 
of Structo, White of “Kiddie-Kar,” Sweyd of Ives, and 
Trout of “Kiddie-Kar” 


For the jobber to sell any guaranteed tires, gentlemen, 
we go down the streets of any of the larger cities and see 
signs out in front of the stores, that they are selling tires, 
30x91/2 guaranteed, $8.75 today. Should the jobber 
get into such competition as that? Could they take a fac- 
tory brand of tire and sell them without a guarantee when 
the factory guarantees them? Is the jobber going to be 
compelled to get away from this guarantee, to pick up 
cheap tires, seconds or tires without a factory brand? 

I believe there has been wonderful improvement in the 
quality of tires. Those of us who are selling tires un- 
doubtedly have compared the conditions today with the 
conditions five or six years ago when the adjustments were 
probably ten to one. Our adjustments today are between 
4 or 5 per cent, and some jobbers tell me they are very 
much less than that. 

Regarding the guarantee, it seems to me that the con- 
dition regarding guarantees is gradually becoming very 
much improved. I believe it is a step in the right direc- 
tion when the matter of mileage is eliminated. 

A manufacturer, whose tires we sell, told me recently in 
speaking of guarantees, “There is no limit. We don’t 
guarantee for any number of miles. We guarantee this 
tire to be free from imperfections.” 

When we sell a Disston saw we don’t guarantee that 
that saw shall saw 10,000 boards. We guarantee that it 
is free from imperfections. If it is returned to us, has a 
flaw, it is returned to the factory for a new one. Now 
if we can, as jobbers and distributors, get down to the 
fact of guaranteeing a perfect article, if the tire is imper- 
fect when it is brought back it should be adjusted. If 
the tire shows it has been worn out by mileage, an ad- 
justor who knows his job can tell whether that tire is worn 
out by actual service or not. It should be an easy matter 
to satisfy the customer, if in selling the tire we can do 
away with the 3000-, 5000-, or 7000-mile talk. 


Mail Order Competition 


HE subject of “Mail Order Competition” was next 
taken up and S. Edward Rose, of Barker, Rose & 
Clinton Company, Elmira, N. Y., spoke as follows: 

Some of you fellows that patronize mail order houses 
more than I do may be a little bit bored by the demonstra- 
tion I propose to stage here. I have received letters from 
jobbers in ten or a dozen widely separated states com- 
menting upon the seriousness or otherwise, of mail order 
competition, and whereas the majority of these men em- 
phasize the seriousness of it, there are some who mini- 
mize it. One gentleman says: “The mail order business 
is irritating and annoying in the extreme, but loss of actual 
business is much smaller than any person who has not in- 
vestigated who believe. After our experience I can say 
that the best way to meet this competition is to let it alone, 
ignore it, and as stated above, it will eventually defeat 
itself.” 

Now, about the time that I received those letters I re- 
ceived a catalogue of Sears, Roebuck Company, and not 
knowing anything about the subject, it occurred to me 
that it would be well to send an order. I could not think 
how I could spend $10 any better way and I ordered a 
dozen or so articles from Sears Roebuck and I have got 
the shipment here. As soon as I received it I stuck on 
some more postage stamps and sent it down to Atlantic 
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City to have you gentlemen look at it. This order was 
ordered by me on a Tuesday, and was sent on Saturday, 
which is pretty fair service for a town that is 700 miles 
from Chicago. There was not anything missing. There 
was not anything broken. In fact, it was the best delivery 
I have had in a long time. 

You know, gentlemen, we have been kidding ourselves. 
for some time now, into believing that mail order houses 
do not possess the business acumen that we think we pos- 
sess. Now, I am: not acquainted with any of them and I 
have not any brief for them, but it seems to me reason- 
able to suppose that a business man who is doing a busi- 
ness of $50,000,000 or $60,000,000 a year or more would 
endeavor to increase his business as much as you or I 
would. Certainly, the frame of mind in which that ship- 
ment left me was favorable to doing further business with 
Sears, Roebuck & Co., if I could do so conscientiously, but 
we have been trying to make ourselves feel that this is 
not the case. 

As to the price, the retail price of a certain little ship- 
ment of goods was $15.30. It cost me $9.92 to get those 
goods. And by the way, they are all standard goods; I 
picked them out at random from this catalogue. The only 
thing I was particular to do was to get trademark goods 
which could be identified, and these goods which are priced 
for resale or recommended for resale at $15.30, and which 
prices I think generally maintained in retail stores, were 
bought by me for $9.92, and owing to Mr. Burleson’s effi- 
cient arrangements I was able to get them to my town for 
about 23 cents. 

Now, the jobbing price, the price at which we sell those 
items to our dealers, and I suppose at which we all sell 
them, is $9.40, giving the dealer a magnificent profit of 88 
cents if he meets this competition. That is his gross profit 
and he has got to add to that his freight and express and 
his overhead and a few other such unimportant items. 
I figure out that it is 93/4 per cent on the sale. Now, the 
jobbing cost on those goods is $7.20, showing us a profit 
of $1.84, which is 20 per cent on the sale. I don’t know 
whether this proposition is typical or not, of the general 
situation, but I just happened to hit it without designing 
and figuring out how it would come out. In fact, I did not 
figure out this thing until I received the goods. In fact, 
I hardly expected to receive the goods. I had been led to 
suppose that there would be inferiority, damage in transit, 
endless correspondence and dissatisfaction of every kind 
and character. 

There are two or three possible solutions to a situation 
of this kind. One of them would be to have the Govern- 
ment investigate the profiteering of the retailer and the 
jobber of this 88 cents profit which the retailer is inviting, 
the 93/4 per cent might be investigated. I don’t see but 
what the dealer has to have a little better price, however, 
and if he should get a little better price, it might not help 
him a great deal. By the way, his gross profit on the sug- 
gested resale price is 42 per cent. Now, that may be pretty 
high on most supplies, but suppose the Government should 
come in and subtract 10 per cent from that figure, he would 
have then 19 per cent to do business upon. That might 
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be suggested. I don’t believe any of the jobbers here want 
to have that profit of 20 per cent on the sale reduced too 
much. We figure our experience on doing business about 
that or a little more perhaps. Another possible solution 
would be legislation by which we could get a protective re- 
sale price along the lines of the Stephens Bill. I don’t 
know about the ethics of that or the practicability of it. 

The third thing that suggests itself to me is that some 
manufacturers would quit making quantity prices and 
enable these houses to pick up these goods through job- 
bing houses and other squirt-gun concerns, and, of course, 
there are perhaps a few manufacturers who are selling 
these goods direct. We haven’t anything to say about 
that. We don’t object to that at all, but I believe if you 
manufacturers keep on doing it, you ought at least recog- 
nize the fact that we have an expense of doing business 
and that we should receive a price which will enable us 
to keep in the business and make a profit. I know that 
there are manufacturers who absolutely do not sell to these 
mail order houses, and I am sure they are to be com- 
mended. I guess there are a lot of them. I am afraid 
that can’t be said of all, but it is true that there are goods 
and every one of the items in that box there are goods of 
that character. Let us face the facts at least, and then 
this advice, given the dealer to clean up his store and put 
on a good front and give better service and wake up and 
do advertising. But that ought not to come ahead of 
the other. The present situation is that the dealer can’t 
make an even exchange. I believe you have got to reach 
the manufacturer for rectification. 


Charley Woodward Speaks 


N the discussion which followed, C. T. Woodward, of 

Carlinville, Ill., ex-president of the National Retail 
Hardware Association, was called upon. He said: 

This discussion has been exceedingly interesting to me. 
For a number of years we retailers have been fighting very 
hard against catalog competition, being the ones who 
handle the consumer, we have all of these problems put up 
to us. I think in the past I have made a very strong 
effort personally to fight catalog house competition. Some- 
times I was successful, sometimes I was not, but the part 
that appeals to me in this connection is this, why are we 
retailers down here at the jobbers’ and manufacturers’ 
convention? Our reasons are that we realized for some 
time that the retailers were fighting alone, the jobbers 
were fighting alone and the manufacturers were fighting 
alone. The old saying was, “A house divided amongst 
itself accomplishes nothing,” and that has been the result 
for a number of years. 

We are down here asking for a committee from the job- 
bers and the manufacturers to meet with us retailers for 
the purpose of devising some ways or means, that is 
legitimate and lawful to handle this proposition, and I am 
satisfied that by our combined efforts things can be ac- 
complished that have never been accomplished before, and 
if we can have the hearty cooperation and confidence of 
the manufacturer and the jobber we assure you that we 
will give you our confidence and treat you squarely, and 
by doing that I feel sure that something can be accom- 
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plished. We need not be afraid of each other, because we 
are all working together for one end. For instance, what 
effort has there been made to get a law whereby unfair 
advertising or unfair competition or unfair cutting of 
prices should be made unlawful by these three organiza- 
tions combined. A law of that kind would help us to com- 
bat this unfair competition on many articles that the cata- 
log houses are using today. And if we can get this cooper- 
ation from you gentlemen, I am satisfied that in a year 
or two years from now that your swan song will be some- 
what different from what it is now. 


Greater Standardization Needed 


;;ARLY in the afternoon the Accessories Branch re- 

sumed its meeting. After a discussion of the problems 

of Ford parts distribution the meeting was given over to 

the subject, “The Necessity for a Reasonable Limitation. 

of Sizes and Styles,” by P. L. Logan, of Logan-Gregg Hard- 
ware Company, Pittsburgh, Pa. Mr. Logan said: 

I have not any very deep thoughts to offer on this mat- 
ter of a limitation of sizes and styles, but I think any job- 
ber who has made up ¢ stock of automobile headlight 
lenses, or piston rings, or any one of a number of other 
items would be very glad indeed if there could be a limita- 
tion as to the sizes and styles in use. 

All this is something which we ourselves cannot very 
well control. Most accessories are made for some par- 
ticular make of car, and if Mr. Ford changes the length 
of his fan belt we immediately have to duplicate the stock 
of fan belts carried, or if any other popular car makes a 
change in their design in some way, we have an additional 
size or style and a number of things that have to be car- 
ried. Of course, we cannot control what the manufacturers 
of automobiles will do, and probably most of the manufac- 
turers and accessory dealers through whom we buy our 
supplies have very little more influence than we have, but 
I would like to see the association go on record as favor- 
ing a limitation along reasonable lines of what now seems 
to us the excessive number of sizes and styles that are 
now in use. 

To a man who is not a motive engineer it would seem 
quite possible to limit the number ef sizes without any 
handicap to the industry, and I would like to suggest to the 
car manufacturers this thought. What a great advantage 
it would be to the users if their cars have a reasonable 
limitation of sizes and styles made it possible for prac- 
tically all retail dealers who carry accessories to have in 
stock all the time something that fit practically every car. 

Suppose it were possible to settle upon a half dozen 
or more sizes of bolts and nuts that would be used in the 
construction of an automobile, or to cut down the sizes. 
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and styles of every accessory to the point where the ordi- 
nary dealer could carry a complete stock. Any man driv- 
ing a car throughout the country could then be reasonably 
sure of going into almost any store and getting whatever 
he wanted of a size or style that would help out. 

I think that something along that line could be done to 
a great advantage to all branches of the industry and I 
would like to see the association go on record as favoring 
a reasonable limitation. 

Mr. Sheets said: “I am afraid I am not very well in- 
formed as to standardizing on automobile parts. Our or- 
ganization is very strongly in favor of greater standard- 
ization of hardware generally, perhaps not along the strict 
lines inaugurated by the Commercial Economy Board or 
the War Industries Board, but as nearly that as we find in 
ordinary practices practical, and, of course, the same gen- 
eral rule would apply to automobile parts and accessories.” 

Mr. Campbell added: “I just wish to emphasize what Mr. 
Sheets, our secretary-treasurer, has said. Of course, 
automobile accessories are a comparatively new line and 
in the rush to make things there has been such an over- 
lapping that they have almost gone, as we used to say out 
in Missouri, ‘Hog-wild.’ We have gone on record, that is, 
we did in June in Pittsburgh, for standardization of mer- 
chandise. I have in mind right at present one of the lead- 
ing jobbers of this country who has 761 styles, sizes and 
designs of door lock-sets, door handles and catches. We 
think that would hold good in the accessory line and we 
will be glad to cooperate along that line and use our in- 
fluence to that end.” 

After an extended discussion of “The Returned Goods 


Evil” and “Quantity Prices,” in which both manufacturers 
and jobbers took part, the meeting of the Accessory Branch 
was adjourned. 


Treman Summarizes Conditions 


in His Annual Address 


| HE convention proper opened Wednesday morning with 
the big joint meeting of the National Hardware Asso- 
ciation and the American Hardware Manufacturers’ As- 
sociation. President Robert H. Treman, of the jobbers, 
acted as chairman. After the opening exercises President 
Treman read his annual address as follows: 

Since our last convention the problems arising from 
the social, economic and financial readjustments made 
necessary by the war have been of such magnitude and 
importance and those before us to be faced and settled in 
the immediate future are so far-reaching in their influence, 
that there is justification in calling attention in connection 
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with the president’s report of the past year’s happenings, 
to some of these problems, hoping thus to secure, if pos- 
sible, during the convention an exchange of views between 
the members as to their best solution, because in the last 
analysis the consensus of public opinion will be the factor 
determining the solution. 


Solution a Year Ago 


YEAR ago the first steps toward a settlement of the 

war had been taken. We had been through nearly 
two years of upheaval in our social and industrial life 
made necessary in order to place our nation on a war basis, 
We had, in that period, diverted from their normal em- 
ployment from 20,000,000 to 25,000,000 people; labor had 
been shifted into war activities and the nation was just 
beginning to function successfully on a war basis when 
peace was declared. This act reversed the entire situation, 
we were to face about and begin at once the necessary 
readjustments connected with the return to a peace basis, 
Much anxiety was manifested by the membership of both 
associations at that time as to this readjustment. 

Were the other European nations and the United States 
to be inoculated with the poison or Russian Bolshevism, 
was radical socialism to be tried by various nations, and 
would our Democracy, based on the United States Con- 
stitution, stand the test? 

In the readjustment of our commercial life was history 
to repeat itself and were the same results that followed 
the Civil War, when prices of material dropped from 25% 
to 33 1/3% within a year, to take place now? Were we to 
have business depressions or a boom period, and would 
it all culminate in a panic such as followed the inflation 
of the Civil War in 1873 with subsequent years of de- 
pression. 

The consensus of opinion at that time was that the 
forces then operating were so totally different from the 
Civil War conditions, especially as to labor, that there 
would probably be but little, if any, recession of prices in 
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the months immediately to follow. _ : 

There was, however, much uncertainty evidenced as to 
the social and economic disturbance which might develop 
from time to time, and these fears have been realized by 
subsequent events during the year, > ; ; 

The spirit of Bolshevism and radicalism which mani- 
fested itself in the new year in the serious internal dis- 
turbance in Germany, in the outcropping of more radical 
tendencies in the labor circles, in England and elsewhere, 
led to the belief that the United States was not to be free 
from a conflict in its ideas of the social and economic 
order, all of which produced a great hesitation in business 
circles as to the future. 


Mid-winter Condition 


[§ midwinter the conditions existing then can be sum- 
marized as follows: 
1. Unemployment of labor, especially in the large cen- 
ters. 
2. Depressed condition of industry, due to various causes 
such as: 
a. —— hesitating to buy except for immediate 
needs. 

A fear that prices would later recede, thus caus- 

ing material loss. 

c. The thought that the Government might be induced 
to attempt the fixing of certain prices. 

. The fear of the dumping on the market of large 
accumulation of Government supplies, with de- 
moralization of the prices of such materials. 

. Feeling that labor was in such a state of mind 
that it was not wise to attempt any material read- 
justment by the lowering of the wage scale. 


@ 


Conditions in Spring—1919 


LATER in the spring months the hesitation and uncer- 

tainty gradually disappeared as it became increasingly 
evident that there was a great scarcity of goods in many 
lines, that there would be therefore no marked decline 
this year in the prices of materials and merchandise. 


Factors Affecting Confidence 


THER factors caused a return to confidence among 
which were the following: 

1. The motor industry, among the first to feel the im 
pulse of strong demand, began to boom. 

2. The continuation of favorable monthly reports of our 
foreign trade showing a tremendous excess over for- 
mer years of exports over imports. 

3. The indications in the spring of a record wheat crop 
and big crops of other grains. 

4, The reports from department stores and other retail 
distributors indicated a very pronounced increase in 
the volume of sales over previous years. 

5. The rapid depletion of retail stocks of merchandise 
accentuating the shortage of goods. 

The consideration of these factors affecting the general 
situation changed the depression of the commercial mind 
of the winter months leading to a renewal of activity in 
both manufacturing and distributing, and this improve- 
ment has continued up to the present time with constantly 
developing higher prices. 


Present Conditions 


At present, conditions in business can be summarized 
“about as follows: Most manufacturers are busy, but 
it is difficult to secure sufficient raw materials and to in- 
duce am approach even to normal efficiency on the part of 
labor. Production and shipments are retarded and irri- 
tated by the continuance of strikes, of which there are 
said to be upwards of 350 important ones now in progress. 
There is an insistence of demand for many lines of goods, 
the production of which was interfered with or abandoned 
during the war. 

Foreign trade, especially exports, while running ur 
usually large, is restricted by the demoralized condition 
of foreign exchange and other influences. On the other 
hand, distribution of domestic products, as reflected in 
reports of jobbers and retailers, is still at a high rate of 
speed, the most serious problem being to obtain merchan- 
dise and the shortage becomes more acute all the time. 
This results in a strong demand for what is being produced 
with a consequent bidding up of prices to higher levels. 
es do not seem to check retail buying. Depart- 
stores report exceptionally large business and in 
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some cases a record. Some houses report they are collect- 
ing more on the luxury tax than their own income and 
excess profit taxes will amount to. 


Steel and Iron Business 


[s the steel business large producers are expected to hold 

down prices. Increasing demands are developing for 
next year’s needs but few bookings are being made. Pre- 
miums are offered for prompt shipments. Iron and steel 
exports in August were 25% greater than in July. The 
steel strike is, of course, affecting production, and if con- 
tinued for a long period will affect the situation materially. 

One of the greatest dangers which the United States 
is now facing is the era of extravagance which is manifest 
on every side in the indulgence in luxuries and the ab- 
normal purchases of goods without regard to high prices. 
One of the otticials connected with the Treasury, who has 
just returned from a trip throughout the country, states 
that: 

“A veritable orgy of extravagant buying is going on. 
The reaction from the careful use of money during war 
time is widespread and disturbing. Retailers are securing 
goods from jobbers without arguing about prices if they 
can be assured of immediate delivery. Customers will 
scramble for goods regardless of the cost. Thus, with ab- 
normal demand and a limited output, nothing else can be 
expected but high prices. It is natural, though deplorable 
consequent, that profiteers abound. The people must re- 
turn to the policy of careful buying and regular saving 
if they wish to help the situation.” 

Business at present is moving at such rapid pace that 
we are apt to be deceived as to its continuance. There are, 
however, factors at work which will affect the situation 
and probably cause a slowing down soon. The necessity 
for stimulting personal and family, as well as corporate 
saving and thrift, the reduction of private and public loans 
which have been materially extended, the increase in pro- 
duction on the part of every worker are becoming more 
apparent day by day, and the cooperation of the members 
of the two associations represented here should be en- 
listed in bringing about these results. 


Influence of Foreign Exchange 


NE of the factors in the present situation, the solution 

of which will have an important bearing upon the 
prosperity of the immediate future, is the question of 
foreign exchange. Upon its improvement from its present 
demoralized condition will depend, to a great extent, the 
future of the financial conditions in this country. Manu- 
facturers and producers have been expecting that exports 
to Europe would in some way or another be continued at 
the war pace for a considerable period, but it is safe to 
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say that unless financial arrangements are soon made for 
credits to European nations or some other factor like heavy 
tourist travel should come in to relieve the foreign ex- 
change demoralization, there will be a very decided con- 
traction in our exports which will affect our industrial ac- 
tivities and may lead to a continuance of the labor dis- 
turbance and unrest. ; 

The balance of trade for the eight months of this year 
ended August 31 was $3,012,000,000, by far the greatest 
export over imports was $2,100,000,000, but previous to 
1914 the balance of trade in our favor for the previous 
three or four years was from $200,000,000 to $300,000,000 
yearly. E : 

It is not to be expected that this extensive foreign trade, 
greater now than in war time, can possibly be maintained 
for very long period, as we shall have keen competition 
within a short time for the other nations whose foreign 
trade has been interrupted by the war and certainly we 
cannot expect a long continuance with the foreign exchange 
demoralized as at present. To illustrate: exchange rates 
have fallen persistently until at present low levels it costs 
the Englishman approximately $1.18 in his money to buy 
$1 of goods in this market. It costs the Frenchman $1.78, 
the Italian $1.96, and the German $7.40. The cause of this 
great decline in foreign exchange are quite generally un- 
derstood, but as yet no concerted plan has been developed 
to provide the remedy, namely: The extension of credit 
to foreign nations on a large scale and the difficulties of 
bringing this about became more and more apparent. 

The prices which the foreigner therefore pays will re- 
strict very much his purchases here, while the low prices 
at which we are able to obtain foreign goods, will tend 
to increase our purchases abroad. 

The recent heavy exports prove how great is the demand 
for goods and this will probably continue for certain raw 
materials, but it is inevitable that unless very heavy credits 
are given, which at present do not seem in sight, we shall 
have a marked falling off in our export trade probably by 
the first of the year, which tends to a lessening of our 
business activity in many lines. 


Financial Situation 


As to the financial situation, the Government war financ- 
ing is now approaching an end, the Government is 
rapidly liquidating and settling the suspended contracts 
left when the armistice was signed. Of the approximately 
29,000 contracts there have been liquidated over 22,000, 
amounting to $1,965,000,000, which contracts were settled 
by the payment of $283,000,000. There are still nearly 
6,000 unliquidated contracts, and these, it is hoped, can be 
sold in a short time, releasing a large amount of credit 
which has been tied up. There will probably be no re- 
funding of the floating indebtedness into long time bonds, 
as was contemplated at one time. 
At the present time the reasonable demand for money 
connected with the crop movement and with the activity 
of business at unusually high prices makes money in de- 
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mand and the rates comparatively high. This will prob- 
ably continue until December, but after the first of the 
year money rates should be considerably lower; in fact, 
there may be a surplus of funds. This should mark the 
beginning of the reduction in bank loans and deflation of 
banking credits which has so greatly expanded the cause 
of the Government’s borrowings. With this release of 
credit, however, there is the danger that instead of its 
being used for the payment of private and corporate 
loans, it may be developed into speculation of not only 
of stocks, but in land, merchandise, and in other ways, all 
of which would tend to develop of a credit structure which 
would become more and more dangerous and, if continued, 
result in a panic such as we had in 1873 following the 
Civil War. 

Among the factors which will have a tendency toward 
a continuance of our prosperity are the following: 

The lowering of interest rates and a release of credit 
which has hitherto been tied up in our material will tend 
to a development of building operations which have been 
held up for so long all over the country, and reports in- 
dicate that if credit is available, and the supply and 
efficiency of labor become more normal, there will be an 
unusual amount of building activity everywhere. 


Crop Values 


NOTHER great factor is the money value of the crops 
which have been produced in 1919. While the wheat 
crop will be about 330,000,000 bushels less than was pre- 
dicted the first of June, nevertheless it will probably be a 
larger crop than the average crop for a ten-year period. 
Based on the Government September crop report, the 
estimated value of the seven leading crops of the United 
States, taken from the Government farm prices as of Sep- 
tember 1, amount to $14,702,000,000 by nearly 20% in 
value. The estimated value of all crops of the United 
States, exclusive of animal products as of September 1, 
1919, is $16,147,000,000 as against $13,479,000,000 of a 
year ago. 

The figures of last week given out by the Government 
do not change these values very much. 

Thus we have an increase in agricultural products 
amounting to about $2,500,000,000 of additional money 
for the agricultural community to spend or save. This 
should be a great factor in our domestic business. 


Shortage of Merchandise 


NOTHER important factor which should insure pros- 
+4 perity to the manufacturers and distributors for a 
longer period is the vacuum in merchandise which was 
created by the absorption during the war of many lines, 
the production of which ceased during the war and labor 
was transferred to war material. 

This vacuum needs to be filled and it will take probably 
one or two years at least to bring back the stocks of mer- 
chandise to anywhere near the normal amount of the pre- 
war period. 
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The Marborough-Blenheim— where the sessions were held 


There is much encouragement in the development of 
foreign business outside of Europe and notably so from 
the nations in the Far East and in South America. The 
last figures of trans-Pacific trade shows that in the gain 
of $77,000,000 of August exports, 27% was in shipment 
of domestic exports from New York to Asia. 

The exports to Central and South America have in 
creased tremendously and it is expected that a large part 
of it can be held by the United States. 


Social Unrest 


O influences causes a greater shadow over the indus 
trial life of the United States than the prevalent 
social unrest, which has found frequent expression 1) 
strikes, not only for higher pay, for six-hour days and 
five-day weeks, for union recognition and the closed shop, 
but for a larger voice in the management of business, a 
share in profits, “nationalization,” and even for a com- 
plete retirement of capital from its place in industry. 
This unrest cannot be charged solely to the cost of living. 
the cost of living in the United States increased between 
July, 1914, and July, 1919, according to compilations of 
the Bureau of Labor at Washington, about 70%. But dur- 
ing this same period the individual wages of railroad 
workers increased 86%; the wages paid in New York 
State factories (according to calculations of the State 
Industrial Commission) advanced 84%, while in the steel 
industry the wages paid to the average employee by the 
United States Steel Corporation increased 115%. 


Labor Condition 


HE principal factor in rendering conditions unsettled 
_ at the present time is labor. Happily, there is a grow- 
ing realization on the part of the workmen that their in- 
terests are bound up with the interest of the community 
as a whole and that an increase in efficiency resulting in 
greater production is imperative. 

Wages always have, and always must, come out of the 
things produced. There can be no other sources. Work 
ingmen of this generation enjoy a higher standard of life 
than previous ones because they produce more. The in 
dustrial workers of this country are more prosperous be- 
‘ause they produce more material for their wages. 

The present is a time which requires clear and wise 
thinking and conservative but courageous action. The 
problems before us are most difficult to solve, but can be 
solved if studied and approached in a fair spirit. 

So far as labor is concerned, no observer of the signs 
of the times but recognizes that the public is rapidly com 
ing to the point where it proposes to regulate labor as it 


will capital. There can be no privileged class in labor 
any more than in capital. Labor organizations have, 
through politics, been exempted from the operation of the 
Sherman Anti-Trust Law and have become, in the estima- 
tion of many people, a most powerful trust. 

A prominent manufacturer rendered a great service to 
the country when he defined some of the issues now 
brought to the front, viz.: 

1. Shall a laboring man be permitted to work wherever 

he may find employment? 

2. Shall an employer of labor be permitted to hire any 
man he wishes who is willing to work for him? 

3. Shall manufacturing and business be allowed to oper 
ate for a full production? 

1, Must a laboring man be compelled to join an organiza- 
tion whether he wills or not before he can find the 
means of livelihood? 

The question is not one of hostility to organization in 
itself, but it is to determine whether the rights and liberty 
of the individual in the United States, under the Constitu- 
tion, are to be guaranteed. 

Labor organizations have done much to better the con- 
ditions of those who work with their hands, and have estab- 
lished for themselves a place in our present industrial sys- 
tem. But when labor organizations spread beyond and 
outside of the employes working for a particular firm or 
organization, and attempt to cover the whole of industry, 
their effort becomes plainly one to monopolize labor, and 
this monopoly in its purpose and effect exactly corresponds 
to a monopoly in any commodity. When workers agree, 
first not to compete against each other, then to restrict 
their numbers by vigorous apprenticeship provisions, and 
then to limit output and hours of work in order to main- 
tain wages, they fly in the face of their duty to society, 
and society should for its own preservation change this 
attitude. Should it not? 

Some events which have transpired recently give em- 
phasis to the fact that no union, or combination of unions, 
can be greater than the government of the people. A true 
Democracy is theoretically a rule of the majority. There 
should be education through press and speech, and also an 
opportunity given for the presentation of views for and 
against proposition governing the general welfare, but 
when the majority fails to be convinced after fair expres- 
sion and violence of any kind or force is undertaken to 
make the people submit to a minority, then, as someone 
has said: “Democracy ceases to exist and autocracy pre- 
vails.” 

The heart of the average American workman is in the 
right place and he is loyal and patriotic, but a radical 
element seems to have secured control in many cases and 
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is working for the breaking down of our Democratic insti- 
tutions, and this is a matter against which every member 
of our association should fight. 

A recent editorial contains much good sense when it 
states: 

“It is evident that the United States faces a long period 
of foreign demand which will place great pressure upon 
our agriculture and manufacturing resources. The pres- 
sure for goods will be almost that of war time and, there- 
fore, we must produce far more ,than at present or else 
expect to pay high prices. 

Unless we wish for a cnnttnnesinn of high, and perhaps 
still higher, prices there must be more work and less talk, 
more production and less arbitration, more economic power 
and less politics. An organization of fifty thousand house- 
wives in New York to hunt down profiteering retailers 
will not accomplish half the good of an organization of 
fifty thousand housewives in New York to hunt down hus- 
bands who neither toil nor spin, but merely agitate. There 
is only one way for us out of the realm of present high 
prices, and that is by increased production. There is no 
other way to increase production than by getting down to 
real work. 

A prominent banker has convincingly prescribed the 
proper conduct to be as follows: 

“To work and to save; to work regularly and efficiently 
in order to produce and distribute the largest possible 
volume of commodities; and to exercise reasonable eco- 
nomics in order that money, goods and services may be 
devoted primarily to the liquidation of debt and to the 
satisfaction of the demand for necessities, rather than to 
indulgence in extravagances or the ouadidianidans of a desire 
for luxuries.” 

The basis of much of the social unrest is the belief that 
there has been too much inequality in the distribution of 
the profits of industry. There are many readjustments 
which should fairly and equitably be made, and we of 
the manufacturing and distributing interests should be 
willing to do our part in bringing about a square deal for 
everyone. While labor has received increased wages, there 
are workers, such as teachers, ministers, clerical workers, 
and many others who have not had their wages inceased 
equitably. 

May I not suggest to the manufacturers and distributors 
represented here that they set themselves at once on their 
individual plants to a careful study of the condition of 
their employes, and through proper and equitable adjust- 
ments, meet the demands of the higher cost of living, and 
especially in some plan of fair and equitable distribution 
of the profits of each house, work out a satisfactory adjust- 
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ment of the conditions between themselves and their em- 
ployes. 

May I suggest that this can be brought about by the 
taking of a fair and just position at once, and I submit 
that this is wiser to do than to permit the unrest to de- 
velop further. 

We are now in the midst of the reconstruction period 
and it is time for clear thinking and courageous action, 
but for also a recognition of the social and economic 
changes which are going on. These changes should develop 
through evolution in a regular and orderly way and not 
through a social upheaval. There are those who refuse 
to recognize this changed condition or to cooperate in 
efforts to usher in the day of a bigger life for the world. 

One of England’s most far-seeing men recently said: 

“The old world must and will come to an end. If there 
be any who feel inclined to maintain it, let them beware 
lest it fall upon them and overwhelm them. It should be 
the sublime duty of all, without thought of partisanship, 
to help in the building up of the new world where labor 
shall have its just reward and ante alone shal] suffer 
want. 

Someone recently said: 

“It seems probable that we stand today at one of those 
definite turning points in human history where a genera- 
tion of men has it in its power by the exercise of faith 
and wisdom, by facing the problems of the moment with- 
out passion and without shrinking, to determine the course 
of the future for many years. If we can rise to the height 
of our opportunity we may hope not merely to pass safely 
through the immediate crisis, but to contribute largely to 
the future welfare of the nation. 

“It should be recognized that the movements evidenced 
by the world’s unrest it is not only striving towards im- 
provement in hours of labor or wages, or material better- 
ment, but it is a movement of the spirit in a man inspired 
ty the belief in the possibility of gradually but surely 
realizing a better future for all. 

“Many of you will recall that wonderfully inspiring ad- 
dress of our deceased friend, Dr. Davies, which he deliv- 
ered before this convention some three or four years ago 
on the subject, ‘The Life That Wins,’ and how he called 
upon the members of these associations to concentrate 
themselves to the ‘Life of Service’ to ‘do unto others as 
we would be done by.’ 

“Surely this is a time when, notwithstanding our human 
weakness, our narrow vision and our inherent selfishness, 
we can take a firm stand and work towards the giving to 
every man a square deal and cooperate together in build- 
ing up the new world of which the foundation shall be 
‘Peace on Earth, Good Will to Men.’ ” 
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Some of the delegates, both jobbers and manu- 
facturers, snapped by the Hardware Age camera 
man on the boardwalk 


Burleson Principal Speaker 
at Opening Session 


OSTMASTER GENERAL BURLESON 

was the principal speaker of this opening 
session. In a long address he outlined past. 
present and future problems of his department. 
A few of his statements follow: 

I have spoken about criticism of my depart- 
ment. I have said to you that they were 
natural, unjust in a way, but thoroughly natural 
and honest, the great bulk of them were honest 
criticisms; the trouble was the critics didn’t 
stop to think. 

3ut there is a line of criticism that has been 

; directed against the head of the postal estab- 
lishment that is not honest criticism. I am 
not going to deal any hard words, don’t get 
afraid, that is not fair criticism, that is not 
; Sincere critcism. Not because of any defection 
in the postal system, not offered in a construc- 

tive way that conditions might be bettered, but 














\ criticism and denunciation directed against 
the head of the postal establishment because 
of certain postal policies which have been 
adopted. 

I am responsible for them. I don’t try 
to shunt the blame off onto the shoulders 
of anybody else, and I will say right in the 
beginning that there has never been a mo- 
ment when I regretted the adoption of these 
policies, and I will say to you furthermore, 
that whereas I have borne the brunt of 
these and criticisms, I am not so 
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conceited as to believe it was aimed at me personally, 
or that it was directed against me because I belong to a 
certain political organization, or that I was from a certain 
section of the country, because I want to say to you that 
these same criticisms would have been directed against any 
other man who stood for those policies regardless of wheth- 
er he was from the north or south, whether he was a 
Democrat or Republican. 

The law that brought parcel post service into existence 
had imposed the responsibility upon the postmaster gen- 
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eral of fixing the rates and weight limits, and what did 
I do? I readjusted those rates. I increased the weight 
limit, and under the readjustment the postal establishment 
participated in the profitable traffic in the nearby zones 
and a part of the burden of the unprofitable traffic was 
shunted onto the shoulders of some other people, only a 
part of it. Why, of course, that didn’t please some people. 
Only about five great corporations were affected, but they 
were not without their influence, and I woke up one morn- 
ing to find that steps had been taken to wrest from the 
postmaster general the power over the fixing of rates in 
parcel post, and we escaped the repeal of that law by only 
one vote in the Senate of the United States, notwithstand- 
ing the fact that I brought all the influence that I possibly 
could upon the situation there to prevent the action that 
was threatening. 

What was the result? This didn’t please certain people 
who were not in accord with my policy of readjusting these 
rates. Of course, those people voiced their criticisms 
through the newspapers. If I had been a jelly fish, if I 
had been looking for popularity, I’d have pulled in my 
horns, but I wasn’t looking for popularity, I was trying 
to discharge my duty to the American people, and under 
the action that I took the traffic through the parcel post 
was increased from 331,000,000 parcels a year to 2,700,- 
000,000 a year, and the postal establishment passed per- 
manently from a deficiency basis to a revenue producing 
basis. 

Those critics will abide with me to the end and I won’t 
part with them under any consideration, because the only 
consideration that would bring them to my support would 
be a reversal of the policy that I have inaugurated. 

Since then I have reduced the rates twice and increased 
the weight of the parcel twice. Now, I think that you can 
understand where some of the criticism comes from, 

a a + 

I couldn’t help the fact that there was a surplus because 
I did effect economies. I lopped off every useless ex- 
penditure that could be found, but did the service break 
down? Let’s see. Through the newspapers and maga- 
zines it is heralded day by day, week by week, that the 
service is not only demoralized, that it is collapsed, that 
it is broken down. Now, let’s see. Do you realize that 
now mail service, daily mail service, is being carried to 
13,000,000 more people than it was being carried to when 
I came into office. Five millions on the rural routes, 7,000,- 
000 in the cities, and 1,000,000 in village delivery. Do you 
realize that the postal savings have increased from 331 
depositors, and practically $343,000,000 deposits to 640,000 
depositors and $170,000,000 of deposits, and I challenge any 
honest minded man to make an investigation, look into his 
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own business and decide. We have subjected it to the test, 
every test that is known, the test of the auditor, the test 
of the post office inspectors, the test of the first assistant 
and the Republican auditor of the post office establishment, 
because I kept him there on account of his efficiency. 

About two or three years ago I recognized that the affili- 
ation of Government employees, and it is true without ref- 
erence to whether it is federal, state or municipal, with an 
outside organization that has a strike as the means of 
adjusting grievances, was a menace as I saw it to the 
welfare of this Republic. I knew what would happen just 
as well as I knew my name, and I was fairly familiar with 
that when I made the recommendation, but I put the ree- 
ommendation in writing and embodied it in my annual 
report that any law that permited this be repealed and 
the Government employees, state employees and municipal 
employees should not be permitted to affiliate with an 
organization that has for its means a strike for adjusting 
grievances. was immediately denounced by the Amer- 
ican Federation of Labor in convention assembled. Next 
year I was denounced again, but I didn’t change my posi- 
tion, and this year I believe it was in this beautiful city 
that the assemblage took place. They didn’t content them- 
selves with denouncing me, holding me up as a tyrant 
and autocrat, as a practitioner of pogromism, a slave 
driver, and I forget the other words, and demanded my 
removal as postmaster general. I am still on the job. 

Jobbers’ Silver Anniversary 
OY F. SOULE, editor of HARDWARE AGE, was intro- 
duced to speak on the record of the National Hard- 
ware Association during its twenty-five years of history. 
In part he said: 

I trust you will pardon my very abrupt injection of 

myself into this altogether delightful program, but so 
many here are feeling what I want to put into words that 
I trust you will grant me brief indulgence. 
. This is the twenty-fifth birthday of the National Hard- 
ware Association, and while the baby is altogether too 
large to take over our knees and become a recipient of 
twenty-five paddles with one to grow on, it is not too old 
for us to express our sincere appreciation and our con- 
gratulations on the National Hardware Association hav- 
ing rounded out twenty-five years of useful service to this 
industry. 

There are a few beloved old-timers in this audience who 
can recall that December meeting in 1894, in Cleveland, 
Ohio, when the National Hardware Association was or- 
ganized and the late William W. Suppley, of Philadelphia, 
elected its first president. Those old wheel horses in the 
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association are indeed to be congratulated that they can 
reminisce on the tour years’ activities that followed, 
four years in which Mr. Suppley gave to this association 
of his ripe experience and his rare judgment. I am sure 
you will all agree with me that of the many things Mr. 
Suppley brought to this association the most tangible 
asset, an apparently prominent permanent asset, was in 
the form of a useful secretary, who signed his mail, T. 
James Kurnley. Someone has said that presidents may 
come and go, but secretaries, like time, go on forever. 
That statement, however, is only partially true. 

The highways and byways of business are littered with 
men whose secretarial bones are whitening where their 
efforts petered out because they were not endowed by 
nature with certain rare qualifications essential to the job. 
Most of them started across the desert of endeavor with 
the erroneous idea that they could get by with a single 
canteen of water. They entered ypon the dispatch of their 
duties with the idea that the keeping of the minutes was 
the paramount duty of the day, and they failed because 
they were not good water boys. They had plenty of 
paper and a pen full of ink with which to record any 
achievements of their association, but they didn’t have a 
drink handy when the trade began to thirst for some addi- 
tional task to accomplish. Mr. Furnley had these rare 
qualifications and, though his athletic proportions have 
over rounded in the mellowing of these twenty-five years, 
still do the coals of constructive work glow within him. 

Of the original officers, including the executive commit- 
tee of the National Hardware Association, Mr. T. James 
Furnley, of Philadelphia, and Mr. Brace Hayden, of San 
Francisco, are the only living men who are today still 
identified with this great organization, but we might add 
confidently that if the National Hardware Association were 
but a partnership of these two, still would their influence 
sweep from coast to coast. 

Of the fifty odd houses who attended that Cleveland 
meeting twenty-six promptly became identified with this 
organization. The first convention was held the following 
year in Pittsburgh and was attended by seventy concerns, 
a hundred and twelve wholesale houses having within the 
year become associated with the organization. Sixty of 
those concerns have since that time retired from business 
or become amalgamated with other concerns, but there is 
still in the National Hardware Association a majority of 
these great business institutions whose older members 
helped to found and work to perpetuate the first associ- 
ation of wholesale merchants in the United States of 
America. Theirs was the responsibility of blazing a trail 
on an uncharted map and of making it a highway over 
which the wholesalers of hardware might achieve such 
accomplishments as would win the admiration and confi- 
dence of this great industry. They were beset with many 
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difficulties, difficulties that ranged from downright distrust. 
to an erroneous belief that the day of the usefulness of 
the wholesale distributor had passed away. 

There have been but two great additions in recent years, 
the metal branch and the automobile accessories branch. 
In closing I want to say that the men of this association 
have been the wheel horses of association endeavor, draw- 
ing the chariot of their ideals up to the heights of their 
dreams and ambitions, and from those vantage points in 
the back trail they can see the mile posts that marked the 
making of greater and better men, and for these reasons 
I wish to make the motion that we extend to the National 
Hardware Association our appreciation of the fact that 
they have rounded out twenty-five years of useful exist- 
ence and our best wishes that they may continue in the 
work that is making for a more mighty industry. 

The chairman then introduced several guests, but the 
hour was so late that each took time only to say “Howdy.” 
They were Charles W. Asbury, president of the American 
Hardware Manufacturers’ Association; Secretary Mitchell, 
of the American Hardware Manufacturers’ Association; 
George K. King, president of the Southern Hardware Job- 
bers’ Association; General John Donnan, secretary of the 
Southern Hardware Jobbers’ Association; J. M. Campbell, 
president of the National Retail Hardware Association; 
Herbert P. Sheets, secretary-treasurer of the National Re- 
A. Whitwam, president of 
Wholesale Association; James 
Hardy, secretary-treasurer of the Canadian Wholesale 
Hardware Association; J. D. Nicklis, president of the Na- 
tional Supply and Machinery Dealers’ Association; A. H. 
Iron, 
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Chamberlain, secretary-treasurer of the American 
Steel and Heavy Hardware Association. 


[Send Accessory Buyers to Chicago 
HE Wednesday afternoon meeting was promptly called 
to order by President Treman. After Secretary-Treas 
urer T. J. Furnley had read his annual report he appealed 
to the jobbers to send their automobile accessory buyers 
to the convention and exhibit to be held in Chicago in De 
cember. In part he said: 

The things uppermost in my mind at this time are the 
Automobile Supply Branch of this association. Briefly, 
our members about three or four years ago commenced to 
put in certain lines of automobile supplies, and were con- 
fronted with the fact that an association with offices in 
Chicago of specialty houses with a number of about 150, 
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and manufacturers of about an equal number, were issuing 
a list of legitimate jobbers, refusing to put on that list 
the names of any who were not members of the association, 
the dues of which were $500 per annum and the entrance 
fee $200. 

We had instances where members of our association had 
written to manufacturers for prices and were informed 
they couldn’t be quoted because they were not on this 
legitimate list, and advising them to join that association. 
That condition was called to the attention of the executive 
committee and it was decided that while our association 
did not, and would not, assist members in their buying 
department, we were justified in attempting to protect them 
against being discriminated against by other people and 
to bring that about we were authorized to organize this 
automobile supply branch. 

We felt it was necessary to have the cooperation of the 
manufacturers of that line if we were going to get the 
d best results. We were therefore authorized to invite manu- W. H. Folge, of American 
W. J. Keene and Al Treat, of  facturers of automobile supplies to become associate mem-  ¢ypo] & Wire Co., ond Freak 








the Chicago Spring Butt Co. bers of that branch of the association—I say that branch— + a Asp 
they not being members of the parent association. Up Nichols, of Nichols Wire & ‘ 
to date, as my report shows, two hundred and forty-six or Sheet Co. 


forty-seven manufacturers of automobile supplies have ac- 
cepted the invitation to membership in that branch of the 


association. 

We held a meeting yesterday and this room was even j 
more full than it is today. We held a meeting in March f 
tn Detroit. The chairman of our automobile accessory ; 


branch, Mr. Nichols, presided, and in connection with that 
convention we held an exhibition of the products of these 
various associate members. At that time I think we only 
had about a hundred and thirty-five or forty members. 
We made no charge whatever for the exhibition space, be- 
cause this association has never had any income except 
from its annual dues. We never issued programs with 
advertising in them or anything of the kind—never ex- 
pect to. 

Incidentally, these manufacturers who paid $500 in the 
other association which was discriminating against us were 
charged from $150 to $300 for exhibition space in their 
exhibitions. But a large number of our members came to 
that convention in Detroit, not the heads of the houses, but 
the managers of that department, and we found that a 
great many connections were made between members of 
our association and these associate members. It was com- 
mented upon so favorably that the convention voted with- 
out any guidance from us at all to hold another meeting 
and exhibition in Chicago in December. We are now pre- 
paring for it. Now, we have an idea in connection with 

f ; , that, which is entirely new as applied to anything that is Arthur FE. Gross, of Milwau- 
Jim Carson, secretary of the connected with the hardware business, but not new as to pep and A. J. Wright, of 
Ohio association, and his other lines of merchandise, and that is this: That if an ‘ Lock dM C d 

automobile supply branch in your house is going to be ee fg. Co. 
successful it has got to be under the control and guidance 
of some one man who will be manager of that department. 
If that man is compelled to devote his entire day to en- 
tertaining salesmen and manufacturers he will have very 
little time to devote to the power end of his position, name- 
ly, the selling of the goods. You know it is a fact that 
your entire time is very largely engaged in interviewing 
manufacturers and their representatives. It is also a 
fact that the manufacturers are compelled to spend a 
great deal of money in traveling constantly throughout 
the country in trying to sell their product. We hope to 
have an opening of the market in that line of business in 
Chicago on December 8 and 9. We hope that the men in 
your respective businesses who are in charge of that branch 
of your business, will come to those conventions, and that 
they will meet these two hundred and fifty-seven or eight 
manufacturers, will see their goods, will pick out their 
lines, and while they may not give specifications, they will 

\ prohablv cement arrangements which will simplify their 
/ work during the next six months or year, and a larger part 
of the time of your buyer can be devoted to the sales end 
of the business. 

That is something of a dream. It is entirely new in 
connection with this business, but if it can be brought about 
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we feel it is going to be very helpful and may extend to 

many other lines of business, and besides that, the manu- 

facturers will save a great deal of time and money in 

— ee Katy Shields, of Rock Is- 
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son down there in Texas and I was going to go down 
there.” 

‘that gave us the inspiration that if more of that could 
be done it would be an economy of time and money. We 
sent that out to the manutacturers the other day, and in 
stating the proposition we said: “Now that you are going 
to save some money you can increase the differential to 
your customer, the jobber.” I made a bad break when I 
made that suggestion, because several of them have taken 
issue with it and said the differential was just as great as 
they could make it now and they liked the idea of selling 
goods at the convention, but didn’t believe they could save 
much anyhow. 

I hope that you men will encourage the idea. It may not 
appeal to you first and we are not sure it is a good proposi- 
tion, but we think it is worth while trying. 

In the dry goods business there is no such thing as a 
traveling man going around to see the jobber. The trav- 
eler goes to the market, New York City being the market. 
Twice a year the buyer of the department goes there, 
spends a week, and when he comes home he has made the 
contracts and devotes the rest of the time to exploiting the 
sales end of the business, and that is why some of the 
wholesale dry goods houses assume such prominence and 
do such a large volume of business. 

The furniture business is all done in that way. The 
millinery business is very largely done in that way. The 
floor covering business: Why, they have got all their goods 
sold for next spring and without the time involved in 
traveling. 

Again, we want your automobile supply man to come 
to that convention. It isn’t a question of Mr. Treman com- 
ing. He does nothing at all akout automobile accessories 
except such as he uses on his own car, but the man who 
is in charge of your business, he is the man that we want 
to come, and he is the man we want to have come. Come 
with him, you bosses, if you want to, but primarily the 
accessory buyer is the man that ought to be there, and 
ought to be brought under the influence of that convention. 
And the manufacturers are particularlv pleased at our 
attitude and the way we are handling the matter finan- 
cially. We are not trving to save the money. We are 
spending the money liberally, but not allowing the manu- 
facturer to spend a cent. 


The Necessity of Increased 


Differentials 


FTER Mr. Knapp had read the report of the execu- 

tive committee the first discussion of the afternoon, 
on “The Necessity for Increased Differentials,’ was opened 
by “Dick” Shapleigh, of the Shapleigh Hardware Com- 
pany, St. Louis. In opening the discussion Mr. Shapleigh 
said in part: 

There are a good many broad aspects of this question 
that may well be brought before you. This is not alto- 
gether a one-sided proposition. The manufacturers have 
very well defined, and, in many cases good, reasons for 
giving us what may appear to us as inadequate differen 
tials, but it is our duty to ourselves to endeavor to get a 
fair deal on any of the articles upon which the amnufac- 
turers pretend to control the retail prices. Such articles 
are, of course, the only ones on which the differential can 
be claimed. 

The natural thought when this topic was presented was 
that we were justified in asking increased differentials on 
account of the increased cost of doing our business. The 
increased overhead expenses, the larger amount of capital 
that was required, and the increases in everything that en- 
tered into the business, as you all are painfully aware. 
But in looking at it closely, a certain differential that had 
been in vogue prior to these advanced expenses and the 
advanced costs, shows us that the same percentage on the 
high price vields us a good deal more money in dollars that 
it did previously on the low price. 

Of course, the manufacturer in making his prices, has 
a very large advantage over the jobber. He originates 
the price, and if labor conditions and material conditions 
are very severe on him he can send out higher prices. He 
can go to work, if he has a large line, and put a blanket 
advance on them in an emergency, and then figure it out 
later on. In doing that, of course, he puts a large enough 
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advance on to protect himself against almost anything, 
and then whittles it down as the occasion demands. 

Of course, the jobber has no such privilege; he has to 
gage his selling prices on former experience and conditions 
that exist in the different territories. So that is one reason 
which we are justified in asking the manufacturer to take 
sufficient care of us on the differential prices. 


No Alarm Over Differentia!s 


HEN this subject was suggested at the May meeting 

conditions were very different from what they are 
now, and we were at that time undergoing a decidedly 
lower market and without any decrease in expenses. Per- 
sonally, I don’t feel alarmed about differentials while these 
conditions that are now present last, but when, as will hap- 
pen before long, prices begin to decline, they will decline 
very much faster, in my judgment, than the expense of 
doing business will decline, and in that case we will be in 
the position of being ground between the upper and the 
lower millstone, so that we must give this matter the at- 
tention that it deserves, preparatory to facing those con- 
ditions, and endeavor to make arrangements with the man- 
ufacturers who make differential prices to justify those 
conditions. 

The secretary of this association has endeavored ever 
since its organization to protect the members on this ques- 
tion, and anyone who has been a member for any length 
of time knows that the work he has accomplished in that 
direction has been of a great deal of value to every mem 
ber. The manufacturer at times, or in the early stages of 
this association’s life, were not conversant with the details 
of the jobbing business. They did not know and realize 
to the slightest degree the expense attendant upon such 
business. 

I believe now that most of them have become acquainted 
with the actual conditions in the jobbing business and that 
they are more amenable to suggestions for sufficient dif 
ferentials than they were before. Of course, it must be 
taken into consideration in casing these things, the char 
acter of the goods. You can make money on many items 
with a small differential, more money than on other articles 
with a larger differential owing to the character of the 
goods, the more times they may be turned over during the 
year, the facility and ease with which they are sold by 
your salesmen. 

I do not think that we may be worried at the present 
time about this subject, but I do think that we should keep 
constantly in mind and be prepared to protect our interests 
when other conditions exist that make it necessary. 

We seem to be facing today, from events of recent oc- 
currence, a sort of transition in the methods of doing busi- 
ness, and I believe that the attention of this body may well 
be given to consideration of the changes that are being 
gradually brought into play. The combining of a variety 
or a number of plants making the same goods is one thing. 
It seems to be the habit now to reorganize and to buy up 
and reorganize a lot of these plants with a very heavy 
capitalization, put into the hands of professional managers 
of the business under whose charge the personal element 
seems to be almost entirely eliminated, and where all the 
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little perquisites and emoluments that one or another of 
us might be able to save are refused. 

Then they have this chain store idea. We are being 
threatened with a condition like the drug stores now oc- 
cupy, which, of course, is not fully developed in its incip- 
iency. But all these things to my mind indicate a trend 
from the old method that we have got to prepare for, com- 
bat, if we think it wise, and adjust ourselves to the new 
conditions as they arise. 

After a full discussion of the subject, “Proper Remunera- 
turned to the question of “Prices Ruling at Date of Ship- 
tion for Salesmen,” the attention of the delegates was 
ment.” 


Retailers’ President Describes 


Present Retail Problems 


PRESIDENT CAMPBELL, of the National Retail Hard- 
ware Association, addressed the convention, speaking in 
part as follows about merchandising conditions today: 

It is my privilege, as well as my pleasure, to bring greet- 
ings to you from 16,000 live, red-blooded American hard- 
ware dealers. Personally, I come from the great Middle 
West, the bread basket of America, but I represent men 
from the New England states, men from the Atlantic sea- 
board, men from the sunny South, dealers from the Middle 
West, and dealers from the land of the setting sun. Of 
course, you appreciate and indorse organizations from the 
very fact that you have one, a most magnificent organiza- 
tion amongst yourselves. There are problems that the 
small dealer has that to him are just as important as the 
problems that confront the captains of industry. A man 
that wishes to be elected constable of his township is just 
as anxious to be elected as the man that is running for 
President of these United States, and we felt that organi- 
zation was necessary, some twenty-one years ago we began 
our organization. That we have succeeded is evident from 
the fact that we are the strongest retail organization in 
the United States, the best organized. 

The object of that organization is, and has been, to bet- 
ter the conditions of the retailers of this country, teach 
them how to be more efficient in their service to the con- 
sumer, teach them how—teach him that it is necessary for 
him to know the value of his merchandise that he seeks 
to sell, and I think today that the hardware dealers of the 
United States, financially, intellectually are as strong, if 
not stronger, than any branch of the retail business in the 
United States. But we have problems that confront us 
that we are unable to solver ourselves in a way, so we 
feel that if cooperation is necessary upon the part of the 
retailer, and upon the part of the jobber, and upon the 
part of the manufacturer, that cooperation upon the part 
‘of all three branches of this industry will make for effi- 
ciency stronger all along the line. If the retailers of this 
country didn’t intelligently distribute your merchandise 
you suffer as well as they. 
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The Problem of Distribution 


HE problem of distribution is one of the most vital 

things that we have before us today. You know as well 
as I do that the method of distribution is on trial, that 
they are seeking to distribute the merchandise to the con- 
sumer in a more economical way, if it is possible to do it. 
Never in the history of this country have I known or have 
I read, or has history told me that the Congress of these 
United States were seeking to, if possible, and it was nec- 
essary to, eliminate any and all branches that are not 
necessary. 

The chain store method of distribution is taking hold 
in this country, you know that as well as I do, and I know 
this, that if the retailer isn’t necessary to this country in 
the distribution of merchandise he should be eliminated. 
If the jobber isn’t necessary he should be eliminated. In- 
dividually, we are not necessary for the existence of this 
country, but I think collectively we are. I think the pres- 
ent method of the distribution of merchandise is the 
method. I see no one has offeréd any better, any cheap- 
er, taking all things into consideration. The distribution 
of merchandise is on trial. The question is as to how 
the public is going to view that fact. 

Price Discrimination 

HERE is another question that the retailer is vitally 
_* interested in. Of course, you think that price discrim- 
ination is a bugaboo to the retailer, but we do not think 
so, we know it is not so. I understand that price and qual- 
ity are essential and will stand the test, but many, many 
things will not do it. I am going to illustrate that this 
way. If you had a buyer in any of your departments that 
was buying an article for 50 cents and another jobber in 
another city was buying the same article for 35 cents, and 
that buyer was unable to get that 35-cent price, how long 
would you keep him in your service? 

Of course, this catalogue business is talked about and 
threshed about until it is threadbare, but it is a condition 
that the retailer has to contend with. Thirty-five hundred 
items in the hardware department of a great catalogue 
house with flaming headlines, “Reduced in price.” Now, 
I understand probably, that it hasn’t been, but psycholog- 
ically it has that effect, and the retailer is put in disrepute 
in his community. So I believe that if you think that we 
are necessary in the distribution of your merchandise, 
that like the great house that the first duty of the jobber 
is to protect his customer. I think that is splendid logic. 
I think that is absolutely necessary. 

Yesterday morning, while I was listening to the acces- 
sory discussion, and talking about discriminations and 
things of that kind, the thought occurred to me that just 
two or three weks ago, in the village where I live, one of 
the great tire companies of this country had four sales- 
men in a town of 2500, one was selling tires, one selling 

ose, one selling bicycle tires, and another selling another 
product, all from the same house. We believe, gentlemen, 


— that is an overlapping of an expense to the retailer. 
/ understand that that cost has to be taxed up against him. 
They tell me that one man is a specialist 
Supposing a retailer had to put a man in 
A retailer 


That is all right. 
in each line. 


every department that he has as a specialist. 


R. 


B. Woodruff of S. C. “Jim” Kelley, Whiting-Adams 
Mersick Co., and A. B. Way Brush Co.,and Norman Mintz 
of Bridgeport Chain Co. of Silver Lake Co 





has to know something about like two or three thousand 
items in his business. Then surely one man can master 
four if a retailer can master two thousand or three thou- 
sand whatever he has a mind to carry. And your goods 
are not sold until the retailer passes them over his coun- 
ter, he is the last word in the transaction. 


The “Guarantee” Evil 


Now they talk about this “guarantee” business. Your 
salesmen are at fault frequently in that respect. In 
his eagerness to sell goods he says, “It is guaranteed.” My 
clerks take it up and they say, “It is guaranteed.” I have 
watched that closely because it is one of the most abused 
things that you and I have to contend with. The guarantee 
never should be put out until it was the very last thing 
that you could possibly use. If a man says he guarantees 
an article to me I say, “What do you mean by the guaran- 
tee? Do you mean that I am to pass on it? Do you mean 
that I am to quibble with my customers, or am I to take 
it back smilingly, and will you take it back smilingly 
from me?” 

I think the jobbers are overlapping in their selling 
forces. You folks know more about your business than I 
do, but I presume that, you wish me to give the retailers’ 
viewpoint of this matter. That is the only viewpoint I 
have. I can’t see why it is necessary for the enormous 
number of salesmen, specialty salesmen, overlapping com- 
ing into the smaller places. 

Another thing that we see, gentlemen. But just go back 
a few moments. You folks, I presume, or most of you, are 
carrying accessory stocks. } am going to tell you an evil 
that exists. Your salesman comes into my store and I buy 
a bill of goods from him. I don’t carry accessories at this 
time. He goes up the street to the garage and the garage 
man buys some from him, and that is all right, he is out 
to sell goods, but the garage man says to him, “Bill, I’d like 
to have a stove or a lawn mower for myself,” and Bill gets 
it, and Bill’s friends get it. and get it at cost. That puts 
the retailer in bad. 

I am going to give you a personal experience. One of 
the leading brands, I am not going to say what it is, of 
this country sends a man on a missionary tour out through 
the country. He takes an order and he says, “What jobber 
will you have it shipped through?” I will probably say 
the first one that is named. 

I was six months getting that article and I never got but 
one-third of them. Why was it necessary that that man 
came from the manufacturer to sell me his article and 
then have it shipped through another concern, and then not 
get but one-third of it? Hasn’t a retailer some comeback 
on a thing like that? 

The retailer comes to you with a problem. That is why 
we come to ask for a joint committee, that we may even 
out these differences. We can’t even them out by my 
talking to you in this matter, but some representative body 
from your body could get together with us and we could 
adiust these differences. 

There is one thing that I would like to ask this body to 
do, and you can do it. It is this vicious legislation that is 
being proposed and has been introduced into the House, 
this “price setting” legislation. Do you think that is nee- 
essary? There are two bills, one eliminating the jobber 
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and the other putting him in. You folks say, “That is not 
going to pass,” but if we are not careful something will 
get in, some vicious legislation will get in, and cause an 
eruption in this country. 

How would you like, under the Palmer Bill, for some- 
body to come into your business to run it. They say a 
farmer’s wife, and a farmer, and a jobber, and a manu- 
facturer, three or four, come into my business and say, 
“We want to set your price.” How would you like for a 
committee to come into your warehouse and say, “We will 
set your price?” 

We hope we will educate our members in such a way 
that they will distribute your merchandise intelligently. 
That they will not guarantee promiscuously. We have got 
to teach them and advise with them, and we do that 
through our state conventions, and you’d be surprised, if 
you are not acquainted with it, what great strides we have 
made in the last twenty-one years. 


Sheets Speaks Again 


GECRETARY-TREASURER Herbert P. Sheets, of the 
National Retail Hardware Association, then addressed 
the gathering. In closing he said: 

The retail hardware merchants of the country are per- 
haps not as efficient as they should be. Possibly that is so 
in your own line. I don’t pretend to know much atout 
the jobbing business. I think I know a little something 
about the retail merchant, because I come in contact with 
many. I see many instances where greater efficiency could 
be applied to his business. There are economies we can 


Rockwell Describes Conditions 
in Cutlery Industry 


HARLES F. ROCKWELL, of Miller Brothers Cutlery 

Company, was the first speaker on Thursday morning’s 
program. He described the cutlery situation, speaking in 
part as follows: 

Please understand that any statements which I may 
make are not merely an expression of personal opinion, but 
are based on facts gathered from the majority of the man- 
ufacturers in the four branches of the cutlery industry. 

It is pertinent to emphasize at the beginning that any 
delays in the shipment of cutlery orders are in no way 
to be attributed to insufficient plant capacity or equipment. 
There is, at the present time, there has been, and there 
will continue to be, sufficient plant capacity and equipment 
to supply the United States with all the pocket knives, 
straight blade razors, scissors and shears, and household 
cutlery that may be required. This latter class of house- 
hold cutlery, including butcher and carving knives and 
table knives. 

There are several reasons for the apparent shortage in 
the cutlery items, the most serious reason has been, and is, 
the shortage of skilled labor and the reduced output per 
capita of the lator now employed, shorter working hours 
and a tremendous labor turn-over have also contributed. 
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As far back at 1914 large number of skilled cutlery oper- 
ators were induced to leave the industry by the lure of 
higher wages paid in munition factories. A still larger 
number left to join the service of the United States at the 
time this country entered the war, and a very small per- 
centage of these men have come back to the industry. Be- 
ginning in the last part of 1917, continuing throughout the 
year 1918, and in some instances until as late as June of 
the present year, we were called upon to divert a very con- 
siderable proportion of our products to directly and in- 
directly war work. 

This necessity, or privilege, as you may call it, of divert- 
ing this work to war work, happened just at a time when 
the instances created a tremendous demand for every item 
of cutlery manufactured, and this condition resulted in 
an immense accumulation of commercial business. Not- 
withstanding the apparent shortage and the delays which 
existed from time to time in filling your cutlery require- 
ments, don’t let anyone tell you that the American cutlery 
industry has not been, and is not, alive to its obligations. 
Despite the tremendous handicap, the labor shortage, the 
reduced output per capita, shorter working hours, and the 
tremendous labor turnover, it is a fact, as demonstrated 
by a survey which you have made during the past week, 
that every one of the four branches of the cutlery industry 
will during the present year show a very considerable in- 
crease in production. In the case of the pocket knife in- 
dustry, the increase over the production of 1914 will be 
25 per cent. In the table, carver and butcher industry 
there is a like increase. In the shear and scissors industry 
the increase amounts to 33% per cent, and in the straight 
blade razor industry the very considerable increase of 200 
per cent. 

It may also be said that the conditions are continually 
brightening. Now, in view of such a statement, it is quite 
natural that some of you may wonder why in the name 
of goodness, you don’t get your orders filled. The answer 
is simply that we have not yet caught up. If you gentle- 
men will continue to favor the cutlery industry with your 
cooperation in accepting fewer patterns and numbers and 
the elimination of necessary finishes so that we may make 
use of the many hand labor-saving devices that have been 
inaugurated during the war, we will begin very shortly 
to render something like normal service. As to business 
in hand at the present time, the survey of the four indus- 
tries shows that the services of the pocket knife industry 
on an average of unfilled orders on hand that will absorb 
their production for a period of six months, the straight 
blade industry likewise will be occupied for six months. 
The manufacturers of table, butchers and carvers are in 
some way in better shape, they are averaging from three 
to four months. While the shears are three months and 
the scissors six months. 

Now, as to prices. You will recall that when this con- 
vention met in December of last year, there was a very 
general sentiment that the peak of manufacturing con- 
gestion and consequent high prices had been reached. The 
events of the last nine months have demonstrated the 
fallacy of that conclusion, and I want to say right here, 
gentlemen, that the question of whether future advances 
on the price of cutlery items is necessary, is entirely be- 
yond the control of the manufacturers of the cutlery. It 
simmers down to what the solution shall be of the indus- 
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trial problems now affecting the majority of industries of 
the country. ; a 

If further concessions in wages and working conditions 
are made to the operatives of the steel industry, the rail- 
roads and longshoremen and the other major industries 
which are not affected, it is inevitable that higher prices 
shall obtain on cutlery. We manufacturers hope that such 
will not be the case. 


Foreign Cutlery Competition 


NSWERING a query as to approaching foreign com- 
petition Mr. Rockwell said: ; 

So far as the composition of any kind of cutlery in 
England is concerned, that is a thing of the very remote 
future. We are all more or less familiar with the chaotic 
labor conditions affecting labor.industry generally, and 
the cutlery industry particularly. I think it will be sev- 
eral years before the English product again becomes a 
factor in the American market. So far as Germany and 
Austria are concerned, that is, of course, more of a 
problem, and the reports which come through are more 
or less contradictory. 

It is impossible to obtain reliable information from 
Government sources as to conditions there, but most of 
you gentlemen have probably read within two months in 
the Harpware AGE the very interesting article contributed 
by Captain Kastor. Captain Kastor, at the expiration of 
his service in the army, was enabled to make a trip 
through Germany, particularly through the cutlery dis- 
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trict. He spent several weeks over there and certainly 


had every opportunity of becoming thoroughly familiar 
with conditions, particularly as he has relatives in the 
business there. If you will recall Mr. Kastor’s statement 
was to the effect that it would be an impossibility for 
German made cutlery to become an important factor in 
the American market for several years. Now, perhaps 
Kastor is as well prepared to speak on the subject as any 
other man. Of course, at the beginning of the war, Ger- 
many was producing about seventy-five per cent of alk 
the cutlery of every kind that was used in the world, and 
just how badly their working forces demoralized and what 
their economic conditions are, is largely a matter of con- 
jecture, but I may say as a matter of personal opinion 
that I am convinced that German cutlery will not be a 
factor to any extent whatsoever, at least during the year 
1920, and in reply to the second part of your question I 
might say that even should imported cutlery come into 
the country in any volume, it could not under present con- 
ditions, affect the price of American labor. They might be 
able to undersell us, though I am not in position to 
state, but so long as the present industrial conditions con- 
tinue in this country there is absolutely no possibility of 
reducing labor in any line, and industry may be compelled 
to give up their business to foreign competition, but that 
is something that does not interest the working man of 
today. If he can’t find satisfactory employment in our 
plant all he has to do is cross the street to some other 
plant and they will welcome him with welcome arms. 


Discusses the Small Tool Situation 


HE discussion of “The Small Tool Situation” by L. H. Tread- 
way, of “Pexto,” brought forth much favorable comment. 
Mr. Treadway spoke as follows: 

The subject assigned to me is “The Small Tool Situation” and 
perhaps it can be best treated by a consideration under the three 
topics of Preduction, Distribution and the Abnormal Conditions 
under which these articles are now being made and sold in the 
United States, 

As to production, I believe the statement will go unchallenged 
that the United States produces the best hand tools in the world 

best measured by design, finish and general excellence. Not 
only is this a claim resulting from comparison with foreign 
makes, but such claim is strongly supported by the efforts of 
both English and Japanese manufacturers in their attempts, as 

ty are now making to copy representative American patterns. 

Within a few weeks I have reviewed the catalogues of both 

nglish and Japanese manufacturers showing a limited variety 
of smal] mechanics’ tools that very much resembles, and in 
illustration would have done credit to, those of American pro- 


duction. In the one case, formidable competition may result, 
but it is likely Japanese competition will be long deferred. 

In keeping with the general shortage of nearly all the basic 
products throughout the world, there is at present a serious ° 
shortage of small tools, not because production is not ample 
under normal conditions, but because despite the best efforts 
of the manufacturer, production lags and finishing efficiency is 
at a minimum. 

On some items of our lines, the extension of equipment that 
should show a liberal increase in output, leaves us with a 
smaller product than before its installation. It is hardly neces- 
sary to state that the labor problem is responsible for this 
shortage. High wages, shorter hours, scarcity of skilled opera- 
tives, and the restlessness of the times conduce to this end. 
With certain classes of labor, it would appear that work is at 
a discount, and pleasure has become dominant. These things, 
no doubt, will correct themselves in time, but for the immediate 
future they will probably show little, if any, change for the 
better. 
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Distribution 


S to distribution, good tools bear a close personal relation- 

ship to every householder and mechanic throughout the land. 
We are living in an age of metal—an age of the mechanic. 
The auto, the tractor, the airplane and even the submarine, with 
the extensive and expanding uses of electricity, oil and gas, have 
greatly contributed to the use and sale of various kinds of small 
tools. All of this means opportunity that the merchant should 
not overlook. 

In viewing the display windows of hardware stores—and 
surely a hardware store cannot be a real hardware store and 
not carry small tools—I have been amazed to frequently find 
small tools entirely omitted and the display consisting of special- 
ties of various kinds to the exclusion of all staples. Small tools 
can also be claimed as specialties in the special profit opportunity 
afforded in their sale. 

It is a well known fact that successful novelties are profitable, 
and the enterprise of their construction is reflected in the 
enterprise of the dealer selling them, but the virtue or popularity 
of these should in no way retard the natural growth of basic lines 
like small tools on which there is a continuous demand to meet 
the ever-increasing needs of the family, farm and factory, mine 
and mill, and the agencies of transportation and communica- 
tion. 

Small tools of quality adapt themselves to most attractive sales 
efforts. There is a certain appeal to the observer in their out- 
line, their finish, and their excellence. Interest is easily aroused, 
followed by a desire for possession that eventually means a 
sale, and with an opportunity of profit attractive to all con- 
cerned. 

In an endeavor to meet the wonderful opportunities in the 
hardware field, manufacturers, like jobbers, have given much 
thought during the past few years to new selling methods. 
Think of a woman selecting the hardware for her home, insisting 
on bronze construction cylinder and three-tumbler locks for 
security. instead of the contractor selecting the cheapest goods 
made to keep the price down. Think of a campaign to re- 
hardware homes and buildings with regularity for the sake 
of security and to replace a lot of antiquated and used up locks, 
knobs, ete., of the vears gone by, to say nothing of a regard for 
modern, artistic effect. 

This is an important suggestion of what can be done if 
aggressive enterprise is shown and proper methods employed. 





Abnormal and Trade Conditions 


RICES at which hardware and mechanics’ hand tools have 

been sold, say for the period of five or six years before the 
Great War, were below a living level, yet it is upon such figures 
as these that the comparative price structure of later years 
has been built. 

In every depression, up to the beginning of 1907, reduction 
in wages had accompanied reductions in the prices of finished 
products, yet following 1907 wages in the hardware and tool 
industry stubbornly resisted former precedent and I believe 
largely because of the support of the manufacturer who saw less 
injury to himself in their maintenance than in making reduc- 
tions to his employees, who were then feeling the effects of 
social and economic changes that were to impose upon them the 
cost of a higher standard of living. 

During this same period farm products advanced enormously, 
and a review of your records, gentlemen, will show that hard- 
ware and mechanics’ tools continued in opposition to economic 
law, to sell lower and lower, until the unfair values above re- 
ferred to became history. As an example, in builders’ hard- 
ware—now fairly respectable in demand—plain bevel mortise 
lock sets sold at approximately $2.50 per dozen, and later it 
was ascertained that the costs of eleven manufacturers at that 
time showed avera’e figures of $3.52 per dozen to produce the 
goods. There can be no doubt that the selling of goods too 
cheaply, in defiance of economic law, is a menace to industry. 

When the older level of values began to give way to the ad- 
vancing values established through war conditions, it was often 
said that standard items like a saw, a hatchet, a hammer, etc., 
must be soiu at a fixed price established largely by custom and 
not by cost or worth. This was soon proven to be a delusion and 
not based on fact, and since then it has been demonstrated be- 
yond all question that the purchaser either knew nothing of such 
traditions. or paid no attention to them. 

It is a fallacy to think that profits to the jobber must come 
from super-efforts to shave the manufacturer’s price. The 
manufacturer must have a fair price for his products—their 
value and market conditions determine this. New producing 
conditions confront us. The general effects of working hours, 
and wage standardization—uniform prices of basic commodities 
—state and federal factory and business regulations—freight 
differentials that temporarily do away at least with geographical 
advantages in the purchase of iron and steel products—all have 
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contributed to make more nearly uniform the manufacturer's cogt 
of production of similar quality goods upon which Costs the 
manufacturer’s selling price must be based. In the belief that 
weakness of any kind impairs the whole, is it not well to con. 
sider carefully the true source of profit to the jobber, whether 
it be in an eftort to secure unfair prices from the manufacturer, 
or to secure fair profits from his customer? 

The hardware and small tool business cannot be immune 
from the reconstructive influences of the day. The competitive 
effects of other kinds of business established on higher price 
and profit levels, is already being felt. Employees and organiza. 
tion men from this industry are being attracted to more lucra- 
tive positions in these other more profitable fields. Therefore, js 
it not well to seriously appreciate, and at once, that conditions 
impose the necessity of establishing new standards of business 
conducted on the basis of the living wage to all concerned? 
It is the manufacturer’s place to manufacture, and the jobber’s 
place to sell, and upon each devolves the duty of seeing his par, 
is well done, and upon both to see that the consumer receives 
good value and is well served. 

Summarizing the preceding, is it not evident that by taking 
every opportunity to increase distribution of goods to the genera] 
consumer, and by putting sales on a solid basis of quality, we 
are gaining the powerful assistance of public good will in putting 
the industry on a just relation of prices to cost of manufacture, 
rather than on a competitive or traditional basis? F 


The Labor Question 


N conclusion, I desire to say a word on the labor question, 

From current reports of the day, it would appear that em- 
ployer and employee are engaged in bitter and even deadly 
strife. Too often it is represented the one is a brute—the other 
is a slave. I do not believe it. And yet, in some cases, there 
may be both. 

Although the present situation is much confused, both as to 
capital and labor, big-hearted men on both sides are earnestly 
striving to do the right. The constant trend is toward better- 
ment, and I venture to say that today the overwhelming majority 
of working men throughout the United States bear no ill will 
toward their employers and are representative of the best 
citizenship of our country. This despite the vaporings of a 
lot of misinformed and possibly well-intending so-called social 
or economic writers who endeavor to continuously keep the issue 
before the public for a price, but who invest no capital in 
industry nor wages in labor. It would be well if such voluntary 
efforts—for a price—could be eliminated and permit the en- 
ployer and employee under calmer conditions to counsel and 
co-operate together. 

Those of us who have through long association come in con- 
tact with the American workman know him to represent the 
most intelligent and best labor in the world. He assimilates 
with our institutions; he contributes his thrift to the nation; 
aspires to own his own home; to educate his children; to perform 
the duties of the good citizen and to provide for his declining 
years. Where in all the world is there such a record of accon- 
plishment for the working man as in the United States? 

Most of its great men, including captains of industry, have 
risen from the ranks of labor. Think of what men like Andrew 
Carnegie, James J. Hill and countless others have done for the 
world. 

Scourged least of all the great nations during the five-year 
war just passed, a spirit of utmost gratitude should pervade 
our people with a zeal and loyalty beyond measure to defend 
the nation’s good name and to maintain its institutions, and | 
have the greatest faith that this fundamentally represents the 
American people of today. 

In contrast, however, to this, forces are at work that would 
destroy and organized effort is being made to sow discord and 
to mislead. These are the things that produce restlessness, but 
not the necessaries of life. Of the first we have too much, of 
the latter too little, and until corrective conditions can be 
brought about it is almost a certainty that goods will be scarce 
and prices high. ‘ 

As one writer has said, “The salvation of the world today is 
work—work—and more work.” 


Fernly Honored 

N R. BILLER then read the following resolution which 
. was adopted, after which a gold watch was presented 
to Mr. Fernley in appreciation of his service: 

“Whereas, this convention marks the twenty-fifth year 
of the service of T. James Fernley as secretary of the 
National Hardware Association, and whereas, during this 
period of continued service on Mr. Fernley’s part, this 
association has grown from twenty-five in 1894, and 
whereas, much of the success of this association in its 








aS eee 


a ae 





4 
Ne 





cost 
the 
that 


COn- 
ther 


june 
tive 
rice 


cra- 
2, is 
ions 
less 
ed? 


ar. 
ives 
‘ing 
2ral 
‘ing 
ure, 











November 20, 1919 


various activities and of its influence on the hardware 
interest of this country can justly be attributed to the 
vigorous industry, loyalty and devotion of Mr. Fernley, 
now therefore be it resolved that the officers and mem- 
bers of the National Hardware Association to take this 
occasion to express to Mr. Fernley their deep apprecia- 
tion of his unique personality and his high character, as 
well as the efficiency and marked ability which has char- 
acterized his administration of the office, and to testify 
to the success which has attended his work, all of which 
has resulted in great benefit to not only this association 
but to the business interests of the country.” 


The Steel Situation 
RANK BAACKES of the American Steel & Wire Co., 
then addressed the convention on the steel situation. 


In part he said: 


I am not prepared to say much on this steel strike. 
You have all read what Judge Gary had to say but we be- 
lieve we are right and we believe we will win, but nobody 
can tell, of course. There are some things in connection 
with this strike that you all ought to know. Before this 
strike we already had a shortage of goods. Now this 
strike in thirty days will take two million tons of steel 
out of the production. If it will last another thirty days 
it will take four million tons of steel. Now, you know 
what that means. That means a very great shortage of 
goods in iron and steel products. Now, that brings up 
the pertinent question, “What are we going to do with 
them.” I mean by that, are we going to advance our 
prices, are we going to follow our business instincts that 
give us the opportunity of a life time and if the manu- 
facturers conclude not to are you jobbers going to take 
advantage of the situation, which already you are doing, 
for various reasons. What is that going to lead us to? 

We are blaming labor. Are we guiltless ourselves ? Are 
we satisfied or will we be satisfied? Are we going to 
follow, as I say, the business instincts, the human nature, 
say “This is my opportunity, I am going to make all the 
money I can?” 

Now, if we are going to take this position don’t let’s 
blame labor. They are entitled to-the same consideration. 
There are two sides to every situation. It is absolutely a 
necessity, in my opinion, to reduce this cost of living if 
you are going to settle this question, and it may be nec- 
essary for capital, the class to which we belong, to forego 
in consequence thereof their profits. You all made a lot 
of profit in the last four years, you made so much profit 
that some of you can’t count them, and you have all had a 
taste of it and you will likely continue it. 


Can we continue it? Now take it ourselves. I don’t 
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know whether prices are going higher. There isn’t a 
man in this room who will believe when I make this 
statement with all honesty and fairness that on the big- 
gest part of our product we are not making one red cent 
and still you are making thirty, fifty, seventy-five per 
cent. 

I don’t know what we are going to do, but it is a 
question for all of you te think about that are now about 
to advance prices. And advances are going on and it is 
a very serious thing, gentlemen. I don’t know what you 
can do collectively. I don’t believe there is any authority, 
but as individuals to think about this condition and don’t 
let us blame too much the other side. If prices go up on 
mails or on any other commodities everything else goes 
up and the cost of labor goes up, the cost of production 
goes up and fiially we find ourselves in a balloon. I 
don’t know how to handle this question. 1 am only bring- 
ing it before you, just what is on my mind, and it must 
be on everybody’s mind, and I therefore consult you gen- 
tlemen, as far as all line is concerned, that as long as we 
are not going to advance prices for heaven’s sake be satis- 
fied with the profit. 

Now, many of you have this argument “Well, I have 
advanced my prices to stop selling, some people won’t 
buy.” That is a very fine argument if the market was 
low, but in a market like this you can’t stop people buy- 
ing. The higher you put the prices, the more they buy. 
And there is another argument. “I am doing less busi- 
ness and therefore my overhead increases.” 

It is all true, but, gentlemen, you have got to absorb 
part of your profits and as I feel and as the steel corpora- 
tion feels, if it is necessary and if all do the trick to 
forego all the profit for a year to come, it is money well 
spent, and I think that is what you gentlemen also ought 
to do. 

I will only say “Don’t crowd us too hard, have a little 
patience with us, don’t try to get orders on the books. We 
are not going to take another order from anybody. We 
are sending every order back now. Don’t think that is 
arbitrary, but, gentlemen it will take us four months, full 
operation, to execute the business on our books, and there- 
fore to put it on our books is not going to sort your 
stock up at all, so have patience. Of course, you have a 
difficult situation to contend with. We may as well talk 
about it. Some of our competitors are asking twenty- 
five cents more a head than we are. That makes it hard 
for you to know just what to do, and I don’t know how to 
advise you, but surely those jobbers that are depending 
on us and getting us supplied are not justified to raise 
their price on our competitors’ price because that is not 
the cost of the goods. That is going to make an uneven 
situation. It can’t help but do that. 

I know that some of you jobbers are saying “We put 
our price up because our competitors do.” That is also 
selfishness. Let’s forget making money for a while. 


Electrical Household Specialties in the Hardware Store 


AYMOND MARSH, secretary of the American Washing 

Machine Manufacturers’ Association, Chicago, told of the 
growing importance of electrical household specialties in the 
hardware field. He said: 


_At the very outset I ask you to note that present day condi- 
tions make “Electrical Household Specialties” a necessity—and 
not a luxury—in every one of the seven million homes wired 
for electricity. In addition, the remaining fifteen million homes 
in this country are now demanding household specialties, not 
electric, such as hand, water, gasolene-power washing machines, 
84s ironing machines for household use, etc. 

_ “The Electrical Household Specialties” industry is still in its 
infancy. Americans are noted for the ingenuity they have used 
to develop labor-saving devices and machinery; but, although 
leaders now in the development of household labor saving de- 
vices, their reputation in this respect is as nothing compared 
‘o what it will be five or ten years from now. 

The “Electrical Household Specialties” industry today includes 
the following articles: Electric Fans, Electric Heaters, electric 
Toasters, Electric Sad Irons, Electric Heating Pads, Electric 
Curling Irons, Electric Chafing Dishes, Electric Vacuum Clean- 
ers, Electric Lamps, Electric Washers, Electric Lanterns, Elec- 
tric Door Bells, Electric Grinding Machines, Electric Light Sock- 
ets, Electric Light Fittings. Electric Cigar Lighters. Electric 





Coffee Percolators, Electric Toys, Electric Portable Drills, Elee- 
tric Grinding Machines. : 

A glimpse of the size of the industry can be obtained from 
the following figures which are conservative: Number of homes 
wired, 8,000,000; increase in number wired, 250,000 to 300,000 
per year. Up to 1918 about 10,000,000 household electrie ap- 
pliances had been sold. From July, 1917, to July, 1918, about 
332,000 vacuum cleaners were sold. In 1918, 686,000 heating 
and cooking appliances were sold through electrical channels. 
In 1919, about 200,000 individual farm lighting plants will be 
sold. In 1919, there were 3000 manufacturers of electrical de- 
vices. Out of about 15,500 hardware dealers rated at over $5000 
in this country only about 2500, or 16%, are selling electrical 
household appliances. 

In the early days of the washing machine business the manu- 
facturers distributed a large proportion of their production 
through the hardware trade, jobber and dealer. The relation 
which was desveloped between the hardware dealer and jobber 
and the manufacturer was, and still is, equitable and profitable 
to all parties concerned. 

Better Get Busy 
URING the last several years, however, the proportion of 
the production of the washing machine industry distributed 


through the hardware trade, dealer or jobber, has declined and 
not increased. This is an unfortunate condition: and. vet, it 
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is a fact which you gentlemen should face and endeavor to rem- 
edy. If the manufacturers are at fault for this condition, they 
would like to know it. If the hardware trade is at fault, then, 
surely, you gentlemen would like to know it. 

The present demand for household labor saving devices, elec- 
tric or driven by other kinds of power is far in excess of supply. 
Numerous manufacturers of these devices have doubled their 
producing capacities and deliveries within the past year. They 
are using every intelligent, legitimate effort to increase produc- 
tion and they are getting results in spite of handicaps merely 
suggested by the phrases—labor problem, transportation diffi- 
culties, shortages of basic materials such as motors, wringers, 
polished and trimmed copper sheets, etc. In our industry alone 
we can show results in the way of increase of deliveries, by 
units and not money, of over 95%—comparing our deliveries by 
These are 
facts beyond dispute which show that the household specialty 
industry is a growing one which you gentlemen cannot and dare 
not neglect. 

Today, with all of the increase in production, the manufac- 
turers of household labor-saving devices are far behind in orders. 
The demand for these devices has just started. The hardware 
trade, to some extent, is cashing in on the demand today, but it 
must prepare itself to meet the demand of tomorrow and the 
conditions of tomorrow. 


What will the demand be tomorrow and what will the condi- 
tions be tomorrow? 


Sell Them New Devices 


VERY user of a hand, water or gasolene power household 

labor-saving device is an excellent prospect for an electric 
power device as soon as the home is wired. The rate at which 
homes in this country are being wired is remarkable. On this 
point I suggest that you get in touch with the Society for 
Electrical Development from which you will get figures which 
will astound you. Here is a perpetual motion proposition; and 
one on which you should plan to make money. You have already 
made money in selling the hand, water, gasolene power devices; 
now turn around and sell the same customer the electric power 
device. 

The women of this country are directing their energy toward 
the factory and the office and away from the household duties. 
“Uncle Sam” is urging increased production to reduce the cost 
of living. Women are doing more than their bit in this job to 
increase production; and as the scope of their work develops 
and broadens they will have less time to devote to household 
drudgery—and, under present conditions, drudgery is exactly the 
word to use in describing household work. These women are 
learning about machinery, production, labor-saving machinery, 
the planning of factory work—and they are fast losing their 
fear of machinery of any kind or description. 

Who or what will clean and iron the clothes, wash the dishes, 
clean the rugs, cook the meals, etc.? Household servants and 
washwomen are now so scarce, in a relative way, that they are 
demanding and getting fortunes for their services. The sky 
only is the limit by which they set their daily wage. The answer 
is—washing and ironing machines for household use, electric 
dish washers, vacuum cleaners, toasters, ranges, etc.—the whole 
series of electrical household specialties for use in the city and 
in farm homes by reason of individual farm lighting plants. 

The demand for those devices will greatly expand because we 
are not developing a servant class in this country. Unlike in 
England and in France, your wife or my wife cannot find a 
servant who is, or will be, proud of her job. 

Their hours of work and rates per hour may be standard- 
ized here as they have been in England and in France; but the 
fact remains that, in a relative way, good household servants 
are as scarce as hen’s teeth and that we are not developing a 
servant class in this country. Add to these facts the proposed 
restriction of immigration and you get but a glimpse of the pos- 
a of making money by distributing household labor-saving 

evices. 


Household servants are making it a condition that the home 
be furnished with labor-saving machinery if they are to stay. 
The housewife, if she has no servants, now realizes how much 
more of a necessity these labor-saving devices are. On the point 
of solving the problem of clean clothes for the family, she knows, 
only too well, that the most economical and the most sanitary 
way of getting clean clothes for the family is to have the wash- 
ing and ironing done in her own home. She has had all she 
wants of the public laundries. 


The war has done more to increase the use of household labor- 
saving devices than anything else could have done. 


Hardware Age 


What will be the conditions under which these household 
labor-saving devices will be sold? 


Opportunity Knocking 


‘THE jobber or the dealer handling most of these articles today 
is in a position tp pick and select -his customers. Demand 
exceeds supply. Deliveries, because of shortage of certain basic 
raw materials, in many cases, are slow and uncertain. The job. 
ber or the dealer who takes his discounts is getting the better 
service. He, in turn, selects the customer who takes the discount 
and who pays cash. The whole industry is being placed ona 
more solid basis and foundation. Plans for financing customers 
who purchase on deferred payment plans have been developed 
which will. adequately and properly protect both dealer and 
customer. Here is an industry with unlimited powers of expan- 
sion, with possibilities indescribable. Its product is an absolute 
essential under modern living conditions. Properly planned, the 
industry will develop on a most solid foundation. Manufactur- 
ers of automobiles now sell their product cash against documents, 
Why shouldn’t the manufacturers of these electrical household 
specialties do likewise? By so doing, they will develop for 
themselves a most responsible group of jobbers and dealers who 
can adequately cover their respective territories and who will 
make out of tneir distributive function real profits commensurate 
with the opportunities now open in this great field of industrial 
endeavor. 

Gentlemen, an opportunity is now knocking at your door. 
Properly welcomed and developed, it will make for you and your 
companies real profits far in excess of any you have ever 
dreamed could be made on the distribution of household ap. 
pliances. This distribution field is before you; it is open to all 
alike; it awaits your intensive cultivation. If you do not start 
to work on it, others will. Don’t wait too long. 


The Decimal System of 
Pricing Hardware 


HE straight from the shoulder address on “The Decimal 
System of Pricing,” by J. Fred Wright, of Sargent & Con- 
pany, New Haven, Conn., turned the attention of the delegates 
to a question that is receiving more and more serious considera- 
tion as the months pass. Mr. Wright referred repeatedly to 
the stand HARDWARE AGE has taken on this problem. He said: 


The editorial which appeared in a recent issue of HARDWARE 
AGE on “The Demical System in Quoting Prices” has brought 
to the attention of the whole hardware trade a subject which 
had previously been discussed, to some extent, in different 
branches of the industry. 

Since the editorial was printed we have talked and corre- 
sponded with a number of people, both in and out of the hard- 
ware business, about the proposed plan of discontinuing the use 
of “dozen” and “gross” in pricing and of adopting the single 
unit or one hundred as a basis for selling goods and have found 
that the advantages of the decimal system are quickly appreci- 
ated. The comments on the proposal have ranged from the state- 
ment that the change would be a “step forward in the right 
direction” to the enthusiastic approval of the idea as “the big- 
gest thing that has been offered for the benefit of the hardware 
trade” in many years. 

Just why we are pricing goods by the dozen and by the gross 
cannot be answered by the present generation of hardware mer- 
chants; the system has been handed down to us. From a study 
of a number of catalogues, covering many of the lines included 
in the generic term hardware, it appears that there is no Sys- 
tematic method of selecting the pricing unit. Some items are 
sold by the dozen and others, similar in character, by the gross. 
There are cases where one manufacturer uses “dozen” and 4 
competing manufacturer “gross” for the same line of goods. 
In at least one catalogue a group of articles is listed on one 
page by the dozen and on the following page by the piece, the 
only difference being in the grade of the goods. We find items 
catalogued and packed by the dozen but sold and billed by the 
gross. 

Such confusion is apt to cause errors and we can all recall 
that errors have occurred because of the differences in method 
just referred to. I remember very distinctly a mistake, in which 
I was concerned, that happened in my early days in the business. 
An order was received from a jobber in Denver calling for fifty 
of an article of considerable weight which was listed and sold 
by the dozen; the order was plainly written but it was a traP 
in which those who handled it were caught and the quantity, 
instead of being translated to 41/6 dozen was entered as fifty 
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dozen and filled to the extent of the stock on hand, which for- 
' tunately was not the entire quantity. We found when the cus- 


tomer had returned the surplus amount and we had figured the 
freight to Denver and back that the expense caused by the error 
was more than fifty dollars. 

This is not an uncommon mistake and, although the amount 
involved in each transaction 1s generally smaller, an investigation 
would show that in the aggregate there is a considerable loss 
due to such errors, which could be eliminated to a great extent, 
by the adoption of a more uniform method of listing and pricing. 

In the case referred to, the jobber ordered the goods from us 
his customer had ordered them from him, in exactly the 
quantity that was required for a particular purpose. This prac- 
tice is common; the user of our products states his requirements 
in the terms of his needs—he is not familiar with the systems 
of all manufacturers and when making up his specifications calls 
for the 500 articles he wants and not 41 2/3 dozen or 3 68/144 
gross, as the goods happen to be listed. The same rule applies 
to the small consumer who wants 1 or 2 or 8 or 15 of an article, 
not 1/12 or 1/6 or 2/3 or 11/4 dozen if sold by the dozen, or 
1/144, 2/144, 8/144 or 15/144 gross, if sold by the larger unit. 

A change in system would therefore bring into conformity 


the methods of manufacturers, distributors and users of hard- 
- ware which would tend toward the simplification of a business 


that necessarily has many complications. This feature as well 
as the probability of a reduction in the number of errors are 
reasons for the adoption of the decimal system, but another 
argument in its favor, which should strongly appeal to all of 
us, is the saving of time that the new system would permit. It 
is easier and takes less time to figure 500 at so much each or 
per hundred than 41 2/3 dozen or 3 68/144 gross at so much per 
dozen or per gross. It saves time in the smaller quantities to 
figure 8 at so much each or per hundred instead of 2/3 dozen 
or 8/144 gross. The advantages of the decimal system from 
the time-saving standpoint entitle it to the serious consideration 
of the whole hardware industry. 

The point might be raised that, even if its advantages were 
recognized, it would be difficult for the trade to adjust itself to 
such a decided ¢hange in method but, when we consider the 
many changes that were brought about during the war period 
through which we have just passed and their prompt acceptance 
by the trade, we realize that the proposed system of pricing 


' would be received as readily, and not only that, but it would be 





welcomed as an advance in business practice by all who are con- 
nected with the buying, pricing, billing, estimating and other 
accounting departments. . 

The labor of revising prices which the change would entail 
should not deter the members of this progressive industry from 
adopting it if the merits of the plan appeal to them. To para- 
phrase Mr. Simmon’s well known slogan, “The benefits of an 


Ackerman Speaks 


HE outstanding feature of the Thursday afternoon 

session, the meeting of the metal branch, at which 
Walter H. Dunlevy presided, was the address by Carl 
Ackerman, the famous newspaper correspondent, on the 
subject, “Labor’s Unrest.” Mr. Ackerman spoke in part 
as follows: 


I will report upon some of my observations and con- 
clusions following a long tour of the United States in- 
vestigating labor and industrial conditions. Previous to 
this tour I visited some 18 countries during the war as a 
correspondent, and I had an opportunity of coming in 
contact not only with the men who were leading those 
countries, but with the great mass of people, an oppor- 
tunity which I took advantage of to learn something 
about this difficult question of mass psychology. I was 
in Mexico and Russia the result of two revolutions. I 
saw in Germany and Austria and Hungary the beginning 
of another, and when I returned from Europe in 1917 and 
Wrote a book, stating my reasons why there would be a 
revolution in Germany those who had watched the de- 
velopments in those countries for 20 years or more said 

knew nothing about the conditions in Germany inasmuch 
as I had been there a short time, but I was in touch with 
that great middle class of that country as well as the 
Tesponsible officials, and when I saw that there was 
increasing disregard for all authority among a great many 
men, and when I saw also that the great mass of people 
had reached the point where they no longer had confi- 


dence in government or in their business heads, that -they 
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improvement in method remain and are appreciated long after 
the labor of making the change has been forgotten.” 

Reference was made in the HARDWARE AGE editorial to the 
practice of the governmental departments during the war of 
calling for bids on the basis of “each” and “per hundred,” a 
recognition of the decimal system by the progressive business 
men, among them leaders of our industry, who served at Wash- 
ington during those stirring months when we were all cooper- 
ating to meet the requirements of the government. 

Reference was also made to the adoption of the decimal sys- 
tem by the optical industry, a representative of which has stated 
that “it is the one system which fits in with modern manufac- 
turing and accounting practice, with all systems of mechanical 
tabulation and accounting, simplified methods of billing, and in- 
ventory work, and has everything in its favor.” In the rubber 
industry, the decimal system has been advocated and at least 
one manufacturer has adopted it in a catalogue recently issued. 
In the electrical field, the decimal system is used by the impor- 
tant Western Electric Company, whose representative reports 
that it meets with the favor of their trade. 

In the hardware industry there are some items, like Stove 
Bolts, Tire Bolts, Carriage Bolts, Coach Screws, Belt Hooks, etc., 
that are priced by the hundred, Furniture Nails and Cartridges 
are sold by the thousand, while a great many articles, including 
goods of all kinds, are listed by the piece. Steel Butts of the 
types in general use, although listed by the pair, are priced by 
the hundred pairs. Strap and T Hinges are also priced by the 
hundred pairs. The trade press just reports that the Stanley 
Rule & Level Company is now pricing hammers by the piece. 
Our own organization is greatly in favor of the decimal system 
and we have decided that, in our next catalogue on which we are 
now working, we will list by the piece or by the hundred all 
items now priced by the dozen or the gross except in those cases 
where the lines are such that it would not be wise for us to do 
so without similar action by other manufacturers of kindred 
goods. 

To bring about the general adoption of the new system, which 
would be desirable, requires concerted action on the part of the 
entire trade. There is a natural hesitancy on the part of the 
manufacturers to make such a radical change in the established 
trade practices, although in their case, the advantages in mer- 
chandising would be supplemented by the greater advantages in 
factory accounting, without an expression from the trade at 
— showing that the new method would be generally accept- 
able. 

It would therefore be desirable for the National Hardware 
Association to give careful consideration to the subject and, if 
the proposed plan meets with favor, to indicate by resolution such 
approval and to urge that the trade generally adopt the decimal 
system of pricing. 


on Labor’s Unrest 


were becoming passive followers of men who were out 
to bring about a revolution. 

In Europe I was impressed very much by this thought, 
that unless as a result of the reactions of the war there 
is a revolution of opinion, there will be a revolution of 
action. When I returned to this country from Japan in 
February, I landed in Seattle in the middle of the gen- 
eral strike. I traveled across the continent with the 47 
agitators who were arrested there by the Department 
of Commerce and Labor, and early in August I started 
on a tour which took me to 20 states to investigate the 
causes of strikes and industrial unrest, and two weeks 
or so ago I left Pittsburgh after spending some days 
there, observing the activities of William S. Foster and 
the radicals who were leading the strike in this country. 

Today there is not only a very wide spread industrial 
unrest and social discontent in this country which is 
caused by many thing, but chiefly among them is the 
reaction from the war, but there is an active minority of 
men ceaselessly working to bring about a revolution in 
industry and government. Beginning with the general 
strike in Seattle in February, the general strike senti- 
ment has been spreading throughout the United States 
until today we find, according to announcements from 
Washington, that there are 65 authorized strikes in the 
United States today. 

You know that the object of the general strike in 
Seattle was to establish a Soviet government. You know 
that the two leaders were James Duncan, a vice-president 
of the American Federation of Labor and an official of 
the State Federation of Labor of the State of Washing- 
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ton, and a foreigner who adopted the name Green. These 
two men were able to tie up the city of Seattle for two 
days and only through the energetic action of the mayor 
and the backing of the business interests of that city 
and the moral support of the people, were they able to 
defeat the strike and drive Green and the chief leaders out 
of Seattle. A few months later we find the radicals 
working from Detroit in to Canada, and for 10 days this 
spring the Bolshevists controlled the city of Winnipeg 
and planned a campaign which was ultimately to take 
control of three or four states in the northwest. On 
May lst there was a demonstration in Detroit, so I was 
told by the chief of police, of some 15,000 foreigners 
who were sympathetic toward the Soviet ideal. 

Gradually these strikes have been developing until 
we reach the situation in Pittsburgh in September when 
a strike was called in the steel industry. Some of you 
men may be familiar with the twelve demands which 
Mr. Foster and Mr. Fitzpatrick intended to present to 
Judge Gary. If you will remember these demands you 
will see that if they had been granted the control of the 
United States Steel Corporation would automatically have 
left the hands of the board of directors and been placed 
in the hands of Mr. Foster and Mr. Fitzpatrick. 


Ask Mr. Foster 


OW, Mr. Foster claims that he is no longer a syn- 

dicalist, saying that he had reformed since he wrote 
his book on syndicalism, but look into the situation in 
Pittsburgh and you will find that among Foster’s chief 
supporters was one Jacob Margolis, and an anarchist at- 
torney of that city, and some twenty alien Russians whose 
deportation will be ordered by the United States Depart- 
or educational literature circulated among the strikers 
by those who were directing the strike, only three docu- 
ments sanctioned by it and scores of pamphlets printed 
in the Chicago office of t'e I. W. W. and in the printing 
houses in New York, subsequent to this organization. 

Margolis is an intimate friend of Vincent St. John. 
Vincent St. John is the former secretary general of the 
I. W. W. who gave Mr. Foster his credentials to the 
Budapest convention in 1911. Mr. Foster claims that he 
has broken away from the I. W. W., but in July and 
August of this year Mr. St. John appeared in Pittsburgh 
and conferred with Mr. Foster on the possibilities of the 
coming steel strike. 

In some of these mill towns there are men who are 
on the payroll of Mr. Foster as organizers who have 
openly stated to the foreigners that the steel strike may 
set the beginning of a revolution in this country. Now, 
there are a great many facts regarding that steel strike 
which have not been published yet and which can not 
be published until those responsible for gathering them 
will give their assent, but this much is certain, that 
Mr. Foster intended to make this steel strike the be- 
ginning of a general strike in this country if he could, 
but if he could not, it would be a test of strength between 
the radicals and the A. F. of L. and the conservative 
leaders. 

The Steel Strike 


OW the strike in the Pittsburgh district is practically 

ended. I was told before I left New York this 
morning that they are running as many mills as they 
can and in some of the mills they have had to turn away 
workers because they had a surplus of labor. But, as 
hopeful as that is, it is not the end to the activities of 
Mr. Foster, nor is it the end of those who seek to use 
the strike weapon to establish a Soviet government in 
this country or to turn over industry. Down on the 
police rolls of the city of Seattle there are the names 
of 9,500 members of the I. W. W. and other Bolshevik 
organizations whose dues are 50 cents a month, and that 
this organization has over $5,000 a month to spend on 
revolutionary propaganda in one American city. The 
chief of police of Detroit told me not very long ago that 
there were three American women in that city financing 
the I. W. W. organization there. In Pittsburgh every 
time an I. W. W. agitator is arrested or an alien charged 
with any offense against the government or against in- 
dustry, Mr. Margolis, who is something of a wealthy 
anarchist. immediately appears in defense of these men 
and supplies the bail necessary to get them out of jail. 
Mr. Margolis today has $20,000 worth of liberty bonds 
deposited in the United States Emigration Bureau there 
as bail or bond for 20 aliens who are self-confessed an- 


Hardware Age 


archists, whose cases have appeared before the Washing- 
ton authorities. kvery one of these men has been or. 
dered deported, but because Congress in the last ap- 
propriation bill retused to give the Department of Labor 
the necessary funds to deport these men, these 20 aliens 
are preaching the overthrow of government to the for- 
eigners in the Pittsburgh mills district. 


Now, there are not only these 20 in Pittsburgh, there 
are 300 aliens anarchists in this country whose deporta- 
tion has been ordered by the United States Government, 
but who are at liberty on bail because Congress refused 
to give the Department of Labor sufficient sums to send 
these men out of this country. 

In the city of New York, there is a bureau directed 
by the so-called ambassador of the Soviet republic of 
Russia. So far as I understand, nothing can be proved 
to show that this Bureau has been active in Soviet prop- 
aganda in this country, but I am told on good authority 
that their deposits range from $5,000 to $8,000 a day 
and every cent of that money is spent on propaganda, 
The Soviet Mission in New York is in constant communi- 
cation with Moscow through reports smuggled into this 
country by sailors on merchant vessels. There are 350 
newspapers in this country sympathetic with the Soviet 
government of Russia and preaching the doctrines of 
Bolshevism openly in their columns. 

Now we wonder why there is unrest and discontent 
in the United States. One must make a distinction, of 
course, between the American worker and the foreigner, 
The foreigners have come to this country, we have ac- 
cepted their labor, but we have done practically nothing 
to Americanize them. We have Little Polands and Little 
Russias and Little Italys and Little Germanys and Little 
Irelands of aliens all over the nation. These people speak 
their own language, have their own newspapers and have 
no means of coming into contact with the American 
workers or the American employer. These people have 
read in their newspapers, which is the only newspapers 
they read, they have heard from their fellow citizens 
in this country who are the only ones they can talk to, 
that in Russia the proletariat have established a won- 
derful proletariat government. They know nothing of 
the other side, they can’t read our American newspapers 
or magazines, and as a ruslt of this one-sided information 
they believe that the dream and hope of the workingmen 
of the world is being realized in Russia and they want 
to bring it about in this country. 

The American worker is not a revolutionist. The 
American worker is dissatisfied, he is dissatisfied with 
industry and he is criticizing the government, but the 
American workers are the great mass of people in this 
country, they are the backbone of the nation and if it 
were not for the fact that this great majority was being 
infected with the Bolshevists’ idea, we might say that 
there is no danger facing this country. 


The American Worker 


UT what do we find among the American workers? 

I have found in the states where I have been that 
it is not necessarily the high cost of living that makes 
the American man dissatisfied, but it is this. For years 
the American worker has been but a small cog in a great 
industry. He has been working for his wages. If it 
has been a living wage or if he has been able to own 
his own home as many thousand of them have, they 
have been satisfied and contented to a great degree, but 
during the war, both the leaders of government and the 
leaders of business, in all their public pronouncements, 
satisfied to the laboring man or to the worker. “This 
war is going to bring about great changes and great 
improvements,” they said. Also, “This is the day where 
the people rule.’ They emphasized not only the im- 
portance of the support of this mass of workers, but 
the power of that mass. And during the war these men 
got better wages and raised their standards of living and 
incidentally in their own minds they began to discuss 
this question of peoples’ rights, the rights of the indi- 
vidual and the rights of the employes of a great con- 
cern. 

They are still debating that question, but I believe 
that the mass of them have come to something like this 
conclusion, all thoughts only tentative, that what they 
want is not something that is going to destroy industry 
or destroy government, but they want cooperation, they 
want not only a larger share in profits, they want 4 
larger. share in the responsibility of management. I 40 
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not believe that the American worker wants anything else 
in the world than those two things. 


The Minority Leads 


E have come to the point in this country where 

one or the other faction of Americans must win 
that great mass of people. You know the men who lead 
a country through those wonderful mazes of progress are 
usually business leaders. It is always a munority that 
leads, a majority never leads. 

The majority of people in this country can’t lead any- 
thing, they can only follow or support. Today, it seems 
to me, there are two minorities working for control or 
for the support of the majority of the people in this 
country. ‘There is one minority of radicals of labor. 
These are the men of the type of Foster and St. John 
and Dunning, Fitzpatrick, and many others who know 
that they can never bring about a change in in- 
dustry or in government unless they have either the 
passive support of the majority or the indifference of the 
majority. For months they have been campaigning in 
this country and spending thousands of dollars upon 
propaganda and to win the American worker. They 
have got the foreigners, 90 per cent of them, with them, 
but they have not yet got the American man. 

The other minority that leads is the minority of busi- 
ness men, of business executives, of employers, but 
what have the employers of the United States done since 
the armistice was signed to win the American worker? 
I have traveled through the United States and I could 
almost count upon my two hands the number of in- 
stances where I found employers who were out to win 
the men in their own plants or to help win the men in 
the United States. 

Some people say that it is impossible for the manu- 
facturers or employes to do anything, but you know of 
instances, as I do, where progressive employers have 
solved the labor problems in their own plants and where 
they have no such thing as an industrial disturbance or 
a strike. I could cite the Multigraph Company of Cleve- 
land as one instance. I could cite the Willard Storage 
Battery Company of the same city as another. Proctor 
and Gamble as a third; Hart, Shaffner and Marx as a 
fourth; Gates Rubber Company of Denver as a fifth; and 
many others. Now what has happened in those con- 
cerns. With the soapbox orator appearing on the out- 
skirts of those plants as regularly as he has knocked 
at the doors of any other industry in this country, he 
has tried to convince the employes in those concerns, but 
while he was busy the employer went out among his 
own men and he asked them in one or two plants to 
form shop committees, or factory congresses or factory 
senates. In some plants they have gone so far as to 
give the employes practically unlimited control over 
hours of work, working conditions and wages. I would 
not advocate that for all business because, although I 
am only a newspaper man I know that one can’t pick out 
instances and say, “Now this should be adopted by every 
employer in the country,” but I can show how in a rubber 
company, in a hardware company, in a soap manufactur- 
ing company, and in other plants, they have permitted 
the employes to organize among themselves and the em- 
ployers have found great advantages, not only in a great 
cooperation from the epmloyees and in increased pro- 
duction. 

I recall one concern which sent a questionnaire out 
among its emploves and asked the employes to name the 
men who owned the company. They asked them to define 
dividend and interest. They asked them to state how 
much money they thought the company made on its 
products, how much they thought it cost for raw mate- 
rial, how much it cost to ship, how much it cost to 
maintain an office force. You would be astonished at 
those anewers, Why those men knew practically nothing 
about those fundamental questions of business, because 
the employer had never thoucht it was to his advantage 
to explain some of those things to those men, althouch 
men on the street corner who were trvine to oreanize 
themselves, men were telline them that the employers 
were makine from $10 to $100 a dav off each man’s 
work, and they believed it because they did not know 
the emplover’s side. : 

This problem of industry is, of course, a matter of 
concern for the whole nation. The nation is vrobably 


wy the best it can in Washington throuch this indus- 
ra 
all 


conference to find a common ground upon which 
Americans ean stand during this period of recon- 
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struction, but, gentlemen, the future of America lies in 
the hands of that minority of men which wins the cooper- 
ation of the American worker. If the business men of 
this country sit idly by while the radicals, through their 
great organization in this country, continue their propa- 
ganda and win the American worker, there will be a gen- 
eral strike and a revolution in the United States just as 
sure as you and I are in Atlantic City today. 


The Climax Due 


ONDITIONS in this country, as you can see your- 

selves from the press reports, are rapidly reaching a 
complication and climax. Yesterday there were 220,000 
men and women striking in the city of New York alone. 
I estimated two weeks ago from reports which I gathered 
from a number of newspapers that there were a million 
men and women on strike in the United States. Accord- 
ing to statements from Washington there are 65 un- 
authorized strikes. Now the tendency among laborers 
is to strike irrespective of the wishes of the leaders. 
Throughout the country there is developing a gradualh 
disregard for all authority and government, religious or 
business. Was not that demonstrated in Boston when 
the police went on a strike and the whole fabric of that 
city collapsed until the troops were brought in to main- 
tain authority? Was not that proven in Gary where 
federal troops are still parading the streets? Was not 
that true in Chicago during the stockyards trouble when 
they had to call in federal troops and mounted police 
to maintain order? Gentlemen, it is useless to paint a 
black picture of conditions unless it will serve one pur- 
pose, and that is the purpose of arousing business men 
to the fact that they must lead if this country is to be 
led out of this crisis, and also if it will not arouse the 
American people to the seriousness of the situation. 

Where there is indifference or ignorance and where 
the business men and the business interests refuse to 
take the leadership the radicafs can lead, and they will 
lead. 

The American worker, to my mind, is out for what he 
considers to be a new fair deal. Outside of that there 
is nothing that he wants, but if, as has been done in 
Pittsburg, the employers are going to take away the 
rights of free speech and free assembling from men, 
if you are going to refuse to listen to men who want to 
explain their ideas, there is a steam roller of sentiment 
which will roll over those men who stand in its way. I 
am neither pessimistic nor am I gravely concerned by 
this condition, because wherever I have met businuess 
men who realized that the leadership during this period 
of reconstruction was either in their hands or in the 
radical leaders, that those men got together and went 
out and led. ‘ 

The men who made this nation a great nation and 
who built all our industries and businesses are not fail- 
ures. If they were there would be no hope for this coun- 
try, but men who made this nation great are not going 
to run away like the men who tried to make Russia great 
or Germany great, and leave the nation in the hands of 
those who want to destroy it in order to rebuild it. You 
and I and all of us are going to stay in this country and 
work together to solve this problem, because American’s 
greatness have and will be built upon the principle of 
recognizing the rights of others as well as our own rights. 
We are going to have difficult times. Those are perhaps 
unavoidable in some of our big cities, but that there 
should ever be a_ revolution of action in this country 
seems absurd at this time because within recent months 
two things have happened, the public has become aroused 
to the danger and the businessmen are beginning to 
realize that 1f they lead they win the American worker. 


This complete story of the big 
Atlantic City Conventions is 
continued on page 267 of this 


issue. 
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EvENSON, 


With Whiton Hardware Co., Seattle 


The Miners Supply Company did business in Dead 
Dog, which was a mining camp “fifty miles from 
anywhere” and sixty-eight miles from any railroad. Forty- 
one miles of these sixty-eight lay along a creek which fell 
while I climbed, and on the other twenty-seven miles I 
fell while the creek fell also, clear into Dead Dog. 
Forty-one miles straight up over the mountain and 
twenty-seven down the other side. I would be willing to 
add a cipher to each figure if compelled to “stage it” into 
Dead Dog. Human freight and other freight was taken 
in together at the alarming rate of two miles per hour. 
I’ll try anything once, and once was enough for me on the 
stage for Dead Dog. After that I bought saddle horses 
and instead of two days and one night, I rode it in the one 
night. The reason I rode it in one night was, the “Cootie 
Inn,” at the railroad end of the trip, had too many guests, 
though the hotel at Dead Dog was all one could ask for. 
There were other advantages in riding a good saddle 
horse across this mountain. One was you could shorten 
the distance by Indian trails, but that is not the real ad 
vantage. After an all-night ride from the railway end 
peach blossoms through snow “over the top” and again 
to peach blossoms, you always arrived at Dead Dog on 
time, early next morning, ready for a hard day’s work. 
Then the next night you never got the blind staggers from 
the bright lights, for Dead Dog was “lit up” in more ways 
than one. I could—TI had to—go to sleep. 


S APLEY was buyer for the Miners Supply Company. 


Six Foot and Twenty-six 


UT let’s go back to Sapley and the Miners Supply Com- 
pany. Sapley was six foot twenty-six, wore a hickory 
shirt and miner’s boots. He wore a good-sized diamond, 
sported a mustache, and looked the part of a real buyer. 
I sold him the first time I called, a nice, comfortable order, 
and then something happened. I called there regularly 


for one whole year without ever scratching an order book. 
When I went into the house the first of the year I went 
to my sales manager. Now I had always wondered “why 
is a sales manager?” except to speed up the salesman for 
more orders. But God bless this one. Gurty, for such 
was his name, was short shift for the boys. He met them 
all on common ground and when you got through your 
interview you wondered how a man could say so much in 
so few words. He was double distilled lightning raised 
to the Nth power and he hit on all twelve all the time. 

I wanted to see Gurty about the Miners Supply Com- 
pany. I wanted to apologize to him for my inability to 
get their business and then leave the matter and save 
myself the trouble of becoming a “night rider.” I got to 
see Gurty very comfortably and I opened the matter by 
saying: “Mr. Gurty, I can’t sell the Miners Supply Com- 
pany at Dead Dog.” Quick as a flash it came, “Who is 
selling them?” I replied, “Why, Billie Bottletop.” 

“Well, who is he?” flashed Gurty. 

“Why,” I replied, “he’s the salesman for the Rival Hard- 
ware Company.” 

Gurty saw plainly that his words hadn’t oozed through 
and into my brain, for he again flashed, “Aw, gwan, Ed, 
you don’t know who he is; you find out who is Billie Bot- 
tletop and then come and see me, that is, come and see me 
if you have to, but be sure you have to.” 

I cussed Gurty all the way back to Spokane and for 4 
week after. Then my brain began to function. “Who is 
Billie Bottletop?” This question got on my mind. Finally 
I concluded that Mr. Gurty had asked that question to 
help me help myself and the house. Next I concluded that 
I did not know the answer. True, I knew Billie when I 
saw him, knew how he looked, could describe him to the 
police if need be, and I should have liked to, too, for then 
I could get him out of the way. Out of the way. Was it 
possible? I decided to try. First I must learn who he is. 
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Not by association with him. I had another and better 
plan. I had caught Mr. Gurty’s gleam. 


Hard Stuff and Hardware 


y three months I had found the answer to “who is Billie 
sottletop.” Here he is. 

He sold Al Alvine, who liked his Three Star Hennessey 
and who had a nose for hard drinks as well as for the 
hardware, provided I would buy them—the hard drinks. 
I bought one drink and Al bought one hardware. I quit 
then, for I had what I wanted and Al had a part of what 
he wanted. In a short time I had the rest. 

Out of thirty-seven prospects on the route where Billie 
Bottletop and I competed, Billie had seven of them pretty 
hard and fast and it was hard to horn in, and they were 
all like Al Alwine. With this information in my head I 
rode into Dead Dog, arriving there as usual, in the early 
morning, and contrary to previous custom, I went to bed 
and slept until 4 p. m. I arrived at the Miners Supply 
Company at 6 p. m. and approached my “meat”—for I 
had decided three months before that I’d “get” Sapley or 
he would “get me.” Sapley put me off with, “Not a thing 
to-day, we’re full up, and besides I’m going to supper.” 

I made it a particular point at this moment to have in 
my hand and to jingle jauntily and ostentatiously five gold 
twenties before Sapley. Sapley saw them and his mouth 
dribbled. His eye stuck to them. He couldn’t get his eyes 
off of them as I shuffled them in my fingers like a gambler 
shuffling poker chips. I asked him if he ever took a drink 
and he brightened and softened and purred. Would he 
take a drink? I should kiss a pig. He’d take anything 
that wasn’t nailed down. We went across to the “White 
Palace” where they had everything some people might 
want. Booze, restaurant, dance hall, gambling hall, paint- 
ed women, music, etc., ad lib ad naseum. All under one 
roof. 


Quick Action 


E was there with bells on, so were my five twenties. 
Everybody, girls and all, called him Sam, Sam Sap- 
ley. When we arrived at the sign of the white apron and 
brass rail Sapley said he’d take “Mum’s Extract Dry.” This 
at ten a throw. Ten iron men went across the bar and 
disappeared into the cash till just as the last of Sapley’s 
glassful gargled. I said “Have another” and jingled the 
four remaining twenties. Sapley said, “Don’t care if I 
do,” but just as the barkeep was about to cut the wires 
that held the cork, Sapley stopped him, and taking the 
bottle in his hand, said to me, “If you don’t mind I’ll take 
this along and have it with my dinner.” 
A “lady,” who was known as “Lou,” came up, ready 
for the evening’s parade and tried to horn in, but there 





IME—July, 1898, 3 p. m., on a Tuesday. 
T Location—No. 168 Church street, New York City 
Neal & Brinker, a small hardware store with about 
$3000 worth of assorted stock. Size of store, 25x 40 ft. 
deep with basement. 
Personnel—E. B. Brinker—office man and other things; 
one porter, one boy and I, who have sold hardware and 











“Tt would cost him money if he didn’t come” 


were limits to my temporary degradation. Sapley slipped 
the bottle into his overcoat pocket. As we went out of the 
door I slipped him a twenty and asked him if he would 
come down that evening. He said yes, and he did. I met 
him at eight and we went at it. My all day’s sleep had him 
at a disadvantage without the “Mumms.” He bought like 
a crazy man. Like a wholesaler on a drunk. One gross 
each 12-14-16 plain horse rasps, one gross each 12-14-16 
tanged horse rasps, nine cases alarm clocks, 50 to each 
case, etc. Well, when I arived at my hotel that evening 
at eleven I counted up and the order ran into four big fig- 
ures. 

At 11:45 I called up the owner of the Miners Supply 
Company and asked him to put his night shirt into his 
pants and come to the hotel. He demurred, but when I 
told him that it would cost him several hundred dollars 
if he didn’t and several dollars less if he did, he came. I 
showed him the signed order, told him how much it cost 
me and how I had gotten it. He gladly refunded the forty, 
trimmed up the order to his real needs, and I sold the 
Miners Supply Company ever after. Sapley—the last I 
saw of him he was a mule skinner in a freighting outfit. 


Clinching an Old-Time War Sale 


The Story 


y B. B. NEAL, 


of my Best Sale 


' York City 


tools since I was seventeen years of age and learned a few 
things. 

The telephone rings; Neal answers, and the following 
conversation ensues. 

Question: “Who is this?” 

Answer: “Neal, of Neal & Brinker, hardware mer- 
chants.” 





“A big envelope confirming the order was there” 


Question: “This is Major Knight, War Department, 
Fort Totten, Willetts Point. Can you ship this week 1000 
dozen Ames D Handle Round Point Shovels, 1000 dozen 
Eyeless Picks, 7 lbs. each; 1000 dozen Handles for the 
above Picks; 1000 dozen Crowbars, 6 ft.?” 

Answer: Neal, after hesitation. “Yes, sir.” 

Major: “Do you know what you are talking about? 
Have asked many of the big dealers in New York, who 
said they are going to let me know and all that sort of 
stuff.” 

Neal: (A little nettled.) “I said we could do it and 
we will do it if we have the opportunity.” 

Major: “Give me your prices.” 

Neal: Gives the prices and they were not too low, con- 
sidering the service. 

Major: “Enter the order. Confirming will be mailed 
to you tonight. If you fall down on delivery order will be 
considered as cancelled. Good-bye.” 

Results: I was not positive that the above really meant 
anything, as our friends sometimes played jokes on us, 





numerous sales that would come under the heading 
of “High Grade Sales,” but there is always one that 
stands pre-eminent above every other sale that you have 


ELLING merchandise for many years one can recall 


placed on your record. 

How well I remember, it was in the spring of 1912, I 
left Montana to specialize on stove and malleable ranges. 
After preparing myself to start out, the boss called me 
into his office and informed me that he had decided to 
assign me a territory in Illinois, which he considered the 
hardest territory on his map. 

I departed for the battlefield and reached my destina- 
tion on Decoration day. Coming from the mountain 


regions of Montana, where the spring weather is extreme- 
ly cool, and getting into the mid-summer weather of 
Illinois, the change was rather too much for me. The 


Hardware Age 


so did nothing that day. Next morning I was up to the 
post office at 7 o’clock and received our limited mail and 
a big official envelope and the confirming order was there, 
Then to get busy. 

With the above assistance and confidence of Underhill, 
Clinch & Co., who got busy on the telephone, we had 
Ames’ factory at North Easton agree to ship that day the 
shovels. Wiebusch & Hilger, Ltd., did the same thing with 
the eyeless picks and handles, and Atha Tool @o., located 
at Newark, N. J., did the same with the crowbars. 

The goods commenced to reach New York Friday after- 
noon and the entire order was delivered to Pier 3, East 
River, New York City, Saturday night at 11 o’clock. 

Later on I discovered that my very good friend, John P. 
Cotchett, then associated with John H. Graham & Co., was 
the officer in charge of receiving the goods at the pier, as 
he was a member of the 13th Regiment of New York City 
Militia. 

The report was that everything was absolutely O. K. 
with the exception of the shortage of 4 crowbars. 

Inside of one week the major sent us a check with a 
most complimentary letter and stated that we had said 
“Yes” when others had said they would let him know. 

We promptly discounted our bills with our friends who 
had confidence in us and I think that this was one of the 
many clean, clear-cut sales that I have made in my varied 
career. 

Now for the analysis. The Major was not positive as 
to the brands of the tools and I had to think quick to 
suggest makes that were in our immediate neighborhood, 
as of course we had no stock. 

The ability to say “yes” and the knowledge of the goods 
and prices in hand. If salesmen would only appreciate 
these vital points they would get better results. The only 
regret that I had was the fact that there was not time 
enough to parade these goods with proper signs down 
Broadway. This was an emergency order during the 
Spanish-American War. 

You must not forget that the entire order was a won- 
derfully big one in those days and not so small today, as 
at present prices it would have netted about $40,000. Our 
capacity was limited, but I had the nerve to say “yes” 
with the knowledge and connections to make good, which 
I did. 


Persistency Wona Range Agency 


The Story of My Best Sale 


By M. M. GEBOSKI, 
With A. M. Holter Hardware Co., Helena, Mont. 


first two weeks on the territory I was so completely 
knocked off my feet I hardly knew whether I was on foot 
or horseback. Later I discovered that I had what is com- 
monly known as “walking typhoid.” Then, too, it did not 
take me very long to discover that Illinois was the hotbed 
of the keenest kind of stove competition and that I really 
was up against a tough proposition. I never before 
realized there were so many stove manufacturers in the 
world. There were stoves of every kind and description 
on dealers’ floors, each representing a factory or foundry 
of which I had never before heard, and I thought I knew 
them all, or nearly all. 

After carefully laying out my campaign I began to 
solicit business, but I soon found out that I was too late 
for any spring business and practically all of the fal! busi- 
ness had been booked. I came in contact with a good 
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“Tllinois was a hot-bed of 


stove competition” 


many hardware merchants and keen stove buyers and the 
majority of them were willing to give me an interview and 
look at my line. When introducing a new line, you are 
usually able to get the “up to the minute” buyer to look 
over your line, but with me, in nearly every case, the buyer 
would say, “Well, sir, I believe you have a very good line, 
but I have already purchased everything that I will need 
for fall, but maybe I can do some business with you on 
your next trip.” 


Never Reship a Sample Range 


G TTING some business on my next trip was not 

“bringing home the bacon” now. I began to study the 
situation and decided if I were going to meet with any 
success at all the obvious thing to do would be to feature 
my malleable ranges. I figured if I had a sample range 
with me, I felt satisfied that I could land some business, 
so I wired my house to ship me a sample to a certain town, 
and, while it was in transit I would make surrounding 
towns, and to each of the towns that looked promising I 
would wire the house to ship me a range. In that way I 
would have a demonstrator range in every town ahead of 
me. This was very slow work, I will admit, yet I was 
satisfied that it was my only salvation to establish new 
agencies, 

My first real test came in a little town on the Rock 
Island. I had had a range shipped to me there. I arrived 
one hot morning, and upon inquiring of the depot agent 
if he had a range for me, was informed that the same had 
been unloaded that very morning. I proceeded to see my 
hardware man and told him I had a range at the freight 
house and that I would have it set up by noon, and that 
when I got it ready I would like to show him a brand new 
up-to-date model. He said he would not be interested, as 
he handled the best, and besides, he had contracted for all 
of his fall requirements. Thereupon I explained to him 
that I was introducing a very high-grade malleable range 
and, while it was true that he handled a good make and 
was satisfied with his ranges, still I was very anxious for 
him to see what I had in store for him at the freight ware- 
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house. I informed him I could show him the cut of the 
range in my catalog, but it did not do the range justice. 
The range [ had with me was factory run and not a spe- 
cially designed salesman’s model. He finally gave in and 
said, “Well, when you get it all set up, you let me know 
and I will come down and look it over.” After lunch, the 
range being set up, I went to get my man. I was quite 
sure the least I could do with him would be to sell him 
the sample. My idea was never to reship a range. Be- 
sides, I already had another awaiting me in my next town. 
The result was, after seeing the sample range set up, he 
bought it and gave me an order for two more for fall 
delivery. 

Being thus encouraged, I went right ahead with this kind 
of work, and I must say that I never had to reship a 
single stove. 

This went on for a few weeks until I reached a town in 
the northern part of Illinois with three hardware stores 
handling stoves. I went over to my first man and told him 
I had a range at the freight house and would have it ready 
in the hotel sample room that afternoon and I insisted 
that every hardware man in the town see it. He gave me 
a fairly good nibble, but he was not exactly the man I 
wanted, yet I would gladly have put my money on him 
for place. He asked me to bring the range over to his 
store, but I made an excuse that it being Saturday and, he 
being short of help, I did not wish to bother him, but 
stated I would gladly show him the range Sunday morning 
at the hotel sample room. I made an appointment with 
him and he kept it to the minute. I did not close any deal 
with him, as I was very anxious to land the best dealer in 
the town. I went over to see Frank—who was the best 
bet in that town. He treated me with every courtesy, but 
said there was nothing doing on the ranges, as he had 
two of the best known malleables on the market and in- 
formed me I could see them on his floor. I agreed with 
him that he did carry two standard makes of ranges, but 
nevertheless, I would like to show him my range. He 
stated there would be no use in his looking at my sample 
as he would not think of changing his line, but finally gave 
in and assured me he would come over to the sample room 
Monday morning. 


Never Say Die 


ONDAY morning I went over to the store and got him 
and took him over to the sample room. There stood 
the range looking like a million dollars. I tore into that 
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range from the top of the warming closet to the bottom of 
the base, calling his attention to the construction, the top 
of the flues, the walls, the hot blast firebox, the oven, the 
satin nickle trimming, and every other feature of the 
range, and when I got through I invited him to ask ques- 
tions, to go over the entire range and compare every fea- 
ture with the two that he was carrying. He accepted my 
invitation and, I want to say, I never in all my experience 
ran up against a merchant that knew the stove business 
like this man did. He not only knew his own ranges, but 
knew his competitor’s line. He has forgotten more about 
the stove business than I ever knew, but I felt secure 
in the fact that he did not know my range as well as I did. 
He said to me, “Young man, you have a very good range 
and it looks pretty good, but you haven’t very much on 
the lines *I carry and, as I am all bought up, I wouldn’t 
buy a single range,” and he left me. That afternoon he 
went to the country and I went over to his store and 
looked over his ranges. They looked dusty and the nickle 
was dull, and the thought struck me if I could only get 
my range on his floor and set it between the two makes 
he was selling, what a contrast I could display. I im- 
mediately started to carry out the thought. 

I had a drayman take the range from the sample room 
to the store. That evening when my man returned I was 
awaiting him at his place of business. 





O a salesman who has been long in the harness to 
write of his best sale, as a rule, means simply telling 
of any one sale that he happens to recall to mind 

that stands out from the others either as a large one or 

a sale that has been remembered by the lesson that it has 

taught. 

We as salesman often look only at one side of the 
game, when in reality we should always take a look at it 
from the firm’s point of view and remember that simply 
selling a bill does not end the transaction. 

One sale in particular stands out in my memory be- 
cause it has a moral to it. 

I was a youngster in the game, in fact, was traveling’ 
for my father, who in turn represented one of the large 
factories. He was trying to break me in as a salesman, 
and had come to San Francisco with me, had taken me 
around and introduced me to the trade he wanted me 
to call on, and to make it good and safe had given me a 
list of my customers. After giving me plenty of good 
fatherly advice he left for Seattle, expecting to be gone 
for about a month. My work was to call religiously on 
the list of customers. 

I think it was about the fourth day after he left, I was 
wandering down one of the side streets, I saw quite a good- 
sized bazaar filled with tinware, graniteware, ete. As that 
was my line it suddenly dawned on me that the old man 
was not getting all the trade he should, for here was a 
big place not on the list. We will call them Cohen & Co. 

I walked in and asked for the proprietor. Cohen him- 
self was the one I met. I told him my name and presented 
my business card all according to Hoyle. He immediately 
invited me into his office, asked me to sit down, offered me 
a cigar, and told me that he used more graniteware than 
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By this time I was calling him by his first name. I said, 
“Frank, I cannot get out of town until tomorrow and, as 
I had plenty of time this afternoon, I brought my sample 
to your store and I now have it on your floor between your 
two ranges. At your leisure, look the three stoves over. | 
did this so you will have your comparison at hand. Go 
over every inch of all of three and I will promise not to 
interfere, as we went through the range very thoroughly 
this morning; also show it to your wife and I will allow 
you and your Mrs. to be the judges.” He said, “Lad, you 
surely will make good selling ranges, as you are sure some 
sticker.” I answered, “Frank, a good agency is worth 
fighting for,” and I left him for about an hour. 

When I returned to the store, I could see him and his 
wife going over my range, comparing every feature with 
his ranges, and, from the remarks his wife would make, I 
felt that she and I were friends for life. At 11 o’clock 
that night he took me to his office, handed me a good nickel 
cigar, and told me to make myself at home as he was 
about to do a little typewriting. Prior to this time I had 
no conception as to what progress I had made, so you can 
imagine my great surprise and delight when, after writing 
for a few minutes, he turned to me and handed me an 
order for seven of my ranges, stating as he did so that he 
had cancelled all his former contracts. 


Putting One Over on Dad 


The Story of My Best Sale 


By Harry LEE, 
San Francisco, Cal. 


any one store in Frisco, and had often wondered why my 
factory did not work the Coast, because we made such a 
good line. In fact, he told me he had been figuring on 





“When they hand me an order on a silver platter 
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writing our factory, as he was in the market for a car- 
load if he could get the right price on a straight car. 

Although my head was swimming a little, I managed 
to quote the price. After he had asked me if I was sure 
it was the lowest for a full car and I had confirmed it, 
he suggested that we start in at once making up specifica- 
tions. 

A Big Strike 


ERE was where I was at home, start right in at the 
first page of the catalogue, “Coffee Boilers, Wash 
Basins,” right down the line to “Basting Spoons.” This 
took time, but what did we care? When 6 o’clock came 
we went and had a good dinner on the firm, mine, I mean, 
not Cohen. We finished up the car about 8 o’clock and my 
mind was working fast, so the minute we had it closed 
I sprung my one best bet, why not buy a car of galvanized 
vare and tinware mixed and get all the trade in the dis- 
trict. Cohen fell, and it was just a little after 12 o’clock 
midnight when I stepped out of his store with two big 

cars under my belt. 
I walked all the way to the hotel, because walking on 
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air is a pleasant sensation. It only took me the balance 
of the night to write up the orders and get them into the 
mail and off direct to the factory. As I had made a killing 
I thought I would surprise Dad by letting him find it out 
himself, although I did expect the factory would say some- 
thing when they acknowledged the order. 

They did. It came in about ten days. I think it was 
the president himself who dictated it. He wanted to know 
in language that would not go in print what I thought I 
was doing, sending in an order from a man who had spent 
two terms in the penitentiary for defrauding his creditors 
—also if Cohen & Co. thought the factory was run by as 
big a set of fools as he took their salesman to be—also if 
my time was so occupied that I could not consult my Brad- 
street or Dun. 

Great guns! The blow fell from a clear sky. The man’s 
credit, why hadn’t I thought of that before? And believe 
me, I have never forgotten my friend Cohen, for when they 
start to hand the order out on a silver platter and we are 
strangers, I begin to think of Cohen and wonder who is 
going to pay the bill. 


Diplomacyr No. But He Madea Sale 


The Story of My Best Sale 


By A. K. Trout, 
H.C. White Co., New York 


HE other day, while lunching with a party of sales- 
men, the conversation shifted as usual to talking 
shop. 

We fell to discussing selling conditions past and present, 
and being old-timers, we rehashed, talked over sales that 
we had made in bygone days, sales which we considered 
the best sales of all we had ever made. 

I remember distinctly the day that I left the classroom 
of the School of Salesmanship of the National Cash Regis- 
ter Co., Dayton, with my diploma in my hand, my “Stan- 
dard Approach” and “Register Demonstration” committed 
verbatim to memory. My chest swelled with pride, my 
heart and mind filled with N. C. R. “pep”, I was the proud- 
est cub that ever started out with a grip. 

The territory assigned to me was located in Western 
Missouri. I arrived in the small town which was to be 
my headquarters. Going directly to the hotel where my 
predecessor had lived, I at once introduced myself to the 
hotel clerk and proceeded to pump him for information 
and likewise has a keen sense of humor) regarding the 
(a country hotel clerk is a veritable fount of information 
local stores whom he thought may be considered pros- 
pects for cash registers. 

He listened to me carefully and in all seriousness ad- 
vised me to call on a certain general store first, as he was 
a red-hot prospect. He was, as Carter, my predecessor, 
all but had him closed just before he left the territory. 

Well, I'll tell the world, morning could not come too 
soon for me, and just as soon as I had finished my break- 
fast I hustled down Main Street to Blank’s General Store. 

When I entered the store, friend Blank was at the top 
of an eight-foot ladder arranging some “can goods.” 

The following conversation took place. In my best N. C. 


R. schoolroom tone I opened up. “Good morning. Mr. 
Blank?” “Well, what do you want and who are you?” 


“Iam Mr. Trout, Mr. Blank, of the System Department, 
N. C. R. Co., Dayton, Ohio, and the object of my visit—” 
I got no farther, as Blank cut in with, “Well, Mr. Sys- 


tems, of wherever you are from, I don’t have the time to 
listen to you, there’s the door and you better use it.” 

This sort of got my goat, but I had been taught never 
to let a prospect put the “bee” on me, but to go right back 
at him with a diplomatic reply. I went back at him al- 
right, but from the result I think my reply lacked 
diplomacy. It was as follows: “Well, Mr. Blank, you cer- 
tainly have time to wait on a customer, so come down 
and let me have a pair of the best cigars you have in the 
house.” 

“Young fellow,” he fairly yelled, “you can’t buy no cigars 











“He was a red hgt prospect” 
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“He came down all right, picked up my grip, and - 


here and if you ain’t out that door by the time I get off 
this ladder I’ll pitch you and your system, bag and all, 
into the road.” 

{ was a pretty husky boy in those days and had plenty 
of sand. Next to selling cash registers there was nothing 
I liked better than to fight. So my reply to him was to 
not start anything he could not finish. Conversation and 
diplomatic relationship were severed right there. He came 
down alright, picked up my grip in one hand and attempt- 
ed to get me with the other. He did, but I was more than 
a handful, so he dropped the grip and a regular two- 
handed he-fight was on. Being modest and of a returning 
disposition, I’ll say it was a good draw. I, with a dam- 
aged suit and cut lip; friend Blank, with a busted show- 
case and black eye. We both landed before the justice 
of the peace and were “nicked” $25 each. 

I returned to the hotel, and my friend, the clerk, when 
he saw me and heard my story, told me the inside of the 
joke. 

Our friend Blank was the “town grouch” and hated 
“Cash men” worse than poison. It was a standing joke to 
send every new N. C. R. man that made the territory to 
see Blank. 

Well, I admitted being the goat, and after getting my- 
self again in a presentable condition, I back-tracked 
straight down Main street to Bank’s store. 

When that old boy saw me come through the door, be- 
lieve me, he saw red and came at me like a bull with head 
down. 

I slipped back and started to talk to him, telling him I 
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came in to apologize and told him how ashamed I was for 
the fool part I had acted. He stopped, looked me in the 
eye, and said, “Do you mean it.” “I sure do,” said I, 
“there is my hand. Furthermore I’ll promise never to say 
‘cash register’ to you again as long as I live.”” We shook 
hands and he also apologized and started in to tell me his 
troubles which were many. 

He had chronic indigestion and a nagging wife, and on 
the morning of my arrival he had had a bad attack of both, 
and then to clap the climax, in I blew, fresh but ambitious. 

We talked and became well acquainted, both being 
brother Elks. I invited him to meet me and shoot a game 
or two of pool after the store closed. He did, we using 
the pool table in the hotel basement. 

About 11:30 we went up to my room for cigars, where 
my samples were set up, all covered. While I was getting 
the smokes he began looking under the covers at the line. 
Finally he asked me to explain the register to him. “Not 
on your life,” said I, “you cost me $25 once today and I 
have promised never to talk register to you again.” 

Well, he uncovered the machine, asking questions all 
the time. Finally I consented to demonstrate to him what 
was then known as the “100-principle register.” 

He listened, he became interested, and at 2:10 a. m. he 
signed a $650 order for the first cash register I ever sold. 
It was my first sale and I’ll say the best I ever made, 
also the most unique. But it was made upon far more 
different lines than I had been taught to sell N. C. R. sys- 
tem at the School of Salesmanship at the “Cash” factory 
in Dayton, Ohio. 


Landing a Big Bass Lands an Order 


The Story of My Best Sale 


By LL. E, NICKERSON, 
With Congdon & Carpenter Co., Providence, R. I. 


VER go fishing? It has been my good fortune to 
have had that pleasure a good many times. Most 
of my fishing, however, has been on the salt water 


where I have teased the tautaug, the squiteag and blue- 
fish from the briny deep. ~ Salt water fishing is a great 


sport, but it has its peculiarities and difficulties. Many 
good fresh water fishermen often go home with the tale 
of “no luck” or some other excuse simply because they are 


not salt water fishermen and do not know the habits of 
the cunning salt water finny tribe. The same may be said 
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Getting the information 


to be true of salt water fishermen fishing in fresh water. 

You readers may wonder what the dickens all the above 
has to do with my “Best Sale Story,” but if you will have 
a little patience I will do my best to enlighten you on the 
subject. 

A few years ago, while on one of my trips, I got wind 
of a large contract for textile machinery which had been 
quietly awarded to a certain concern in New England. 
This concern, perhaps the largest of its kind in the world, 
was on my calling list. Through persistent effort, after 
calling on them for several months, I was now getting a 
little business, but not what the boss would call a fine ac- 
count. I was very regular in my calls on Mr. Jenkins, 
followed up his inquiries promptly, and tried to please 
him with increasing effort in order to get more business 
in my line. There seemed to be a competitor who ob 
tained about three-quarters of his business. This com- 
petitor had had the business for years and, as the old say- 
ing goes, “It’s hard to teach an old dog new tricks.” 

I was earnest and sincere, working every minute for 
my house, and I felt that I was gaining ground inch by 
inch into the confidence of the good new business. This 
particular day that I have in mind, the day of “the big 
sale,” was one in a hot sultry August. There was no 
breeze, and Old Sol certainly was hot. My machine was 
running poorly, and as I drove through the large iron 
gates into the spacious yard that ran up to the office I 
felt anything but in good spirits. I used to know some- 
thing about “a 10-cent grin and a lifted chin,” and with 
that on my mind and with one sweep over my perspiring 
forehead with a soiled handkerchief, I dashed up before 
that well known window over which is the one word “In- 
formation” and handed in my car with a request to see 
Mr. Jenkins. 

When that saucy looking insignificant office boy threw 

me one of those wise looks an said, “Mr. Jenkins is not in 
and won’t be back again today,” I nearly fainted, gasped 
for breath, and asked if they had any idea where he could 
be located. 
My concern always believed in advertising and, reach- 
ing in my bag, I drew out a couple of 6-inch rules. Talk 
about putting a piece of red flannel in front of a frog, 
Say, that office boy grabbed those rules and ventured the 
remark that Mr. Jenkins had gone fishing on Lake Wild 
wood for the day. 

I think I even thanked that office boy, picked up my bag, 
took another wipe at my brow, and dashed wildly out of 
the office and into my machine. 

Lake Wildwood covers an immense amount of space and 
1s about twenty miles from the place I had just left. It is 
a beautiful spot entirely surrounded by steep wooded land. 
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A number of crude camps may be seen along the shores, 
and it is a most delightful spot for any tired business man 
to go and forget himself for a while. 


The Approach Decided 


] DID quite a lot of thinking as to how I would approach 

Mr. Jenkins, and as I got nearer and nearer the lake 
Il began to get more and more uneasy. I asked myself 
several questions. “What would he think about approach- 
ing him on a business matter when the poor fellow was 
trying to forget business?” “In case I did not make 
good would I lose all his business?” Questions like this 
flashed through my mind, but being blessed with a certain 
amount of nerve, I plowed along and finally reached my 
destination. I locked my car and walked down to the 
water’s edge and looked off over that beautiful expanse of 
water. I looked out over the lake, but nowhere could I 
see a resemblance of a boat or canoe. 

I now skirted around the edge of the lake hoping that 
possibly Mr. Jenkins had rowed ashore. I walked, I 
should guess, about two miles around this lake and finally 
came to a little clearance in the woods where a sort of 
an inlet made in. Located in the little clearance was a cute 
little log cabin, and much to my surprise and delight I 
noticed our friend, Mr. Jenkins, pacing up and down. If 
guess that my sudden appearance had startled him be- 
cause he stopped short, half turned, adjusted a pair of 
eyeglasses which hung from his neck on a string, and re- 
marked without recognizing me, “What do you want?” J 
replied, “Why, hello Mr. Jenkins, I’m terribly sorry I 
frightened you.” “For heaven’s sake, what are you doing 
out here?” he replied. 

“Oh, I knew you were down this way and just thought 
I would drop around and say hello.” 

“Is that the only reason you came all the distance out 
of your way to see me?” he replied. 

“Well, to be frank with you, I had heard of that big 
order of textile machinery, and thought that possibly I 
might interest you in some very attractive prices and also 
some remarkably quick shipments on the steel,” I ven- 
tured, speaking slowly so as to make every word count. 

“Well, young fellow, you sure are on the job all right 
and when I get my specifications together I will remember 
to give you a chance at the order.” 

This last was all that I had expected and the conversa- 
tion now turned towards a different subject. Finally Mr. 
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Jenkins asked me if I ever went fishing, to which I re- 
plied, “Only on salt water.” All this led up to his asking 
me to try out a deep little hole he knew of, and, borrowing 
one of his outfits, we started in fishing. 

I realized I was making an awful mess of casting, and 
I could see my friend every once in a while looking at me 
out of the corner of his eye and sort of smiling to himself. 

Mr. Jenkins had unusually good luck and was getting 
some pretty good sized black bass. I kept at it, however, 
trying new spots, reeling in, casting again, and trying 
every way I possibly could to get even a bite. 

I can never remember what I did, because in the excite- 
ment I forgot everything, but all of a sudden I felt a tug 
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and my slim little steel Bristol pole almost bent double, 
and the line seemed to hum as it ran out. All of a sudden 
it stopped and I reeled in possibly five or ten yards when 
she tightened again and up in the air, surely two feet, 
jumped the finest black bass you ever saw in your life, 

Well, to make a long often told story short, I managed 
after a good ten-minute struggle to land an eight and a 
half pound bass. Mr. Jenkins was most profuse in his 
congratulations, and my catch was the talk of the season. 

That fish I had mounted and now hangs in Mr. Jenkins’ 
office. I might also add that that little fishing trip helped 
an awful lot in securing that order, the biggest order I 
ever put on an order blank. 





eral years when one day I called upon one of my 

regular customers at Ontonagon, Mich. A clerk told 
me that a French woodsman had sold his homestead to 
the Diamond Match Co. for $16,000 and that the money 
was deposited in an Ishpeming bank; that he was build- 
ing a sawmill and store building out in the woods where 
a new railroad was being built. Tip No. 1 from my friend 
clerk. 

Soon after the proprietor told me the same story, adding 
that the match company had bought up a number of 
homesteads and extensive logging operations would be car- 
ried on that fall and winter. He said he saw the woods- 
man a day or two before and he wanted to know where 
he could buy his hardware. The proprietor having me in 
mind told him that he would send me out to see him. Tip 
No. 2 from dear friend customer. 

Knowing that the banker was from Ishpeming, I in- 
terviewed him. He verified the financial end of the prop- 
osition and gave me further information which satisfied 
our credit department. Tip No. 3 from friend banker. 

The location being twenty-five miles out in the woods 
and no passenger trains running, I was able to get per- 
mission to ride on a construction train that left very early 
in the morning. At the hotel that evening I met two of 
my best traveler friends. A crockery man and a candy 
man. I told them the story, because they had often boosted 
for me. We had a basket lunch fixed up so we could eat 
for the day, started out before daylight, and rode for 
three hours on the hurricane deck of a gravel train over 


I HAD traveled in the Lake Superior country for sev- 


“Rode for three hours on the hurricane deck” 





“Yes—WanGross” 


The Story of My Best Sale 


By A. F. WIXxson, 
With Kelley-How-Thomson Co., Duluth, Minn. 


the roughest roadbed I ever was on. It was hard to tell 
whether the engine was going over or under the next tie. 
The flat car did the broncho act and we were the bare- 
back riders. 

We arrived at the partially finished store and intro- 
duced ourselves. By a litle gambling I drew last chance. 
By the time the other men had filled their order books I 
felt pretty well acquainted with Ed. 


“Yes, Wan Gross” 


H E sat down on a log. Ed said there would be “five 
hundred man in the wood nex’ winter” and wanted 
goods to fill his store. E 

“Got some can hook?” he asked. 

“Yes.” 

“Mak me wan gross.” 

“Want some cant hook handles?” 

“Yes, wan gross.” 

“Got some axe?” 

“Vos.” 

“Want wan gross.” 

“Single or double bitted?” 

“Wan gross each kine.” 

“Axe handles?” 

“Yes, wan gross each kine.” 

“Crosscut saws?” 

“Yes, wan gross.” 

By this time I realized he was inexperienced and told 
him that I was old in the hardware line and knew pretty 
well just what he ought to order, as well as the quan- 
tities, and if he would tell me how many dollars’ worth 
he wanted to buy I would fix him up and not overstock 
him. Referring him to my customer in Ontonagon, Ed 
said, ‘Mak’ it tree tousan’ dollair, Frank sa’ ‘You fix ’em 
up right.’ ” 
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“Yes—wan gross” 


Before finishing my order, I told Ed I had left my cut- 
lery trunk at Ontonagon and only had a short roll with 
me, about thirty-five patterns. He looked at them and 
replied, “I tak’ wan doz. each kine you got.” I sold him 
a 6-ft. display cutlery case and went away with the most 
peculiar order I ever sold. When I wrote up the order I 
changed the quantities to suit my judgment and Ed was 
satisfied with the goods he received. 

I called upon him regularly as long as I was on the 
territory and enjoyed a nice business. I advised him in 
the arrangement of his stock each visit I made. He pros- 
pered, and the last I heard was still at the same stand. 

Several things stand out to me in this unusual and un- 
expected sale that young salesmen can profit by: 

Keep on good terms with the clerks. They are your 
future customers and are glad to give you a tip. 





HAD packed my trunks that day with more than 
ordinary care and precision, for the deal I was after 
was one of more than ordinary count for me. The 
competitor I most feared I believed was not in on this 
proposition and I was tranquil in the thought that for 
one time he was “asleep at the switch.” 
Alas! it was not so. It was I who had rocked myself 
to sleep, feeling that all was security. 
The fruit was ripe; all I had to do was to pick it. 
Pleasant dream, but rude was the grand awakening, and 
when I awoke I didn’t go to sleep for sometime. 
The “plum” was an opening stock of hardware in a west- 


Always be straight and honest with your customers. 
They not only give you their own orders but often put you 
next to other prospects. 

Cultivate the friendship of other salesmen. They are 
sure to boost for you and you can boost for them. 

Don’t neglect the misunderstood banker. He will give 
you information that your credit department is looking 
for. This kind of team work will pay you. 

If you never overload an inexperienced buyer nor stuff 
an order, you will sell more goods, live longer and be hap- 
pier with the house you travel for. 

My two old traveler friends, Abe and Willis, are now 
subscribers to the HARDWARE AGE and will smile when they 
read this, and make again that interesting, but perhaps 
forgotten trip. 


Sells Opening Stock on. Confidence 


The Story of My Best Sale 


By Tom F. BELL, 
With Blish, Mize & Silliman Hardware Co., Atchison, Kan. 


ern town, My trufk had gone to the station, and I brushed 
my clothes, threw out my chest, and said, “Won’t it be 
great and easy?” 

I went downstairs and loaded myself on a street car, 
feeling fine, yes, fine, until I caught sight of the competitor 
whom I thought was delayed at the “switch.” Our con- 
versation was somehting like this. 

“Good morning, Joe.” “Good morning, Tom,” Joe said, 
“T thought you were going to be in town this week.” 

He answered that owing to a holiday the previous week 
he had not finished his outside work, but was going but a 
short distance. At the station I rambled to the baggage 
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“At the station I recognized his trunks” 


room and there recognized his trunks. They were not few 
in number and indicated that he was on the trail of a new 
stock order somewhere. 

Four hours later the train pulled into the station. I 
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stepped from the train, surveyed the passengers farther 
down the line and saw Joe. Being nearer the station I 
got my baggage checks to the baggage transfer man first, 
with instructions to waste no time to get my samples to 
the hotel, even though he used a separate wagon. Ag I 
stepped out again and met Joe I laughed and said, “We 
both came akout the same distance, didn’t we?” 

He was a good salesman and a good man. He replied, 
“Tt’s all in the game and may the best man win.” 

As he was leaving instructions regarding his baggage 
I went to a telephone and told the buyer I was ready. He 
said he was not as he had agreed to meet Joe that evening. 
I said, “I want you to promise to see me before you close,” 
He promised. I saw him the next night, but was awake 
till 1 o’clock a. m. the night he talked to Joe. I had wired 
my house for more ammunition. I did not get it. I said, 
“1’l] sell that stock if I lose my job.” 

The next night we met. He asked for my price on 
screws, bolts, copper rivets, tacks, etc. Right there I had 
my cue. I didn’t know what prices my competitor had 
made, but I was sure mine were lower. He asked what 
cash discount we would give. 

I promptly said, “Now listen, the bulk of the business 
of the country is done on confidence. I have no bait to 
offer—just a square deal. I could throw in enough of 
some items you asked for price on to last you a year and 
still make money on the stock, but we will charge you for 
every piece of hardware you buy and give you 2 per cent 
for cash. Where is your confidence?” 

He said, “You have it, and you win.” 

I fired back, “When shall we start to write?” 

He said, “Tomorrow night.” 

We “wrote,” too, for four nights and three days. 





In the Face of Stiff Competition 


The Story of My Best Sale 


By Scott SMITH, 
With Harper & McIntire Company, Ottumwa, Iowa 


into any deal, and that your good intention may be 

the biggest part in establishing a future business for 
yourself and your employer, is illustrated in the following 
story, although the sale was made by myself, making a 
mistake in the order but not intentionally. 


T HAT sales are made by putting your best efforts 


I was traveling several years ago for a local hardware 
jobber who carried a very limited line of general hardware 
and a much smaller line of building hardware. The trade 
seemed to think that about all the local jobber was good 
for was to buy nails, barb wire and Western washing 
machines of. The big jobbers’ salesmen would laud it all 
over us local fellows by telling how many carloads of fish- 
hooks their house had bought and how much better prices 
they naturally would have if they bought in that quan- 
tity. Being young, and having lots of pep at that time, 
I made up my mind to either do ene of two things; get 
some of the shelf hardware and builders’ hardware busi- 
ness or go with a big jobber who had the line. 


When the worm turned in favor of my first resolution 
there was a big hotel going up in one of my largest towns 
and I had a good friend in the hardware business in that 
town, and I went to him and asked him if I could have the 
privilege of figuring on that hotel job. He told me I could, 
but said competition would be pretty stiff as several lock 
factory salesmen were after the job. 
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I sent to the house and got a large trunkful of a fac- 
tory line of locks that no one in the house understood nor 
myself. There were gold escutcheons, silver escutcheons, 
and on down to the cheap kinds. I made up my mind I 
would have to sell one of the stock locks if I figured on 
the job, so they picked out about what they wanted figured 
and I went after it. I got it all figured up and ready to 
submit the price when the contractor said, “Those locks 
are all master-keyed, are they?” I had to ask what that 
meant, when he said, “We want about one dozen keys that 
will unlock all those locks.” 

The factory keeps them for all locks, as this was in the 
bill. I figured the master keys would cost about 75 cents 
a dozen, so I added this in and submitted the bill and got 
the job at a very close margin. 
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The house was oversold on this bill, so sent it to the fac- 
tory and that was when the discovery of the mistake was 
made. 

The master-key locks were about $5 a dozen higher than 
the regular, but the trouble was done, so by the house jack- 
ing me up for doing something I did not know about and 
their getting a concession from the factory on account of 
the mistake, the house managed to clean up $5 on about 
a $500 job, and then it gave the house and other salesmen 
something to advertise. 

I showed my customers this big hotel job and said, “Why 
didn’t they get it if they could sell goods so cheap?” 

Local jobbers’ stock has gone steadily up from that time 
on. I don’t know whether this was the cause or not, but 
it certainly gave a big kick in the right direction in that 
territory. 








attacked by a negro 





The Story of My Best Sale 


By CHARLES H. HAGEMAN, 
Bismarck, N. D. 


NE Monday morning in my early days of traveling 

I started out on my usual rounds of work with 

very slim prospects for the week’s work, as in 
those days salesmen were not furnished with bulletins con- 
taining salespainters, special bargains and all the latest 
news of the wholesale and retail trade. We had to use 
our own wits to beat the other fellow to it in getting the 
business, 

I was traveling in eastern North Dakota in a part of 
the state well settled with many small towns rather close 
together—not the type of country populated by Indians 
and cowboys as all easterners seem to think. I boarded 
the little branch train out of headquarters and was much 
surprised to hear of a hold-up which had occurred the 
Previous Saturday on the line. The conductor had been 
attacked by a negro who had jumped from the train and 
escaped into the country. From the trainmen I succeeded 
In getting a very highly colored account of this event with 
a full description of the negro who did it. 


At my first stop I entered the store of my customer and 
proceeded to glance through his cases to see if he had any 
revolvers. He remarked that he had sold his last one some 
time before. “Well, then,” I said, “you better give me a 
good order, for everyone will be wanting one to help catch 
that negro.” “Negro, what negro?” So then I told him 
full details of the robbery and he came across with a fine 
order for revolvers, besides other items of hardware. 

At my next stop, on repeating my story, I sold a good 
bill of revolvers, and throughout the week I had a like 
experience at every call and created quite a sensation in 
the locality, having most of the people out looking for the 
negro. When I returned to the house the following Satur- 
day the sales manager accosted me at once. “Say, Hage, 
what are you trying to do this week, you’ve cleaned up 
our entire stock of firearms.” And I expect to this day, if 
I should visit any of those stores, I might find evidence 
of that week’s work, for I’m sure there has never been a 
need for all those revolvers in that quiet country. 




















He was standing in front of his store 


UR house had taken on a line of incubators and 
() I was sent on a special trip down into the state 

of Missouri to sell this line to the retail trade. 
This incident happened while on this special trip. 

I landed in a small town in central Missouri. It was a 
typical Missouri farmer town depending wholly on the 
farm trade for business. I said to myself, “Here is a good 
town for my line of goods.” I looked up my prospect’s 
place of business and walked in full of pep and determined 
to sell him a good order. 

He was standing in the front of his store. There was 
not another soul in the house. I introduced myself as Mr. 
Hartman, with “Haw Hardware Co.” Told him I was 
out to sell the —————— line of incubators for spring deliv- 
ery. I could see at once that I had struck a hard one. 

He said, “Yes, I have sold a number of those incubators 
but. have always bought them direct from the factory. 
Now what is the need of sending you fellows out here to 
sell these incubators to us merchants. We should buy them 
at the same price as you jobbers and save the expense and 
profit that you people make for ourselves. You jobbers 
have always got your fingers in the pie. We could not 
get along without you fellows following us around.” 

This was a situation I had never met before. Here was 
a man to whom I had to prove that my house was essen- 
tial. : 

“Well,” I replied, “you have no doubt at some time had 
one of your customers put the same talk up to you as you 
have to me. That you were non-essential to society, that 
you were a robber and were holding up the people. The 
same line of defense applies to my case as the one I know 
you put up to them. 

“You have a farmer customer who has decided to build 
a hay barn in a hurry. He comes to you and orders his 
bill of hardware. The bill calls for 200 lbs. of 8 common 
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Selling Goods by 
Selling the “House” 


The Story of My Best Sale 


By Roy HARTMAN, 
With Haw. Hardware Co., Ottumwa, Iowa 


nails. In looking over your stock you find you have only 
one keg outside of what you have in your bin. 

“What do you do? Do you sit down and send an order 
to the mills for a few kegs of nails. No! You go to the 
telephone, call up your jobber and tomorrow morning you 
have your nails and Mr. Farmer doesn’t have to wait two 
weeks or a month for those nails to come from the factory. 

“This doesn’t apply to nails alone, but also to thousands 
of other articles in your stock. This is only one of the 
many phases in the relation of the jobber to the retailer, 
Our thoughts should not be, ‘How to exterminate one an- 
other, but how can we get closer together.’ You cannot 
exist without us and you know we could not exist with- 
out you. 

“All the mail order houses could close their doors for- 
ever and no ill effect would be felt in the business world. 
But close up all the wholesale hardware houses and the 
retail hardware stores and the worst panic that America 
has ever known would result. My dear friend, the world 
needs both of us. Don’t you agree with me?” 

“Well,” said he rather slowly, “we would be in pretty 
hard straits if the wholesalers were closed up. I had never 
looked at the question in that way. You sure do believe in 
what you say.” 

My enthusiasm had won his confidence. That was my 
time to talk my goods. I gave him my proposition. He 
accepted it, gave me his order and signed it, and I walked 
out feeling confident that I had won a new friend and 
customer. 


Selling Overalls 
by the Pound 


The Story of My Best Sale 


By H. P. BUTLER, 
With P. H. Thorne & Co., Ltd., St. John, N. B. 


Y firm had stocked a new line, workmen’s overalls, 

M and had instructed me to take out samples. This 
was something absolutely new to me, the only 
knowledge I had of overalls was what I knew about the 
suit I carry in the back of my car to slip on when trouble 
comes my way. I carefully read the maker’s advertising 
matter and primed myself a little, so that my customers 
would not see that I was a greenhorn on the overall line. 
The line I was taking out was not a cheap line, but 
higher in price than the overalls my competitors were sell- 
ing, so the outlook did not seem too bright for me. I en- 
tered my first customer’s store, in a busy little manufac- 
turing town. After the usual routine of business had been 
gone through I introduced my new line of overalls. ! 
might add that at this point my hope of selling him had 
sunk very low; he had goods marked at the same price I 
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“T put the overalls on the 


was going to ask him. He was interested and liked the 
appearance of my overalls. Then came the question, 
“Price?” 

As I expected, “Nothing doing” was his short answer. 
“Why should I pay you more for goods that look to be no 
better than what I have in stock?” At this point a cus- 
tomer came in and asked for a certain size overall. He 
could not get a suit that pleased him, the size he wanted 
was too short in the sleeves. Seing my samples lying on 
the counter, the customer walked over and picked up a 
suit that was the size he needed. He asked if he could 
try them on. Of course, I told the merchant to go ahead 
and let his customer try them. - 

The arms were the right length, they were made in 
proportion to the size of the suit. This induced the mer- 
chant to lean a little toward my line, but the price still 
bothered him. That did not warrant the extra cost. 

A happy thought struck me. “I believe my overalls 
are no higher in price than the ones you are stocking,” 
said I. 

The merchant looked hard at me and said, “I don’t get 
you.” Taking a suit of the overalls he had in stock I placed 
them on the scales and made a careful note of the weight. 
I then weighed a suit of mine. Figuring out the weight 
of a dozen, I then worked out the cost per pound, and as 
my overalls were much heavier, the result was as I had 
expected it would be. The cost of my overalls was a few 
cents lower per pound than the cost of the ones he had 
in stock. Mine also were better made, and the arms in 
proportion to the size. 

The customer, who had seen this weighing process, re- 
marked, “Those are the overalls I want.” 

The merchant was so impressed by the little demon- 
stration that he decided to put in a stock. He did a big 
overall trade and gave me an order of such large size that 
it cleaned the sample stock my firm had put in right out, 
and more besides. They congratulated me on my success, 
and also stated they were laying in a big stock, so it would 
be up to me to do as I had done, and keep on doing it. 
After this experience I used the “weighing” demonstration 
to introduce my line of overalls to all my customers, and 
Proved to them that although the price per garment was 
higher, the price per pound was lower, and the better 
workmanship was put in at no extra cost. I never have 
any trouble selling my overalls. They are my star line, 
and the past year’s business would make any competitor 
of mine green with envy. 





Contidence — the 
Keystone of 
Salesmanship 


The Story of My Best Sale 


By Cicero NICHOLS, 
Maplewood, N. J. 


S I look back in review of my experiences as a 

traveling salesman during the past fifteen years, 

and recall the many interesting and exciting inci- 
dents connected with the making of various sales, one 
particular transaction stands out alone and is indeliby im- 
pressed upon my memory, not because of the size of the 
order—in fact, it was for a comparatively small amount— 
and yet I shall ever consider it my biggest and best sale. 
Why? Because it involved a principle and rule which I 
know (having proven it many times since) to be applicable 
to every legitimate transaction and problem which can 
come up in our business experience, at home or on the road. 
I shall endeavor to state it here as clearly as possible 
with the hope that my fellow travelers may find in it food 
for thought and profit. 

I might say, by way of introduction, that the popular 
idea that a fluent “line of talk” or gift of clever story tell- 
ing and entertaining—in other words, being a “good mixer” 

constitutes salesmanship, I have long since discovered to 
be merely a false belief. On the other hand, I found ab- 
solute truthfulness to be essential—hence, real salesman- 
ship can be summed up in one word, “confidence.” You 
must have confidence in yourself and likewise in what you 
are offering for sale in order to inspire confidence in your 
prospective buyer—gain his confidence. And never abuse 
it, and you will never have to worry about not getting his 
business; it will come to you. 

Some years ago, when making my annual trip over a 
certain territory, I came into a small city where I had been 
selling but one firm, who, although they were handling my 
goods up to that time in a retail way only, had been able 
to dispose of a fair quantity each season, but, of course, 
I could not allow them our full jobbing discount; how- 
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eve), it developed that just prior to my calling at this 
particular time, they had decided to put on a couple of 
traveling men and to handle my goods in a wholesale way, 
but I was not aware of their plans when I entered their 
buyer’s ollice on this occasion and was greeted with this 
proposition and question, “Mr. Nichols, if I give you an 
order of from two te three times my usual quantity will it 
entitle me to that extra 10 per cent discount?” 

I replied without hesitation, “If this means, Mr. J., that 
\ou are going into the wholesale business and can handle 
my goods in such quantities as you intimate, you certainly 
shall have our best jobbing price—which you have just 
named.” 

I made an appointment with him to show our eom 
plete line in my sample room at the hotel late that after 
noon. He came on time, but in a hurry, stating in the be 
ginning that he would just lay out his line and leave me 
to write up the order and bring a duplicate copy to his 
office the next morning. 

Everything went beautifully until after he had made 
his selections and specified satisfactory quantities. Then 
he almost “took me off my feet” when he suddenly stopped, 
and looking me straight in the eye, said, “Now, if this is 
not your best price and you don’t tell me what I can do 
to get your vest price, I shall consider it an insult.” 

For one brief moment my great surprise prevented my 
making any reply. Then I said, “We'll settle that ques 
tion satisfactorily when I see you tomorrow morning.” 
3ut it was not clear to me then just how we could settle 
it and it continued to puzzle me while I wrote up his order 
and repacked my samples. Of course, the old plan sug- 
gested itself, that I open my order book and show him the 
orders I had secured from larger firms and let him see 
the discount granted them, but I knew this to be false 
reasoning, because it would be unfair to those other cus 
tomers who had entrusted their business to me. In fact, 
it was late in the evening, after I had found an oppor- 
tunity to sit down and analyze the situation carefully, 
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that the way out of my predicament began to dawn upon 
me. it was evident that this man doubted my quotation 
as being my best price—and yet it was my best price— but 
how was I to convince him of the truth? There was the 
word which gave me my cue and furnished the key to the 
solution of my problem. I knew truth to be the one thing 
which can correct a falsehood or permanently destroy any 
false belief, so 1 simply realized the truth about the whole 
situation. Knowing that a lie is powerless and cannot 
exist in the presence of truth. This enabled me to over- 
come all sense of fear as to the result, also to dismiss the 
subject from my thought and to enjoy a thoroughly restful 
night’s sleep. 

When I entered the buyer’s office the following morning, 
after the usual pleasant greeting, I stepped up to his desk 
and placed the duplicate copy of his order before him, 
saying, “Mr. J., there is only one truth about anything, 
and truth is the only thing we can know. Now, the truth 
is you have my kest price, hence there isn’t anything fur 
ther to be said on the subject.” 

He got out of his chair and stood looking me in the eye 
for several seconds without uttering a word. Just then 
a friend of his came into the office. He turned to him and 
said, “Mr. A., I want you to meet Mr. Nichols; he has 
just made a statement which impresses me very much. 
Then he repeated what I had just said to him and added, 
“T am absolutely convinced that Mr. Nichols has told me 
the whole truth relative to our transaction and I am only 
sorry that I am not in position to double the size of my 
order.” 

I had many times before experienced the thrills of so- 
called psychological moments when making sales, but they 
were mild and insignificant compared to the inward joy, 
born of a deep sense of gratitude, which I felt as I walked 
out of that office. Knowing that I had demonstrated an 
infallible rule and principle which must govern every right 
and equitable transaction. 


An Apologetic Order — But An Order 


The Story of My Best Sale 


By F. E, FITZGERALD, 
With Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 


Y time arrived for a territory. I was all of 
twenty-two and afraid of myself. Inborn fear 
had a strong grip on me. All the ego of my make- 

up had deserted me. My predecessor was to be my com- 

petitor; he stood strong with the trade, a fine fellow and 
clever salesman. 

I since have thought how brave I was. It brings to 
mind the two young soldiers marching to the front lines. 
One said, “You damn coward, you are trembling all over.’ 
The other replied, “I am braver than you. If you were 
as frightened as I am just now you would turn tail and 
run.” I wanted to get away from the grind of the office 
and get outside. My trip was to be the larger trade and 
I was afraid that I did not know my line sufficiently to 
approach them. 

I had been going through an orthodontia operation on 
my teeth for the past year, suffering tortures and a mouth 
full of bolts and nuts, wire bands and a skull cap, and 
bridle and bit at night, together with a bunch of Latin 
and Greek terms, all Greek to me, then and since, that the 
dental surgeon fed me each day. 

I started out with both upper and lower jaw adorned 
with hardware, as the year’s accomplished work would 


have been lost had I had the ligatures removed. At least 
I had the edge on a new salesman as the trade surely 
could not forget that embellished “mug.” 

Never will I forget my first day on the job. I was so 
frightened I could not swallow that lump in my throat 
and it was enlarging as I approached the next purchasing 
agent or buyer. I thought a buyer was anything but 
human and my faith in mankind was being shattered. If 
I possessed any ability as a salesman it was not showing. 
My employer received a full shift from me that day, also 
a loss. Later in the day I made a sale, two items that 
amounted to the cost of my luncheon. The buyer chuckled 
as I left his office; several months later we had a good 
laugh together. 

The next day I did not score, fanned out each time at 
bat. That night I received a letter from my house, an 
inquiry from a firm in the town that I was to be in the 
next day. Jt was a big concern and large buyers and we 
had never been able to do any business with them. 


When a Youngster Bluffs 


EXT morning I was directed to the buyer’s office, in 
troduced myself, and still nervous, although I had 
been trying to conserve my energy to appear calm and 
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with perfect poise. He was very busy, and with a buyer’s 
usual nonchalant attitude allowed me to approach him on 
the subject of his inquiry. He stated the quantity of the 
goods for which he was in the market and asked me for 
quotations. The large quantities mentioned affected the 
nervous system again. A whole bunch of thoughts were 
racing madly through my mind. I needed the business 
and the account we had not heretofore enjoyed. My nerves 
were still making overtures. A water cooler was near 


by, and I pardoned myself and drew a glass of water which 
I hastily drank. 

The goods in question were of a character I knew but 
slightly, but I started spouting, bluffing the best that is 
possible for an amateur, remembering not to get too close 
to the precipice that I could not jump over. Of all the 
interested buyers or good listeners I have ever met, I can 
conscientiously pin the ribbon on that particular one. For 
fully thirty minutes he let me have the floor, his attention 
was absolutely all mine, undivided. He did not even break 
in once during that time. I ran out of conversation sev 
eral times and had to get a fresh start. I was beginning 
to think that I would be obliged to tell him the story of 
my young life or hand out a bunch of bovine in the mascu- 
line gender. When I stopped for breath he kept on wait 
ing, apparently for more. A thought flashed through my 
mind of something I had recently read, “The good listener 





HEN you ask a traveling man to talk about a 
W sale of his you are encouraging that quality which 

revolves around the “ego” in him, but it is such 
a ripping good chance to be the hero of his own story he 
is very liable to respond. 

I take no credit for a quality which, as a child, showed 
itself in my disposition; I can early remember a liking to 
try to do the thing the other fellows left alone. So evident 
was this that it became a joke in our family circle—not 
always a joke to me, however, for even at meal time, if 
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“ZT guinped up from my chair, mad all over” 


gets just as large an order,” but somebody had to do the 
talking and he did not seem inclined to be that one. Final- 
ly, 1 became aware that he was about to speak. Intensely 
I held my breath and awaited the decision. Oh! what de- 
licious anticipation. When he did give utterance to his 
thoughts, this is what I heard, “Say, do your teeth hurt?” 

I jumped up from my chair, fists clinched, face burning, 
and “mad all over,” ready to talk to him on an entirely 
different subject than hardware. I fully realized that he 
had not been listening to my description of the goods, 
neither was he interested in our price or service, but his 
thoughts centered on the network of wires and clamps 
attached to my teeth. Instantly he realized the situation 
and then for the first time I saw what I thought, the im 
possible, an apologetic and sympathetic face on a buyer. 
He apologized profusely and added, “Son, you can ship 


those goods.” 


How I Became “King Lap-Ring” 


The Story of My Best Sale 
By C. E. Lewis, 


Birmingham, Ala. 


there was undesirable food—a piece of particularly tough 
beef steak for instance, which was refused by the others, 
the order came, “Give it to Ed—he’ll manage it.” 

If there lives the man who needs just this much of the 
bulldog in his makeup it is he who swings the grip. 

In reminiscing through a number of years spent on the 
road, searching through memory’s book for the story of a 
good sale, I realize that this is the day for big things. 
Men are doing big things; minds are running in wide 


channels; people are thinking in large sums, and yet, we 
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“Some of my customers showed lack of interest” 


know the little things are not to be despised, hence, some 
time after I became connected with the wholesale hard- 
ware house for which I now travel, at a meeting of the 
traveling salesmen, much stress was laid by the sales- 
manager on getting rid of some old stock which had ac- 
cumulated, taking up much-needed space, and thereby go- 
ing to the side of loss instead of gain. This kind of work 
is generally not very appealing, and especially this time, 
as it consisted largely of barrels and barrels of unassum- 
ing-ordinary-to-look-at-lap rings. It surely had not been 
a lap ring season, for there were hundreds of gross on 
hand. Tt.e other men smiled and I thought of my old repu- 
tation and read in their smiles, “Give it to Lewis, he’ll 
tackle it.” 

In my mind I lined up my customers, like the teachers 
of a class of Sunday school boys. I tried to reach the 
point of contact for each one and then to hang a gross of 





FIRMLY believe that the “one best sale,” or the one 
big accomplishment, must come to every traveling 
salesman sooner or later, and when analyzed may be 
found to have more or less influence over all future sales. 
Some men never feel like working overtime—especially 
on holidays, but sometimes it pays to disregard custom. 
Our firm had needlessly aroused the ill will of the pur- 
chasing department at the A. C. Co. The blame for sev- 
eral bad blunders rested squarely on our shoulders and 
as a result our records showed a marked decrease in A. C. 
Co.’s orders. The question how to recover was all im- 
portant. 
I took especial pride in business from the A. C. Co., 


lap rings on every point. 

The following day when I attempted to put my theories 
into practice, naturally some of my customers showed sur- 
prise, some even lack of interest in my sudden enthusiasm 
over this small article, but I did not let go until they 
each felt the need of just the number of lap rings I appor- 
tioned to them. I thought lap rings, talked lap rings, until 
the whole two hundred gross was disposed of, and thereby 
in that part of my territory I gained a title which still 
clings to me, “King Lapring.” 

Not by length, but by strength, must sales be measured, 
so I mention this, not by any means a large scale, but as 
a good one, inasmuch, as it removed shelf-worn goods, 
gave needed space, turned money over, and went to my 
credit as a sale all profit. Thereby it increased my profit 
percentage and caused me to forge ahead and secure 2 
prize offered at that time by my firm for increase in profits. 


Tact and Enthusiasm Win 


The Story of My Best Sale 


By F. OT1s DRAYTON, 
With Chandler & Farquhar Co., Boston, Mass. 


because their orders were among the first I secured after 
going on the road. Also, their purchases more than 
doubled during the time I traveled my old territory. Times 
changed ,however, and my work took me into a new field. 
Not for some time had I swapped a good story with Bob 
Smith at the A. C. Co. Smith, let me say, was the ideal 
purchasing agent—not too familiar and not too frigid— 
just human. He was somewhat older than I, but never- 
theless he was more approachable than the average buyer. 
Like most of the rest of us, Smith had a hobby. His was 
a funny one—goats. The herd of fancy stock at his coun- 
try place attracted more than casual interest. 

I figured there were but two things for me to do. First, 
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to spend a few hours in the public library reading up on 
goats. Second, to get an appointment with Smith at his 
country estate and at the same time hinting to him of my 
great interest in his hobby. I did both. I crammed my 
brain to its limit on goat dope, and through a most casual 
inquiry on the phone, I managed to secure an invitation 
from Smith to spend Labor day with him in the country. 

On Labor day morning, as luck would have it, my train 
arrived almost two hours late at B— and I was getting un- 
easy at the loss of valuable time, for I realized that I had 
but a few hours in which to “make good.” But, on arrival, 
I found Smith’s car waiting and this gave me an inkling 
trat his interest was at least slightly aroused. Reaching 
the house, Smith’s welcome seemed cordial, and in one 
hour’s time he told me more about goats than I could have 
crammed into my head in a month. Suffice to say, it took 
but a small amount of goat talk on my part to start 
Smith on a down grade of conversation. 

Immediately after lunch we walked up a long woods 
path to Smith’s barn. He called it a barn, but to me it 
seemed a most scientifically managed laboratory. Goats 
of various breeds “greeted” us as we went from pen to 
pen. They were beautiful creatures and all were named. 
Some of the pedigreed and blue-ribboned animals seemed 
to listen attentively to make sure that Smith made no 
omission as he told of their different merits and marks of 
distinction. Smith’s talk was intensely interesting, but my 
train left for town at 4 o’clock. Inside I was beginning 
to question whether or not I could tactfully “make good” 
in Smith’s territory. 


Talking “Goats” 


WE had just a comfortable amount of time to get to 

the station, and not until then did Smith give me 
the opportunity—the right time to talk business. I broke 
the ice by still continuing our pet subject and asked Smith 
why we had never talked goats before. Then, without fur- 
ther prompting, he realized that some time had elapsed 
since we had seen each other or done business together. 
He seemed to diagnose the entire situation in a twinkling 
and came out with the blunt statement: “Do you know, 
Drayton, we never had an atom of bother while you trav- 
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eled our territory and looked after our interests. The man 
who succeeded you called often enough, but I felt a de- 
cided lack of interest on his part. This, together with in- 
excusable blunders and constant complaints from our 
superintendent and foreman, forced us to make a change.” 
Without hesitancy on my part I gave Smith to understand 
that regardless of present policies, I would give personal 
attention to his orders if he would give us another oppor- 
tunity to “make good” and prove the high standard of 
service of which we were capable. This remark seemed 
to have the desired effect and from that point until my 
train pulled into the staticn Smith seemed more and more 
favorable to the idea of resuming business relations with 
our company. A hearty “Good-bye, old man,” and “You'll 
hear from me soon”—from Smith—ended what might later 
be considered a profitable little business trip. 

Labor day passed. Store folk back from vacations and 
a few large orders (to indicate the usual speeding up of 
fall and winter business) seemed to complete the chief 
points of interest immediately following the holiday. 
Among the “few large orders,” however, one from the A. C. 
Co. figured most prominently. Our president, up to this 
point, knew nothing of my pilgrimage. But now seemed to 
be the proper time to tell him and also to offer construc- 
tive suggestions regarding the customer in question. This 
accomplished, I read over carefully the many items on 
the A. C. Co.’s order, and at last it dawned upon me that 
I had actually landed an order more than twice as large 
as any I had secured during my entire experience on the 
road. 

To conclude, let me say, I feel the one reason for my 
success in procuring that order might be summed up in 
one little word and one big word. The little word is tact, 
and it means more to a representative on the road than any 
other word except it’s big brother, enthusiasm. 

I do not recall the exact dictionary definition of tact, 
but this is the way I like to explain it: Tact is doing the 
right thing at the right time in the right way. I think 
that, which, after all, is determinant in relative success or 
failure in life, is due to the exercise of tact or its omis- 
sion. 

And if tact springs from the will its big brother en- 
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thusiasm emanates from feeling. I feel that no man can 
be enthusiastic about his work who does not believe in 
himself or who does not feel strongly for others. En- 
thusiasm not only builds up a salesman, but it seems to 
spread to those with whom he comes in contact. 
Enthusiasm grows with work and tact increases with 
thought. We have all been taught how to think and how 
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to work, and if the salesman can translate his thought and 
his work into terms of tact and enthusiasm he will win, 
He will not be like the other fellow who just plods along 
with somebody else setting the pace far ahead. The thing 
to do is to be in the vanguard, and no one is there who 
does not know that little word tact and its big brother 
enthusiasm. 


It Pays to Draw Out the Buyer 


The Story of My Best Sale 


By G. W. HOLLAND, 
With Henkle & Joyce Hardware Co., Lincoln, Neb. 


WAS traveling in the western part of Nebraska. 

After having completed a real day’s work I had seated 

myself in one of those downy upholstered hotel chairs 
for a good rest when I received a telegram from my house 
informing me that Smith & Brown expected to purchase 
a new stock of hardware and that I had better look after 
it. The information had been given to my house by a 
friend who, by chance, had learned of it. 

There were a number of men in this territory represent- 
ing some of the strongest houses in the United States, who 
were quite sure to be in the fight, so it did not take long 
to convince myself that the first requisite was to get on 
the ground at once. I was aboard train within the next 
hour and, after an all-night ride, was at my: destination. 

Upon investigation I learned that Smith and Brown lived 
on a farm some seven miles from town. It was their in- 
tention to start business in a new town just being laid out. 
I soon secured the services of a liveryman to take me to 
the farm, and upon my arrival I was surprised to find 
two other salesmen already there representing two prom- 
inent houses. One was sitting on a fence near the barn. 
The other was in the house interviewing the prospective 
buyers. 

After learning that we would each be given a hearing 
in turn as we arrived, I began at once to lay the founda- 
tion of my sale by cultivating the acquaintance and good 
will of the man on the fence. Inasmuch as the salesman 
in the house represented one of our large and strong in- 
stitutions I hoped by creating a good feeling for myself 
and a fear of the big house competition, my fellow com- 
panion on the fence might spend his time principally try- 
ing to neutralize the sales argument of the first man. 

After another hour’s wait I had my opportunity to pre- 


Lite salle ee 


r 





“Seated myself in one of those hotel chairs” 


sent my proposal. My sales effort had not progressed 
very far when I realized my calculations were correct, and 
that the other fellow had worked along the line I had an- 
ticipated. Then and there I forgot there was anyone else 
selling hardware, and while I was confronted with the 
argument that we were a small house, etc., I soon con- 
vinced them we had ample stock for their requirements, 
and knowing. they were starting with a limited capital and 
without previous experience I began driving home the 
fact that there were at least two avenues open to them 
that would lead to success. 

First: That with their limited capital their advantage 
lay in buying a good assortment of merchandise in small 
quantities, illustrating the advantages our house had in 
service and how better dividends would result at the end 
of the year by rapid turnovers instead of a heavy accumv- 
lation of unsalable merchandise placed there by quantity 
buying, necessitated by the long haul and dangling before 
their minds a puny 5 per cent extra discount. 

Second: Not being experienced in the hardware busi- 
ness, they were as a child whose character depends to a 
large extent upon the qualities he inherits from his parents. 
So the value of their business in the days to come, in a 
large measure, depended upon the foundations that they 
were going to lay. Therefore it was essential that they 
purchase merchandise that had through the test of long 
experience proven their merits and had found a ready de- 
mand in this immediate territory. 

I tried to lift their minds out of bewilderment to a 
keener vision of the future dividends and how they were 
to be secured. I secured the order for about two thousand 
dollars and it was left to me to make up the order and 
send it to them 

I feel certain had some unforeseen circumstances arisen 
that my house would not have accepted their business they 
would have shed real tears of regret. 

This may seem like a simple sale to make, yet after 
extracting the essence of it, it brings to mind the fact 
that sales are made not entirely by what is within one’s 
self but partly by the ability to draw from others what 
is within them. 
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“I began to explain the fundamental principles of the | | 
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, By T. C. B. Warp, 
| With the Lee Hardware Co., Salina, Kan. 


CONSIDER my best sale one of Leonard refriger- 

ators. I was working this article for future delivery 

at one time and called on a customer by the name of 
Nash. I approached him by asking if he had ever han 
dled refrigerators and his reply. was that he had never 
had a call for refrigerators. 

I told him I did not question that in the least. Neither 
did I believe he had many people come in there and call 
for their mail. 

I then said to him, “In some lines you are almost com- 
pelled to stock and display in order to create a demand, 
for you know the old story goes, ‘Goods well displayed are 
half sold.’ ” 

With this point established I began to explain the fun 
damental parts of my refrigerators. I first told him how 
our refrigerators are constructed, including the workman 
ship, and how they are assembled, bringing out the fact 
that the hardware used is made in the same factory. The 








; hinges and catches are made of solid brass, nickel plated, 
: preventing rust. If either of these is broken no delay 


is caused in duplicating. 

I then told him it made no difference how the homes 
were furnished, he could not find one that our refrigerators 
would not ke a credit to. Then I mentioned features such 
q as the saving of the ice and the keeping of the food which 
3 insures good health, 

By this time he had ventured to ask how many I thought 
he ought to buy. I could have easily sold a carload, for 
I had said enough to sell a jobbing house five carloads. 
It never was my policy to overload a customer, regardless 
of the conditions, so I picked out the popular numbers and 
the amount of each. It was easy to get his name on the 
Pp dotted line. I then said to him: “Mr. Nash, I believe 
you realize the fact that these refrigerators will sell. 

“Well,” he said, “I think so.” 

I said, “You think so! Why you know so, for I have 
Proven it to you from all angles, for I have sold them to 
you. 





And he agreed. 
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Know Your Man 
to Sell 


The Story of My Best Sale 


By DaAvip B. JOHNSTON, 
Ottumwa, lowa 





HE sale which I would consider my biggest and best, 

the one which possessed the most interest to me, 

was made about twelve years ago in one of those 
good old northern Missouri county-seat towns. 

The stock was large and the owner very wealthy. The 
buyer was cross and crabbed and under the influence of 
liquor most of the time. I knew that the time was coming 
when he would be relieved and my foremost thought was 
to find out, if possible, just who this man’s successor 
would be and “head off” the other boys by getting in solid 
with the new buyer. 

I found that this was no small matter to do, but through 
one of the clerks I learned that Mr. H—, one of the other 
clerks, was playing his cards into the hands of the pro- 
prietor’s only single daughter and it was suggested, that 
if he was successful, no doubt Mr. H— would be the com- 
ing man. 

I immediately began showing my favors to Mr. H—. I 
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studied him, his wants and dislikes, his peculiarities, his 
weak and strong points, and his tendency toward the large 
and small houses. 

The time came, as I had suspected, and the old buyer 
was relieved and Mr. H— took his place. Mr. H— also 
succeeded, a short time afterward, in marrying the girl. 
I could see that the many difficulties which I had encotn- 
tered with the old buyer had to a certain extent worked 
in my favor. My firm was small as compared with the 
large houses, and for this reason the old buyer took a de- 
cided advantage of me in the way of getting all the cut 
prices collected and springing them on me when I arrived. 
The new buyer seemed to endeavor to avoid as much of 
this confliction as possible and we had very litle trouble. 
It seemed that the stock, through the carelessness and 
neglect of the old buyer, had become very much depleted, 
and I felt sure that, after the new man became thoroughly 
familiar with the buying, someone was going to walk out 
of his store with, perhaps, the largest order he had ever 
taken. 

Now then, it was up to me to get busy and land the 
order. But how? 

Right here—in my judgment—is the secret of selling 
goods—know your man. 

I studied him as I never studied a man before. I dis- 
covered that he thought more of a good story than he did 
of any other one thing. I was said to be gifted along this 
line and I saw to it that the supply did not run out. 

My chief competitor was haughty, arrogant and com- 
manding, and a poor story teller. I soon found out that 
I was getting the best of him in the regular selling of 

















area / /j|/'  \ 
wt ‘ bE 
\ 


og 


| ine 


\ il 





Hardware Age 


goods, so I felt sure that when the time came I had a 
pretty good chance with him for the large order. 

Still I studied my man. I was told by one of the clerks 
of the following incident: A new man called on Mr, H— 
one day and, after setting down his brand new grip, intro- 
duced himself and began his opening address. In the 
meantime one of Mr. H—’s little nephews, attracted by the 
bright appearance of the new grip, was giving it the 
“once over” when the salesman turned and said, ‘Leave 
that grip alone, it wasn’t made to play: with.” Needless 
to say Mr. H— did not need any goods. This taught me 
that he was of a sensitive nature and I would have to be 
on my guard. I learned also from his manner of buying 
before he bought the big order that he was peculiarly 
susceptible to a low price on the first three or four items, 

After that it was clear sailing and I always made it a 
point to have my “low price” right on top and ready for 
immediate action. This taught me he had a hobby. | 
incidentally said to him one day when he ordered a large 
quantity of a certain article, “Mr. H—, we have plenty 
of that for sale but I believe you are buying more than 
you need.” 

He said, “Perhaps so. We will cut it down.” 

This within itself was trifling to me, but I learned after- 
ward that it was one of the biggest things I ever did to 
put myself in solid with Mr. H—. This taught me he was 
observing. I also learned that my competitor was in the 
habit of going in behind the counter and looking through 
the stock, also was caught looking over Mr. H—’s in- 
voices, all of which, to a man of Mr. H—’s makeup, was 
very damaging to the salesman. 

Now then, so far as power of selling points are con- 
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“Leave that grip alone” 
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“LT believe your are buying more than you need” 


cerned, I do not think there are so many in this particular 
case, but from a summary of these little incidents I do 
believe there is demonstrated one of the most essential 
features of salesmanship—one I have worked on stronger 
than any other—know your man. I claim to know the poli- 
tics, religious views and peculiar characteristics of every 
one of my customers. I have seen many a salesman “lose 
out” because he would insist on telling a shady story in 
a very refined, reserved, religious man’s place of business. 

When the time came for the “big order” I was told to 
come over to the store at 7 p. m., and I went to my hotel 
at 9 o’clock that evening with the largest order (excepting 
stock orders) that our firm has ever received. 

For a slogan, one that would be at least of valuable 
assistance to any salesman, I would say, “Know your man.” 


When Price Loses 
Its Importance 


The Story of My Best Sale 


By A. DANIELL, 
With John Pritzloff Hardware Co., Milwaukee, Wis. 


WAS endeavoring to sell a complete outfit of shelving 

and cabinets to a hardware dealer who already had 

prices on a set of specifications they had. They were 
about to place the order when I blew into town. 

As a hardware salesman I was not supposed to be very 
well posted on this line of goods, but I made up my mind 
then and there to try and spear that order, so I got busy. 
The first rebuke I met after making my price known was, 
“Your price is too high.” 

I did not need to try and remember those five words. I 
had heard them too often. They are not in the Bible but 
you'll find them on the lips of probably every citizen of 
this country some time or other. So for a starter I asked 
the gentleman, “How do you know my price is too high? 
Do you know what this job of fixtures will cost this fac- 
tory to produce? Do you know what is a fair profit in 
store fixtures? 

“If I showed you my estimating figures in detail could 
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you catch any errors? Could you show me how to lower 
the cost in any way? 

“In short, do you really know anything at all about it?” 

They admitted they did not know much about the manu- 
facture of this line, but had three or four prices and could 
get the stuff cheaper somewhere else and that my price 
was a long way from being the lowest. Furthermore I 
need not tell them that the lowest man was going to give 
them a bum job. Everybody is bidding on the same thing 
and they always look out for that. The specifications are 
exactly the same. 

Well, they had me for a moment until my knowledge- 
box got working again, and I came back for more. 

“Look here,” I said, “I believe you gentlemen are open 
to reason, otherwise I wouid not argue with you. I tell 
you specifications don’t protect you now and they never 
will, not even if you furnished the material to make the 
stuff. And I’m going to prove it to you. 

“Walk up Main street in my town, for instance. You 
have been there. Go into every restaurant you pass and 
get prices on ham and eggs. You’ll find considerable dif- 
ference between the Palace Lunchroom and the Soup-joint. 
If you place an order you likewise will find a difference in 
the ham and eggs even if you supplied the raw material 
yourself, 

“The cheap restaurants can’t produce a dish of ham and 
eggs equal to those at the Palace restaurant, even if you 
pay the Palace prices. They are not equipped to do that 
class of work. 

“You can buy a Ford that will meet all specifications of 
a motor-driven vehicle running on pneumatic tires for less 
than $700, but you would not expect it to be in the same 
class with a Pierce or Packard. 

“To make a long story short: A recipe for daughnuts 
is a set of specifications. With the same lard, flour and 
water a skilled cook will turn out doughnuts like your 
mother used to make and an amateur will turn out sink- 
ers. What do you say? DolI get your order or do I not?” 

They looked at each other for what seemed to me an 
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hour when I heard one remark, “Well, it’s all right with 
me if you say so.” 

The other said, “Can you set this stuff up when it gets 
here?” I replied, “Certainly.” 

I had never set up a piece of shelving in my life, but 
you see I was willing to try anything once with a few ex- 
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HE sale which I consider my best sale I made in a 
small town in southern New York when I was twen- 
ty-one years old. The reason I consider it my best 
sale was that it demonstrated to me the points needed to 
make a successful sale and the reward of “sticktoitive- 


ness.” 

The sales manager of my firm phoned to me at the ware- 
house where I was assembling orders and told me to report 
at the office. On the way up to the office, which was one 
mile from the warehouse, I stopped at my boarding house 
and put on a clean suit of clothes, and then reported at the 
office. 

The sales manager told me he was going to give me a 
chance on the road while one of the salesmen was taking 
a vacation. I was delighted, for I had been wishing for 
this opportunity for many months and I had been reading 
and observing all I could about salesmanship. The next 
morning my grip was packed and the sales manager gave 
me a few parting words of advice and I was on my way. 

As the train passed through fields and towns my 
thoughts were on the tactics I would use in my first sale 
and my method of approach. The town I was to make my 
first call in was some distance from our jobbing house and 
required an early start and three hours’ travel. On ar- 
rival at the town, as I was leaving the train, I met a young 
lady of whom I asked the way to the Westfield Hardware 
Company. 

Much to my surprise she was going to this hardware 
store to purchase some fly screen and said she would be 
pleased to show me the way. On our way to the store she 
told me the names of the two men who were the pro- 
prietors, Mr. Jones and Mr. Davis, and told me Mr. Davis 
did the buying. As we entered the store Mr. Jones stood 
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ceptions and this job was not going to be one of those 
exceptions. 

I got the order and I set the job up with the assistance 
of a few “hang-arounds,” and they were satisfied. My 
business in the general line increased many times because 
they got their money’s worth and so did we. 











“She said Mr. Davis did the buying” 


Stick-to-it-1veness 
Opens Good 


Account 
The Story of My Best Sale 


By 8S. W. AIKMAN, 
With Treman, King & Company, Ithaca, N. Y. 


near the entrance talking to a customer. The other pro- 
prietor was busy waiting on another customer. 

I looked about the store and noticed the screen cloth rack 
near by, and I obtained the size of the screen cloth from 
the young lady, removed the correct width roll from the 
rack to the counter and unrolled it to the desired size. 
At this the proprietor Jones came up and finished the sale. 

The young lady smiled and thanked us and left the store. 
Mr. Jones, who was a tall conservative looking person, then 
directed his attention to me. I shook hands with him and 
told him the firm I represented. He asked if the young 
lady who left the store was a friend of mine. I told him 
of our meeting and he laughed at the joke. He then in- 
formed me that he had not bought any goods from my firm 
in four months, his reason being that our credit depart- 
ment had made him pay up his account. He also said that 
he did not like our methods, that he had passed up our 
regular salesman, and that he would have to pass me up 
as another jobber’s salesman was coming next day. At 
this moment in our conversation the other member of the 
firm, Mr. Davis, came up. He purchased the hardware. I 
told them both of the president of our firm and that I con- 
sidered him a model man, but he could not see each letter 
that came out from our credit department, and that if they 
could meet him they would understand our policy better. 
I told them our president’s motto was, “Do unto others as 
you would have them do unto you,” and that he wanted 
them as our customers. 


Showing the Goods 


THEN opened my sample case and spread out some 

carefully selected samples of pocket knives, padlocks, 
and some other leaders. Mr. Jones picked up one of the 
knives and remarked that it was a fine knife but he did 
not care to purchase it. 

Our conversation was interrunted by a crowd of boys 
who rushed in from the street dressed in baseball! uni- 
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I will give your team the best ball m our ste 


forms. This changed our subject and the proprietors told 
me all about the wonderful baseball team just started in 
the town. So I said, “I am somewhat of a baseball fan 
myself and if you will start a hardware order with me I 
will give your team the best baseball in our stock free.” 
The boys overheard this remark and they flocked about 
me and were pleased. Mr. Davis then said, “What will 
the house say of the regular salesman who calls here, who 
has not been selling us and whom we passed up, and what 
will we tell the jobber’s salesman who calls tomorrow?” 
I then replied that this was my first trip on the road 
and a sale at this time meant more than any other to me, 
d and the house was watching the result of my first trip. 

Mr. Jones then said, “Well, Mr. Davis, I am going to 
dinner. If you want to buy from him do so, but I would 
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not.” He then left. I was hungry but I stayed and assured 
him how promptly we would attend to the order and that 
he would not have any trouble with the credit department. 

He then smiled and started an order, and the first item 
was my first sample of the jack knife. I put in the base- 
ball free and sold him baseball goods and he ordered until 
1:30 p. m. when Mr. Jones returned. When he saw that 
an order was started he added more. At 2:30 I had a 
twelve-page order of hardware and a great supply of con- 
fidence. As I said good-bye and shook hands with the 
proprietors the buttons tightened on my vest. From this 
first sale I learned to keep both eyes open and to not give 
up the ship. I wrote a letter to the credit department and 
the goods were shipped promptly and satisfactorily and 
we have had the Westfield Hardware Company on our 
books ever since. 








“Works While You Sleep” Selling 


The Story of My Best Sale 


By JOHN E. O’LEary, 
With Holley-Mason Hardware Co., Spokane, Wash. 








HE natural laws of compensation are applicable 
to seliing. Returns will be according to the amount 
. of service given coincidently by the house and sales- 

man, principally by the salesman. This can be demon- 
strated by taking a good account that you are not getting 
satisfactory results from and making a specialty of it. 
Never lose an opportunity, large or small, to keep the little 
> difficulties straightened out. Dig up and communicate to 
the customer any informatien you know he wants and al- 
ways take plenty of time to cover all ground thoroughly. 




















My “best sale’”’ was accomplished by the above application. 

The account was situated on a forty-mile round trip 
off the railroad in the terribly rough Salmon River Idaho 
country. I never failed to make the trip regularly, rain or 
shine, cold or hot. I owned the business in my line of that 
account, and on this particular occasion started to the town 
late one Saturday and arrived there at 5 o’clock p. m. 

I found my customer very busy and needing lots of 
goods. After having dinner at the Whitebird Inn I waited 
until 10 p. m. (closing time Saturday nights in that town) 














“IT got up Sunday morn- 
ing and traveled back to 


the starting point” 











and I started on my order as soon as the doors were closed. 
The order was as follows: $600 heavy hardware nails, 
etc.; $650 general hardware, and $950 guns and ammuni- 
tion, totaling $2200. This was just a local order out of 
stock to a concern carrying not. over $10,000 hardware 
stock in their general store. I had this order written up 
complete for the mail by 1 p. m. and by arrangement with 
a traveling man, who was there with a machine, got up 
Sunday morning at 4 a. m. and traveled back to the Start- 
ing point. We got back at 6 a. m. and I had breakfast and 
mailed the order on the 7 o’clock train. I had all day to 
rest and get to the next town. 

All this was accomplished after the house had closed 
Saturday afternoon. 


Team Work With 
the Office Pays 


The Story of My Best Sale 


By CLARENCE ROBERTS, 
With Sargent & Co., New Haven, Conn. 
T is not always the individual effort of the salesman 
I that lands the big order. More often it is the team 
work with the office man that enables you to clinch 
the biggest deals. 
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Additional “Best Sale” stories will appear 
in early issues of Hardware Age. 








My story is going to be of a sale that called for close 
cooperation between the traveling man and the inside 
salesman. To begin with, let me state that the outside 
man who is not in sympathy with his brother in the office 
had better change his methods and cultivate a close in- 
timacy with all the desk men at his headquarters. They 
will help him make many a sale that he would miss through 
lack of time and knowledge of stock conditions. 

A certain firm had been giving me some nice orders for 
builder’s hardware and, as usual, where business is to 
be found, one will find keen competition. So my customer 
received from me all attention and time that could be 
spared. Knowing that he was in the market for a quan- 
tity of lock-sets, I boned him for the order, quoted prices 
(my very best), and tried to get him to come across. 
Thinking it possible that he might get in touch with head- 
quarters, I mentioned that if he wanted any service that 
I could not render, to call Mr. » who would fix him up. 
Having full confidence in Mr. , | knew that my cause 
would be in good hands, and that the customer would re- 
ceive perfect service. 

My calling day was Friday. The subject of lock-sets 
was broached, prices discussed, and order withheld for 
further consideration. I urged the immediate placing of 
the order, calling attention to the rising market and 
scarcity of goods. Nothing doing! At last I was com- 
pelled to go away with an order for miscellaneous goods, 
and just before leaving impressed my customer with the 
fact that should he change his mind, to call-up Mr. —— 
and he would be taken care of. 

In this morning’s mail I received a letter from Mr. ——, 
together with a copy of an order he had taken from my 
customer for 100 dozen lock-sets averaging $16 a dozen. 

I am satisfied that without the friendly cooperation be- 
tween the desk man and myself I might have missed out. 
So, brother salesmen, take my tip and make every office 
man your friend and brother, and let him know that you 
appreciate the efforts he makes in your behalf. 


















“It is the teamwork with 
the office man” 









































HardwareJobbers 

Bring Santa Claus 

into Hardware 
Store 


Western Editor of Hardware Age Finds 
Old St. Nick Loading Up His Pack 
inthe Big Warehouses of Marshall- 

Wells Hardware Company— 
The Travelling Circus 
By L. 8. SOULE 


HERE was a time when good old Santa Claus 
| didn’t even know that the hardware man ex- 

isted. There wasn’t a hardware name on 
his visiting list as he made out his big Christmas 
order. When he loaded up his reindeer sleigh he 
never left a single silver dollar in a hardware till. 
But that was in the dim and musty past. To be 
sure, Santa wasn’t altogether to blame for the 
oversight. Galvanized tubs and pails are not ex- 
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{In the Marshall-Wells Toy Department 














From the Marshall-Wells Toy Catalogue 


actly fitted as stocking fillers, and live American 
“Kids” do not take kindly to the play possibilities 
of rim locks or sash weights. Sensible parents also 
object strenuously to the brand of music evolved 
from dsih pans and hammers. Since the parents 
largely financed his yearly chimney jaunt, it was 
rather up to the Patron Saint of toys to turn his 
good ear their way. Even in the good old days, 
however, Santa never harbored any prejudices 
against the man who handles nails. He merely 
bought where the buying in his line was good. As 
a result the kid and the hardware man both played 
a losing game. aturally such a condition couldn’t 
exist for any great length of time. Somebody had 
to jump into the breach and get that toy sleigh 
headed toward the hardware store. That’s where 
the hardware jobber saw his opportunity and 
took it. 


Marshall-Wells as a Toy Distributor 

HE Marshal-Wells Hardware Company of Du- 
luth, Minnesota, was one of the first big 
wholesale hardware concerns of this country to 
recognize the possibilities and profits of toys. The 
men of vision behind this company saw in the toy 
business an opportunity to make the retail hard- 
ware dealer a bigger man in his community. They 
saw not only a new and profitable line that was 
adapted for sale over the hardware counter, but 
also an added profit from new customers brought 
into the stores through the magnetism of toys. 
The Marshall-Wells concern is not a combination 
of dreamers. It is a clean cut business institution, 
where visions speedily become plans, and plans be- 
come realities. When the toy idea took root, the 
possibilities were carefully investigated, and about 
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four years ago an initial stock was installed. The 
traveling salesmen were called in, the toy idea 
was told to them thoroughly, and toys became one 
of Marshall-Wells hardware family. That first 
year the firm did about $18,000 worth of toy busi- 
ness. Since that time the toy stock has grown 
like the proverbial weed, until today it occupies no 
inconsiderable space in the house. It covers prac- 
tically every line of playthings from dolls to Kid- 
die-Kars. 

I wish I might tell you in figures what the actual 
growth has been, but they are modest, those men 
who have built success for the Marshall-Wells 
Hardware Company, and prefer to dwell more on 
what the retailer has done than on what they 
themselves have accomplished. Be that as it may, 
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A view in the Marshall-Wells Toy Sales-room. 


the toy is in the Marshall-Wells stock to stay. 
It has proved bigger and better than the vision 
which put it there, and today there are hundreds 
of retail hardware men in the Duluth territory 
who thank Marshall-Wells for pointing out to 
them the trail to toy profits. 


Shaking Hands With Dick Close 
HEN HArpwakE AGE started out to get the 
inside history of toys as hardware, some- 
body dropped a gentle hint that Marshall- 
Wells could help. Two days later I dropped off 
a train at Duluth, armed with a notebook and a 
camera. Naturally the first man I looked for was 
Seth Marshall, because the big things in the Mar- 
shall-Wells house have a faculty of emanating 
from Seth’s office. Unfortunately, I didn’t find 
him at his desk. Perhaps he heard that I was 
missed that genially human hand shake this is 
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coming. At any rate he was out of town and J 
familiar to every dealer who visits the Marshall. 
Wells house. 


However, the toy trail was still warm, and | 
followed it until it lead me to Dick Close. Dick 
is the advertising manager for the firm, a keen, 
capable, likeable fellow, with enough red blood 
in his veins to appreciate both the Kid and the 
Toy. To him the toy is a sort of trade missionary, 
bearing a real text, and he is constantly instilling 
into his dealer friends the same wholesome respect 
for the line. I liked the toy idea before I met Dick 
Close, but when I left him I was ready to doff 
my hat to any real plaything bearing the Ameri- 
can label. 





Insert—Some Marshall-Wells girls out for a ride 


Billy Carson—Toy Booster 


LOSE did me one particularly good turn. He 
introduced me to Billy Carson, the man who 
engineers the toy destiny of Marshall-Wells, and 
incidentally of several hundred toy dispensing 
hardware dealers of Duluth District. Billy Car- 
son is a man who combines vision with good horse 
sense. He knows that the retailer must prosper if 
Marshall-Wells is to grow and prosper. More than 
that, Carson has the welfare of the dealer pretty 
close to his heart all of the time. 

“Soule,” he said, “if the retail hardware dealer 
still sold all the straight hardware that his com- 
munity used, it would not be necessary for him 
to take on toys, automobile accessories, or other 
new and profitable lines. Back in the old days he 
sold all the cutlery, all the stoves and ranges, all 
the housefurnishings, all the galvanized ware and 
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hundreds of other so-called hardware lines. That 
isn’t true today. Now there are grocers who sell 
washtubs and milk pails, druggists with stocks of 
razors and pocket knives, and furniture dealers 
carrying ranges and kitchenware. It is up to the 
retailer to stock the new, attractive and profitable 
lines or get out from under. Again, the hardware 
dealer doesn’t sell a great many replacement items. 
Most articles in his stock are sold but once to a 
customer. A good hammer lasts a lifetime. So 
does a high grade range, a copper boiler or a Dutch 
oven. He must continually get new customers in 
order to keep up the volume of his sales.” “But 
why toys?” I queried. 


Yes—Marshall-Wells keep 





Marshal!-WVells Shippers Packing Toys for Hardware Dealers 
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“Because 
toys attract the most powerful trade pullers in 


The answer came back with a snap: 


the world—the children. Their tiny fingers will 
loosen purse-strings that you and I could never 
untie. Children will bring their mothers into the 
hardware stores, and women are the future big 
purchasers of modern hardware. The installation 
of an attractive toy stock will double the sales of 
percolators, electric appliances, washing machines, 
aluminum ware, etc.—the high grade novelties of 
the hardware store, and the ones which carry the 
profits. If there wasn’t a single cent of profit in 
the toys themselves, the dealer couldn’t afford 
to leave them out of his stock. However, that 


Toy Stock complet 
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don’t need to worry him. There is real profit in 
any good toy.” 


Why Marshall-Wells Stocked Toys 


HE arguments of Billy Carson were those of 

the Marshall-Wells firm when the toy sub- 
ject first came up. The firm realized that the deal- 
er needed the impetus of toys to build up his 
business. Frankly, they didn’t expect to make a 
dollar directly from toy sales for several years. 
To them it was a means to an end—the making 
of better merchants and selling of better mer- 
chandise. As I said before, that was the idea back 
of the initial toy purchase, and the fact that the 
toys themselves have proved profitable from the 
start doesn’t detract one bit from the issue. 

The first real snag encountered was that of 
breakage. How some of those dealers did shy at 
the breakage problem. All that they seemed to 
know about toys was the rumor of “busted” items 
with consequent losses. Carson immediately be- 
gan an investigation, and soon found that the 
breakage rumors were strongly overdone. He 
also found that in practically every case of loss 
the breakage was on the cheap foreign toys. Per- 
haps that is the reason you will find the name of 
some American manufacturer on every toy in the 
Marshall-Wells stock. They simple won’t touch a 
foreign toy. Incidentally, the records of the firm 
prove that breakage is a mighty insignaficant item 
to either Marshall-Wells or their customers. 





Hardware Age 





Dclsaertny | 
rz - 


Dolls and their supplies are an important part 


The Toy Assortment as An Opening Wedge 


[’ is one thing to know what will benefit a hard- 
ware dealer, and another to sell him the idea. 
Marshall-Wells found that out early in the game. 
Even their own salesmen were skeptical as to dolls 
and games in a hardware store, and some really 
live dealers simply couldn’t see it their way. Car- 
son figured out that many of them balked on pick- 
ing out the stock. They were afraid of their own 
judgment on a line with which they were unfa- 
miliar. “All right, boys,” he said to his men, 
“we'll just pick out the right kind of stock our- 
selves, build up an assortment and sell it with 
the toy idea.” It worked just as Carson knew 
that it would. 

The salesmen went out with a thorough belief 
in the theory that toys would build up retail trade. 
They made the sale of a toy assortment almost a 
personal plea, and Carson had made an assortment 
that was sure to sell. It was really surprising how 
many of the dealers who bought assortments, re- 
ordered before the holiday season was fully under 
way, but the real surprise came later when the 
salesmen went out with the next season’s samples. 
Dealers who bought a $50 assortment in 1915, 
bought three and four hundred dollars’ worth in 
1916. One dealer jumped his purchase from $50 
to over $700. 

When Marshall-Wells installed toys, only one re 
tail hardware dealer in Duluth handled the line. 
Now every dealer in the city carries a toy stock. 
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Of the big Marshall-Wells Toy Display-room 


The reason is plain. Marshall-Wells has built a 
profitable toy business for each of them by selling 
them toys that will stand up and that will re-sell 
themselves. They broke their own stock to make 
up initial assortments, but by so doing they started 
the dealers where otherwise they might not have 
done so. It is significant that they have not start- 
ed a single dealer in the toy business who has not 
stuck to the line. 

As the dealers are longer in the game they grad- 
ually buy larger stocks and better grades. One 
firm in Duluth gave Marshall-Wells a $3,000 toy 
order this year. Another customer bought $1,700 
worth of Gilbert toys alone. Still another sold 175 
electric trains last year. This dealer bought three 
times as many toys this year as he did last. Up 
in a small town on the Canadian boundary a dealer 
sold over $900 worth of toys during the 1918 holi- 
day season. Carson fairly forced this fellow to 
put in a few dolls with the other toys. This year 
that same dealer bought heavily of dolls and took 
some of the most expensive ones in the Marshall- 
Wells stock. He figures on selling $2,000 worth of 
toys this year. 


A Travelling Toy Circus 
ARSHALL-WELLS is a firm believer in the 
slogan: Show the goods and make the sales. 
The firm has worked out a plan of carrying the 
toy and cutlery lines to the dealer and proving to 
him that it is not necessary for him to travel to 
New York in order to get a stock of toys. Along 









in May of each year, four live wire salesmen start 
out with what is termed the traveling toy circus, 
consisting of 25 large trunks and a full sales 


equipment. They engage four good size sample 
rooms in some central city, and invite the dealers 
of that vicinity to come in and look over the latest 
creations of toydom. 

Does the dealer accept? 
Carson’s answer. 

When he gets there he sees a real toy stock. 
Also he runs up against the argument that he is 
not doing all the business in the old hardware lines 
and that toys will bring him new customers. He 
learns that toys are not merely holiday specials, 
but all-the-year-round necessities to the children. 
He is made to realize that Summer is a better play 
time than Winter, and that birthdays come at any 
old time of the year. Usually he buys a stock of 
toys the first year—always the second year. The 
average retailer looks forward to a visit of Mar- 
shall-Wells Toy Circus with as much interest as 
his boys do to one from the Barnum & Bailey 
show. 


“T’ll say he does,” is 


A Table for Toys 


ARSHALL-WELLS don’t stop their efforts 
after a toy sale has been made. They figure 
that it is not a good sale unless the dealer also 
disposes of the stock at a profit. Along this line 
they furnish him with sales plans, advertising 
helps and display methods. You should see some 


of the live stuff that leaves Dick Close’s office, 
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going out to help the dealer and the toy business. 
While I was in his office he showed me what he 
terms an ideal display fixture for toys. It is a 
table, 8 ft. x 4 ft., and 30 inches high, equipped 
with a base and middle shelf. On the top of the 
table are three removable decks. The first deck is 
half the width of the table, the second deck is half 
the width of the first and so on. There is a 12 in. 
spacing between each deck. Several fixtures of 
this type can be arranged to carry almost any kind 
or pattern of toys in an attractive and practical 
way. 

Dick has introduced this table into many Min- 
nesota and Wisconsin stores with good results. 
Down in Siegel Brothers store in Duluth I ran 
into a regular battery of them, doing service the 
year round. Perhaps that table had something to 
do with the fact that Siegel Bros. have trebled 
their toy business in two years. 


A Tip for Toy Makers 


HE pioneer is the one who learns from experi- 
ence, and the Marshall-Wells Hardware Com- 
pany has been a pioneer in the toy game. They 
have learned many things of value to the retail 
dealer, and some things that may prove of value 
to the toy manufacturer. They have found out 


that it is not today’s order that counts, but the 
orders which follow. 


that he should have. 
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As Carson says: “You must have dolls in the 
toy stock if you are to make the toy department 
a real success. Now, the average small dealer 
will only buy two, or at most three, dozen dolls 
in his initial order. If he buys the cheap, poorly 
made doll only he will not get the type of trade 
But many doll manufactur- 
ers put up their cheap dolls in packages, one dozen 
in a package. As a result the dealer buys a dozen 
cheap 25c. dolls, a dozen 50c. dolls, and there is no 
margin left in which to stock the good dolls which 
draw the good trade. I’m not kicking as a jobber, 
but from the standpoint of a retailer. 

I could ramble along all day on Marshall-Wells 
and Toys, but what’s the use. After all is said 
and done, it all sums up in the fact that Marshall- 
Wells is in the toy business to stay. That the re- 
tail dealers who buy from them are in the toy 
business to stay. That both are enlarging their toy 
business and will keep on enlarging it. If Billie 
Carson could meet every dealer in his territory 
personally, he simply couldn’t get toys enough to 
fill his orders. Toys are hardware in Duluth, 
thanks to Marshall-Wells, and Duluth isn’t any 
different from hundreds of other American cities. 
We call the children’s play necessities Toys now, 
but I’ve a hunch that the vision of such firms as 
Marshall-Wells will some day list them as they 
should be listed—Play Hardware. 








The Marshall-Wells Tay Circus en- 


route and set up 











And the hustling hardware sales- 


men who sell the toys 
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Why the Federal 
TradeCommission 
is Losing Class 


By W. L. CROUNSE 


Washington, November 12, 1919. 
IKE Gaul, that tidy little medieval country 
L to which the late Julius Caesar devoted so 
much time and attention, “all cussing 
is divided into three parts, and is shared by the 
plumber, the iceman and the Federal Trade Com- 
mission.” 

This sententious declaration has not been for- 
mulated by a critic of the Commission. It is taken 
from the opening paragraph of an address deliv- 
ered a few days ago by Federal Trade Commis- 
sioner William B. Colver before the National Asso- 
ciation of Ice Industries. On that occasion, Mr. 
Colver appeared as the defender, if not the apol- 
ogist of the Commission, declaring that all its 
work was good and challenging proof of the many 
charges that have been made against it from time 
to time, especially the assertions upon which the 
United States Senate acted when it passed a few 
days ago a resolution to investigate the personnel 
of the Commission to determine whether social- 
ists or other radicals are included on its staff. 


Was Teddy Its Grandpa? 


N this occasion Mr. Colver took opportunity to 
claim high lineage for the Commission. He 
said it was the grandchild of the late Theodore 

Roosevelt. 

This is not the first time the Commission has 
found it necessary to claim highly respectable 
parentage to offset some of its eccentric per- 
formances, but if good old Teddy were alive to- 
day, he would probably be the first, if not the most 
emphatic, in repudiating his offspring. 

More severe critics of the Commission—leaving 
out of account entirely the so-called “big inter- 
ests” which the Commission has from time to time 
assailed with more or less justification—would 
probably suggest that, from the standpoint of 
parent and progeny, the Federal Trade Commis- 
sion at times reminded them strongly of that 
classical definition of a mule: an animal without 
pride of ancestry or hope of posterity. 

_Unbiased observers will regard the Commis- 
sion’s showing of peevishness under recent criti- 
cism as a bit childish. Like another class of scrap- 
pers, they love to give hard knocks but hate like 
the mischief to take them. 

In the pitched battle they are now waging with 
the meat packers, thev have the sympathy of the 
public, but they should not whine whenever the 
beef trust hires an advertising page in the morn- 
ing papers to give their side of the controversy, 
and perhaps to show that some understrapper in 
the Commission’s employ has been using faulty 
arithmetic. 


Inquiry Will Settle Bolshevist Charge 


(C ONCERNING the widely circulated charge 
that the staff of the Commission is honey- 
combed with socialists, not to say bolshevists, the 
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Commission ought not to be so belligerent. In- 
vestigation—which it should court—will speedily 
determine the truth or falsity of these charges. 

As a matter of fact, the spirit which has ap- 
parently animated certain members of the Com- 
mission during the past few years has attracted 
to that institution all forms of radical economists 
and others who believe that big business and bad 
business can be reformed over night by the use 
of a Governmental straitjacket. Professional re- 
formers and cranks naturally itch to help the 
Commission, and it would not be surprising if a 
good many of them have wormed their way into 
its organization. 

But the way to meet this issue is not to let off 
indignant howls at every charge that may be made 
in Congress. Let the Commission sit tight and 
patiently await the investigation that is sure to 
come. 


Commission’s Queer Record on Price Maintenance 


THINK it is a fair assertion that the Com- 

mission has lost more ground in public esteem 
as the result of its attempt to discredit or evade 
the recent decisions of the United States Supreme 
Court in the price maintenance cases, than because 
of any other sin of omission or commission. 
Whatever may be the merits of the other charges, 
the record here is perfectly clear. 

In these now famous cases, the Supreme Court 
held that manufacturers and dealers may choose 
their own customers, being guided by any reasons 
of policy that may appeal to them, and especially 
may refuse to sell price cutters. 

While the prosecutions of Colgate and Cudahy 
were brought under the anti-trust laws, the de- 
cisions of the Supreme Court were so broad as to 
fully establish the legality of the policies pursued 
by both these concerns. 

Nevertheless and notwithstanding, the Com- 
mission has refused to accept the Supreme Court’s 
edict as binding upon it and has evolved the 
curious legal proposition that while manufactur- 
ers who follow the Colgate and Cudahy policies 
may not be guilty of violating the anti-trust laws, 
they may be held for a breach of the act creating 
the Federal Trust Commission, on the ground that 
any attempt to maintain resale prices, even by the 
methods pointed out by the Supreme Court as ab- 
solutely legal, may be enjoined by‘an order of the 
Commission as “unfair competition.” 


This Concern Will Not Be Stampeded 


S it any wonder that the business men of the 

country are wholly at sea as to their rights and 

are seeking in vain some compass or guiding star 
to aid them? 

Fortunately one enterprising concern has had 
the courage to make a square issue with the Com- 
mission in a way that promises a speedy judicial 
determination of this serious controversy. 

In a bulletin recently given out by the head- 
quarters of the Federal Trade Commission, and 
presumably with the full authority of the Com- 
mission itself, it was stated that a “consent” order 
had been issued requiring the Beech-Nut Packing 
Company to cease and desist from suggesting re- 
sale prices and refusing to sell dealers who fail to 
observe such prices, alleging that such conduct 
constituted an unfair method of competition, pre- 
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sumably in violation of section 5 of the Federal 
Trade Commission Act. 

The substance of this order was published 
throughout the length and breadth of the land 
and, following so closely upon the heels of the Su- 
preme Court’s decision in the Colgate and Cudahy 
cases, created consternation in the minds of thou- 
sands of manufacturers and dealers. The most 
surprising feature of the announcement, in view 
of the sweeping ruling of the Supreme Court in 
two substantially identical cases, was the state- 
ment that the defendant company had consented 


to the order. 
B UT if the Federal Trade Commission expected 
the defendant in this case to lie down and be 
run over by an untamed Juggernaut, it made a 
serious mistake. It will do nothing of the sort, 
but on the contrary it has already taken steps to 
test the legality of the Cemmission’s order, and 
will carry the issue before the highest legal tri- 
bunal. 

I have before me a formal announcement pre- 
pared by this concern, which will be of interest 
to every manufacturer and merchant. It is in 
part as follows: 

The Company immediately addressed a petition to the 
United States Circuit Court of Appeals for the Second 
Circuit, sitting in New York City, that this order be set 
aside because erroneous, unauthorized and not sufficient 
in law, inasmuch as the aforesaid conduct is not unfair 
in itself, does not constitute an unfair method of competi- 
tion in violation of Section 5 of the Federal Trade Com- 
mission Act, and does not constitute an offense under any 
law of the United States, hut is lawful in all respects. The 
Company has complete confidence in the fairness and law- 
fulness of its merchandising policy, that it will be fully 
vindicated by the ceurt. If necessary, this case will be 
carried to the Supreme Court of the United States in order 
that the issue here involved may be finally settled. 

The Beech-Nut Packing Company did not agree to the 
issuance of this order, as has been stated in the public 
press. On the contrary, the Company, in its answer to 
the complaint, squarely denied that its merchandising pol- 
icy violates the Federal Trade Commission Act or any 
other Federal statute. There was no dispute as to the 
facts and the Company voluntarily submitted all of its 
records for examination by the Commission. Accordingly 
a stipulation of facts was effected in lieu of the taking of 
testimony. The single question involved is this: Has the 
Company violated Section 5 


Starts an Appeal to the Courts 


5 of the Federal Trade Com- 
mission Act prohibiting the use of unfair methods of com- 
petition in interstate commerce, by reason of the sugges- 
tion of fair resale prices and the refusal to sell to dealers 
who fail to observe such prices. 


No Price Maintenance Contracts Involved 


The Stipulation of Facts expressly states that the Com- 
pany dealt with each customer separately, that the mer- 
chandising conduct here in issue does not constitute a con- 
tract or contracts whereby resale prices were fixed, main- 
tained and enforced. The Company has not requested or 
effected in any manner, any contract, agreement or under- 
standing whatsoever, whether directly or indirectly, for 
thé purpose of fixing, maintaining, and enforcing resale 
prices. The Company gives a-full and unqualified title 


to the buyer upon each sale and imposes no restraint what- 
soever upon the right of the buyer to resell the product 
he has bought and owns at any price he voluntarily 
Hence, each buyer, once the sale is made, receives 


selects. 
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and possesses complete and unfettered freedom to resell 
at any price he pleases. All that the Company has done 
is to decline to sell to dealers who did not observe the fair 
and reasonable prices suggested by it, to exercise its con- 
stitutional right to select its own customers. 

In the recent Colgate Case, the United States Supreme 
Court unanimously upheld “the long recognized right of 
a trader or manufacturer engaged in an entirely private 
business, freely to exercise his own independent discretion 
as to the parties with whom he will deal,” and added, “and, 
of course, he may announce in advance the circumstances 
under which he will refuse to sell,” to quote the words of 
Mr. Justice Reynolds. Our highest Court held in that case 
that the conduct here challenged is not violative of the 
Sherman Act. 


Lawful to Refuse to Sell Price Cutters 


The Beech-Nut Packing Company is convinced that the 
mere refusal to sell to dealers who do not observe the fair 
and reasonable resale prices suggested by it is a conduct 
that is economically sound and fair, is entirely lawful and 
is in the interest of all concerned. Holding this convic- 
tion, the Company, in justice to itself, its customers and 
fair traders generally, and to all concerned, can follow no 
other course than to defend this conduct to the utmost, 
and to finally establish the fundamental doctrine that a 
private manufacturer or trader violates no law when he 
merely exercises his own independent discretion in select- 
ing his own customers and refuses to sell his own products 
to unfair dealers, in the absence of any purpose to create 
or maintain a monopoly. The preservation of the funda- 
mental right to select one’s own customers is essential in 
the public interest and guaranteed by the Constitution of 
the United States. 

To all of which the average fairminded man 
will say “Amen!” Great interest will attach to 
these proceedings in the higher courts and busi- 
ness men everywhere will hope that the case will 
be advanced for early hearing on the final appeal. 


Those New Express Packing Rules 


ANY inquiries are reaching Washington 

concerning the details of the new express 
packing rules which go into effect December 10. 
The new requirements have been framed by the 
United States Railroad Administration and are 
declared by express traffic officials to be ‘“‘one of 
the most effective steps taken to safeguard mer- 
chandise in transit by express” since the unifica- 
tion of the various lines into the American Rail- 
way Express Company, which is the agent for the 
Government in handling the express business of 
the entire country. 

“The new rules,” says the statement issued by 
the express officials, “have been formulated to in- 
duce shippers to turn their business over to the 
carrier so that it can, with reasonable care on the 
part of the express company, be handled properly. 
The rules will not permit the use of paper wrap- 
ping for packages over 25 pounds, nor of ordinary 
paper boxes, wrapped or unwrapped, when the 
weight of the contents is over that limit. For ship- 
ments over 25 pounds, wooden containers, or fibre- 
board, pulpboard or corrugated strawboard con- 
tainers of specified test strengths, are required. 


Use of Cartons to Be Standardized 


T HIS standardization of express rules will 

place the express service on the same basis 
as freight, so far as the character of the cartons 
used is concerned. In fact, the new express rules 
were modeled on those of the railroads and require 
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the same kind of containers, except that in the 
express service a wider latitude is permitted in 
the size of the carton used. The new regulations 
are embodied in Supplement No. 5 to Express 
Classification No. 26, copies of which may be se- 
cured at any express Office. 

“The regulations were authorized by the Rail- 
road Administration to meet present-day condi- 
tions when the express traffic has reached ab- 
normal proportions without a substantial increase 
in the car facilities available for handling it. Ex- 
press traffic supervisors are of the opinion that the 
stronger containers required will very perceptibly 
help to improve the express service and to pro- 
tect the miscellaneous commodities shipped by ex- 
press from damage or interference en route. It is 
calculated that the time remaining before Decem- 
ber 10 will be sufficient to enable express shippers 
to adjust themselves to the new package require- 
ments.” 

Cost of Producing Copper 

N interesting report on the cost of producing 

copper in the United States and in Canada, 
Mexico, Cuba and South America, has just been 
prepared by the Federal Trade Commission. The 
compilation covers 85 companies, producing ap- 
proximately 2,250,000,000 pounds of copper— 
some 95.5 of the total United States production. 
The report is based on data accumulated by the 
Commission during its inquiries for the war 
period. 

The average cost of producing copper for the 
85 companies in 1918, the report sets forth, was 
slightly more than 16 cents a pound; and more 
than 85 per cent of the production cost less than 
20 cents a pound. The profit realized for the year, 
the report states, averaged 28 per cent on the total 
investment of more than $772,000,000. 

Of seven geographical groups, the Arizona and 
New Mexico group produced the greatest propor- 
tion; thirty companies there producing more than 
38 per cent of the total reported to the Commis- 
sion. This group had the largest investment and 
the lowest cost of production; its profit average, 
however, coming fourth in the seven groups. 


Minimum Cost Below Fifteen Cents 


P ORPHYRY companies had the lowest average 

cost of production—less than 15 cents a pound. 
Their production was more than 34 per cent of 
the total. 

Based on the Commission’s cost inquiry, the 
resident fixed the price of copper at 23 1/3 cents 
per pound, effective September 21, 1917, the re- 
port pointed out; this price prevailing until July 
2, 1918, when it was raised to 26 cents. Those 
prices were lower than the market prices preced- 
ing Government control; and the production was 
kept at nearly the same level as under the stimulus 
of the pre-war prices. Profits of the copper com- 
panies, generally speaking, the report states, were 

very high” under the Government schedule. 

The Commission during its cost investigation 
of the copper industry, established a uniform 
standard for determination of costs, some com- 
panies keeping books inadequate for a scientific 
ascertainment of costs. 


Brief Notes of the Trade 
(;ABLEY R. ALDEN, Lewiston, Me., has been made a 
member of the temporary council of a newly created 
Merchants’ Bureau, which is composed of merchant mem- 
bers of the Lewiston Chamber of Commerce. 
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Announcement is made that the American Knife Co., 
manufacturers of cutlery, has secured floor space in the 
Harrison Chair Co.’s Winsted, Conn., plant. Machinery 
is being installed and it is hoped that production will start 
at an early date. The company was recently formed by 
interests formerly connected with the Empire Knife Co. 
Luigi Petranti is manager. 

Solomon L. Baxter, a Boston jeweler, has made a gold- 
handled penknife with two steel blades, which is only three 
thirty-seconds of an inch long. 

The Bridgeport Hardware Mfg. Co., Bridgeport, Conn., 
has awarded a contract to the S. W. Hubbell Building Co., 
of that city, to build a mill construction factory. 

The Ionite Storage Battery Co., Worcester, Mass., with 
a capital of $100,000, has been granted a Massachusetts 
charter. Albert H. Williams, Worcester, is president. 


Coming Conventions 


AUTOMOBILE ACCESSORIES BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, Hotel Sherman, Chi- 
cago, Ill., Dec. 8 and 9, 1919. A. H. Nichols, chairman, 
Detroit, Mich. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Oklahoma City, Dec. 9, 10, 
11, 1919. W. B. Porch, secretary-treasurer, Oklahoma City. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION, Dallas, Jan. 20, 21, 22, 1920. A. M. Cox, secre- 
tary, 1808 Main Street, Dallas. 

MoUNTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION AND EXHIBITION, Denver, Col., Jan. 20, 
21, 22, 1920, Place of meeting will be announced later. 
W. W. McAllister, secretary-treasurer, Boulder, Col. 

Pacrric NORTHWEST HARDWARE AND IMPLEMENT ASSOCI- 
TION CONVENTION, Davenport Hotel, Spokane, Wash., Jan. 
20, 21, 22; 23, 1920. E, E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS’ AS- 
SOCIATION CONVENTION, Imperial Hotel, Portland, Ore., 
Jan. 27, 28, 29, 30, 1920. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ ASSO- 
CIATION AND EXHIBITION, Louisville, Jan. 28, 29, 30, 31, 
1920. J. M. Stone, secretary, Sturgis. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Lincoln, Feb. 3, 4, 5, 6, 1920. Nathan 
Roberts, secretary, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Milwaukee, Feb. 
4, 5, 6, 1920. P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND Exuisit, Grand Rapids, Feb. 10, 11, 12, 13, 1920. 
Headquarters, Hotel Pantlind. Exhibit at the Furniture 
Exhibition Building. A. J. Scott, secretary, Marine City. 
Karl S. Judson, exhibit manager, 248 Morris Avenue, 
Grand Rapids. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 10, 11, 12, 13, 1920. 
Hotel headquarters, Bellevue-Stratford. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pittsburgh, Pa. 

NortH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Forks, Feb. 11, 12, 13, 1920. 
Exhibition, Municipal Auditorium. C. N. Barnes, secre- 
tary, Grand Forks. 

Missourr RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, St. Joseph Auditorium, St. Joseph, Feb. 
17, 18, 19, 1920. F. X. Becherer, secretary, 5136 North 
3roadway, St. Louis. 

New YorK STATE RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 20, 
1920. Headquarters, Onondaga Hotel. Exhibition, State 
Armory, Jefferson Street. John B. Foley, secretary, 607 
City Bank Building, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVENTION, 
St. Paul Auditorium, St. Paul, Minn., Feb. 17, 18, 19, 20, 
1920. H. O. Roberts, 1030 Metropolitan Life Building, 
Minneapolis, Minn. 

SoutH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Sioux Falls, Feb. 24, 25, 26, 27, 1920. 
H. O. Roberts, secretary, Metropolitan Life Building, Min- 
neapolis, Minn, 
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Self Confidence 
and Salesmanship 
HE first measure of a man is self es- 
teem. To think little of yourself is to 
short-weight your future. To admit 
weakness is to welcome failure. To acknowl- 
edge handicaps is to accept them. 

This attitude need not blind a man to his 
abilities or to the lack of them. To approach 
improvement in the attitude of a dunce is 
mighty poor business. The “know-nothing”’ 
is miserable foundation material on which to 
build a business man. Know-it-all is the 
other extreme—equally miserable, plus a pub- 
licity campaign. 

It reminds us of the accident that about 
broke up the firm of Levy-Kaufman. It was 
before the days when Brooklyn Bridge and its 
more gigantic followers spanned the waters 
that separate Brooklyn and Manhattan. 
Folks rode on ferries—dinky, poorly equipped 
little boats of erratic temperament. One 
morning the boat on which these two Hebrew 
gentlemen were passengers developed sudden 
engine trouble. In the shock that followed 
the crowd on deck surged forward so sud- 
denly that the rail was broken and Levy was 
thrown into the water. He went down, came 
up, struggled a second and went down again. 
Once more he came to the surface further 
down stream, and in a choking, agonized voice 
screamed, “Kaufman, I’m drowning,’ and 
down he went again. As he rose to the sur- 
face a third time he yelled, “Kaufman, I can’t 
swim,” and Kaufman, noticing a rowboat 
about to save his partner, and catching the 
humor of the situation, called back, “‘Neider 
ean I, but I ain’t advertisin’ it.” 

That Jew said something. His shrewd bus- 
iness instinct told him to keep a tight tongue 
on his deficiencies. Had it been necessary for 
the good of his business Kaufman would have 
learned to swim. 

Most of us have yet to meet many emer- 
gencies or conditions which are to command 
untrained qualifications in us. There are un- 
told numbers of men who quit, who can’t 
stand the gaff, who quake before their op- 
portunity when it comes in the guise of a big 
thing they have never done before. 

There are others endowed with a God-given 
will to achieve and a self-confidence that says, 
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“Other men have done this thing and they 
are but human—what another man has done | 
can do,” and then this type of a man steps 
forth from the crowd, tackles the work with 
a will and nine times out of ten he succeeds. 

That’s self-confidence, the chassis in which 
the engine of will-power is set. 

No man is expected to know it all. The 
need to know a specific thing in order to 
achieve is a stimulant to the self-confident 
man. He will dig it out. The other sort of a 
duck will “dig in.” Trench warfare isn’t 
suited to commercial accomplishment. 

Some men think they are salesmen because 
they are successful in disposing of large quan- 
tities of one thing. They remind us of a 
“Ford” machinist who has specialized on rivet 
No. 276. The true salesman can sell any- 
thing. He will not allow himself to think 
there’s a thing he can’t sell. His self-confi- 
dence is superb. It isn’t ego. It isn’t a 
swelled head. It isn’t a bloated conception 
of his abilities—not by a long shot. It’s self- 
ec nfidence under control. 

There was once a man traveling for a well- 
known western wholesaler who ranked as a 
super salesman because of his enormous or- 
ders for two specific items. He had a large 
territory, and was known as a king-pin in 
every town. His opinion carried weight with 
the merchants of that district—a lot of 
weight—because he knew more about two big 
sellers than any other men his dealers had 
ever met. 

Yet that same man, that so-called super- 
salesman, was a Ford machinist. He was 
causing his sales manager more trouble than 
any two men on the big sales force of which 
he is a part because he persisted in selling 
two items when he should have been pushing 
a hundred. Then his house put in automobile 
accessories. The super-man couldn’t see it. 
He went on piling up business in his twin spe- 
cialties, but not an order for an opening stock 
of accessories. Then his vacation month 
‘ame along and while the specialist was on a 
fishing trip a cub salesman put automobile 
accessories into twenty stores in his terri- 
tory. 

That boy’s boss was some sales manager. 
He didn’t give the high strung, sensitive 
super-salesman the bawling out you or | 
might have given him. No, he just called 
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him into the office and spread those twenty 
orders out on the desk and said, “Jim, if any 
one had told me a cub could go on to your 
territory and sell twenty dealers a line you 
apparently couldn’t sell I would have laughed 
at him. You haven’t landed a single complete 
order for this line in the year we’ve been 
handling it, and a cub from the office has 
cleaned up in your bailwick. My first thought 
after those twenty shocks was to refuse you 
these commissions from your territory; my 
second thought was to ask for your resigna- 
tion, and, Jim, my third thought is that if you 
have as much self-confidence in your ability 
to sell as I have in you, you’re going to look 
at these orders and then go out and land 
enough business on this line to make them 
look mighty small. 

“We have to buy goods here on our judg- 
ment. A bunch of salesmen pulling together 
and refusing to key up to the sales campaign 
on any item can make a buyer look like forty 
kinds of a fool. But, Jim, our sales force isn’t 
unionized and doesn’t pull blackjack stuff, 
and when each salesman works independently 
and most of them make a winning on a new 
line, they make the few who fail look mighty 
weak. If among the failures there happens 
to be a super-salesman, a man who has dem- 
onstrated his ability to sell, they make that 
man the more conspicuous in his failure. 

“Now, Jim, I’m going to give you these 
commissions. You’ve been making great 
sales on your specialties, but you remind me 


of a bugler. You can get ’em up in the morn- 
ing; you can call ’em to meals and you can 
blow taps, but, Jim. you’ve got a lip for a 
cornet, and with a cornet you can play any- 
thing. 

“The one-man band would be O.K. if this 
was a one-track business, but it isn’t. We 
are buying a hundred lines and if your selling 
effort fails to support us there’s something 
wrong with either you or with us. The busi- 
ness on your two specialties comes easy, be- 
cause you are confident of your ability to sell 
them. Now go out and show me that you 
have the will-power and the self-confidence to 
sell all our line.” 

That day marked the end of the super-man 
and the birth of the salesman. That year 
Jim jumped his sales fifty per cent and his 
standing with the house went up propor- 
tionately. 

As this applies to the traveling man, so 
does it apply behind the counter. Dead stock 
is crepe that marks the death or the absence 
of self-confidence among the employees of 
that store. Dead stock is more frequently the 
fault of a selling force than it is of a buyer. 

Whatever is new, whatever is different, 
whatever is change in business, challenges in 
the sales force that divine heritage commonly 
known as self-esteem, and as it makes con- 
tact with those attuned to the times, as it 
strikes the responsive chord in men, so will 
they measure up in the test and to its oppor- 
tunities. 
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CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Nov. 10. 


HOLESALE and retail hardware dealers are doing 

a heavy volume of business and conditions in the 
trade are generally satisfactory with the exception of a 
Scarcity of some lines of goods. This applies particularly 
to builders’ hardware and nails. Makers of builders’ hard- 
ware have been unable to keep up with the demand and 
the shortage of nails has become acute because of the re- 
duction In output due to the steel strike. However, with 
the partial resumption of operations by local nail mills, 
the situation is not expected to grow worse, as nail ship- 
ments that were entirely cut off for a time are now being 
made in limited quantities. The demand for builders’ hard- 
ware and nails is unprecedented owing to the large amount 


of building work in Cleveland, and there is not expected 
to be much let-up in building activities during the winter 
further than that made necessary by weather conditions. 

Retailers have continued to buy freely and have fair 
stocks of most lines of merchandise as a result of their 
policy of anticipating their requirements by placing orders 
far in advance of the time the goods were needed. The 
heavy demand on jobbers has greatly reduced some of 
their stocks, and on many lines shipments by manufactur- 
ers are slow. Retailers are preparing for a heavy holiday 
trade and a shortage is expected in some lines of Christ- 
mas goods. The shortage in pocket knives is acute. 

A number of price advances were made during the week, 
the most important of which was a 10 per cent advance 
on builders’ hardware. 
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AUTOMOBILE BULBS.—A price advance of 20 per cent 
has been made on small electric bulbs for use on auto- 
mobiles. 


AXES.—Axe manufacturers have advanced price $1.50 
per doz. for both handled and unhandled axes. There is a 
fair demand and shipments by manutacturers are rather 
slow. 

Alarm Clocks.—The demand for alarm clocks is far in 
excess of the supply. Some of the jobbers have very few 
in stock and will not accept orders until their stocks are 
replenished. 

Bale Ties.—There is a fair demand for bale ties, but the 
supply is very scarce. Jobbers generally are not taking 
orders, as these will not be accepted by the mills. 


BICYCLES.—Manufacturers have advanced prices on 
bicycle frames $1 each, and this will result in a corre- 
sponding advance on bicycles for next season by jobbers 
who buy the parts and assemble the bicycles. 


Builders’ Hardware.—The demand for builders’ hardware 
is very heavy and considerably in excess of the supply. 
Jobbers’ stocks are well cleaned out and some jobbers have 
discontinued taking back orders. Some of the leading man- 
ufacturers are said to be from three to four months behind 
on deliveries. There has been a general advance of 10 
per cent on builders’ hardware. 


Binder Twine.—There is a good demand for binder twine 
and stocks are low. Orders are being taken for next sea- 
son’s delivery without price, and one leading producer is 
limiting current orders from retailers to 200 lbs. and only 
for immediate delivery. Jobbers quote binder twine at 
16%4c. per lb. for immediate delivery. 


Bolts and Nuts.—There is a good demand for bolts and 
nuts, and while the supply is rather scarce, jobbers still 
are able to make deliveries of most sizes. The production 
was largely curtailed during the steel strike, but some 
manufacturers are making shipments. Prices are very 
firm. Jobbers’ discounts are as follows: 

Machine bolts, % x 4 in., smaller and shorter, roll thread, 
50 and 10; cut thread, 40 and 10; larger and longer, 40; 
carriage bolts, 34 x 6 in., smaller and shorter, roll thread, 
50; cut thread, 45; larger and longer, 30 and 10; lag bolts, 
50 and 10; stove bolts, 70; nuts, keg lots, tapped, $2.50 
off list for both square and hexagon. 


Cutlery.—The shortage in pocket knives has apparently 
become more acute. Jobbers are getting many orders that 
they are unable to fill. Pearl-handled pocket knives are 
almost off the market. Shears are scarce, but the shortage 
in scissors is not so pronounced. Jobbers are well supplied 
with razors, both in the old style and safety makes. When 
an advance in prices on carving knives was made some 
time ago a local jobbing house, which had a large stock 
on hand at the old prices, did not make an advance, but as 
the low priced goods have been cleaned out this house has 
now advanced its price on carvers from 10 to 25 per cent. 

Electrical Hollow Ware.—Jobbers report a very heavy 
demand for percolators, grills, toasters, Radiarit heaters, 
and other electrical goods. All lines are scarce except elec- 
tric flat irons, which are plentiful. 

FEED CUTTERS AND CORN SHELLERS.—Prices on 
feed cutters and corn shellers have been advanced from 10 
to 15 per cent. The demand is fair and jobbers’ stocks 
are low. 

Game Traps.—The demand for game traps is unusually 
heavy and the supply is scarce. There has been no recent 
change in prices. 

Garden Hose.—Most of the retail trade has placed or- 
ders for garden hose for spring delivery and the market 
at present is rather dull. 

Glass Knobs.—Jobbers and retailers are finding it al- 
most impossible to secure glass door knobs, for which 
there is a very heavy demand. It is stated that these were 
largely supplied by Belgian manufacturers before the war 
and that the expected shipments from that country have 
not yet materialized. 


Guns and Ammunition.—Stimulated by the opening of 
the rabbit season Nov. 15 the demand for shotguns and 
shells is active. The scarcity of guns and also cartridges 
in the sporting sizes continues. Jobbers are fairly well 
supplied with shells. 

Hunting Clothing.—Jobbers report an acute shortage of 
duck coats and trousers for which there is a very good 
demand.- There is also a scarcity of gun cases. 


Hardware Age 





Nails and Wire.—An acute shortage has developed jn 
nails and wire as a result of the steel strike. Cleveland 
plants engaged in the manufacture of these products have 
partially resumed operations, but are making shipments 
far below the demands. Jobbers state that they cannot 
fill more than 5 per cent of the orders, and they are not 
accepting the orders that they cannot fill, because they 
are uncertain when they can take care of these orders, 
The demand for nails is unusually heavy because of the 
large amount of building work. Some retailers still have 
limited stocks, but others are sold out. No attempt is 
being made to take advantage of the situation and ask 
higher prices than have been prevailing. Jobbers’ prices 
for less than carload lots are as follows: 


Wire nails, $3.75 per keg; No. 9 galvanized wire, $4.20 
per 100 lb.; No. 9 annealed wire, $3.50 per 100 lb.; cement- 
coated nails, $3.35 per 100 lb. 


OIL CANS.—Prices on galvanized oil cans have been 
advanced 10 per cent. 


OIL STOVES.—The Pike Mfg. Co. has advanced prices 
on oil stoves 10 to 20 per cent. 


Pipe and Fittings.—Jobbers’ stocks of iron and steel pipe 
are low and they are unable to get shipments in many 
sizes. Orders are being taken subject to later deliveries, 
There is a good demand for malleable and cast fittings but 
shipments on these are slow. 


Poultry Netting and Wire Cloth.—There is a good de- 
mand for poultry netting and wire cloth for spring deliv- 
ery. Prices on wire cloth are slightly higher owing to 
the fact that recent price shading by some of the jobbers 
has disappeared. 

Jobbers quote poultry netting at 45 per cent off for gal- 
vanized after weaving and 50 per cent off for galvanized 
before weaving, and wire cloth at $2.15 to $2.25 per 100 
sq. ft. for black and $2.65 to $2.75 for white metal or gal- 
vanized. 

Refrigerators.—Heavy sales of refrigerators have been 
made for spring delivery. Most retailers have placed their 
orders but there is still some demand. 


Rope.—Rope is in good demand for next spring deliy- 
ery and the supply is adequate. Prices have been ad- 
vanced 4c. per lb. 

Jobbers quote the best grades of rope at 24%c. per |b. 
at mill and 25%c. out of stock. 


SAWS.—Prices on hand saws have been advanced 10 
per cent. There is a brisk demand and the supply is 
scarce. 


Screen Doors and Windows.—Most of the retail trade 
has placed orders for screen doors and windows for spring 
delivery and sales have been in large volume. 


Skates and Sleds.—A good demand has developed during 
the past few weeks for both skates and sleds. Prices on 
both skates and sleds have advanced recently approximate- 
ly 10 per cent and the list price on Flexible Flyer sleds 
has been marked up 50c. each. 

SNATHS.—A leading manufacturer of snaths has ad- 
vanced prices $1 a doz. and these are now quoted at $12.25 
per doz. for No. 50. 

Sheets.—The steel strike has resulted in 'a scarcity of 
sheets. Most of the mills have resumed operations, but so 
far jobbers are able to get only scattering shipments. 
The demand is good and jobbing houses have many orders 
which they will be unable to fill until their stocks are re- 
plenished. Jobmers quote sheets at 5.27c. for No. 28 
black and 6.62c. for No. 28 galvanized. 

Step Ladders.—Step ladders are in good demand. A 
price advance is expected for spring delivery and mer- 
chants are stocking up at present prices. Some manufac- 
turers are declining to take future orders. 

Washing Machines.—The demand for electric washing 
machines has fallen off somewhat since the price advance 
of $10 each made a few weeks ago. Jobbers have good 
stocks. 

Wire Fence.—There is a scarcity of wire fence and job- 
bers are turning down most orders unless they have the 
material in stock. Prices are unchanged. 

WRAPPING TWINE.—Cotton wrapping twine has been 
— up 5c. per Ib. and is now quoted by jobbers at 75c- 
per Ib. 

WRENCHES.—Jobbers have advanced prices 10 per 
cent on the Coes line of knife-handled wrenches. 
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CHICAGO 


Office of HARDWARE AGE, 
Chicago, Nov. 10, 1919. 

THz past week has been marked by heavy buying on the 

part of the retailer and by increased shortage of mer- 
chandise. ‘Toys in particular are becoming very scarce, 
the stocks of the jobbers being badly broken. Every day 
local jobbers are compelled to cut down toy orders, al- 
though their toy sales to date are far in excess of those for 
any previous season. 

Local jobbing houses have notified their salesmen to take 
no more orders for wire cloth for shipment direct from the 
factories. They report that the manufacturers are practi- 
cally out of the market, having booked all the business they 
can hope to handle under existing conditions. Jobbers have 
fair stocks on hand, but are advising dealers to specify 
their requirements at once. It is believed that the wire 
cloth situation will grow worse instead of better and that 
serious shortages will prevail next season. 

In accord with our prediction of last week, jobbers notify 
the trade of an advance of 10 per cent on ice skates. Short- 
ages are already apparent in this line. 

The recent advance on axes has been taken by the job- 
bers and is now in effect. The new prices show an increase 
of $1.50 per dozen on single bit, and $2 per dozen on 
double bit axes. 

Cutlery continues very scarce in practically all lines, al- 
though the big strike in Newark is said to have been offi- 
cially called off at the request of the strikers. With the 
present conditions in the raw material market, it will un- 
a be many months before cutlery stocks are again 
normal. 

Rope manufacturers are said to be behind at least four 
months with their orders, and jobbers say that no declines 
are to be expected for at least six months. 

There is a very decided shortage of practically all kinds 
of fire arms. It is generally believed by the trade that 
higher prices are to be expected before the first of the year, 
and some distributors predict advances in the next two 
weeks. 

There are fair stocks of window glass in this territory, 
but reports from the factories indicate a general shortage. 
Labor troubles are said to be curtailing production. 
Turpentine has taken a Decline of 12c. per gallon and may 
go lower. 

_ Nuts and bols are becoming harder to get daily, and there 
is every indication that prices will go higher, although the 
makers are endeavoring to keep prices down. 

Wire nails of standard sizes are practically off the 
market in local territory. Jobbers are limiting shipments 
to one keg of a size to a customer, and are unable to make 
any shipments of some sizes. 

AXES.—There is a heavy demand for axes, and the recent 
price advance has seemed to increase this demand rather, 
than retard it. We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality single bitted axes, 3-lb. to 4-lb., $15.50 
per doz. base.; double bitted, $20.50 per doz. base. 

Babbitt Metal.—Lead has advanced slightly and may 
affect babbitt prices, although no changes have as yet been 
reported by local jobbers. We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard babbitt metal, in full boxes, 9c. 
per lb.; Revenoc brand, full boxes, 18c. per lb. 

Coil Chain—Several chain manufacturers are reported 
to have advanced prices on coil chain recently, but the 
leading interest has made no change. Local jobbing prices 
are same as at last report. We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard proof fire-welded coil chain, 
%-in., 9c. per Ib. 

Eaves Trough and Conductor Pipe.—There is a good de- 
mand for eaves trough and conductor pipe, with prices firm. 
We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage lap 
Joint eaves trough, 5-in., $5.15 per 100 ft.; 29-gage conduc- 
wih gee 3-in., $6 per 100 ft. These prices are for full crate 


‘ Files.—Files are in good demand, with jobbing stocks in 
air condition. No price changes have been made for sev- 
= months. We quote from jobbers’ stocks: Nicholson 
dies’ 50-7% per cent discount; New American, 60 per cent 
epee Disston, 50-10 per cent discount; Black Diamond, 
ov-o per cent discount. 

Slane, Putty and Glaziers’ Points.—There are fair stocks 
Snow glass in this district, but reports from the east 
ln leate quite a serious shortage. Production is being de- 
ayed by labor troubles. Local prices are unchanged. We 
quote from jobbers’ stocks, f.o.b. Chicago: Single strength 


A, all sizes, 77 per cent off; single strength B, first three 
brackets, 77 per cent off; All sizes double strength A, 77 
per cent off. Putty, in 100-lb. kits, $4.25; Glaziers’ points, 
65c. per package. 

Guns and Ammunition.—There is a genuine shortage of 
all kinds of fire arms, with an excepitionally good demand. 
There is a general feeling that prices will go higher before 
the first of the year, and some large distributors predict 
advances within the next two weeks. 

Wood Handles.—The wood handle situation shows no im- 
provement. Handles of all kinds are scarce and will con- 
tinue so for some time to come. We quote from jobbers’ 
stocks, f.o.b. Chicago: No. 1 hickory axe handles, $3.75 
per doz.; No. 2 hickory, $3 per doz.; Extra quality hickory, 
$4.50 per doz.; No. 1 railroad pick handles, $4.50 per doz.; 
second growth hickory hatchet and hammer handles, 14-in., 
$1.50 per doz.; medium quality, 14-in., 85c. per doz. 

Jack Screws.—Jack screws are selling in fair volume al- 
though the demand is not as heavy as during the summer. 
Prices are unchanged. We quote from jobbers’ stocks, 
f.o.b. Chicago; Standard makes, 334 per cent discount 
from list. 

Lace Leather.—No price changes are apparent in lace 
leather and the demand is only fair at this time. We quote 
from jobbers’ stocks, f.o.b. Chicago: Rawhide lace leather, 
%-in., $3 per 100 ft.; %4-in., $4.40 per 100 ft.; chrome lace 
leather, %4-in., $1.65 per 100 ft.; %4-in., $2.05 per 100 ft. 

Nuts and Bolts.—Nuts and bolts are daily growing more 
difficult to stock as production is hampered by lack of steel. 
It is generally believed that prices will go higher. We 
quote from jobbers’ stocks, f.o.b. Chicago: Machine bolts 
up to % x4 in., 50-5 per cent off; larger sizes, 40-5 per 
cent off; carriage bolts up to % x6 in., 45-5 per cent off; 
larger sizes 30-10 per cent off; coach or lag screws, gimlet 
points, square heads, 50-5 per cent off; hot pressed nuts, 
square or hexagon cap, $1.85 off per 100 lb. 

Wire Nails—There are very few common wire rails of 
staple sizes in this district and shipments from the mills 
are very slow. Local jobbers are limiting shipments. ‘We 
quote from jobbers’ stocks, f.o.b. Chicago: Standard wire 
nails from $3.90 to $4.15 per keg base; cement coated nails 
from $3.50 to $3.75 per keg case. 

Rope.—Rope manufacturers are said to be about four 
months behind with their orders, and therefore no declines 
are to be expected for at least six months. We quote from 
jobbers’ stocks, f.o.b. Chicago: In full coil lots, manila 
rope, No. 1, 25%c. per lb. base; No. 2, 24'%c. per lb. base; 
No. 3, 22%4e. per lb. base; sisal rope, No. 1, 19%4c. per Ib.; 
No. 2, 17'%4c. per lb. 

Roofing and Building Paper.—Roofing and building paper 
are in good demand with prices firm. We quote from job- 
bers’ stocks, f.o.b. Chicago: Certainteed roofing, 1-ply, 
$1.78 per sq.; 2-ply, $2.29 per sq.; 3-ply, $2.80 per sq.; 
Major roofing, 1-ply, $1.43 per sq.; 2-ply, $1.84 per sq.; 
3-ply, $2.25 per sq.; Guard roofing, 1-ply, 98c. per sq.; 
2-ply, $1.34 per sq.; 3-ply, $1.70 per sq.; tarred felt, $3.25 
per 100 lb.; red and gray rosin paper, $65 per ton. 

ICE SKATES.—There has been an advance of 10 per cent 
in ice skates in this territory, taking effect Nov. Ist. 

Screws—The market on screws is fairly active, with 
prices firm. We quote from jobbers’ stocks, f.o.b. Chicago: 
Flat Head bright screws, 7742-20; flat head brass, 60-20; 
round head brass, 5714-20; round head blued, 75-20. 

Sand Paper.—There have been no price changes on sand 
paper and local jobbers do not expect any at this time. 
We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $5.40 per ream; cheaper 
grade, $4.85 per ream. 

Solder.—We quote from jobbers’ stocks, f.o.b. Chicago: 
Warranted 50-50 solder, case lots, 38c. per lb.; No. 1 plumb- 
ers’, 32c. per lb. 

Steel Sheets.—Steel sheets are very scarce and local 
stocks are far below normal. The price condition is un- 
changed. We quote from jobbers’ stocks, f.o.b. Chicago: 
No. 28 black sheets, $5.62 per 100 lb.; No. 28 galvanized, 
$6.97 per 100 lb. 

Sash Weights.—Local jobbers report considerable diffi- 
culty in getting sash weights, even at the high prices now 
in existence. We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Sash weights, less than ton lots, $60 per ton. Ton 
lots, shipped from the foundries, $58 per ton. 

Stove Pipe.—Chicago jobbers are practically out of stove 
pipe, and are applying all shipments to the completion of 
orders placed early in the season. 
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Wire Cloth.—Manufacturers are reported not to be tak- 
ing any more orders for wire cloth at this time. Jobbers 
have only fair stocks on hand. We quote from jobbers’ 
stocks, f.o.b. Chicago: Black wire cloth, 12 mesh, painted, 
$2.15 per 100 sq. ft.; poultry netting, galvanized before 
weaving, 50 per cent discount; galvanized after weaving, 
45 per cent discount. 

Paints and Oils.—The following prices prevail on the 
leading staples: Strictly pure linseed oil, 1 to 4 bbls., 1 
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delivery, raw, $1.92 per gal.; boiled, $1.94 per gal.; 5 to 9 
bbls., one delivery, raw, $1.83 per gal.; boiled, $1.85 per 
gal.; 10 bbls. or over, one delivery, raw, $1.73 per gal.; 
boiled, $1.75 per gal. Strictly pure gum spirits of tur- 
pentine, in barrels, $1.90 per gal.; 180 degree denatured 
alcohol, in barrels, 65c. per gal.; strictly pure white lead, 
all brands, per single keg of 100 lbs., $13. Pure shellac, 
4-lb. goods, in gallon cans, white, $5.75 per gal.; yellow, 
$5.50 per gal.; English Venetian red, in barrels, $2.50: at 
$5 per cwt. 


BOSTON 


Office of HARDWARE AGE, 
3oston, Nov. 8, 1919. 


CCORDING to the local jobbers the demand for all 
kinds of hardware continues extremely active. In 
fact, the demand is far in excess of the supply, although the 
latter is a shade better than it was a month ago. With 
retailer and jobber alike busy, the trade naturally is opti- 
mistic. Prices are very strong all down the line and a 
large number of advances are recorded since last reports. 
AXES—tThe long delayed advance in axes has mate- 
rialized, the new prices representing an advance of about 
$1.50 per dozen. The demand for this class of merchandise 
is not especially good. We quote from jobbers’ stocks: 
Single bit axes, $17.50 a doz.; double bit axes, $23.50 a doz. 
BASEBALLS.—There has been still another advance in 
local quotations on baseballs, this time amounting to 10 
per cent. Jobbers report a big demand for spring goods. 
BITS.—Some of the manufacturers of auger bits have 
made an upward revision in their lists. 

Bolts and Nuts.—The cost on nuts from the mill has been 
increased, but no change in local jobbing quotations are 
recorded. There is a big demand for both nuts and bolts, 
but apparently enough to fill all requirements. 

FILES.—Henry Disston & Sons, Philadelphia, are re- 
ported to have advanced their prices on files at least 10 per 
cent. To date no change in jobbing prices is reported. 

GALVANIZED WARE.—There appears to be almost no 
limit to the advance in galvanized ware. Almost every 
month sees an upward revision in prices for some kind of 
stock. This week an advance of 5 per cent in pails is in 
order. 

We quote from jobbers’ stocks: Pails—Common gal- 
vanized pails, light finish, 8-qt., $3.71 per doz.; 10-qt., $4.20; 
12-qt., $4.62; 14-qt., $5.18. Common pails, heavy finished 
(50 lbs. to the dozen), 14-qt., $8.70 per doz.; lighter 
weights, 14-qt., $6.75. 

Coal Hods.—Medium grade (wood handles), japanned, 
size 15, $4.09 per doz.; size 16, $4.30; size 17, $4.88. Gal- 
vanized, size 15, $6.26 per doz.; size 16, $6.94; size 17, $7.50; 
size 18, $8.18. 

Tubs.—Galvanized No. 200, $19.50 per doz.; No. 300, 
$21.68. 

Sifters—Common round rim, No. 19, $3.68 per doz.; 
Favorite, without cover, $7 per doz. Rapid (all wire), 
without cover, $8.50 per doz. Double safety, No. 2, with 
cover, $20 per doz. Rotary, $36 to $39 per doz. 

GLOBES.—There has been an irregular revision in local 
jobbing prices on lantern globes to correspond with a simi- 
lar change in manufacturers’ lists. Some advances and 
some declines are shown. 

Iron and Steel.—One hears more or less talk indicating 
that those jobbers, who have not changed their prices re- 
cently, may do so within the near future. Two of the 
largest jobbers advanced their prices in October, but the 
others held to original lists. 

KEY RINGS.—One of the most important manufacturers 
of key rings has advanced his prices on all kinds and sizes 
approximately 10 per cent. Jobbers’ prices are higher as 
a result. 

KNIVES.—Landers, Frary & Clark, New Britain, Conn., 
have advanced their lists on all wood handled knives such 
as kitchen, table, etc., 10 per cent owing to an increase in 
operating costs. Deliveries on pocket knives have fallen off 
noticeably during the past week or ten days, and some of 
the manufacturers say it will be impossible to fill all orders 
on their books until January 1. 

LOCK SETS.—Local quotations on lock sets made by the 
Reading people have been revised upward 10 per ‘cent. 
Some of the jobbers hesitated about making this advance 
owing to the already high cost of home building, but finally 
decided they could not do business for nothing. 

NAILS.—The Tremont Nail Co., Boston, has made an 
advance in its prices on 12 pennyweight and larger nails, 
amounting to 50c. per cask, but those on 10 pennyweight 





and smaller cut nails remain unchanged. The American 
Steel & Wire Co. is shipping an occasional car of wire 
nails to Boston and other New England points, but job- 
bers are so far behind on orders they cannot hope to clean 
up under the most favorable conditions during the balance 
of the year. 

We quote from jobbers’ stocks: Wire nails, $4.50 to $5 
per keg base; Cut nails, 12 pennyweight and larger, $6.50 
base; 10 pennyweight and smaller, $6; Galvanized nails, 
$9.05 base per keg. 

PENCILS.—The local market on lead pencils has been 
advanced approximately 10 per cent. The increased cost of 
labor is the chief reason for the change in prices, accord- 
ing to the manufacturers. 

PIKE GOODS.—The Pike Mfg. Co., Pike, N. H., has ad- 
vanced its prices on various products from time to time, 
but usually in small percentages. Recently, however, its 
quotations on razor strops was marked up virtually 100 per 
cent, the article formerly retailing at $1 being made a $2 
proposition. 

SASH CORD.—There has been a slight upward revision 
in prices on common braided sash cord, and the Silver Lake 
Co. is reported as having advanced its lists. The Sampson 
Cordage Co., however, is maintaining old price schedules. 
Notwithstanding the increase in house’ construction 
throughout New England during the past few months the 
consumption of sash cord, according to hardware interests, 
has not become noticeably larger. 

We quote from jobbers’ stocks: Sash cord, common 
braided cord, 84c. per lb. base; Sampson spot cord, $1 per 
lb. base; Silver Lake, $1.10 per lb. base; braided awning 
cord, No. 3%, in 48-ft. lengths, $4.25 per doz.; No. 4, 
$4.56; No. 4%, $5.25; No. 5, $7.83. 

SCISSORS.—One of the western manufacturers of 
carded scissors has just advanced its prices once more, 
having made several similar changes during the past few 
months. Manufacturers’ lists of high-grade scissors and 
shears remain unchanged. The demand for high-grade 
merchandise continues exceptionally heavy. 

Shoe Findings.—Local quotations on cut sole leather and 
strips mean very little today owing to their violent fluctua- 
tions and variety, depending largely on how badly a buyer 
wants goods. Large English leather interests are in this 
-country looking over the raw product markets, especially 
stocks of heads, necks, shoulders and other low grades. 
If these interests buy heavily the chances are the leather 
market may go higher. If, on the other hand, they do not 
buy, the market might grow soft in spots. At least there 
are several things that suggest the latter course under 
those conditions. The hardware merchant, however, is 
justified in buying cut soles and strips in quantities that 
he can quickly turn over, but in speculating he runs a 
chance of losing money or at least of not doing better than 
breaking even. At the moment there is a heavy hand-to- 
mouth demand. Rubber heels and soles are going big both 
for domestic and foreign account. 

Silverware.—Manufacturers are making such slow de- 
liveries on silverware that it looks as though some of the 
jobbers would not supply all wants of the retail trade until 
a comparatively short time before the Christmas holiday 
trade sets in. Prices for silverware hold strong. 

WHISTLES.—Jobbing prices on metal whistles have 
been marked up approximately 20 per cent, but those on 
other kinds remain unchanged. 

WRENCHES.—Coes monkey and pipe wrenches have 
been advanced about 10 per cent, now being quoted in a 
jobbing way at 25 and 7, per cent discount. It is under- 
stood the manufacturers of similar wrenches will revise 
their lists within the near future. 

TURPENTINE.—Local turpentine prices have advanced 
sharply during the past week, the net advance being 13c. 
per gallon. The price, in barrel lots, is today on a par 
with that quoted on linseed oil, which is looked upon as 4 
remarkable coincidence in Boston paint circles. The market 
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on turpentine is as follows: $1.82 gal. in barrel lots; in 
10-gal. lots, $1.89; in 5-gal. lots, $1.92; in 1-gal. lots, $1.94. 

BRUSHES.—Contrary to predictions made by the manu- 
facturers earlier in the year they have advanced their 
lists on paint brushes from 10 to 25 per cent. Raw mate- 
rials cost practically the same as they did six months or so 
ago, but the cost of labor is materially higher, which ac- 
counts for the advance in brushes. 
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WAXES.—The market for paraffin wax is considerably 
weaker owing to the fact that supplies offered exceed the 
consumptive demand. Bees’ wax, on the other hand, is in 
short supply and prices for it have been advanced. 

CHAMOIS SKINS.—Prices on chamois skins, as quoted 
here, have been advanced about 10 per cent. Two or three 
of the largest stores report an unusually heavy demand for 
skins of late. This fact coupled with short supplies is 
largely responsible for the higher quotations. 





PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Nov. 10, 1919. 


PERATING conditions in the steel industries are very 

far from being satisfactory. The steel strike, which 
started on September 22, is still severely felt in some sec- 
tions, while the coal strike, should it last for any consider- 
able length of time, will no doubt result in the early closing 
of a large number of blast furnaces, steel works and other 
manufacturing plants, not only in the Pittsburgh district, 
but the whole country. Brief inquiry recently made of 
some of the large pig iron and steel producers, showed that 
the supply of coal on hand was large enough to run some 
plants nearly two weeks, while others had a four to six 
weeks’ supply on hand. 

In the Pittsburgh district not a single blast furnace Is 
now idle on acceunt of the steel strike, but steel plants 
are operating to not more than 70 per cent of capacity, 
this due largely to shortage of labor. Steel producers and 
other concerns employing common labor report that it is 
almost impossible to get men, and in some plants it is 
said that as high as $1 per hour is being paid for common 
labor. In many plants men classed as belonging to skilled 
labor are performing ordinary labor work, and the situation 
does not promise to be relieved in the near future. 

The restriction in output of steel is cutting down output 
of lighter finished goods very much, and there is a growing 
scarcity in supply of nearly all kinds of goods carried by 
the hardware trade. This is being most keenly felt just 
now in the heavier steel lines, such as sheets and tin plate, 
steel bars, iron and steel pipe and other of the heavier 
lines. Stocks of jobbers are badly depleted, and shipments 
from the mills are very slow. Premiums are becoming 
more frequent, and higher prices all along the line seem 
very likely. ; 

Manufacturers are urging jobbers and consumers to get 
their orders in early, so that they can be filled to the best 
possible advantage. Stocks and goods held by jobbers are 
very low and so long as this shortage in supply lasts there 
is no reason to fear any lower prices. On the contrary, 
there is every sign that prices are going up higher, and on 
practically all lines of hardware goods. 

Automobile Accessories.—Owing to the near approach of 
the winter season, the new demand for automobile acces- 
sories is not as active as it has been, but is still heavy 
enough to be moving goods freely from the hardware stores 
to consumers. On nearly all lines of automobile acces- 
sories, prices have advanced recently from 10 to 15 per 
cent, or more, and are likely to get still higher. On some 
lines of accessories, the supply is very short, owing to 
scarcity of labor and steel with the manufacturers. 

Nuts, Bolts and Rivets.—Three or four of the large 
makers of nuts, bolts and rivets, who do not belong to the 
Institute of Nuts, Bolts and Rivet Manufacturers have ad- 
vanced prices from 15 to 20 per cent, up to as high as 40 
per cent. These advances are made to meet higher labor 
costs, and higher prices for steel bars. The Pittsburgh 
Screw & Bolt Co. and some other large makers of nuts and 
bolts are quoting the discounts named below, effective from 
Nov. 1. On Wednesday, Nov. 19, a meeting of the Nut and 
Bolt Institute will be held in New York, and at this meet- 
ing it is very likely a general advance in prices will be 
made. The discounts now being named on large lots by 
Pittsburgh Screw & Bolt Co., and some of the other large 
makers are as follows: 

_ Large structural and ship rivets, $4.10 base; large boiler 
rivets, $4.20; %4 in., ys in. and 1% in, diameter, 50 per cent 
off list; machine bolts, hp. nuts, % x 4 in., 50-10 per cent 
off; smaller and shorter, rolled threads, 50-10 per cent off; 
cut threads, 50 per cent off list; larger and longer sizes, 40- 
» per cent off list; Machine bolts, c.p.c. and t. nuts, % x 4 
!n.; smaller and shorter, 40-5 per cent off list; larger and 
longer, 35-5 per cent off list; Carriage bolts, % x6 in.; 
smaller and shorter, rolled threads, 45-5 per cent off list; 
cut threads 40-5 per cent off list; larger and longer sizes, 
30-10 per cent off list; Lag bolts, 50-10 per cent off list; 


Plow bolts, Nos. 1, 2 and 3, 50 per cent off list; Plow bolts, 
Nos. 4 to 10, 50 plus 20 per cent off list; Hot pressed nuts, 
sq. blank, 2.50c. per lb. off list; Hot pressed nuts, hex. 
blank, 2.50c. per lb. off list; Hot pressed nuts, sq. tapped, 
2.25c. per lb. off list; Hot pressed nuts, hex. tapped, 2.25c. 
per lb. off list; C.p.c. and t. sq. and hex. nuts, blank, 2.50c. 
per lb. off list; C.p.c. and t. sq. and hex. nuts, tapped, 2.25c. 
per lb. off list; Semi-finished hex. nuts, % in. and larger, 
65 per cent off list; x; in. and smaller, 70-10 per cent off 
list; Stove bolts in packages, 75-10 per cent off list; Stove 
bolts in bulk, 75-24% per cent off list; Tire bolts, 60-10 per 
cent off list. The above discounts are from November 1, 
1919. All prices carry standard extras, Pittsburgh basis. 
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To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts, which are subject to the 
usual variations in weight of 5 per cent. 

On butt and lap weld sizes of black iron pipe, discounts 
for less than carload lots to jobbers have been seven (7) 
points lower (higher price) than carload lots, and on butt 
and lap weld galvanized iron pipe have been nine (9) 
points lower (higher price). . 

Sheets.—Neither the American Sheet & Tin Plate Co., 
or any of the larger independent mills has made any ad- 
vance in prices of steel sheets, and will not likely do so. 
Some mills that could make fairly prompt shipment are 
said to be getting premiums of $2 to $3 per ton, or more. 
The steel strike, so far as the sheet mills are concerned, 
is practically over, and mills that were entirely idle, or 
partly closed, are again in operation. Last week the Amer- 
ican Sheet & Tin Plate Co. operated to 90 per cent of 
normal capacity, and the independent mills are running 
about as full. 

Effective from March 21, the base price of No. 10 blue 
annealed sheets is 3.55c., the base price of No. 28 box an- 
nealed, one pass black sheets is 4.35c., and for No. 28 gal- 
vanized sheets is 5.70c. in carload and larger lots, f.o.b. 
Pittsburgh or Youngstown mill. 

Tin Plate.—The base price on tin plate of the American 
Sheet & Tin Plate Co. and the larger independent mills 
has not been changed, but remains at $7 per base box 
f.o.b. mill, Pittsburgh. However, all the mills are sold 
up on tin plate for months ahead, and will carry over into 
next year a very large amount of tin plate that should 
have been shipped this year, and would have been, had the 
steel strike not taken place. Heavy premiums are being 
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offered for tin plate for early shipment, and for export, 
it is said that as high as $8, or more, per base box has 
been paid. As a general average, the tin plate mills are 
operating at about 70 per cent of capacity. 

Prices of stock items range from $6.50 to $6.75, but 
production tin plate is firm at $7, Pittsburgh. 

Prices on terne plate, effective March 21, are as follows: 
8-lb—200 lb., $15.15; 8-lb—I. C. $14.55; 12-lb—I. C., 
$16.15; 15-lb.—I. C., $17.15; 20-lb.—I. C., $18.40; 25-lb.— 
I. C., $19.65; 30-lb.—I. C., $20.65; 35-lb.—I. C., $21.65; 
40-lb.—I. C., $19.65. All f.o.b. Pittsburgh. 

Wire Products.—All the mills are badly oversold on 
wire and wire nails, and heavy premiums in prices are 
being paid for fairly prompt shipment. Stocks held by 
mills and jobbers are light, and on sizes more commonly 
used are about depleted. The leading independent mills 
are still quoting $3.50 base on wire nails, and $3.40 on 
bright basic wire for indefinite delivery. Prices in car- 
loads and larger lots are as follows: 

Wire nails, $3.50 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing nails, taking 
an advance over this year of $1.50, and shorter than 1 in., 
$2.00. Bright basic wire, $3.40 per 100 lb.; annealed fence 
wire, Nos. 6 to 9, $3.10; galvanized wire, $3.80; galvanized 
barbed wire and fence staples, $4.20; painted barbed wire, 
$3.50; polished fence staples, $3.40; cement-coated nails, 
$2.85 base; these prices being subject to the usual ad- 
vances for the smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days net, less 2 per 
cent off for cash in 10 days. Discounts on woven-wire 
fencing are 60% per cent off list for carload lots, 59% 
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per cent for 1000-rod lots, and 58% per cent off for small 
lots, f.o.b. Pittsburgh. 

Iron and Steel Bars.—All the mills rolling iron or stee] 
bars are filled up for two or three months, and none is 
quoting for delivery on steel bars before first quarter of 
next year. On steel bars rolled from billets, mills are 
quoting 2.50c. at mill, or higher, while from warehouse 
8c. and higher have been paid. On common iron bars 
the absolute minimum of the market in large lots is 3¢, 
at mill. New demand for both iron and steel bars is 
active, and stocks held by mills and jobbers are very light. 
The steel strike has cut down output of steel bars very 
considerably since it started. 

We now quote steel bars rolled from billets at 2.50c, 
to 2.75c. and from old steel rails 2.75c. to 3c. The price 
on common iron bars is 3c. at mill minimum, Pittsburgh, 
full freight rate being added to point of delivery. 

Iron and Steel Pipe——Recently, A. M. Byers & Co., 
Pittsburgh, large makers of wrought iron pipe lowered dis- 
counts on butt weld sizes four points, and on lap weld three 
points, this being equal to an advance of $8 a ton on butt 
weld, and $6 a ton on lap weld. However, this concern, 
like all others making iron or steel pipe, is sold up for 
some months ahead, and is not actively quoting on new 
orders. The Reading Iron Co., Reading, Pa., another 
large maker of wrought iron pipe, has not yet advanced 
its prices, but is quoting for indefinite delivery at prices 
in effect at the time shipment is made. Discounts on iron 
and steel pipe in effect by the large mills, and for car- 
aes and larger lots, and for indefinite delivery, are as 
ollows: 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, Nov. 10, 1919. 
OTH wholesale and retail stocks are running low. 
This statement applies to probably 75 per cent of 
hardware articles, and especially to those of which iron 
or steel are component parts. Wire nails are almost im- 
possible to obtain, and there is not a single keg of either 
8d or 20d nails in jobbers’ stocks at the present time. 
That the same scarcity of nails exists elsewhere is evi- 
dent from the receipt of a telegram from Detroit this 
week asking a local jobber for a mixed carload. 

Machine shop supplies are also running short as there is 
a steady demand from different manufacturing plants in 
this vicinity, all of which are now operating at full ca- 
pacity. Mill shipments are slow, and more goods are now 
going forward by express than at any time in the history 
of the business, with the possible exception of a six 
months’ period during the war. 

All city and suburban merchants are putting on dis- 
play holiday goods of different kinds in anticipation of an 
early and heavy holiday trade. 

Automobile Accessories.—A local jobber who added this 
line only seven months ago reports that its total sales, 
so far, exceed its estimates for a full 12 months’ business. 
Reports from retail merchants show that business dur- 
ing the month of October was exceptionally good, in spite 
of adverse conditions that prevailed during practically 
two weeks of the month in question. Tire sales are on 
the increase and most merchants carry stocks of tires 
to fit any standard sized wheel. The business has proved 
to be especially attractive for the suburban and country 
merchants. 

AXES.—A sharp advance has been made on axes and 
today’s wholesale quotations on 3% and 4 lb. axes are 
$20.50 and $21 per doz. Business with country merchants 
is good, and their stocks in hand have been sufficient to 
fill all customers’ requirements. 

Bale Ties.—The season is now over and no sales are 
reported. Neither jobber nor retailer will carry over any 
stocks of consequence into the next season. 

Barb Wire.—The demand is holding up fairly well and 
stocks have been sufficiently large to take care of all busi- 
ness, although shipments from the mills are very slow. 
Jobbers quote 6-in., 2-pt. barb wire at $3.95 per reel, and 
3-in., 2-pt., at $4.10. 

Binder Twine.—Practically none is being sold now, and 
stocks on hand are about depleted. The wholesale quota- 
tion ranges from 15%%c. to 16c. per Ib. 

Builders’ Hardware.—The call for builders’ hardware is 
on the increase. A great deal of work was delayed dur- 
ing the summer months on account of the high cost of 
both labor and material, and at the eleventh hour builders 





appear to realize that there is no chance for any early 
reductions in either and are rushing jobs that should have 
been completed some time ago. It is especially difficult 
to obtain factory shipments on time of locks, hinges, etc., 
and frequently it has been found necessary to ship an 
order in piecemeal lots. 

Carriage Bolts.—Stocks are very low while the demand 
is very much better than at this time last month. The 
jobbers’ quotations are as follows: % x6 in., 50 and 5 
per cent discount; larger and longer 40 per cent off list. 

Coach Screws.—Machine tool builders are very good 
customers for coach screws as large quantities of them 
are used by them for crating purposes. Stocks are low 
and shipments are coming in slowly. The jobbers’ quota- 
tion is unchanged at 45 and 5 per cent off list. 

Coal Hods.—Retailers’ stocks have practically been 
wiped out and jobbers are having a difficult time in sup- 
plying their customers with a sufficient number of coal 
hods to fill urgent orders. A general advance of about 
10 per cent has been made, but at the present time there 
are so many different quotations out it is not practicable 
to give even nominal prices. 

Chain.—Business is slow and all stocks are at the low 
— mark. Jobbers quote common coil chain at 7c. 
ase. 

Dynamite.—Dealers handling dynamite state that the 
fall demand was never better and they constantly are 
compelled to refill their magazines. Farmers in Kentucky 
especially are large users of dynamite, and contractors 
are also using a considerable quantity. 

Eaves Trough and Gutter Pipe.—Sheet metal contrac- 
tors report galvanized sheets as being in better supply. 
At the present time they all have as much work as can 
be handled conveniently with the present shortage of 
labor. Wholesale quotations are as follows: 5-in. eaves 
trough, 8%c. to 9c. per ft., and 3-in. gutter pipe 8%. 

Galvanized Ware.—Garbage cans are good sellers and 
manufacturers are now better able to take care of orders 
entrusted to them for prompt delivery. Jobbers quote 
Witt’s garbage cans as follows: No. 1, $4.05; No. 2, 
$4.65, and No. 3, $5.50. 

Glass.—Wholesale glass dealers advise that the short 
supply received from manufacturers makes it very diffi- 
cult to fill orders promptly. Considering the lateness of 
the season the present demand is beyond normal. The 
Wm. Glenny Glass Co. quote as follows: Plate glass, 78 
per cent off list; and window glass, S. S. A. or B., 77 per 
cent discount; D. S. A., 79 per cent, and D. S. B., 81 per 
cent off list. 

GRANITE WARE.—Most manufacturers have made an 
advance of about 10 per cent over quotations in effect 30 
days ago. Business is on the increase but shipments are 
very slow in coming forward. The average manufac- 
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turer's discount is around 15 per cent. 

Ice Skates.—Dealers who handle ice skates have a suf- 
ficient number carried over from last winter to fill all 
their immediate requirements. No sales are expected 
until the holiday trade opens up. 

Machine Bolts.—Business is excellent although dealers 
are somewhat handicapped on account of slow shipments 
for replenishing their stocks. Jobbers quote as follows: 
5% x4 in., and smaller, 40 and 5 per cent off; larger and 
longer, 30 and 5. 

Rope.—There is only a limited call for rope, and quota- 
tions are not as strong as at this time last month. Job- 
bers quote pure Manila rope at 24'%c. to 25c., and the 
hardware grade at 22c. 

Sheets.—The Newport Rolling Mill Co., after being idle 
since July on account of labor troubles, started its mill 
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on November 3. This source of supply will undoubtedly 
tend to relieve the shortage of galvanized sheets to some 
extent at an early date. Jobbers have practically no 
stocks on hand, and almost every car that is received from 
outside mills is parceled out among customers as soon 
as it is unloaded. 

Stove Bolts.—Considerable complaint is in evidence as 
to delayed shipments. Dealers are having a very diffi- 
cult time in filling customers’ requirements, and no relief 
is in sight. The recent 10 per cent advance is being well 
maintained. The jobbers’ discount is 70 and 10 per cent 
off list. 

WIRE NAILS.—An advance of 25c. per keg has been 
made by jobbers, making today’s base price $4.25 per keg 
base. Warehouse floors are clean and only occasional car- 
loads are coming through from the mills. - 


NEW YORK 


Office of HARDWARE AGE, 


New York, November 10, 1919. 


RADING in the New York hardware market started 

off slowly the first part of last week because of Elec- 
tion Day, but it increased during the latter part of the 
week to a greater extent than is usual following a holi- 
day. The same vigorous buying interest that has been 
felt for the past month or more in all kinds of steel and 
iron products continues to be the prime factor in the 
hardware market in this section. Jobbers report that 
stocks generally are in a depleted condition because of the 
unabated demands. 

The longshoremen’s strike which has lasted four weeks 
was brought to an end November 6th, the workers agree- 
ing to go back to work pending a re-hearing of their case 
by the National Adjustment Commission some time around 
Dec. 1. They ignored the advance granted by the com- 
mission a month ago, returning to work at the old wage 
scale of 67c. an hour and $1 for overtime. The advance 
granted was 70c. an hour and $1.10 for overtime. The 
Shipping Board estimated the approximate loss, early in 
the strike, at $1,000,000 to $1,500,000 a day to the ship- 
ping interests alone which would total for the four weeks 
between $25,000,000 and $40,000,000. 

The entire line of Carborundum stones advanced under 
date of November 1 from 15 to 20 per cent. 

The Pike Manufacturing Company’s line of carborun- 


dum and oil stones advanced under date of November 5 
approximately 10 per cent. 

Machinists’ screw wrenches advanced under date of 
November 1 about 7! per cent. 

Yale key machines that formerly sold for $30 with 
cabinet are now quoted at $44 with cabinet and $38 with- 
out cabinet or blanks. 

Jobbers advise that “owing to present conditions prices 
asked will be those prevailing at time of shipment ir- 
respective of quotations made at time of receiving an 
order.” 

Ash Sifters——Firm prices and a strong buying interest 
characterize this line. Quotations are: Galvanized Ro- 
tary sifters, $33 per doz.; packed for shipping, $35 per 
doz.; galvanized ash sifter 12x12, $3.50 per doz. 

Brass and Copper.—Business in both of these lines is 
very stable. Interest is not as keen as it was a few weeks 
ago but consistent small lot buying is mildly active. 
Quotations are: Base prices for not less than 100 lbs. 
of a size from New York stock; High brass sheets, 28c. 
to 33%6c. base; high brass wire, 30c. to 32c. base; brass 
rod, 25%c. to 29c. base; seamless brass tube, 36c. to 38c. 
base; seamless copper tube 36%c. to 38%4c. base; sheet 
copper, 3212c. to 35%e. base; copper wire plain, 31%4c. to 
32c. base. 

Conductor Pipe, Eaves Trough, Elbows and Shoes.—All 
of these items continue very firm and buying interest is 
strong and active. Prices are: Conductor Pipe, galvan- 


CURRENT METAL PRICES 


Iron_and Soft Steel Bars and Sheets 
Shapes Blue Annealed 

Bars: Per lb. Per lb. 

Refined Iron, base price... .3.37¢ No. 5. 
Swedish Bars, base price... .20.00c No. 
Soft Steel: No. 

% to 1% in., round and No. 

OEE re eee 






1 to 6 in. x % in. to 1 in.. 
1 to 6 in.x 4% and jf, in... 

















Rods—5, and 4}.........+..3- -R., Re- 
Bands, 114 to 6 x ;'; to No. 8.4. One Pass, fined, 
Shapes: Per lb. Per Ib. 
Beams and channels—3 to 15 Nos. 18 to 20....5.8006.05¢ 
| ahs eee aa Nos. 22 and 24...5.8546.10e 6.80¢ 
Angles : le eer 5.900 6.15e 6.85¢ 
3 in.x 4 in. and larger...3.47¢ Oe cxcemcuere 6.007 6.25¢ 7.00¢ 
8 in.x% in. and \% in...3.72¢ No. 30 ......... 6.20 6.45¢ 
114 to 2% in. x % in...... 3.52¢ No. 28, 36 in. wide, 10¢ higher. 
144x2% in.x ft; in. and Wood's Keystone Hammered, 
thicker ....... ehndsenesd 3.4 18-24 gage, 9%c; 26-28 gage, 
1 to 14% in. x ; in 10\4c. : j; 
1 to 1% in.x % in Galvanized 
%x% in. c Per Ib. 
, Se Sere ener er 3.67c es OS ivsctcccsedscces 6.8547.10¢ 
ES? Eee ie 4.07c WO BG: ces iccccadcnnces 7.00@7.25¢ 
a 4. eee 5.17¢ Nos. 18 and 20......... 7.15@7T.¢ 
Tees: Nos. 22 and 24......... 7.40@7.65¢ 
CS) eee Pe Me esawaccre tee. 7.45@7.7 
14% in.x1% in. x # in DEE cavestincvicmeces 7.70@7.95¢ 
1% to 2146 x% im......00- ING. BB cccccccccccccees 7.75@8.15e 
1% to 34x Ps ee pe: No. 30... cate eteeeeees 8.25 8.75¢ 
3 in. and larger...........3.52¢ No. 28, 36 in wide, 20c higher. 


Merchant Steel Corrugated Roofing, Galvanized 


Per Ib. 21% in. corrugations, 10¢ 
° ‘ oe is 2% in. Ss, per 100 
Tire 14x in. and larger .3.37¢ Ib. over flat sheets. 
Toe calk %4x% in. and 
Cree bee eececscees 4.25e Steel Wire 
Open-hearth spring steel... .6.00c a ¢ 
Standard cast steals baka Base Price* on No. 9 gage and 
ROO Sine ser seins cauness 14.00¢ psi Be 
Extra cast steel...... eee NN ee i eenckeen ks eae 
Special cast steel... 23. @25. nnealed Soft ........++++-! >.50e 
ast steel 23.00@25.00¢ Galvanized Annealed ........ 6.00¢ 
Tank Plate—Steel Coppered Basic ............. 6.00¢ 
aa Per lb. Tinned Soft Bessemer........ 7.50¢ 
% in. and heavier...........3.67¢ *Regular extras for lighter gages 








Brass Sheet, Rod, Tube and Wire Copper 

Base Price ir Sn . .22@23e 
High Brass Sheet............3le Electrolytic ..........21Y%4@22Mc 
High Brass Wire............ 3le CME in eeeddcns - -214.@22\e 
BN ED vices cctbatunceees 30e Spelter and Sheet Zinc 
Dey SE ceca recaent chews lee Western Spelter .. 


Copper Sheets 


€ Ihe 
Sheet. copper, hot rolled, 16 ox; CHE exkncursaccacansxecces 124 


83 1he. Lead and Solder 
Cold rolled, 14 0z. and heavier, American pig lead........... Ba I 
1%4e per Ib. advance over hot 2D” ear errrres -«+--9@10e 
rolled. Solder, 4% & 1% guarantee..... 37e 
Tin Plates POR SONG Checcactuasecaaaws 33e¢ 
Bright Tin Refined solder ........ 28e 


Prices of solder indicated by pri- 
vate brand vary according to com- 


Grade Grade 


“AAA” 


Char- Char- position. 
coal coal Babbitt Metal 
14x20 14x 20 Best grade, per Ib............ 90¢ 
ge eee $11.30 $10.05 Commercial grade, per Ib......50e 
> Seer ae 13.50 12.00 Antimony 
> - ME ascavastaceexeugees 10@1le 
Aluminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
ingots for remelting, per 
LECCE CTE $ 8.35 $ 8.10 Mt aadudandaderdacdanune 10@42¢ 
| sal! EET 8.45 8.20 
WOE Sostccanens 8.55 8.30 i 
Ic cede 8.80 ane ie market remains very quiet. 
Se tnares ans gor Dealer’s buying prices are nomin- 
IX RUARES SHS AD 10.00 9.75 ally as follows: 
FRX 22200000005 10.95 10.70 re 
12, 9. >, rere 11.90 11.65 Per Ib. 
IXXXX .....-.005s 12.85 2.60 Copper, heavy and crucible. .18.00 
Terne Plates Copper, heavy and wire......17.00 
8-lb. Coating 14 x 20 Copper, light and bottoms. ..14.50 
ROMGe ccrecuduce sacecceus: $8.50 Brass, heavy ............... 10.50 
pe aati es alae 8.65 NG CN 6 pace iieceaandat 7.50 
SER Saran ite sete: 9.65 Heavy machine composition. .16.00 
Firedoor stock ......-ccecce 11.75 No. 1 yellow rod brass turn- 
ME. andcctivucdbuecedavasus 9.00 
Tin No. 1 red brass or composition 
Per Ib. WUE ic cciccdccewssccces 12.00 
Straits pig .........+.+-.-56@58e RONG DONE Secdevccvceccece Ge 
PE a canecnnidesabeakeneas 61@63¢ Ny ee ee 4.00 
American pig, 99 per cent.56@58e NN Avcdhericxcacdas aasaeue- Mee 
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ized steel, 50 and 10 per cent; galvanized armco and ton- 
can iron, 44% per cent; copper pipe, 20 per cent; discounts 
from jobbers’ lists. : 

Eaves trough, galvanized steel, 60 per cent; galvanized 
armco and toncan iron, 514 per cent; copper, 20 per cent; 
discounts from jobbers’ lists. f 

Elbows and Shoes, all- sizes up to 6 in., 70 per cent dis- 
count, on galvanized steel, plain, round and corrugated. 

Cutlery.—The shortage in practically all items of cut- 
lery is becoming more acute daily, and the demand con- 
tinues to increase if anything. Factories are working at 
full production and hope to alleviate the shortage shortly 
after the first of the year, which is about the best that 
can be expected. Local quotations are: Jack knives, 
standard American, 2 blade, 3% in. length, stag handles, 
brass lined, electro silver shield, 2 steel bolsters, no cap, 
$8.50 to $10 per doz., with 5 per cent discount for dozen 
or more. Boy Scout pattern 3% in. length, stag handles, 
one cutting blade, one can opener blade, and combination 
bottle cap opener blade, $13.68 to $18 per doz. ; 

Butcher knives, standard American beech handle knives, 
3 brass screw rivets in handles; 6 in. $4.20 per doz.; 7 in. 
$4.90; 8 in., $5.60; quoted at 30 per cent discount from 
jobbers’ lists. 

Wiss trimmers, Japan handles, 6 in., $9.60 per doz.; 
8 in., $12 per doz.; 10 in., $18.50 per doz. 

Galvanized Ware.—Vigorous buying still is the con- 
trolling factor in this line. Prices are firm, galvanized 
sheets still maintaining the high record mark set last 
week. Galvanized sheets, No. 0, 28 gage, base, $9 to $9.25 
per 100 lb. Standard galvanized washtubs. No. 1, $12.50 
per doz.; No. 2, $14.50; No. 3, $16.90 per doz. Standard 
galvanized pails, 12 qt., $5.05; 14 qt., $5.50; 16 qt., $6.65; 
extra heavy 12 qt., $6.65; 10 qt., $9.75. 

Game Traps.—The opening of the hunting and trapping 
season has increased interest in traps considerably and a 
number of new orders have lately been received. Stocks 
on hand are getting low. Prices are firm. 

Oneida Victor Traps, No. 0 with chain, $1.40 per doz.; 
without chain, $1.07 per doz.; No. 1, $1.65 with chains; 
without chains, $1.23; No. 9% with chains, $3.29; without 
chains, $2.81 per doz. 

Newhouse Traps. No. 0 with chains, $3.28 per doz.; 
No. 1 with chains, $3.85 per doz. 

Blake and Lamb ‘Iraps. Fur rate No. 0, $4.25 per doz.; 
No. 1, muskrat, $5 per doz.; No. 2, large mink, $10.50 per 
doz.; No. 3, fox, $14 per doz. less 50 per cent from jobbers’ 
lists. 

Triumph Traps, No. 11, muskrat, $5.60 per doz.; No. 12, 
fox, $10.50 per doz.; No. 14, lynx, $16.50 per doz., less 
65 per cent. 

Ice Tools.—Much interest and buying activity is show- 
ing itself in this line. Prices now are; Apex, $23.15 per 
doz.; ice chisels, solid iron, 24 in., enameled, glue handle, 
$13; 40 in. handle, $15 per doz. Ice saws, 24 in., $13.90; 
26 in., $14.50; 28 in., $15.40; 30 in., $16.40 list plus 20 per 
cent. 

Ice Skates.—The advance in the price of ice skates last 
week seems to have stimulated interest as the week devel- 
oped strong buying, although in scattered lots. Present 
prices are: Men’s union hockey, nickel plated, $1.12 per 
pair; women’s same, $1.83 per pair; men’s cast steel, 
polished, 88c a pair; women’s same, $1.14 a pair; men’s 
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cast steel, nickel plated, 98c. a pair; women’s same, $1.42 
a pair. 

Lanterns.—Although local stocks are somewhat low at 
present, buying is very good in this line and prices are 
firm. Dietz Hy-Lo lanterns, $8.15 per doz.; Monarch, 
$8.45 per doz.; Blizzard, $12.50 per doz. 

Linseed Oil.—Little business is being done in oil for 
nearby delivery but the demand for futures is very good. 
January quotations are $1.52 for carlots. Quotations for 
the balance of the year, $1.72 for carlots, $1.75 for 5 bbls. 
or more and $1.78 for single barrels. Boiled oil is 2c. 
extra; double boiled oil, 3c. extra, and oil in half barrels 
is 5c. extra. 

Nails.—The same condition as reported last week con- 
tinues in this market. There are practically no nails to 
be had. A few jobbers have received small shipments 
and are distributing their stocks on the basis of one keg 
per customer. A few jobbers quote as high as $5.10 base 
per keg for wire nails. No definite quotations can be 
given with any accuracy until the market is better sup- 
plied. 

Naval Stores.—Now that the longshoremen’s strike has 
been ended the resumption of normal shipping will re- 
lieve conditions in this market, which has been virtually 
tied up for the past four weeks. No spot deliveries can 
be made but quotations for ten days’ delivery are: 

Turpentine, $1.72 to $1.75 per gal, f.o.b. New York. 

Rosin, common to good strained on a basis of 280 |b. 
per bbl., $18.50; D grade, $18.75; W W, $25.75. 

Tar.—Kiln tar is at present absolutely unobtainable. 
Retort tar is quoted at $15 to $16 per barrel. 

Rope.—The rope market is very firm. Export business, 
which has been at a standstill for the past four weeks 
because of the harbor strike in New York, is starting 
to pick up with amazing strength, and it has stimulated 
domestic buying to a remarkable extent for this time 
of year; although in itself domestic buying is apathetic 
on the whole. Present prices are: Jute rope No. 1, 17%c. 
to 18¢.; Jute rope No. 2, 16%c. to 17c.; Jute twine wrap- 
ping, 28%4c. to 33c.; India hemp twine, No. 4% and 6 
basis, 24%c. to 27c.; Manila rope, best grade, 24%c. 
to 26%4c.; Second grade, 23%c. to 25%c.; Hardware, first 
grade, 21%c. to 23%c.; Sisal rope, pure, % in. basis, 
18%c. to 224c.; Lath yarn, first grade, 17%c. to 22%c.; 
Second grade, 16%c. to 19%c. 

Shovels.—Very active buying is evident in both coal 
and snow shovels. Because of the scarcity of stocks and 
the heavy demands prices are likely to change before 
long. Rumors of a change will probably materialize 
during this week. Present quotations are: 

Coal shovels, black, No. 2 D handle, $13.26 per doz.; 

ordinary polished shovels, fourth grade, $14.21 per doz.; 
snow shovels, plain, 2 rivets, long handle, $6; Ames, long 
handle, $10.50; wooden, D handle, steel tip, $5.25 per doz.; 
galvanized, D handle, $13, all per doz., with 5 per cent 
discount from jobbers’ lists. 
; WEATHER STRIPS.—Strong interest is being shown 
in this item and prices have again advanced. New figures 
are: Walnut, hazel and cherry strips, 50 and 10 per cent 
off ; flexible rubber weather strips, 24 and 5 per cent off; 
white enamelled, 45 and 5 per cent off; felt strips, 60 and 
10 per cent off; single ledge weather strip, 24 off; flexible, 
plain, 60 and 10 per cent off from jobbers’ lists. 
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St. Paul and Minneapolis, Nov. 10, 1919. 

"THE one adverse condition to the rapid progress of 

business for the remaining portion of the year is the 
inability to get goods to sell. The same story is heard in 
all lines of trade, for strike conditions have intruded 
themselves into them all, in one form or another. Short- 
age of goods is the present and most serious thing to con- 
tend with, and this is growing worse instead of better, 
for shipments from mills have ceased entirely some weeks 
ago, with no intimation that filling orders will be re- 
sumed this year, all of the more basic items are becoming 
extremely scarce, and the matter of price is of secondary 
importance, the one inquiry being regarding the probable 
shipping date. 

All local jobbing houses are low on nails, sheets, wire 
eaves trough and conductor pipe, and goods of this general 
description. Sash cord is also scarce in the local market. 

Turpentine has fluctuated about as usual, with a slight 


advance in denatured alcohol. Other prices stand about 
as on previous quotations, although it is understood that 
some of the local jobbers have advanced the base on nails. 
a gee alcohol has advanced 4c. per gallon the past 
week. 

Nails.—Stocks are very low, and no nails have been re- 
ceived here for six or seven weeks. Eightpenny common, 
for instance, is off the market, and many other sizes are 
nearly as bad. Nails are more scarce now that any time 
during the war. Price has held steady until very recently 
and there is no variance in quotations at present, the 
owners trying to protect the interests of their customers 
and themselves. We quote from local jobbers’ stocks 
standard wire nails at $4.25 per keg base, coated wire 
nails at $4 per keg base. 

Steelsheets.—There is a great scarcity of this class of 
material, both black and galvanized. Prices are still 
quoted at $5.94 base for black, and $7.29 base for gal- 
vanized sheets. 
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Publicity fer the Retailer 





By Burt J. PARIS 


For Your Store Paper 
No. 1 (7% in. 10 in.). 
ERE’S just the idea you have been looking for, Mr. 
Store Paper Editor. It will make your paper more 


1—Use this idea in your store paper 


AMERICAD EAGI 





The Helpful 


Bridgeport, Conn. 


interesting to the housewife. 


This page, which shows you a working plan of the idea, 
is from the current issue of The American Eagle, the store 
paper published by The American Hardware Stores, 
The counterpart of this page will be 
found in issues of women’s publications of national cir- 
culation and each individual contribution to such a page 
is generally paid for by the publication, which throws a 
light on the actual value of the page. 
The American Eagle editor shows you here just how to 
do it and, in addition, introduces something which to our 


3—In which advertising is advertised 











ing Matter in the World 


is to he found only in the advertising pages of our daily, 
weekly and monthly publications. It is personal. Every 
word and sentence is of vital interest, written for you, with a 
| direct message for your pleasure and comfort. 


Literature, at its Best 


history or romance, can only tell: of how others have lived. 
But advertising points out 


“THE WAY FOR YOU TO LIVE 


Study the Advertising Pages 


of your favorite publications and 


Learn to Live Right 


Just at present we are calling your attention to the ne- 
cessities of 


Preserving Time 


and advise you to purchase your requirements in the line of 
jars and jelly glasses—now. 
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The Most Profitable Read- 
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To make dustless dust-cloths. 
take old stockings, soak in equal 
parts hot water and a good furniture 
polish, or in one-half pint kerosene 
to which has been added three table 
spoons of linseed oil. Do not wring, 
but hang out on the line to dry 
These may be washed and re-soaked 


Water in which potatoes have been 
boiled is the best thing with which 
to sponge and revive a silk dress. 

*e 


Iron rust spots will disappear if 
soaked in rice water 
*e 


The most difficult stain to remove 
is the coffee stain. This stain can he 
removed from any delicate fabric by 
gently rubbing with pure glycerine, 
then rinsing and pressing 


Try baking potatoes in the broiler 
instead of in the oven he flavor 
is better and it takes less time, and 
hence less gas. 

see 

If your white waists get faded 
from coat linings, dip them in potato 
water made by boiling clean unpair- 
ed sliced potatoes in water. It is an 
unfailing remedy 

. . 
To Extract a Splinter 

When a splinter has been driven 
deep into the flesh it can be extract 
ed without pain by steam. Nearly 
fill a wide-mouthed bottle with hot 
water, place the injured part over 
the mouth of the bottle and press 
tightly. The suction will draw the 
flesh down and in a minute or two 
the steam will extricate the splinter 
and inflammation will disappear 

“*- 


A Use of Paper Drinking Cups. 

These make nice receptacles for 
sending jelly or custard to sick peo 
pic. They are attractive. and do not 
Lave te he vet 


returned 


mind is extremely valuable. We refer 
Here is the way to make this page do 
double duty: on the one hand, providing reading matter 
of universal interest, and on the other, making definite 
sales suggestions when the mind of the reader is in a 


clothes driers. 








Delicious Lemonade. 
When making le 
mon through the 1 a 
your juice will be so strong that it 
will go twice as far and will have 
a far better flavor 
eee 
To Kill Gasoline Odor 
To eradicate the odor of gas 
when washing garments in it, use 
about five drops of oil of sassafras 


ynade 















to one quart of gasoline. This will] the 4 
destroy the odor and the garments | 
may be pressed and worn as soon as | 


the gasoline evaporates 





department a he! 
you co-operate anc 
benefit of anything you ma) 
discovered that is a help to the 
Housewife? 


We are striving to make this 
fut 

















Many receipes call for “ounces 
and after much 
measurements have been found cor 
rect. (Level tablespoons 

1 oz. flour, 4 tablespoons 





1 oz. granulated sugar 2 table- | 


spoons 
1 oz butter, 2 table 
1 oz. ground coffee 
1 oz. corn starch, 3 tablespoons 
1 oz. pepper, 4 tablespoons. 
1 oz. mustard, 4 tablespoons 
1 oz. salt, 2 tablespoons 


Ons 






lespoons 


spoons 





starch an 
u it fe a paste. Rub this o 
the spots and let stand unt 
then brus t with whisk br 

e be gone with 








particularly approachable state. 


Care must be 


taken, however, not to overdo this last 
feature. The character of the page must not be changed 
by introducing too many suggestions that have a 


tail” tied on them. 


Try this idea in your next number. 
real improvement in 


winner and a 
makeup. 


Household 
Hints 


reful testing these | 


1 oz, grated chocolate, 3 table- | 


























Ms 
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A Complete Phonograph Story 
No. 2 (5 cols.x 12 in.). 
S more and more hardware dealers are being attracted 
to the proposition of selling phonographs and installing 
suitable quarters for their sale, hardware talking machine 
ads are being viewed with special interest. 

Here is a very good one from Odell’s Hardware Store, 
Greensboro, N. To our way of thinking, it is the sort 
of presentation that the talking machine demands because 
it must be realized that while talking machine profits and 
record profits are attractive, the competition in the in- 
dustry is great and growing all the time. Hence, the hard 
ware man might as well make up his mind that if he goes 
in for talking machines that he will find it necessary to 
do some aggressive advertising. 

To read this ad is to gain a working idea of the care 
and thought and scientific study which preceded the actual 
marketing of the machine feature and it is this kind of 
copy that sways the reader when his decision is wavering 
between perhaps as many as three or four makes. 

Note that the writer of the ad is careful to make men- 
tion of the fact that the phonograph may be purchased on 
deferred terms. 

Giving Advertising a Deserved Boost 
No. 3 (2 cols. x 5 in.). 
He RE comes William Ludlum, adman for Howard’s, of 
Mt. Vernon, N. Y., with another original treatment 
of a much-discussed subject. Mr. Ludlum is an adver 


Hardware Age 


tising writer who does a tall lot of thinking before he grabs 
his trusty fountain pen, and readers of this department 
would do well to keep an eye on Mr. Ludlum’s creations 
as they appear from time to time. 

Mr. Ludlum says “a mouthful,” as the slang goes, when 
he states that literature tells us how others have lived and 
advertising teaches us how to live. Americans are people 
who are accustomed to take things for granted and many 
a reader does not appreciate the fact that the advertising 
pages of a publication represent a tremendous amount of 
planning for his pleasure and comfort or for his business 
advancement. Many an opportunity is missed by the house- 
wife who skips over the ads of retailers, many a chance 
to make an additional profit and to better his business jis 
lost by the retailer himself, who fails to study the ads in 
his trade publication. 

It would be a mighty good thing for advertising if every 
hardware man gave it a periodical boost with his own 
space. Other retailers would not be long in following 
suit. 

A Massachusetts charter has been granted the Model- 
yacht Co., Worcester, with a capital of $10,000, to manu- 
facture, etc., metal goods, products, etc. Henry H. Forbes, 
Worcester, is president of the corporation. 

Edwin L. Allis, formerly manager of the Motor Car 
Equipment Co., Boston, which was succeeded by the Wet- 
more-Savage Co., is now associated with the Butts and 
Ordway Co., Boston. 


2—Snappy presentation of the phonograph 
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The _ Brunswick 











Come in and Hear 


a Brunswick Con- 


We » Invite _You to 
5 


cert. 


Brings the World’s 
Best Music Right 
Into Your Home. 
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Tones Hitherto Rare Now Ever - Present 


Here are the secrets of the Brunswick 
method of reproduction. Learn how they 
gained that wonderfully pure tone which 
has given the Brunswick Phonograph such 
prestige. 


that superior reproduction depends chiefly 
upon thé reproducer and the way in which 
tone is amplified. 


Until the- coming of the Brunswick, 
many experts thought it impossible to 


: 

: Experts in acoustics have long agreed 

@| overcome “spotty” reproduction, that is, 
a yr 

P| alternate good and bad tones. Yet alF were 
1} ctriving to inerease the good-tones and-de- 


crease the bad. 


WHAT WAS FOUND 

The fault, they found, after hundreds 

of tests, was largely due to the use of metal 

in the amplifier or sound chamber. Metal, 

having no elasticity, prevented the sound 

: waves from expanding properly. Strident 
: 
z 
D) 


noises resulted. 


So they chose wood, developing the now The No. 50 Brunswick. . 


famous Brunswick Amplifier, built entirely The No. 75 Brunswick 





of wood. They tested dozens of different 
woods, &rranging them in numerous 
shapes. Finally they attained the proper The No. 200 Brur 


acbustic values. The No, 225 Brunswick 





Any Brunswick may be bought on the extended payment basis, small payments weekly or monthly. All Bruns- 
wicks at $100 or-over carry the new Ultona and new tone amplifier attachments. 


ODELL’S Where Quality Tells 
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. 100 Brunswick. . 


The No. 175 Brunswic k . 
wick. . 





refeferes 


Brunswick tone is infinitely better, for 
tones considered rare a few years ago are 
ever-present in this super-instrument. No 
one can remain unappreciative of its full- 
ness, richness and clarity. And all appre- 
ciate the banishment of metallic sounds. 
Once you hear the Brunswick, your own 
ear will confirm these statements. 


PLAYS ALL RECORDS 


Another great feature of the Brunswick 
method of reproduction is the Ultona, the 
all-record reproducer. At a turn of the 
hand, it presents to each type of record 
the proper needle and diaphragm. Each 
make of:record can now be heard at its 
best, played exactly as it should be. Thus 
you are not limited in your selection of 
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records to one make. ce 
‘ f 

oy 

Before you buy, or even if you already roy 
have a phonograph, hear the Brunswick. fi} 
( 


Put it to any tone test you wish. Ask that 
the most difficult records be played. Make |} 
comparisons. Then let sheer meritdecide. |f} 








| 
oeesertvcessece 3 52.50 We have a private Brunswick music Ft 
delta islet a he} room, where you can hear the wonderful a 
pict arate cian 150.00 Brunswick at your leisure and without in- a] 
teens 175.00 terruption. It affords us pleasure to play [7} 
ae pai ae the Brunswick to all who may be inter- 5 
260.00 _— ested in good music. S 
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Expansion 
(Continued from Page 221) 
Treman Re-elected President 
HE final session of the jobbers Friday morning was 
crammed chocktull of business. ‘lhe first discussion was 
on “The Expense of Handling Parcel Post Shipments,” 
led by Mr. A. D. Clinch, of Underhill, Clinch & Co., New 
York City. 

A paper was then read on “Methods of Purchasing Auto- 
mobiles for Traveling Salesman,” by George M. Evenson, 
of Knapp & Spencer Company, Sioux City, Lowa. 

After Atlantic City had been chosen as the place of the 
next convention the nominating committee reported as 
follows: 

For president, Robert H. Treman; for first vice-presi- 
dent, Bruce Hayden, of San Francisco; second vice-presi- 
dent, A. H. Decatur, of Boston, and for the two vacancies 
on the executive committee we have selected A. H. Nickols, 
of Detroit, and H. R. Dasher, of J. M. Warren Company, 
Troy, N. Y. The report was accepted and the nominees 
voted elected. 

After Colonel Payne, who had just been elected presi- 
dent of the American Hardware Manufacturers’ Associ- 
ation, had been called and invited to say a few words, the 
silver anniversary of the jobbers’ association was declared 
adjourned. 


Major Payne New President 
of Manufacturers 


THE meetings of the American Hardware Manufactur- 

ers’ Association were largely attended and among the 
most enthusiastic and constructive sessions ever held by 
the makers of hardware. The outstanding feature of the 
convention was the analysis of industrial conditions by 
President Charles W. Asbury. The following resolutions 
were adopted: 

Whereas we, the members of the American Hardware 
Manufacturers’ Association, in convention assembled in 
Atlantic City from the 14th to the 17th of October, 1919, 
have, during our sessions, carefully, and, as we believe, 
impartially studied and reviewed the industrial conditions 
existing in our country, and are thoroughly convinced that 
neither prosperity for the so-called laboring man, nor suc- 
cess for the employer, nor industrial peace in our nation, 
can exist should honest, capable and worthy men and 
women, because of their membership or non-membership 
in some certain currently dominating organization, be de- 
prived of those inalienable rights of the individual con- 
ferred by the Constitution of the United States. Now, 
therefore, be it 

tesolved that we fully endorse the twelve principles set 
forth by the emplovers’ group in the Labor Conference 
now assembled in Washington as they have appeared in 
the public press. 

Whereas, groups of irresponsible, professional agitators, 
having no present productive vocation, and without the 
approval of many of the employees concerned, are forcing 
their uneconomie propaganda into factories in which said 
agitators have never been employed, demanding of the 
employers that their employees shall be represented by 
said agitators in any negotiations between said employers 
and their employees, and 

Whereas, a controversy between the United States Steel 
Corporation and the representatives of certain labor or- 
ganizations has culminated in a labor strike seriously 
affecting the steel industry, and 

Whereas, the reasons underlying the positions assumed 
by the respective parties have heen made public by current 
comment in newspapers, Congressional investigations, and 
otherwise, and 

Whereas, the issues involved, as publicly expressed, ap- 
pear to be of special public interest in general, and of 
this association in particular, now, therefore, be it 

Resolved that it is the sense of this association that the 
employer in this instance appears to be not only justified 
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in, but should be commended on account of the position 
assumed against the demands made by professional labor 
agitators and so-called representatives of labor to the end 
that what we believe to be a great majority of its honest, 
loyal and capable employees (whom we unuerstand are 
not in sympathy with the agitation which has forced this 
issue) may be permitted to continue unmolested the present 
mutuaily satisfactory working conditions and relations 
with the industry, in which so many of them enjoy a finan- 
cial or stock-owning interest. Be it further 

Resolved, that it is the sense of this association that the 
ollicers of the United States Steel Corporation be com- 
mended for the open and fearless manner in which they 
have met this issue. 

ihe new oflicers, executive committee and advisory com- 
mittee of the manufacturers are as follows: President, 
Major Frederick H. Payne, Greenfield Tap & Die Corpora- 
tion, Greenfield, Mass.; Vice-presidents, W. D. Biggers, 
The Continental Co., Detroit, Mich., Murray Sargent, 
Sargent & Company, New Haven, Conn., Robert E. Shana- 
han, Bissell Carpet Sweeper Co., Grand Rapids, Mich.; 
Executive Committee—J. G. O’Brien, Chairman, Caldwell 
Mfg. Co., Rochester, N. Y., J. I. Andrews, Pittsburgh, Pa., 
American Sheet & Tin Plate Co., H. C. Atkins, Indianapolis, 
Ind., E. C. Atkins & Co., Inc., Isaae Black, New Britain, 
Conn., Russell & Erwin Mfg. Co., W. H. Cowdery, Cleve- 





Among the Manufacturers 

The Rainbow Tire & Rubber Co., Delaware, Ohio, ex- 
pects to begin the erection of a plant for the manufacture 
of automobile tires within the next ten days. Charles E. 
Ross is president. 

The International Harvester Co., Milwaukee, Wis., has 
been granted a permit to erect a one-story brick and con- 
crete structure, 119x126 ft., to be used as a training 
building for apprentices at the Milwaukee works at Four- 
teenth Avenue and Park Street. The building will cost 
$30,000 and the equipment approximately an equal amount. 
Paul F. Schryer is works manager. 

The Indianapolis Body Corporation, Indianapolis, Ind., 
has been incorporated with $150,000 capital stock to manu- 
facture automobile bodies and accessories. The directors 
are Harry P. Millspaugh, Clarence R. Irish and Peter 
M. Kling. 

The Paul J. Daemicke Co., manufacturer of refrigera- 
tors and store fixtures, 1336 Fullerton Avenue, Chicago, 
Ill., has awarded a contract for the construction of a two- 
story factory, 67 x 102 ft., at a cost of $50,000. 

The K. & K. Supply Co., New York, has been incorpo- 
rated with a capital stock of $20,000 by L. and J. and A. 
Koral, 495 Gravesend Avenue, Brooklyn, to manufacture 
metal products, . 

The New York Wire Cloth Co., 233 Broadway, New 
York, is taking bids through Architect J. A. Dempwolf, 
Casset Building, York, Pa., for the erection of a two-story 
and basement addition, 45 x 80 ft., on East Market Street, 
York, to cost about $30,000. 

The Sinclair Rubber Co., New York, has been incorpo- 
rated with a capital stock of $25,000 by C. McA. Pyle, 
L. Solomon and E. P. Brown, 152 East Ninetieth Street, 
to manufacture rubber products. 

The Monarch Carburetor Lock Co., New York, has been 
incorporated with a capital stock of $100,000 by W. H. 
Rosenfeld, N. A. Unger and H. H. Waller, 140 Nassau 
Street, to manufacture locking devices, etc. 

The Cellu Metal Corporation, Rochester, N. Y., has been 
incorporated with a capital of $150,000 by Archie B. Pro- 
gin, William C. Heind] and Frederick C. Monkhouse, 7 
Averill Avenue, to manufacture metal specialties and toys. 

The Sims Magneto Co., North Arlington Avenue, East 
Orange, N. J., has filed plans for the erection of a two- 
story addition, 67 x 153 ft., to cost about $59,000. It has 
recently increased its capital from $1,250,000 to $1,500,000. 
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land, O., American Fork & Hoe Co., Wm. J. McCurdy, New 
Brunswick, N. J., Manufacturers’ Iron & Steel Co., S. M. 
Stone, Hartford, Conn., Colt’s Patent Fire Arms Mfg. Co., 
B. H. Swift, Fremont, O., The Jackson Shear Co., Walter 
M. Taussig, New York, N. Y., American Chain Co., Inc.; 
Secretary-Treasurer, F. D. Mitchell, New York, N. Y., 


4106 Woolworth Building; Advisory Board (consisting of 


ex-presidents), Julius C. Birge, St. Louis, Mo., Ames 
Shovel & Tool Co., Seymour Mfg. Co., F. S. Kretsinger, 


Cleveland, O., American Fork & Hoe Co., Hon. Robert 
Garland, Pittsburgh, Pa., Garland Manutacturing Co., 
G. H. Jantz, New York, N. Y., the American Wringer Co., 
P. B. Noyes, Oneida, N. Y., Oneida Community, Ltd., N. A. 
Gladding, Indianapolis, Ind., E. C. Atkins & Co., Inc., 
William H. Matthai, Baitimore, Md., National Enameling 
& Stamping Co., Chas. J. Graham, Pittsburgh, Pa., Graham 
Nut Company, Fayette R. Plumb, Philadelphia, Pa., Fay- 
ette R. Plumb, Inc., Charles W. Asbury, Philadelphia, Pa., 
The Enterprise Manufacturing Co. 


And There Were Others 
CCORDING to the list given out by the registration officials 
on Thursday, October 16, the following delegates, visitors 
and ladies had registered up to that time: 
National Hardware Association 


Albany Hardware & Iron Co., Albany, N. Y., W. I. Baker, 
W. B. Wackerhagen; Alvord Reamer & Tool Co., Millersburg, 
Pa., R. F. Swarts, T. W. Tennyson; Allen, W. H. & G. W., Phila- 
delphia, W. Allen Barr; American Chain Co., Inc., New York, 
G. C. Isbester, W. C. Perkins, F. E. Sparks, A. P. Van Schaick; 
American Rolling Mill Co., The, Philadelphia, W. S. Stephenson; 
Anderson & Ireland Co., Baltimore, Md., Louis Moller; Anniston 
Hardware Co., Anniston, Ala., J. C. Sproull; Asch & Co., Inc., 
New York, B. M. Asch; Auburn Ignition Mfg. Co., Richmond, 
Ind., Geo. F. Blake; Avery & Saul, Boston, Mass., Fred L. Avery. 

B 

Babcock, Hinds & Underwood, Inc., Binghamton, N. Y., Chas. 
B. Babcock, J. H. Underwood; Baker, Hamilton & Pacifie Co., 
San Francisco, Cal., C. F. Sharrocks; Baldwin & Co., Ltd., A., 
New Orleans, La., G. B. Baldwin; Barker, Rose & Clinton Co., 
Elmira, N. Y., L. R. Clinton, S. Edward Rose; Barnett Hardware 
Co., G. W., Montgomery, Ala., J. D. Wyman; Beck & Gregg 
Hardware Co., Atlanta, Ga., W. A. Parker; Belcher & Loomis 
Hardware Co., Providence, R. I.; E. R. Brayton; Berger Co., L. 
D., Philadelphia, Wm. A. Wilkinson; Berger Mfg. Co., The, Can- 
ton, O., H. O. Wilson; Berry, Franklin T., Philadelphia, Franklin 
T. Berry; Betz-Pierce Co., The, Cleveland, O., R. H. Southworth; 
Bigelow & Dowse Co., The, Somerville, Mass., I. S. Dillingham, 
Jr., J. F. Miller; Bingham Co., W., Cleveland, O., H. D. Cram; 
Bluefield Hardware Co., Bluefield, W. Va., C. McD. England, 
E. A. Leonard, Jr.; Boetticher & Kellogg Co., Evansville, Ind., 
Carl F. Boetticher; Booth, Inc., Irving D., Elmira, N. Y., Irving 
D. Booth; Braender Rubber & Tire Co., Rutherford, N. J., W. P. 
Braender; Bright & Co., Reading, Pa., Stanley Bright, Howard 
Melchoir; Bronson & Townsend Co., The, New Haven, Conn., 
Lewis H. Bronson; Brown-Camp Hardware Co., Des Moines, Ia., 
W. S. Brown; Brown Roberts Hdw. & Supply Co., Alexandria, 
La., F. C. Barksdale; Buffalo Specialty Co., Buffalo, N. Y., Martin 
J. Cabana; Buffalo Wholesale Hardware Co., Buffalo, N. Y., N. A. 
Taber, A. W. Weaver; Buhl Sons Co., Detroit, Mich., A. H. 
Nichols, Otto Ziegler; Burger & Baumgard, Inc., New York, Carl 
Baumgard; Burhans & Black, Inc., Syracuse, N. Y., Harry J. 
Yoder. 

C 


Canton Hardware Co., The, Canton, O., C. A. Barnett, E. C. 
Raedel; Canton Sheet Steel Co., The, Canton, O., W. H. S. Bate- 
man, H. L. McKenzie, G. T. Thomas; Carlin & Fulton Co., The, 
Baltimore, Md., George L. Irvin; Carnahan Tin Plate & Sheet 
Co., The, Canton, O., W. K. Singleton; Carter, Donlevy & Co. 
Philadelphia, Warren Carter, Walter H. Donlevy; Clark-Smith 
Hardware Co., Peoria, Ill., F. E. Smith; Cole & Sons, Wm. H. 
Baltimore, Md., Wm. R. Cole, Jr., George N. Groff; Colladay 
Hardware Co., The Frank, Hutchinson, Kan., Chas. S. Colladay; 
Conde Hardware Co., W. W., Watertown, N. Y., Harold W. 


Conde; Congdon & Carpenter Co., The, Providence, R. I. 

E. Nickerson; Crumley-Sharp Hardware Co., pred = 
man Sharp; Curtis Pneumatic Machinery Co., St. Louis, Mo 
A. E. Hoerman; Cutler Hardware Co., Waterloo, Ia. Geo W. 
Huntley. / ea 





Hardware Age 


D 

Decatur & Hopkins Co., Boston, Mass., Austin H. Decatyr 
J. H. Jones; Delaware Hardware Co., Wilmington, Del., Walte; 
D. Mode; Demmler Bros. Co., Pittsburgh, Pa., Edw. H. Demmler. 
Derf Mfg. Co., Inc., The, New York, W. E. Caylor, Frederick 
Gerken, Jr.; Diamond Rubber Co., The, Boston, Mass,, Mr 
Moore; Diamond Rubber Co., The, New York, N. E. Oliver; Dig. 
mond Rubber Co., The, Philadelphia, C. R. Beegle, Mr. Moore. 
head; Dover Stamping & Mfg. Co., Cambridge, Mass., Warrey 
H. Dunning; Drake Hardware Co., Burlington, Ia., D. R. Ziegler: 
Drei: bach’s Sons, C., Lewisburg, Pa., L. R. Glase; Duke Petersoy 
Hardware Co., Baltimore, Md., J. W. Peterson. 


E 
E. A. Laboratories, Inc., Brooklyn, N. Y., W. Von Elm; Eclipse 
Mfg. Co., Indianapolis, Ind., H. E. Merrithew; Elder-Conroy 
Hardware Co. The, Clarksville, Tenn., John J. Conroy; Emmons. 
Hawkins Hardware Co., Huntington, W. Va., J. L. Hawkins: 
Empkie Shugart Hill Co., Council Bluffs, Ia., Fred D. Empkie, 


F 

Farwell, Ozmun, Kirk & Co., St. Paul, Minn., John M. Bur. 
bank, Frank B. Flatt; Faw, Inc., J. H., New York, J. H. Faw: 
Fernley, George A., Fhiladelphia, George A. Fernley; Fernley, 
T. James, Philadelphia, T. James Fernley; Flash Chemical (o., 
Cambridge, Mass., A. E. Cleveland; Foster-Thornburg Hardware 
Co., Huntington, W. Va., E. H. Thornburg; Fox Bros. Hardware 
Co., Pine Bluff, Ark., E. C. Fox; Frankfurth Hardware Co., Wm,., 
Milwaukee, Wis., Frank S. Rost; Frye, Phipps Co., Boston, Mass,, 
G. W. Goldsmith. 


G 

Geller, Ward & Hacner Hardware Co., St. Louis, Mo., H. N 
Geller; Gemco Mfg. Co., Milwaukee, Wis., F. N. Kintzinger; 
Ghriskey’s Sons, Chas. M., Philadelphia, R. R. Conarroe, Chas, 
M. Ghriskey, C. E. Sharpless, C. Ghriskey Watson; Goodrich. 
Lenhart Mfg. Co., The, Philadelphia, Ivan F. Goodrich, A. § 
Lenhart; Greer & Laing, Wheeling, W. Va., J. S. Auvil, F. A. 
Edeling; Guthard, Edgar C., Chicago, Ill., H. E. Witherspoon. 


H 

Hall & Carpenter, Philadelphia, Z. F. Hall, Jr., H. G. Hall; 
Harper & McIntire Co., Ottumwa, Ia., W. P. Myers; Harris Hard: 
ware Co., Washington, N. C., Chas. A. Flynn; Hartford, Inc, 
Edward V., Jersey City, N. J.. E. R. Waterman; Harwi Hari- 
ware Co., The A. J., Atchison, Kan., W. O. Judd; Haw Hard- 
ware Co., Ottumwa, la., J. B. Mirgon; Heitmann Co., F. A., Hous- 
ton, Texas, F. A. Heitmann; Henkle & Joyce Hardware Co., Lin- 
coln, Neb., E. E. Henkle, F. D. Smith; Herr & Co., Lancaster, 
Pa., A. H. Herr; Holmes, Geo. L., New York, Geo. L. Holmes; 
Hollingshead Co., The R. M., Allentown, Pa., L. E. Ruge, Thomas 
Sanders, Jr.; Hollingshead Co., The R. M., Camden, N. J., A. B 
Crampton; Holter Hardware Co., A. M., Helena, Mont., Emlen 
L. Bell, W. H. Dean, Aubrey M. Holter; House-Hasson Hard- 
ware Co., Knoxville, Tenn., Sam C. House; Huey & Philipp Hard- 
ware Co., Dallas, Texas, J. P. Kelly, J. S. North; Hukill-Hunter 
Co., Pittsburgh, Pa., Robert F. Hunter; Hunt & Mottet (Co. 
Tacoma, Wash., C. M. Harter, E. F. Messinger. 

I 

Inland Machine Works, St. Louis, Mo., O. G. Stark; Interstate 
—_ & Supply Co., Bristol, Tenn., J. D. Mitchell, R. B. 

itchell. 


J 
J. & B. Mfg. Co., Pittsfield, Mass., Floyd A. Knight, Geo. H. 
Southard, Jr.; Jenkins Vulcan Spring Co., Richmond, Ind., Wm. 
B. Edwards; Johnson, J. T., Kingston, N. Y., J. T. Johnson; Judd 
& Leland Mfg. Co., Clifton Springs, N. Y., Z. H. Haney, M. L. 
Harlem. ; 
K 
Kane & Keyser Hardware Co., Bellington, W. Va., J. =. 
Keyser; King Hardware Co., Atlanta, Ga., George E. King; 
Klaxon Company, Newark, N. J., Walter P. Coghlan; Knapp & 
Spencer Co., Sioux City, Ia., F. J. Camp, G. M. Evenson, W. S. 


ia Knoedler, Frederick J., Philadelphia. Frederick J. Knoed- 
er. 
L 


Larson Hardware Co., Sioux Falls, S. D., George E. Larson; 
Lee-Coit-Andreesen Hardware Co., Omaha, Neb., J. Clarke Coit, 
L. L. Kountze; Leonard Hardware Co., Chas., Petersburg, Va. 
Herbert L. Brown, Frank M. Hobbs; Lindsay Hardware Co. 
James C., Pittsburgh, Pa., A. J. Bihler; Loeb Hardware Co. 
Montgomery, Ala., A. W. Loeb, M. Loeb; Logan-Gregg Hard- 
ware Co., Pittsburgh, Pa., P. L. Logan, Robt. M. Repp; Lorick 
& Lawrance, Inc., Columbia, S. C., A. G. Crews; Luetkemeyer 
Co., The, Cleveland, O., Harry Hutchisson, E. H. Luetkemeyer; 
Lupton’s Sons Co., David, Philadelphia, R. L. McHale; Luthe 
Hardware Co., Des Moines, Ia., F. H. Luthe. 


M 
McClung & Co., C. M., Knoxville, Tenn., Bruce Keener; Me- 
Gowin-Lyons Hardware & Supply Co., Mobile, Ala., Mark Lyons; 
McGregor-Noe Hardware Co., Springfield, Mo., J. W. Yates; 
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Mansfield Tire & Rubber Co., The, Mansfield, 0., C. E. Roberts, 
J. S. Wainright; Marshall ‘Wells Co., Duluth, Minn., J. W. 
Walker; Masback Hardware Co., Inc., New York, Robert J. Mas- 
back, Edwin R. Masback; Mathews & Boucher, Rochester, N. Y., 
Wm. G. Fisher; May Hardware eo, F. F., Was hington, D. C 
Leo C. May; Mersick & Co., The C. S., New Haven, Conn., ton” 
Rollin S. Woodruff; Miller Bros. Hardware Co., Richmond, Ind., 
Geo. H. Miller; Miller Hardware Co., C. H., Huntin: ~don, Pa, 
Cc. H. Miller, T. F. Miller; Milwaukee Corrugating Co., Mil- 
waukee, Wis., J. H. Christman, L. Kuehn; Missoula Merc. Co., 
Missoula, Mont., A. W. Wilcox; Moore-Handley Hardware Co., 
Birmingham, Ala., W. W. French, J. D. Moore; Morley Bros., 
Saginaw, Mich., R. C. Morley, Jr.; Morley-Murphy Hardware 
Co., Green Bay, Wis., R. C. Morley; Moto-Meter Co., Inc., The, 
Long Island City, N. Y., E. V. Hennecke. 


N 
National Standard Co., Niles, Mich., Ralph Walter Smith; Na- 
tional Suppiy & Mach. Dealers’ Assn., Philadelphia, Thomas A. 
Fernley; Nel-on Hardware Co., Roanoke, Va., Geo. G. Moore; 
Newl.n-Knight Hardware Co., The, Fhiladelphia, W. E. Dowler, 
Geo. D. Greenig; Nichols Iron & Steel Co., Inc., Kansas City, 
Mo., F. R. Nichols; Norton Co., John S., Jersey City, N. J., Wil- 
liam R. Latham. 
O 
Oakes & Dow Co., The, Boston, Mass., Wm. W. Oakes; Ott- 
Heiskell Hardware Co., Wheeling, W. Va., W. F. Kennedy, E. A. 
E. Vossler; O’Neill-McNamara Hardware Co., Vicksburg, Miss., 
C. J. O’Neill. 
P 
Peden Iron & Steel Co., Houston, Texas, John A. Harvin; 
Petry Co., Inc., N. A., Philadelphia, N. A. Petry, C. C. T. Smith; 
Potts, Son & Co., Inc., W. F., Philadelphia, Frank J. McNeive, 
Charles 1. Smith; Pritzlaff Hardware Co., John, Milwaukee, Wis., 
Fred F. Luedke, John C. Pritzlaff; Prusia Hardware Co., Fort 
Dodge, la., J. F. Nelson; Pyrene Mfg. Co., New York, G. P. 
Rogers. 


Q 
Quaker City Rubber Co., Philadelphia, G. W. Schultz. 
R 
Reilly Bros. & Raub, Lancaster, Pa., U. Grant ~~ Richards 
& Conover Hardware Co., Kansas City, Mo., ( reorge 3. Richards; 
Richmond Hardware Co., Richmond, Va., W. D. Pradbn Riter 
Bros. & Co., Philadelphia, Michael Miller Riter; Robinson Bros. 
& Co., Louisville, Ky., J. Temple Robinson. 


Saginaw, Mich., F. C. Achard; Salt 
Lake Hardware Co., The, Salt Lake City, Utah, H. P. Lam- 
brecht; Schelly & Bros., C. Y., Allentown, Pa., W. J. C. Troxell; 
Schlatter & Co., C. C., Fort Wayne, Ind., John C. Trier; Schoed- 
inger, F. O.; Columbus, O., F. O. Schoedinger; Schuster, Ben- 
jamin J., Selma, Ala., Ben. J. Schuster; Schw: thacher Hardware 
Co., Seattle, Wash., Leo. S. Schwabacher; Seattle Hardware Co., 
Seattle, Wash., N. C. Speir; Seltzer-Klahr Hardware Co., Inc., 
Philadelphia, W. S. MacPherson; Semmes Hardware Co., Savan- 
nah, Ga., J. F. Burr; Shapleigh Hardware Co., St. Louis, Mo., 
R. W. Shapleigh; Shields & Bros., Philadelphia, P. A. Griffith; 
Sickels-Loder Co., New York, Otto Dederer; Silvex Co., The, 
South Bethlehem, Pa., E. H. Schwab; Small Co., P. A. & S., 
York, Pa., George Small, Bert L. Wantz; Smith Bros. Hardware 
Co., The, Columbus, O., H. P. Cook, J. A. Dury; Smith Hardware 
Co., The W. H., Parkersburg, W. Va., C. W. Edelen; Smith-Wads- 
worth Hardware Co., Charlotte, N. C., C. H. Clark, J. A. C. Wads- 
worth; Smith & Hemenway Co., Inc., Irvington, N. J., E. B. 
Odgers, D. G. Smith, F. P. Tenney; Southern Railway Supply & 
Equipment Co., St. Louis, Mo., Jos. C. Reed; Speer Hardware 
Co., Fort Smith, Ark., F. B. Dunlop; Spencer Metal Products Co., 
The, Spencer, O., B. Asch; Standard Parts Co., The, Cleveland, 
0., B. R. Winborn; Standart Bros. Hardware Corp., Detroit, 
Mich., R. W. Standart, Jr.; Star Rubber Co., The, Akron, O., 
0. L. Weaver; Steinman Hardware Co., Lancaster, Pa., S. Z. 
Moore: Stewart Mfg. Co., F. W., Chicago, Ill., O. J. Shields; 
Stichter Hardware Co., Reading, Pa., A. B. Stein; Strevell-Pater- 
son Hardware Co., Salt Lake City, Utah, F. W. Hornung; Sum- 
mers Hardware Co., Johnson C ity, Tenn., J. P. Summers; Sup- 
Plee-Biddle Hardware Co., Phil: idelphia, Charles M. Biddle, 
Charles M. Biddle, Jr., George W. Ellis, Fulton I. Hall, Fred B. 
Hippenstiel, Edward Knight, Frederick H. Karutz, William B. 
Munroe, William George Steitz; Swank Hardware Co., John- 
Stown, Pa., Charles R. Glock. 


Saginaw Hardware Co., 


Talbot Brooks & Ayer, Portland, Me., John P. Ayer; Temple- 
ay Kenly & Co., Ltd., Chicago, Ill., H. B. Burlow, H. W. Ross, 
Tho, President; Tenk H: irdware Co., Quincy, IIl., Rudolph Tenk; 
E < wk Hardware Co., W. A. L., Topeka, Kan., Roy S. Thomp- 
Pred N. A. Thompson; T homson Diggs Co., Sacramento, Cal., 
ye F, Thoms ‘on; Tips Co., The Walter, Austin, Texas, Ralph 

x0eth ; Topping Bros., New York, George H. Court, George 
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A. Wesson; Townley Metal & Hardware Co., Kansas City, Mo., 
W. M. Ferguson, John M. Townley; Tracy-Wells Co., The, Co- 
lumbus, O., Charles O. Tracy; Treman, King & Co., Ithaca, N. Y.,} 
F. ka Hawes, R. H. Treman; Trexler Company, Philadelphia,’ 
H. J. Adair, H. A. Lewis; Tritch Hardware Co., The, Denver,:% 
Colo., Frank A. Bare; Tryon Co., Edw. K., Philadelphia, Cnas., 4 
Z. Tryon. ) 

U 
Underhill, Clinch & Co., New York, 


Alfred D. Clinch; United 
Mfg. & Distributing Co., C hicago, lll., R. : 


Ik. Watrous. 


Van Camp Hardware & Iron Co., Indianapolis, Ind., J. C.' 
Carrington, Cortland Van Camp, G. S. Winders; Virgin.a-Caro- y° 
lina Hardware Co., Richmond, Va., W. S. Pinder. 

W 

Wagner Hardware Co., The, Mansfield, O., C. Wagener, F. A.’ 
Walter; Walden-Worcester, Inc., Worcester, Mas ss., Warren S.° 
Bellows, Leland H. Craig, Howard H. Seward; Walker Co., The! 
James, Baltimore, Md., James Walker; Walker Mfg. Co., Racine,! 
Wis., J. H. Cooper; Warren & Co., J. M., Troy, N. Y., C. W. T. 
Barker, H. S. Darby; Watkins Cottrell Co., Richmond, Va., Chas. } 
H. Watkins; Weed & Co., J. D., Savannah, Ga., Henry D. Weed;% 
Weirton Steel Co., Weirton, W. Va., L. T. Lott; Whitaker-Gless-' 
ner Co., Wheeling, W. Va., W. L. Latta; Whitaker-Glessner Co.,! 
Chieago, Ill., A. W. Crotsly, R. C. Morley; Whitaker-Glessner! 
Co., Philadelphia, W. B. Miles; Williams & Co., J. A., Pittsburgh,’ 
Pa., J. A. Williams; Williams Hardware Co., The, Clarksburg, 
W. Va., W. D. Newlon, J. W. Williams; Wilson Hardware Co., | 
E. L., Beaumont, Texas, John L. Keith; Wimberly & Thomas’ ® 
Hardware Co., Birmingham, Ala., F. R. Simpson; Witbeck Clark! 
Co., Schenectady, N. Y., Clark Witbeck; Witte Hardware Co., St. 
Louis, Mo., F. A. Witte; Worthington Co., The George, Cleve- 
land, O., C. A. a H. H. Rudd; Wright Bros. Hardware Co.,' 
Vicks burg. Miss., Wright; Wright & bi ag Co., Omaha, 4 
_— G. Jennings; Ww yeth Hardware Mfg. Co., St. Joseph, Mo.,@ 

A. ma “X” Laboratories, New York, po i. Stern. 


And the Manufacturers 


Adrian Wire Fence Co., Adrian, Mich., Sheffield Clark; Albany 
Hardware Specialty Mfg. Co., Albany, Wis., L. W. Stewart; Al- 
legretti Mfg. Co., Geneva, N. Y., A. L. Allegretti; Allen & Co., 
Inc., S. L., Philadelphia, Wm. H. Roberts, Jr., Charles Wain- 
wright; Aluminum Castings Co., The, Cleveland, O., Arthur B. 
Birge; American Artisan and Hdw. Record, Chicago, Ill., Daniel: 
Stern; American Chain Co., Ine., Bridgeport, Conn., T. A. Cotter, 
G. C. Isbester, W. C. Perkins, F. E. Sparks, W. M. Taussig, A. P. 
Van Schaick; American Ever Ready Works, Long Island City,: 
N. Y., J. H. Sommers; American Fork & Hoe Co., Cleveland, O 
W. H. Cowdery, F. S. Kretsinger; American Hardware Mfrs. 
Assn., New York, S. H. Gardner, F. D. Mitchell; American Pow- 
der Mills, Boston, Mass., Murray Ballou; American Screw Com-; 
pany, Providence, R. I., Walter Bromley, William F. Henning, 
Frank Horr, A. B. Peck, William G. Smythe, Henry A. Taylor; 
American Sheet & Tin Plate Company, Pittsburgh, Pa., J. Li 
Andrews, H. T. Bennett; American Steel & Wire Co., New York, 
Fred Connell; American Steel & Wire Co., Chicago, Ill, F.; 
Baackes, Frank Baackes, Jr., W. H. Foege, J. M. Holloway, J. W. 
Meaker, Jr., D. A. Merriman; American Steel & Wire Company, 
New York, T. B. Coles, T. H. Taylor; American Wire Fabrics Co., 
Chicago, Ill., C. K. Anderson, C. S. Rohrbaugh, L. G. MeDonald; 
American Wringer Company, New York, G. H. Jantz; Ames; 
Shovel and Tool Company, Boston, Mass. Hobart Ames, Ernest 
N. Birge, Julius C. Birge, Samuel D. 3urrell, S S. S. Early, Joseph, @ 
T. Hughes, Chas. B. Myers, Henry M. Myers, Lynford Rowland, 
Jr., George E. Shepard, J. P. Tabb; Ashton Mfg. Co., Newark, 
N. J., John B. Kerr; Atkins & Co., E. C., Indianapolis, Ind., H. C.. 
Atkins, E. W. Clark, H. P. Hubbard, R. B. Nixon, S. L. Webster; 
Atlantic Serew Works, Inc, Hartford, Conn., A. W. Bowman; 
Atlas Powder Co., Wilmington, Del., Col. G. F. Hamlin; Auto-, 
Strop Safety Razor Co., New York, C. J. Oxley, N. R. Maas. 

, 

Badger Handle Co., Milwaukee, Wis., Geo. H. Dyer; 
Adamson & Co., Philadelphia, J. M. Shellenberger; Baker & Co.,; 
Chas. F., Boston, Mass., George B. Evans; Baldwin Tool Works, 
Parkersburg, W. Va., Wm. H. Baldwin, Walter R. Batcheller, 
Charles B. Chanceller; Barecalo Mfg. Co., Buffalo, N. Y., Frank; 
Anderson, Barney Moore; Barrett Co., The, New York, W. G. 
sickell, John C. Leonard, Stanley Woodward; B-B. Co., The, 'To- 
ledo, O., H. D. Cook; Bemis & Call Hardware & Tool Co., Spring-: 
field, Mass., J. C. Beggs; Bethlehem Steel Co., S. Bethlehem, Pa., 
Frank W. Brigham, John H. Richards; Billines & Spencer Co., 
Hartford, Conn., G. L. Hunt; Bishop & Co., Ge orge H., Lawrence- 
burgh, Ind., L. B. Van Marter; Bissell Carpet Sweeper Com-, 
pany, New York, Fred M. Deane, R. FE. Shanahan, T. W. Wil-; 
liams; Bommer Spring Hinge Company, Brooklyn, N. Y., Gustav, 
3ommer, John Sensbach; Bridgeport Chain Co., Bridgeport,’ 
Conn., C. M. Schneider, James T. Powell, A. B. Way; Bridgeport, 


Baeder, 
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dw. Mfg. Corp., Bridgeport, Conn., Harry B. Curtis; Bromwell 

% rey . ° 1 z > i e ° 
rush & Wire Goods Co., The, Cincinnatl, O., Albert B. Gatch; 
rowne Mfg. Co., The W. G., Kingston, N. Y., E. H. Bogart; 












uffalo Sled Company, The, N. Tonawanda, N. Y., John J. 
chneider; Buffalo Wire Works Company, Buffalo, N. Y., F. 
rimm. 







Caldwell Mfg. Co., Rochester, N. Y., John G. O’Brien; Cambria 
teel Co., New York, L. B. Morris; Cambria Steel Co., Philadel- 
hia, J. E. Baylis, Edward Price, Jr., C. M. Scheetz, A. D. Wade; 
amillus Cutlery Co., Camillus, N. Y., H. K. Zust; Carborundum 
ompany, The, Niagara Falls, N. Y., George N. Allen; Carnahan 
in klate & Sheet Co., The, Canton, O., W. K. Singleton; Car- 
legie Steel Co., Pittsburgh, Pa., R. W. Baker, Wm. Fred Hickey; 
Pasey Hudson Co., Chicago, Ill, Homer C. Pogue; Celluloid 
hapon Company, New York, Newton i. Dabolt, M. J. Dowling; 
Bhallenge Cutlery Corp., Bridgeport, Conn., W. E. Eastman, 
_R. Schmelz; Challenge Cutlery Corp., New York, P. L. Van 
Istyne; Champion Tool Co., Meadville, Pa., J. H. De Arment; 
hatillon & Sons, John, New York, J. G. Hugel, F. B. Foster; 
heney Hammer Corp., Henry, Little Falls, N. Y., T. S. Hose; 
hicago Nipple Manufacturing Co., Chicago, Ill., Ernest S. Cox; 
hicago Roller Skate Co., Chicago, Hl., Ralph Ware; Chicago 
Rpring Butt Co., Chicago, lL, W. J. Keene, W. A. Treat; Chis- 
folm:Moore Mfg. Co., The, Cleveland, O., H. I. Dickerman, H. H, 
Marrett, Jr.; Christy Knife Company, The, Fremont, O., D. L. 
Rhristy; Cincinnati Tool Company, The, Cincinnati, O., J. A, 
Rardner, J. M. Hargrave; Clark Bros. Bolt Co., Milldale, Conn., 
Edwin S. Todd; Clayton & Lambert Mfg. Co., Detroit, Mich., 
! E. Lambert; Cleveland Osborn Mfg. Co., Inc., The, New York, 
>. W. Wheeler; Cleveland Steel Tool Co., The, Cleveland, O., J. E. 
ptenger; Clinton-Wright Wire Company, Worcester, Mass., J. A. 
Denholm, L. Jackson, I. I’. Jones, A. B. Peavey, R. J. Southwell; 
Flyde Cutlery Co., Clyde, O., R. B. Jones; Coldwell Lawn Mower 
fo., Newburgh, N. Y., Edward C. Ross, H. W. Wagner; Collins 
& Company, New York, N. Y., H. D. Wilkes; Colt’s Patent Fire 
.rms Mfg. Co., Hartford, Conn., D. G. Phelps, G. R. Porter; 
Solumbian Hardware Company, The, Cleveland, O., H. F. Sey- 
Mour; Columbian Rope Company, Auburn, N. Y., F. M. Everett, 
W. V. Hawkins; Columbus Anvil & Forging Co., The, Columbus, 
”., J. W. Moore; Columbus McKinnon Chain Co., Columbus, O., 
2. R. Markel, J. H. Hendrick Continental Co., The, Detroit, 
flich., W. D. Biggers, W. FE. Biggers; Conneaut Shovel Co., The, 
fonneaut, O., G. W. Benton; Corbin Cabinet Lock Company, New 
pritain, Coun., E. C. Gris wold, George F. Taylor; Corbin Screw 
orp., New Britain, Conn., K. D. Carlson, W. E. Diehl, Charles 
Blover, R. A. Sundvahl; Corning Glass Works, Corning, N. Y., 
». A. Burke, M. J. Lacey; Crescent Tool Company, Jamestown, 
W. Y.,C. R. Swisshelm; Cronk & Carrier Mfg. Co., Elmira, N. Y., 
f. F. Carrier, George H. Carrier; Cuba Knife Co., Inc., Cuba, 
i . L. J. Waldock; Cushmayz Company, Inc., The, ¢ hampaign, 
ml., George W. Cushman, Otto E. Draudt; Cyclone Fence Com- 
any, Waukegan, Ill., Capt. J. W. Gorby, E. T. Hunt. 





















































































D 
# Delta File Works, Philadelphia, Joseph M. Hottel; Dewar Mfg.. 
io., Brooklyn, N. Y., John M. Brock; Dietz Company, R. E., New 


fork, E. E. Boynton, A. W. Carr, John E. Dietz, W. L. Hoch- 
pchild, Joseph Ludes, Warren McArthur, F. E. Smith, F. P. 
WWatts; Disston & Sons, Inc., Henry, Philadelphia, W. A. Cheno- 
feth, J. M. Cole, S. Horace Disston, J. C. C. Me- 


Forrest, J. 
mauslan, A. R. Sisson; Dunn Edge Tool Company, Oakland, Me., 
f. L. Van Alstyne; Du Pont de Nemours & Co., E. I., Wilming- 
pon, Del., E. R. Galvin, Walter Huff. 


E 
Eagle Lock Co., New York, N. Y., G. W. Carter, F. D. Ford, 
m. B. Plumb, E. A. Sherlock; Eclipse Manufacturing Company, 
fadianapolis, Ind., II. E. Merrithew, A. H. Vayo; Edison Electric 
}ppliance Co., Inc., Chicago, Ill., W. B. Pierce, J. F. Killeen; Em- 
fire China Works, Brooklyn, N. Y., Charles H. Jensen; Empire 
inife Co., The, Winsted, Conn., Charles L. Alvord; Enterprise 
Mfg. Co. of Pa., Philadelphia, Charles W. Asbury, Joseph W. 
fates; Erie Tool Works, The, Frank W. Bacon. 
t F 


Fisher & Norris, Trenton, N. J.,S. A. Andrew, Mrs. S. Alfredo 
drew; Folsom Arms Co., The H. & D., New York, George 
aupt; Fraim Lock Co., The E. T., Lancaster, Pa., W. E. Fraim, 
Mm. H. Hanton; France Mfg. Co., The, Cleveland, O., L. A. Corlett. 
" G 

# Garland Mfg. Co., Pittsburgh, Pa.; R. H. McKnight; Gem 
Manufacturing Company, Pittsburgh, Pa., E. S. Fownes, J. A. 
ownes; General Tire & Rubber Co., The, Akron, O., H. G. 
ult; Geneva Cutlery Company, Geneva, N. Y., H. L. Henry; 
Hilbert & Bennett Mfg. Co., The, Georgetown, Conn., Samuel 
i. Miller, David H. Miller; Gladding & Co., Inc., B. T., South 
tselic, N. Y., Ralph R. Brown: Goodell Co., Anlvim, N. H.. 
W. Bond: Gordon Radiator Company, New York, Richard 
)aylor; Greenfield Tap and Die Corporation, Greenfield, Mass., 
/ingman Brewster, Frederick H. Payne; Griffin Mfg. Co., Erie, 
ja., J. C. Griffin; Griffith Tool Works, Philadelphia, Charles F. 
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Griffith; Gulf States Steel Co., Birmingham, Ala., J. M. Mayes, 
H 


Hager & Sons Hinge Mfg. Co., C., St. Louis, Mo., Arch. L, 
Hager, R. G. Hager; HARDWARE AGE, New York, P. J. Cosgrave, 
W. J. Feddery, George H. Griffiths, C. J. Knapp, L. 8S. Soule, 
Roy F. Soule, H. G. Blodgett, C. F. English; Hardware Dealers’ 
Magazine, New York, H. Abrams, James H. Kennedy, Daniel T, 
Mallett; Harrington Cutlery Co., New York, George Walter 
Davis; Harrington & Richardson Arms Co., Worcester, Mass., 
John W. Harrington; Hart & Cooley Co., The, New Britain, 
Conn., R. W. Blanchard, J. H. Robinson; Heller Bros. Co, 
Newark, N. J., Wm. W. Lyons, George F. Smith; Hercules Pow- 
der Co., Wilmington, Del., T. H. Fox, C. C. Gerow, C. W. Hymer, 
Ik. L. Moss; Hitners Sons Co., Henry, Philadelphia, Harry F, 
George; Holt Co., The G. L., Hartford, Conn., J. L. Richardson; 
Horton Mfg. Co., Fort Wayne, Ind., I. C. Peters; Howard Co,, 
J. W. & A. P., Corry, Pa., W. P. Edmonds; Hubbard «& (Co,, 
Pittsburgh, Pa., R. S. Gay, C. C. Hartzell, W. H. Remmel, Joseph 
V. Smith. ‘ 


Indiana Steel & Wire Co., Muncie, Ind., 
trial Co-operation Service, P. H. Robinson; Inland Machine 
Works, St. Louis, Mo., Ottmar Geo. Stark; Iron City Tool Works, 
Ltd., Pittsburgh, Pa., William H. Hays; Irvington Mfg. Co., 
Irvington, N. J., E. B. Odgers, D. G. Smith, F’. P. Tenney; Irwin 
Auger Bit Co., The, Wilmington, O., G. M. Riley, L. L. Sullivan; 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass., R. P. 
Boyd, Frank I. Clark. 


tobert Miller; Indus- 


Jackson Shear Company, The, Fremont, O., B. H. Swift; Jen- 
ning Mfg. Co., The Russell, Chester, Conn., J. Anderson Barker; 
Johnson’s Arms & Cycle Works, Iver, Fitchburg, Mass., 0. D, 
Ellis, G. F. Salisbury; Jones & Laughlin Steel Co., Pittsburgh, 
Pa., Roland Gerry, G. A. Mason. 

K 

K.-L. Mfg. Co., The, Cleveland, O., J. H. Holcombe; Kelly Axe 
Mfg. Co., Ine., Charleston, W. Va., George T. Price, Al. P. Shir- 
ley; Keystone Lnatern Co., Philadelphia, John T. Casey; Key- 
stone Mfg. Co., The, Buffalo, N. Y., Edwin S. Miller; Keystone 
Steel & Wire Co., Peoria, Il]., H. V. Dimick, H. G. Moore; Kirk- 
Latty Mfg. Co., The, Cleveland, O., F. H. Mclsaac; Kohler Die 
& Specialty Co., DeKalb, Ill., P. N. Joslin. 


Lake Erie B. & N. Co., Cleveland, O., S. W. Baldwin, Jr., H. M. 
Hines; Lakeside Forge Company, Erie, Pa., J. B. Harrison; 
Lamson and Sessions Co., The, Cleveland, O., George M. North; 
Landers, Frary & Clark, New Britain, Conn., A. G. Kimball, 
W. H. Rattenbury, F. J. Wachter; Lawson Mfg. Co., Chicago, 
Ill., T. K. Gibtons; Lebanon Machine Co., The, Lebanon, N. H., 
G. P. Butler; Lockwood Mfg. Co., South Norwalk, Conn., George 
KE. Eddy, A. J. Wright; Lodge Manufacturing Company, S. Pitts- 
burgh, Tenn., J. Lodge; Lovell Mfg. Co., Erie, Pa., A. M. Doll, 
H. G. Grosseup, Chas. S. Meacham, W. B. Webber; Lucas & 
Co., Inc., John, Philadelphia, F. N. Johnston; Lufkin Rule Com- 
pany, The, Saginaw, Mich., Theodore Huss, George C. McBeth, 
Robert G. Thompson. 

M 

McCaffrey File Company, Philadelphia, Edward V. McCaffrey; 
McGraw Tire & Rubber Co., The, Cleveland, O., H. M. Bacon, 
C. IE. Pumphrey; McKinley Mfg. Co., Pittsburgh, Pa., F. W. 
Keidle; McKinney Mfg. Co., Pittsburgh, Pa., William C. Farr, 
C. A. Hammond, Chalmers M. King, Frank J. Koch, J. P. Me- 
Kinney, Jr.; Mann Co., James H., Lewistown, Pa., Frank E. 
Corey, Frank Ek. Mann; Manufacturers Iron & Steel Co., New 
Brunswick, N. J., Fred M. Jouier, William J. McCurdy, Benj. 
J. r'rumbell; Master Rule Mfg. Co., Inc., New York, C. M. 
Nicholson; Maydole Hammer Co., The David, Norwich, N. Y., 
Merton G. Ferris, Willis H. Simpson; Miller Lock Company, 
Philadelphia, H. E. Dripps, William T. Gormley, E. ; 
Meadowcroft; Millers Falls Co., New York, W. E. Clark: 
berg Company, Frank, Attleboro, Mass., Harold E. Ring. 


Lewis 
Moss- 


_Napier Saw Works, Inc., Springfield, Mass., A. C. Whitefield; 
National Carbon Company, Inc., Cleveland, 0., R. W. Bennett, 
Kk. H. Boudwin, A. FE, Carrier, M. I. Cotabish, W. G. Heacock, 
W. H. Talkes; Nat’l Enameling & Stamping Co., Baltimore, 
Md., Charles Burrall, George H. Harper, William H. Matthai; 
Nat’! Enameling & Stamping Co., New York, A. S. King; Nat’ 
Enameling & Stamping Co., New Orleans, La., John J. Mapp; 


National Standard Co., Niles, Mich.., Ralph Walter Smith; Nat. 
lube Co., New Orleans, La., Hugo Weidmann; New Jersey Wir 
Cloth Co., The, Trenton, N. J., Louis G. Beers, W. K. Paff: New 


York Wire Cloth Co., New York, Francis J. Root, Wavne A 
Root; Ney Mfg. Co., The, Canton, O., D. D. Miller, J. M. Mobley; 
Nicholson File Company, Providence, R. I., Wallace L. Pond; 
No-Leak-O-Piston Ring Co., Baltimore, Md., J. E. Norwood; 
I’. E. Paige; North Bros. Mfg. Co., Philadelphia, A. C. Albrecht, 
James Kinsman; North & Co., O. B., New Haven, Conn., Fredet 
ick H. Stevens; Northwestern Barb Wire Co., Sterling, III. 
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W. M. Dillon; North Wayne Tool Company, Hallowell, Me., 
George L. Earle, Horatio S. Earle. 


O 

Oakes & Dow Co., The, Boston, Mass., William W. Oakes; 
Ohlen & Sons Saw Mfg. Co., The Jas., Columbus, ©O., H. i Brad- 
bury, L. W. Seymour; Oliver Iron & Steel Company, Pittsburgh, 
Pa., George T. Bailey, H. L. Usher; Oneida Community, Ltd., 
Oneida, N. Y., W. T. Earl, F. W. W hitman; Oshkosh W. M. Co., 
Oshkosh, Wis., J. H. Cumming; Oswego Tool ¢ 0-, Oswego, N. Y., 
H. B. Place; Owosso Mfg. Co., Owosso, Mich., C. P. Bentley. 

P 

Parker Co., The Charles, Meriden, Conn., Frederick Pease; 
Parkersburg Iron & Steel Co., Parkersburg, W. V ae, K. J. Hay- 
man; Payson Mig. Co., Chicago, 1ll1., ki. I. Harris; Peck, + > 
Wilcox Co., Southington, Conn., L. i. Fichthorn, Malcolm = 
bister, S. S. Rand, 'T. J. Ray, G. H. Story, KF. D. ‘I aylor, Lyman - 
Treadway; Penn, Inc., A. C., New York, A. C. Penn; vennsy " 
vania Lawn Mower Works, Philadelphia, J. 5. Bonbright, Nelson 
D. Perine; Pennsylvania Woven Wire 5. ompany, Lock Haven, 
Pa., J. W. Dickey; Peters Cartridge Co., Ihe, Cincinnati, O., 
G. E. Cook, T. H. Keller, Frank Keplinger; Pay son Mtg. Co., 
Chicago, lll., Frederick Pfeifer; Phoenix Horse Shoe Co., Pough- 
keepsie, N. Y., M. F. O’Connor; Pittsburgh Shovel Company, 
The, Pittsburgh, Pa., G. S. Phillips, L. \. Walsh; Pittsburgh 
Steel Company, Pittsburgh, Pa., Joseph G. Deericks, J. Nelson 
Jacots, George W. Jones, Harry J. Miller, ¢ harles M. Porcher, 
James A. Roberts; Plumb, Inc., Fayette R., Philadelphia, Charles 
H. Castlen, John J. Teeple, John M. Wiiliams; Porter Screen 
Company, Burlington, Vt.; L. R. Stinson; Potter Mig. Co., The, 
Geneva, O., W. A. Potter. ° 


Q ; : 

Quaker City Rubber Co., Philadelphia, A. C. Paynter, G. W. 

Schultz; Quaker Tool Company, The, Philadelphia, Frederic P. 
Kennedy. 


Reading Saddle & Mfg. Co., Reading, Pa., Daniel F. Printz; 
Reed Mtg. Co., Erie, Pa., E. C. Barnett; Remington Arms U. M. 
C. Co., Inc., New York, J. L. Head, W. T. Laslie, J. 5S. Lester, 
H. J Strugnell, Albert H Willey; Richards-Wilcox Manufactur- 
ing Co., Philadelphia, W. D. Jameson; Robertson Lead Works 
James, Baltimore, Md., H. L. Worthington; Robeson Cutlery Co., 
The, Rochester, N. Y., C. W. Silcox; Robinson Co., M., New York, 
George C. Harding; «obinson Co., M. W., New York, E, Harry 
Lewis, Donald McMillan; Rock Island Mfg. Co., Rock Island, 
lll., O. J. Shields; Rome Mfg. Go., Rome, N. Y., C. P. Drake, 
A. E. Spriggs, E. H. Walworth, Jr., J. J. Walworth; Rowe Calk 
& Chain Co., The, Plantsville, Conn., L. B. Powell; Russell Cut- 
lery Co., John, Turners Falls, Mass., Alex. McL. Rowland; Rus- 
sell & Erwin Mfg. Co., New Britain, Conn., Isaac Black, T. J. 
Usher, B. A. Hawley. 

Ss 

Sacks, Ine., Louis, Newark, N. J., David L. Sacks; Samson 
Cordage Works, Boston, Mass., F. J. Coakley, R. G. Whiting; 
Sand & Sons, J., Detroit, Mich., Frank F. Sand; Sargent & Co., 
New Haven, Conn., R. B. Cherry, H. B. Sargent, George F. 
Wiepert; Sargent & Co., New York, Fred L. Stellwagen; Sav- 
age Arms Corp., Utica, N. Y., Frank P. Kelley, Harry E. 
Haynes; Seymour Mfg. Co., Seymour, Ind., Stanley J. Birge; 
Sharp Spark Plug Co., Cleveland, O., William E. Hooker; Shel 
ton Tack Co., The, Shelton, Conn., John R. Lightfoot; Sherwood 
Bros. Mfg. Co., Canastota, N. Y., Harry Hull, C. C. Keesler; 
Silver Lake Company, Newtonville, Mass., Norman Mintz; 
Simonds Mfg. Co., Fitchburg, Mass., D. E. Hamilton, J. E. Kel- 
ley, J. W. MeLean, A. T. Simonds; Skillman Hardware Mfg. Co., 
l'renton, N. J., William W. Wherry; Slaymaker Lock Company, 
Lancaster, Pa., S. C. Slaymaker, W. He: ward Smith; Smith & 
Wesson, Springfield, Mass., David H. Reddie, Frank H. Wesson; 
Standard Horse Shoe Company, Boston, Mass., Geo. S. Boutwell, 
R, H. Boutwell; Standard Tool Co., Cleveland, O., Joseph A. 
Fuller, R. T. Lane; Stanley Rule & Level Co., The, New Britain. 
Conn., H. W. Blackman, B. J. Grogan, E. P. King, Robt. M. Par- 
sons, A. W. Peck, R. N. Peck, A. W. Stanley, P. B. Stanley, J. E. 
Stone, B Wheeler, J. B. Wilbur, Jr.; Stanley Works, The, New 
Britain, Conn., C. F. Sennett, James Hutchinson, S. McClelland, 
A. C. MeKinnie, E. R. Swift; Stearns & Co., Inc., E. C., Syra- 
cuse, N. Y., T. M. Gallavin; Stevens Arms Company, J., Chicopee 
Falls, Mass., T. L. Hopkins, T. C. Montgomery; Stowell Com- 
pany, The, S. Milwaukee, Wis., M. J. Evans; Swan Co., The 
James, Seymour, Conn., Wm. B. Swan, George F. Taylor, F. G. 
Wooster; Swineford Company, The G. A., Canton, O., G. / 
Swineford. 

T 

Taylor Mfg. Co., James L., Poughkeepsie, N. Y., Miss B. A. 
Matthews; Toledo Wheelbarrow Co., The, Toledo, O., F. B. An- 
derson, W. L. Schumacher; Torrey Razor Co., The J. R., Wor- 
cester, Mass., William Turner; Trimont Mfg. Co., Roxbury, 
Mass., W. W. Crandall, Philip C. Gregory, H. M. Johnson; Trum- 
bull Steel Co., The, Warren, 0., A. M. Long; Turner Brass 
Works, The, Sycamore, Ill., C. C. Reckitt, W. F. Pagel; Turner, 


Day & Woolworth Handle Co., Louisville, Ky., T. R. Clendiner i 
Charles D. Gates, Wm. F. Reuther; Turner, Day & Woolwort 
Handle Co., New York, W. J. Kingsland. 

U 
























































Union Carbide Sales Company, New York, S. B. Kirk, H. E 
Meagher, P. D. McKenzie, W. A. Wadsworth, G. B. Walkez 
U. S. Cartridge Co., Lowell, Mass., C. R. Babson; Union Fork « 
Hoe Co., The, Columbus, O., T. F. Connors; Upson Nut Co., Th® 
Cleveland, O., F. S. Brewer; United States Chain & Forgin 
Co., Pittsburgh, Pa., R. J. MeKay, C. M. Power; United State 
Horse Shoe Co., Erie, Pa., Burton S. Fletcher; United State 
Tire Co., New York, W. V. Logan, J. P. Newsome, W. E. Selby 
C. J. Welch; Utica Drop Forge & Tool Co., Utica, N. Y., J. E 
O’Toole. 
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Valley Forge Cutlery Co., Newark, N. J., Alban J. Lindblad 
Valley Forge Cutlery Co., New York, Adrian Barel, Richar 
Doyle; Vaughan & Bushnell Mfg. Co., Chicago, Ill, Irving £ 
Kemp, Sanford S. Vaughan; Victor Saw Works, Springfiele 
Mass., G. W. Donahue; Vogel & Bros., Inc., Wm., Brookly 
N. Y., H. M. Edwards. 

W ; 

Wabash Screen Door Co., Chicago, Ill., F. FE. Struthers, H. B 
Weesner; Walden-Worcester, Inc., Worcester, Mass., Warren § 
Bellows, Leland H. Craig, Howard H. Seward; Wallingford Mf 
Co., Wallingford, Vt., A. W. Ferguson; Warren Tool & Forg 
Co., Warren, O., George F. Konold, James D. Robe rtson; Wal 
wood Tool Co., Wheeling, W. Va., John A. Moore: Waterbur 
Co., New York, J. M. Wood: Western Cartridge Co., Alton, I] 
I, &. Morancy; White Company, H. C., N. Bennington, Vt., A. Pa 
Trout, Harrie C. White; Whiting, John L.-J. J. Adams Co.. Bo 
ton, Mass., Lew C. Hill, James L. Kellv, R. H. Ure: Whitloc 
Cordage Co., New York, D. W. Lapham, L. 1. Whitlock: Whi 
man & Barnes Mfg. Co., The, Akron, O., A. B. Hall; Wiekwit 
Brothers, Cortland, N. Y., George H. Kennedv; Williams Cc 
The A. C., Ravenna, O., J. H. Bigalow: Williams & Co., J. Hid 
Brooklyn, N. Y., A. S. Maxwell: Winchester Repeating Arn. 
Co., New Haven, Conn., Gen. Irby Bennett, Frank G. Drew, E« 
ward W. Lee, C. F. Silvester; Wiss & Sons Co., W., Newar 
N. J., George Brandin, C. L. Ganvard: Weod Shovel & Too] Cc 
The, Piqua, O., Wm. W. Wood, 32d: Wooster Brush Compan 
Wooster, 0., D. J. Foss: Wriehtsville Hardware Co., Wright 
ville, Pa., W. A. Coventry. ™ 

Y 


Yale & Towne Mfg. Co., The, New York, E. D. Jones, W. 
Metealf; Youngstown Sheet & Tube Co.. 1 he, Youngstown, C 
William B. Blowers, Arthur Purnell, H. E. Richardson, G. J 
Strausner; Youngstown S. & T. Co., Youngstown o G. ( 
Stuart. ; sib 
Ladies and Visitors 
A 
Aikenhead, J., Toronto, Canada; Albrecht, Mrs. A. C., Phil: 
delphia; Alexander, Mi K., Hamilton, Canada; Alexander, 
H., Toronto, Ont.; Alexander, M1 S. H., Hamilton, Canadé 
Allegretti, Mrs. A. L., Geneva, N. Y.: Anderson. Mrs. C. kK 
Chicago, Ill.; Anderson, Mrs. Frank, Buffalo, N. Y.; Anderso 
Mrs. F. B., Toledo, O.; Andrew, Mrs. S. A., Trenton, N. bi 
drews, Mrs. J. I., Pittsburgh, Pa.; Asbury, Charles T., Phil 
delphia; Asbury, Mrs. Charles W., Philadelphia; Asbury, Mi 
M., Philadelphia; Asch, Mrs. B. M., New York City.” 
B 
sabcock, Mrs. Chas. B., Binghamton, N. Y.; Backmann, C. 4 
Detroit, Mich.; Bacon, Mrs. Frank W., Erie, Pa.; Bailey, Mr 
George T., Pittsburgh, Pa.; Baldwin, Mrs. G. B.. New Orlean@ 
La.; Bare, Mrs. Frank A., Denver, Col.: Barger, Watson i 
Minneapolis, Minn.; Barnett, Mrs. C. A., Canton, O.; Batemali 
Mrs. W. H. S., Canton, O.; Baumgard, Mrs. Carl, New Yo 
City; Beatty, S. F., San Franciseo, Cal.: Beers, H. H., Rie 
mond, Va.; Beggs, Mrs. J. C., Springfield, Mass.; Bellows, Mr 
W. S., Worcester, Mass.; Birge, Mrs. Arthur B., Cleveland, O 
Birge, Mrs. Julius C., Boston, Mass.; Blowers, Mrs. William I 
New York City; Boetticher, Mrs. C, F., Evansville, Ind.; Boot 
Mrs. Irving D., Elmira, N. Y.; Boudwin, Mrs. E. H., New Yo 
City; Brayton, Mrs. EF. R., Providence, R. I.; Brewer, Mrs. F. § 
Unionville, Conn.; Brock, Mrs. J. M., Brooklyn, N. Y.; Broe 
man, A. F., Chicago, Ill.; Bronson, Mrs. Lewis H., New Have 
Conn.; Brown, John A., Detroit, Mich.; Brown, Mrs. Herbert } 
Petersburg, Va.; Butler, Mrs. G. P., Lebanon, N. H. 
C 
Cairoard, Mrs. C. L., Newark, N. J.; Campbell, J. M., Arge 
Ind.; Carrier, Mrs. A. E., New Yorl City; Carson, James 
Dayton, 0.; Carter, Mi Charlotte, Philadelphia; Carter, Mi 
Warren, Philadelphia; Cavert, Tillman, Nashville, Tenn.; Chan 
ler, F. Alexander, Boston, Mass.: Chandler, Mr F. A., Boste 
Mass.; Carrier, Mrs. C. F., Elmira, N. Y.: Chenoweth, B. I 
New Orleans, La.:; Chenoweth, H. P., New Orleans, La.; Cherr 
Mrs. R. B., New Haven, Conn.; Christy, Mrs. D. L., Fremont, € 
Clark, Charles D., Peoria, Ill.; Clark, Mrs. Sheffield, Adria 
Mich.; Clark, Mrs. W. E., New York City; Clinch, Mrs. Alfr 
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McKINNEY HARDWARE 


for sliding doors 











Locked-up for the night---- 
McKINNEY Latches on guard! 


Your customer’s barn, granary, garage, implement shed and 





other outbuildings will be secure against all intrusion if equipped 


with McKINNEY Door Latches. 





This latch cannot be taken off or tampered with when the door 


is locked as all screws are concealed. It locks automatically as door 





closes and cannot rebound open—it has a positive grip. And no 





springs to break or wear out which feature in itself insures long life. 





Just sell the farmer one at first and see how soon he’ll be back 





for more to safeguard his other farm buildings. 





May we send you a copy of this new slid- 


ing-door hardware book—you'll find it 





a valuable little reference book when 





confronted with sliding-door equipment 





problems. 





Mc KINNEY MANUFACTURING GOMPANY 


WROUGHT STEEL \ ick / BULLDERS' HARDWARE 





PITTSBURGH, PA. 
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Improved Electric Iron 


An improved type of electric iron is 
being marketed by Manning Bowman & 
Co., Meriden, Conn. It was constructed, 
the manufacturers say, with two main 
purposes in view—efficiency and dura- 
bility. 
in a special cement which protects it 
from burnouts and from breakage from 
jolts, jars or falls. 

Altogether it has eight salient points 
or advantages which the manufacturers 
enumerate as follows: 

1. Heating element made of Nichrome 
wire embedded in cement, which 
makes the unit practically inde- 
structible. 

2. Sole plate, highly polished and 
nickel plated, which makes a very 
desirable finish. 








Improved Electric Iron 


8. Strong, rigid terminal connections. 
This point in a great many irons 
is very weak. 

4. Asbestos pad between bottom of 
pressure plate and top of heating 
element, which prevents the heat 
from the element traveling into 
the upper part of the iron and 
helps to project the heat down- 
ward, where it is most needed. 

Asbestos washers between the bot- 
tom of the handle strap and the 
top cover stamping prevents heat 
conduction from iron into handle. 

6. Hook in composition connector plug, 
which prevents side motion and 
holds the plug in a rigid position. 


ot 


The heating unit is embedded’ 


Products Being Placed on the Market by Ilardware Manufacturers 


7. Cord protected against wear by spe- 
cial steel spring. 

8. Bolt running through entire length 
of wood handle, which makes a 
very rigid construction. 


Household Hardware and 
Tool Bracket 

A practical combination hardware 
shelf and tool bracket manufactured by 
the Evan L. Reed Manufacturing Com- 
pany, Sterling, Illinois, is shown here- 
with. The outstanding practical ad- 
vantage claimed for this product is that 
it enables the householder to have im- 
mediate and convenient access to his 
most necessary tools. It also offers it- 
self as an economical and handy place 
to keep all the little odds and ends of 
hardware and sundry fixtures that ac- 








i Ni 
G 
A Saver of Time, Patience and Profanity 


cumulate and become so indispensable 
about the house. 

In other words, it eliminates the ne- 
cessity of asking “Friend Wife” to find 
some dust-covered tool, and it also holds 
screws, washers and other vexing trifles 
of convenience in a secure and definite 
place, that these things seldom attain 
even in the “best regulated families.” 

This bracket can be set up against 
the wall or closet door. It is made from 
basewood, and is shipped knocked down 
flat, with eighteen knock-down boxes, 
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plus nails and gummed, printed labels, 
each one of which bears the name of 
some item of necessary household hard- 
ware, to be pasted on the boxes. The 
bracket is 30 jnches high, 24 inches wide 
and 8 inches deep. Shipped in separate 
crates, a lot of a dozen weighing 300 
pounds, 


Safety-Fill Kettle 


A cast aluminum tea kettle of attrac- 
tive colonial design and having a spe- 
cial opening directly in front of the 
handle so that the kettle may be filled 
with comfort and safety has recently 
been placed on the market by The Gris- 
wold Manufacturing Company of Erie, 
Pe. 





Safety-Fill Kettle 


With this patented opening the kettle 
can be refilled without danger of scald- 
ing the hands. 

This kettle is six quart capacity with 
a bottom diameter of 9% inches. 


Even-Spray Clothes Sprinkler 


A novel device for the housewife in 
the form of a clothes sprinkler is being 
offered to the trade by The Elyria Spe- 
cialty Company, Elyria, Ohio. This 
product is known as the “Even-Spray 
Clothes Sprinkler.” It furnishes the 
housewife with an easy and ingenious 
method of sprinkling clothes, a method 
that is claimed to wet the clothes to just 
the proper degree. 
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Tastes Differ 
EVEN IN GRINDSTONES 


The line you buy ought to cover a variety of sty!es sufficient to include the various 
tastes of the individual farmers, gardeners and artisans who buy grindstones. 


THE R-W LINE OF GRINDSTONES 


includes stones of assorted grits in 15 stock styles of foot treadle and power 
mounted grindstones. Also a complete line of loose stones and separate 
grindstone fixtures. 


R-W No. 018 


R-W No. 400 


Each R-W Stone is Cut from Selected Berea Grit 


See pages 260 to 281 of 
your No. 16 R-W Catalog 


. 
— 


R-W No. 710 R-W No. 300 


Richards-Wilcox Mf (0. 


“A Hanewer for any Door that Slides.’ 


Strouts AURORA, ILLINOIS,U.S.A. 29570 


LOS ANGELES MINNEAPOLIS 
PHILADELPHIR =" LONDON.ONT. <————— SAN FRANCISCO 



































Electric Radiator and Engine 
Heater 


Among the new winter 
that are being offered to the trade is 
the “Majestic” Electric Radiator and 
Engine Heater, manufactured by the 
Majestic Electric Development Com- 
pany, 656 Howard Street, San Fran- 
cisco, Cal. 

The “Majestic” is a practical and eco- 
nomic device, especially for private 
garages. It is guaranteed to keep an 


accessories 
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Electric Radiator and Engine Heater 
engine warm throughout the coldest 
nights, and can be easily attached to 
any electric light socket. It hangs from 
the radiator cap, as shown in the illus- 
tration, and sends a continuous stream 
of hot air through the radiator to the 
engine, and will also keep the water 
within the cooling system warm in the 
coldest weather. 

The back is of steel and the parabolic 
reflector is of pure burnished copper. 
The consumption of electricity with this 
heater is relatively small, being merely 
200 watts an hour. 


Halladay Shock Absorbers 
L. P. Halladay Company, Streator, 
Ill., is marketing a direct suspension 
shock absorber, which it claims to be 
the only shock absorber with the ca- 
pacity to keep the jolts and jars out 
of the Ford, because it prevents the re- 
bound by eliminating the cause. 

An ordinary leaf spring, violently and 
excessively forced out of the normal 
curvature, will recoil nearly as far in 
the opposite direction, but the Halladay 
absorber is said to avoid such recoil by 


~=preventing the original deflection. 





Halladay Shock Absorber ~ 


In the first place, it is pointed out by 
the manufacturer, he does not suspend 
the weight of the car directly under 
the center of the absorber spring, but 
has a two to one leverage on it, which 
makes its action smoother and more re- 
liable. 

This absorber is constructed on the 
principle of the “bee hive” spring, which 
is recognized, perhaps, as the most 
curable and resilient spring made. [t 
places no additional load on the leaf 
spring and its action is described as 
follows: 

When the car axle drops, the lever 
arrangement is such that this drop is 
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taken care of by the expansion of the 
large coil spring. The recoil, or upward 
movement of the body, is taken care of 
virtually in the same manner. The 
large spring is compressed from be- 
neath. This compression, working 
through the spring, is practically ab- 
through the lever in the opposite direc- 
tion to the recoil. This practically 
amounts to a shock acting against it- 
self, with the recoil spring acting as a 
buffer to prevent the jar. 

These absorbers are built for the fol- 
lowing models: Touring or Coupe, 
Sedan or light commercial truck or 
roadsters; and are packed in 175-test 
stock fibre cartons, weighing, per set, 
30 pounds. 


Emergency Tire Chain 


Reichert’s Ford truck chains, manu- 
factured by the Imperial Bit & Snap 
Company, Racine, Wis., have the vir- 
tue of being easily and quickly adjust- 
ed, as neither jacks nor tools are needed. 
A set of four chains is said to be suffi- 
cient to pull a car out of mud, sand or 
snow. 





Emergency Tire Chain 


To adjust it is only necessary to 
place the malleable clamp on the spoke, 
slip the chain over the tire, and hook 
the snap in the loop. Malleable clamps 
and steel chains compose these useful 
and durable units. They are built to fit 
tires having 1%-inch oval spokes. 
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With the Rees Double 
WormGear Drive Jack / d vE 
to lift the car, tire OUBLE WORM GEAR pRI 
changing 1s made a 
simple, easy job and 
roadside delays are re- 
duced by half. 


The most disagreeable and difficult part of tire changing with an ordinary 
jack is getting down in the wet to place the jack under the axle and operate 
it. The Rees Jack however has a long folding handle that assists you to 
place it under the axle and enables you to operate the jack from a standing 
position. A few easy turns of the handle lifts the heaviest car and the load 
is held safely at any height. 

It is the unique Double Worm Gear Drive principle embodied in the 
Rees Jack, together with good workmanship and sturdy construction which 
combines great power and dependability with convenience and ease of 
operation. JOBBERS—DEALERS 

The Rees Jack is now a nationally advertised—nationally known lifting 
tool of recognized merit. Open territories are being taken up rapidly and 


sales are mounting skyward. If perchance your territory is still available 
we suggest that you write us regarding our highly profitable proposition. 


Iron City Products Company 


Dept. HA, 7501 Thomas Boulevard 
Pittsburgh, Pa. 


The Rees line includes Double Worm Gear Drive Jacks for automobiles, 
motor trucks, railway and industrial uses. The automobile model with 
long folding handle goes readily in any tool box. Capacity 4000 lbs. Retail 
Price $9.00. Price West of the Rockies $9.50. 
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RICHFIELD, CAL.—C. W. Million has been succeeded by 
the Richfield Rouch Store. 

VIDALIA, GA.—The Modern Farm Implement Hardware 
Company, Inc., has been formed by W. O. Donovan and 
W. W. »windle. 

Arco, IpAHo.—A. N. Jarrett has taken over the stock of 
the Arco Independent Lumber & Hardware Company. 

CALDWELL, IDAHO.—Frederick C. Boyes and S. Earl 
Boyes have disposed of their interests in the Boyes Hard- 
ware Company to R. C. Clark and T. H. Thompson. 

CHILLICOTHE, ILL.—The hardware store of J. F. Lynch 
is now owned by O. Jobe, who requests catalogs on belting 
and packing, bicycles, buggy whips, builder’s hardware, 
building paper, children’s vehicles, churns, cutlery, dairy 
supplies, dog collars, dynamite, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, home barbers’ supplies, 
kitchen housefurnishings, lime and cement, linoleum, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, silverware, sport- 
ing goods, tin shop, toys, games and washing machines. 

INwoop, IowA.—Peter Van Dyke has purchased a half 
interest in the Ladd hardware store. Ladd & Van Dyke 
is the new firm name. 

PRAGAH, Ilowa.—Silsby Bros. have succeeded to the busi- 
ness of C. S. Van Eaton. 

‘ RIDGEWAY, IowA.—R. L. Dunn has commenced business 
ere. 

NorTH ADAMS, MAss.—Harold B. Payne and Pierce J. 
Cummings have baught the interest of Fred E. Carlisle 
in the Carlisle Hardware Company. The concern will be 
known as the Payne-Cummings Hardware Company. 

MorrRIce, MicH.—C. A. Coy has sold his store building, 
fixtures and stock to Fred W. Burtnette. 

REEMAN, MicH.—The Reeman Hardware Company is 
purchaser of the stock of Albert A. Sneller. 

ROCHESTER, MINN.—Liddle & Bergen have commenced 
business here, dealing in bicycles, builder’s hardware, 
churns, cutlery, dairy supplies, dog collars, fishing tackle, 
hammocks and tents, heating stoves, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods and washing machines. 

St. PETER, MINN.—Olson & Seitzer will about Decem- 
ber Ist, open a hardware store, carrying baseball goods, 
belting and packing, bicycles, buggy whips, builder’s hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glass, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm im- 
plements, heavy hardware, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting goods, tin shop, toys, 
games, wagons, buggies and washing machines, Catalogs 
requested. 

CARTHAGE, Mo.—The Carter Hardware Company, doing 
both a wholesale and retail business, has purchased the 
stock of Keim & McMilan. 

LopGE Grass, Mont.—The Lodge Grass Hardware & Im- 
plement Company has been incorporated by Frank E. 
Clark, president; Joseph V. Davidson, vice-president, and 
G. S. Blount, secretary-treasurer. The lines handled will 
include automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, build- 
er’s hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glass, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubri- 
cating oils, mechanics ’tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
tors, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games, wagons, buggies and washing 
machines. Catalogs requested. 
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ScriBNER, NeB.—Frederick E. Romberg has bought the 
stock of Herman Rexin. 

New York, N. Y.—The S. Schweid Company, 66 West 
Touston street, has opened a hardware store. 

Ryper, Nes D.—The Sweet Hardware Company has dis- 
posed of its stock to A. J. Neukom. 

GREENFIELD, OHIO.—W. R. Collier & Son are installing 
a new store front, which will give them better facilities 
for display purposes. 

JANERA, OHIO.—The Hancock Hardware Company is 
purchaser of the Andrew Reel hardware store. 

CALMUT, OKLA.—The M. & H. Hardware and Implement 
Company, successor to G. T. Wilson, is putting in a com- 
plete stock of hardware, etc. 

NasH, OKLA.—The stock of Gensman Bros. & Co. has 
been sold to the Nash Hardware Company. 

STANFIELD, ORE.—The J. M. Richards Hardware Com- 
pany has bought the hardware store of P. H. Buchholz. 
The new owner requests catalogs on plumbing material, 
harness, electrical supplies, etc. .. 

ARGENTINE, PA.—The firm of Graham & Works has been 
dissolved. J. C. Graham has purchased his partner’s in- 
terest, and will continue the business under his own name. 
Catalogs are requested on the following: Automobile ac- 
cessories, buggy whips, builder’s hardware, building paper, 
dog collars, dynamite, fishing tackle, heating stoves, kitchen 
cabinets, linoleum, lubricating oils, oil cloth, paints, oils, 
varnishes and glass, silverware, sporting goods, toys, 
games, wagons, buggies and washing machines. 

West SunsBurY, PA.—Arthur Wicks has purchased the 
interest of his partner Paul Meals and will continue the 
business under the style of Wick’s Hardware. 

CHARLESTON, S. C.—The Thompson-Miller Hardware 
Company is erecting a two-story brick structure at 261-263 
East Bay street. W. L. Douglas is president; W. D. Luhn, 
vice-president, and W. N. Grooms, secretary and treasurer, 

Moperipce, S. D.—The Comstock Hardware Company has 
been succeeded by the Mobridge Hardware Company. 

SPARTA, TENN.—The Everett Hardware Company has 
disposed of its stock to the Mayberry and Billbrey Hard- 
ware Company. ; 

TAYLor, TEX.—Ira A. Prewitt Company has been incor- 
porated with a capital stock of $50,000 by G. Zeplin, Alex- 

Ex Paso, Tex.—The Becker McDougall Hardware Com- 
pany, 409 Texas Street, has changed its name to the Becker 
Keogh Hardware Company. Catalogs requested on auto- 
mobile accessories, bathroom fixtures, builders’ hardware, 
building paper, children’s vehicles, churns, cutlery, dairy 
supplies, dog collars, electrical household specialties, fish- 
ing tackle, heating stoves, heavy hardware, kitchen house- 
furnishings, mechanics’ tools, prepared roofing, ranges and 
cook stoves, refrigerators, shelf hardware, silverware and 
washing machines. 

FRANKLIN, W. VAa.—Dick M. Byrd has purchased the 
hardware store of W. B. Anderson and requests catalogs 
on the following: Automobile accessories, bath-room fix- 
tures, belting and packing, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream separators, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, galvanized and tin sheets, gasoline engines, harness, 
heavy farm implements, heavy hardware, lime and cement, 
lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, pumps, shelf 
hardware, wagons, buggies and washing machines. 

New LONDON, Wis.—Huebner & Naze are the new 
owners of the New London hardware stock. 

DYERSBURG, TENN.—The Dyersburg Hardware Company 
has been incorporated. The capital stock is $10,000 and 
J. E. Benson, J. C. Doyle, F. W. Latta and G. W. Miller 
are the incorporators. 

COLEMAN, TEX.—The Gordon-Wilson Hardware & Fur- 
niture Company has been incorporated with a capital stock 
of $16,000. J. F. Gordon, W. S. Gordon and Henry L. 
Wilson are the incorporators. Catalogs requested on fur- 
niture and a general line of hardware. 
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UNIVERSAL 
COFFEE PERCOLATORS 























Essential 
In Every Home 





The Trade Mark known 







in Every Home 


UNIVERSAL 
Coffee Percolator 


No. 786—$9.50 





MAKE YOUR | & 
PROFITS COUNT aes 








Coffee Percolator 


No. 66—$6.00 


UNIVERSAL Percolators have all the 
distinctive features which have madethem 
the leading coffee making device for the 
home. 


Women want UNIVERSAL Percola- 
tors because they know that the 


UNIVERSAL trade mark stands for all Ca 





that is best in quality, construction, design No. 476—-$7.00 


and finish. 


Now is the time to get busy for a big 
fall business. The demand is big and 
getting bigger. Large profits and prompt 
ones are for dealers who help it grow. 





Order Now Through Your Jobber 


UNIVERSAL 


Write for Special Window Trim and Sales Helps. Coffee Percolator 
No. 56—$5.50 





LANDERS, FRARY & CLARK 


NEW BRITAIN CONNECTICUT 
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NBESTOS REG.USPAT.OFF. | PAT.APP'D FOR | | MULTIBESTOS F P ay 


ANNOUNCEMENT 


EGINNING with the October 18 issue of the Saturday 
Evening Post, regular and consistent advertising on Multibes- 
tos will appear in national and trade magazines. Besides the 

monthly pages in the Saturday Evening Post, there will be repre- 

sentative space in Collier’s, and The Literary Digest. 


The slogan of the series will be Stop and Start on MULTIBES- 
TOS. The object will be to call the attention of millions of motor- 
ists to the importance of good Brake Lining and Clutch Lining and 
to the advantages of MULTIBESTOS in safe stopping and smooth 
starting. 


A further object of the campaign is to provide every codperation 
—every possible selling assistance to the dealers who carry MULTI- 
BESTOS in stock. In other words the national advertising is simply 
a part of a complete sales campaign —the keynote of which is service 


to the MULTIBESTOS dealers. 
There are dealer helps in great variety — complete literature —strik- 


ing display material. Everything for dealer convenience and dealer 
service 1s provided in the MULTIBESTOS proposition. 


And back of it all is a brake lining and clutch lining whose quality is 
proved by the fact that 60% of the motor car manufacturers use it as 


standard equipment. 


With a record like this, doesn’t it stand to reason that MULTI- 
BESTOS is the proper brake lining and clutch lining material for 
garages and repair shops in their replacement work 2 


ee ——— ———* ee Se SS 
a co ae en nein A 2 a ii ea a Fi a te oar pe E 5 - 


It will pay you to write us for the further details of our selling 


| plan. 
f STANDARD WOVEN FABRIC CO. 
i Factory: WALPOLE, MASS., U.S. A. 


PAT. APP'D FOR 
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: MULTIBESTOS REGUS PAT.OFF, | PAT.APP'D J 
| “It must 

be right or 

theyd never use it 








ieesice EWS 
Woes RY 
ie 
wie, SO 





ar 
we 


ULTIBES 


. y | | 
oe | PAL APP,D.FOR \ MULTIBESTOS eecusratore. | eat ape’ 


A GROUP OF MULTIBESTOS ADVERTISEMENTS IN NATIONAL MAGAZINE” 
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MORE AIR 
LESS WORK 
LESS CARE 








HARDWARE AGE 


THERE ARE OVER 1,500,000 ROSE TIRE PUMPS IN USE 
TODAY, 


and the reason is the many advantages it has over other pumps on 
the market. BARREL is seamless steel polished inside, baked 
enamel outside. Will not jam or dent in the tool box. BASE is 
machined from rolled steel. Will not break. Base is fitted with 
folding stirrup. The PATENT VALVE is the only one of its kind 
protected by U. S. Patents and is the secret responsible for the 
superiority of the Rose Tire Pump over other pumps. Hose is 
5 ply 32 inch outside, ;°, inch inside. Wall of pure para rubber, 
the best that money will buy. 


ROSE TIRE PUMP 13%” list... odscataaaee $3.00 
ROSE TIRE PUMP 1%” list... uudoneate 


THE ROSE TIRE PUMP HOSE ; 

is one of the best selling articles on the market today. 
With over 8,000,000 tire pumps in use and each pump 
needing from one to three new hose each year there can 
be sold thru the Jobber and Dealer nearly 15,000,000 
complete hose for replacement. 


ROSE TIRE PUMP HOSE FITS MOST TIRE PUMPS 


No time wasted in making the sale as the hose comes 
complete, ready to install, and a screw driver is all the 
tools necessary (takes two minutes) to place a new hose. 

Hose comes packed six in carton and six cartons to the 
case. 

List Price, complete with connection and hose clamp$0.75 


THE ROSE GREASE GUN 


with the new taper nozzle supplies a need as great as did the Rose Tire 
Pump 5 years ago. This is the regular line of Rose Guns supplied with a 
taper nozzle as shown in 1, 2, 3. No. 1, the Auto Gun, 1214” long by 14%” 
diameter for individual use. No. 2, Truck and Tractor Gun 19/4” long 

114” diameter. No. 3, Shop and Garage Grease Gun, 2414” long by 
114” diameter, having handles to prevent slipping in the hands. Each of 
the guns are made _ of solid steel throughout, equipped with the reg- 
ular patent valve which prevents grease working out at the top. 








U > ‘ THIS TAPER NOZZLE 
has advantages over any grease gun nozzle ever placed on the market, 
inasmuch as it fits any opening from 14 inch to 14% inches sufficiently 
_— SSS to prevent grease backing out around the nozzle as the gun is discharged. 
aia ™ With this taper nozzle it is possible to pack a universal joint absolutely 
3 full of grease without waste. 


Rose Auto Gun Taper Nozzle.................... . $1.80 
Rose Truck and Tractor Grease Gun Taper Nozzle....... 2.50 
Rose Shop Gun with handles and Taper Nozzle.......... 3.50 


ROSE PUMP WASHERS 


are cut from leather, tanned under a special secret process—formed ina special die—and special 
treated before being placed in the pump. This EXTRA care in manufacture is the reason Rose 
Pump Washers out-wear other washers. Packed 24 Washers in Carton. 


ee ee) a ne air Siphoesee ee 
List—Each—1%........ eo ee RRR eu rn tye were 7 By 


ROSE PUMP HOSE CONNECTION 


Part ‘No. 1, is turned from solid stock; knurled to prevent slipping in the hand—fitted with die 
cut fiber gasket to prevent air escaping when the union is made. 


i AS ag HN PARSE OS ON ee erie ae $0.15 


THE TIME TO GET THE CREAM IS WHILE IT IS BEING PASSED 


Opportunity is now knocking at the door of every Jobber and 
Dealer, who wants his stock simplified and his investment reduced 
by carrying just the one standard line of Tire Pumps and Grease 


Guns. 


J. H. HANEY & CO., Hastings, Nebr. 


THE ROSE 


MANUFACTURED AND GUARANTEED BY 
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ROSE HARDWARE & IMPLEMENT CO. 


GENERAL HAROWARE ANO MACHINERY 


€. Proee erom 


BEULAH N DAK 


<- 
Y. [envy Cee — 
fa<Fo7o Met 
_ ; J 


fn Aap bY bed not wolyt oo 
wrtee hwhf we Arend yor aol oa.” Hh Mhdw 
Onaln Magagens ee cn epoarrenl Us 
Fame wneth why heat-piion five: 
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yo tng thi hf py ene 2.2m 


1/90 


Sanu Too 
t4, 


Pk Been th as ROSE HAROWaRE 4 | mrtuenr os 
Btu 
Yat Laks good b-w0, auey _— 











When the Jobber and Dealer sell an article that pleases the customer 
so well that out of the fullness of his heart he voluntarily unbosoms 
himself without solicitation from any source, and writes the manufactur- 
er letters like the above, they have made a ten strike—they have 
established a friendship between Manufacturer, Jobber, Dealer, and 
User that is as lasting as the hills. 


These are but three of the Many Letters of Their Kind 
on File in Our Office. 


We are the largest exclusive manufacturers of Tire Pumps and 
Grease Guns in the world, and our products are marketed through 
legitimate Jobbing channels only. If you are not one of the happy fam- 
ily selling Rose Tire Pumps and Grease Guns it’s your fault. We 
are continually extending to you acordial invitation to join in the distri- 
bution of the great and growing automobile necessities in the world. 
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CONVERSE 


BUILT ON AN ENDU 
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THE BIG C TREAD -A supremely 
enduring Non-Skid which continues __ |. 
to be effective long after others are _ |: 
worn smooth . 


“Here are the FACTS 


| — CROWNED TREAD — . 
More Rubber where the wear comes. | 


SMOOTH RUNNING SURFACE~ | 
A “fast” tire —~ No handicap to 
speed or power. 


+— BUTTRESSED EDGES — 
Prevents ‘side-slipping: Increases |\ 
Traction. Sweeps the road clean for- 


+++ POSITIVE SUCTION GRIP— 
me |) Gnduring cups that cling to 


Wet surfaces. 
CYX4ND MORE THAN THAT 


ITS OVERSIZE — 
Large Load Capacity. 


CONVERSE SUPER: SIZE CORDS 


effectually combine every known 
non- skid principle with positive- 
traction and rare economy. 


I ; “They are hterally il 
1 “MILES AHEAD’ | 


Hijo + Se ee ey ee eee Te eee eee! ee SD ee ee ee = ot : 
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CORDS 


ING FOUNDATION 
CONVERSE CORD CASINGS are made to 
wear LONG. EVERY STRAIN has been 
anticipated and reinforced thru fourteen 
monthsflof intensive testing. 


A Pure Rubber Cushion 
Absorbing road shocks. 


Breaker Strip 
B Distributing road shocks. 


-C Cushion Stock 

















Binding tread to carcass. 






Cord Plies 

D ~ Rubber impregnated. 
Every cord 

ply is rubber 

impregnated 

and insulated 

from its 

neighbor by 

sheets of 


purest rubber Effective Rubber Insulation 


E Preventing friction. 
Reinforced Sidewall 
ie Trouble-proof. 
Non-stretchable Bead 
—™“G Stays put. 
H Piano Wire Reinforcing 
Supreme tensile strength. 














THE CONVERSE SUPER-SIZE CORD IS not only a better 
tire----but itis MORE TIRE. It’s 27 per cent greater air 
capacity and 20 per cent larger cross section, makes it the 
ideal tire for heavy duty. 


MADE BY 
CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 
New York; 142 Duane Street SERVICE BRANCHES 618 W. Jackson Blvd., Chicago 
EXCLUSIVE DISTRIBUTORS 
The Potter Hoy Hardware Co. Bellefonte, Pa. Stratton-Warren Hardware Co Memphis, Tenn. 
Nash Hardware Co. - - Fort Worth, Texas Wm. Stockhofft Louisville, Ky 
F. P. May Hardware Co. . Washington, D. ¢ Stauffer, Eshleman & Co New Orleans. La 
McGowin Lyons Hardware & Supply Co Mobile, Ala. Failing, McCalman Company Portland, Oregon 
Sk & Brittain, Beale and Mission Sts x10 francisco, Cal J. S. Latta & Co 1318 Arch St., Philadelphia, Pa 


“MILES AHEAD” 
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TOWER MOTOR CO. 
DISTRIBUTERS HIGH GRADE MOTOR CARS AND ACCESSORIES 
ADAMS, MASS. 


8) WEST MAIN STREET. NORTH ADAMS, MASE 
26 BANK ROW, PITTOFIELO, Mase. 
TO ADAMS, Mase. 


North Adams, Mass, May 20, 1919 


GRANTH BALES ROOME AMO SERVICE erations { 





ve au 


Derf Mfg. Co., 
New York, N.Y. 


Gentlemen: 


Enclosed you will find a clipping from the No. Adams Herald 
which we think will be of some interest to you. 


As you will note, we used “Derf” spark plugs for this test 
and were more than plecsed with the results, both in the gesoline con- 
sumption and the performence of the motor, for from the time of start- 
ing the car on Monday noon on May 12th, until the motor was stopped 
Monday noon on May lyth, the motor never missed one explosion. 


“Derf” plugs are certainly all that is claimed for them and 
then game. 


Very truly yours, 


Tower Motor Co. 


PDO Gpoor ws 
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S~ Another Wonderful Triumph Z 
for Derf Spark Plugs! | 


N a dependability run conducted by the Tower Motor Co., with an 
Overland car, Derf Spark Plugs again proved their superiority over 
any other plug. Seven days and seven nights the car was run, 
under the most unfavorable conditions, and not once did the motor 
miss fire}, The run covered 3707 miles at an average gasoline con- 
sumption of 21.30 miles per gallon! 
This absolutely proved our claimthat the Derfsaves20% to 35% gaso- 
line; that it is the most dependable plug made and that it lasts longest. 
A copy of the letter written us regarding this wonderful test is 
on the preceding page. Read it—doesn’t it strike you as mighty 
conclusive? 
There are hundreds of similar triumphs. You can’t even approxi- 
mate the Derf’s record with any other plug. 
Prove it yourself. What the Derf saves for others it will save 
for you and your customers. 
Dealers who sell Derf Plugs are going to make big money. 
They have the plug that gives most value to the user— 
and one that wins a warm friend every time it is tried. 


We help you sell. Our advertising and dealer aid 
tell the story. You come across with the final kick 
and get a generous profit. Don’t wait—write us for 
a proposition today. 


THE DERF MFG. CO., Inc. 
Gerken Bldg., 90 W. Broadway, New York City 
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—and the owner has realized that this messy, unclean, hazardous and 
wasteful way is the wrong way. 
fe h 


— 
PES gee” 


e his order for a battery of G & B Self-Measuring Pumps and 
Tanks which will solve HIS oil-handling problem as they have solved 
thousands of others. 


If conditions in your store are 


similar, send for Bulletin 55 NOW 


GILBERT & BARKER MFG. CO. 
18 UNION STREET 
SPRINGFIELD, MASS., U. S. A. 
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handling effic 


18 UNION STREET 
SPRINGFIELD, MASS., U. S. 


Clean up. 
Send for 


No more waste. 
oi 


No more filthy, gummed-up funnels or measures. 
getting 100% 


—and the owner (STRELINGER’ 
floors. 


every gallon of oil he buys. 
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Crank Case Arm No. 30 


. half an hour for a 
dollar and a half, 
and does it better, 
Takes the place of 
the regular arm 
which — frequently 
breaks. No garage 
or dealer can afford 
to be without this 
in stock, Made 

” Thisisone ofthe from quarter inch 
best sellers in the boiler plate steel 
entire Apco line be- enameled _ black. 
cause it does a ten _ Insist on Apco;the 
hour, twenty dol- cheap iron ones cost 
lar repair job in you the same, 


Price $1.50. Dealers 85c. 


Steering Column Brace 
No. 42 


Supports 
the Ford 
Steering Col- 
umn elimin- 
ating the ex- 
cessive vibration which causes breakage 
or loosening of the bolts at the dash 
Fastens to column at one end and to the 
dash at the other making the steering 
column as solid as a rock. Most cars 
are equipped at the factory with a similar 
device made from malleable castings black 
enameled finish. 


Price $1.00. Dealers 65c. 
Horn Button No. 9. 


Puts the Horn Button where it is under 
the finger of the driver constantly, | 

ready at an it 
stant's notice for 
a quick warning 
Attaches to the 
gas lever under 
the steering wheel. 
Can be installed in 
a very few minutes 
with a screw driver. 
A real necessity. 
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Three Million Ford Owners 


are prospects for Apco Equipment for Ford cars, a 
line developed and _ perfected after eleven years con- 
stant effort to make Apco a ‘‘buy word”’ for Ford 
owners the world over. Our slogan ‘“‘all-ways 
right” is before us from the purchase of the raw 
material to the finished product and from that time 


until the owner is satisfied our interest does not cease 


Dealers 


A complete stock of everything ‘“‘Apco,”’ including 
imprinted catalogs and sales helps, costs you less 
than seventy dollars and our 1920 advertising cam- 
paign reaching ten million readers will make ‘“‘Apco”’ 
the most profitable line on the dealers shelves, not 
alone from the profit on ‘‘Apco” goods but from 
those other items such as oil, tires, parts and tools 
that every driver needs and which he will buy when 
he isin your store. Write us today for our cata- 
log and dealers’ proposition. Our ‘‘Sales Service’’ 
department will give you full information and lead 
the way to more and better profits. All jobbers do 
not stock the Apco line but most good ones do— 
we will send you a list of those near you with our 
answer to your letter. 


JOBBERS 


Apco Equipment is sold through 
jobbers only and while an Apco Fran- 
chise is hard to get it is well worth 
going after. Our discounts mean a big 
profit, our merchandise a large measure 
of satisfaction to Jobber, Dealer and 
Owner. If you are not on our list now 
write us today stating your qualifica- 
tions for jobbing prices—we promise 
you a prompt reply with complete in- 


Apco Manufacturing 


Company 
Providence, U.S. A. 





























sary to the car as hands to the 
clock and the most practical 
oil gauge ever designed. The 
maintaining of a proper oil 
lever is the most important 
thing on the owner’s program 
and it is impossible to do this 
without an Apco oil gauge. 
It cannot leak, it cannot 
break, it will not lie and the 
height of the oil can be 
seen at night. Consists of 
a metal chamber containing 
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The best seller in 
our entire line and as 
necessary to the Ford 
as to any other car 
most of which are fac- 
tory equipped. The 
steering gear is one 
place where inferior 
quality or workman- 
ship should not be con- 
sidered and when buy- 
ing anti-rattlers it will 
pay you to look for the 
Apco box. Made in 
two ~'sizes—Steering Rod packed one pairin a box 


and Radius Rod one only in a box. Price covers 
one Radius Rod or one pair of Steering Rod. 


Price 50c. Dealers 30c. 
Metal Oil Gauge No. 48 


A live seller that’s as neces- 


float to which is 
attached a rod 
with metal ball 
attached. The 
height of the 
ball above the " 

chamber indicates amount of oil in 
the car. 


Price $1.00 
Muffler No. 99 


There are more Ford mufflers sold 
for replacement than almost any othe 
part of the car due to the fact that they 
burst from back fires. The Apco muffler is made 
from a one-piece casting that cannot burst and 
it is fitted with a motor testing valve that will 
tell you instantly whether she is hitting on all 
four. Constructed without the loose plates, 
bolts, screws that give trouble with other 
mufflers and designed so that it muffles perfectly 
without back pressure. Furnished complete 
with pedal cable screws, etc., ready to attach. 


_ 


Dealers 65c. 








No macuine WOK ol any kind required. 





Price $5.00. Dealers 3.75 
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A Plug Ripe 


A Good Many Spark Plugs 
Sell In A More Or Less Des- 
ultory Way Without Making 
Any Noteworthy Records 


The Joly Spark Plugs—Over 5,000,000 of them stood 
firm in perfect service on every allied combat air- 
plane during the four years of grilling war work. 




















A“ now we have acquired the American and Canadian rights 
to manufacture the Joly Spark Plug. We are in full pro- 
duction in our modernly equipped plant at Paterson, New Jersey. 


You in the trade have been looking for a plug that would send 
a man away satisfied—and keep him satisfied—and bring him back, not 
for a more satisfactory replacement, but for ‘‘another of the same kind.” 


is—the thoroughly tested Joly Spark Plug—the one 
record of super-endurance against the high compression and 
of the plug-killing airplane motor. 


blug that is making the same tremendous 
erican truck, tractor, passenger car, marine, 


>, In this splendid creation of design,’ material and careful 
cont -Jjies your solution of thie long-time 







park (plug line ‘that will make, 


an as Se SS 
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PLUG such as this, with a performance record 
never equalled, is worth your consideration. 


The basic points of design briefly noted have made the 
Joly Spark Plug a creation of endurance and faultless 
service such as has never before been offered to the motor- 
ing public through the trade. 


Our acquisition of this impressive business, with its 
wonderful facilities for production now operative here, 
marks a new era in American spark plug developement. 
An agency franchise for the Joly line will lead to imme- 
diate and rapid development of your spark plug business. 
‘*Records count’’ and we offer you a four year old brutally 
tested plug with millions of super-records of endurance 
to its credit. 


IMPORTANT—Do not'tie yourself up on any spark 
plug contract until you have investigated the Joly 
Spark Plug and the sales plans back of it. 


List Price $1.50 kresnzements 


We want your inquiries—Write or wire 
for Jobber and Dealer Plans 


LYONS IGNITION CO. 


215-219 Fourth Ave., New York 
FACTORY—PATERSON, N. J. 


HARDWARE AGE 


-| From Hard Experience 


A Glance At The Detail Shown On This Page 
Will Prove In Cold Type And Illustration, Why 
The Joly Spark Plug Will Guarantee Automo- 


tive}Owners Long and ‘‘Troubleless’’ Service. 


To The Trade 




























S 
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Showing (left) the ample radiating surface 
of the Joly Integral fingers and heavy 
central electrode. (Right) ordinary ‘‘pre- 
ignition” type of electrodes, exhibiting 
cause of preignition and fusing. 











Showing (right) side view'of Joly Plug in- 
tegral finger—ordinary design on left. This 
comparison needs no comment here. 
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/ Lengthening 
- the Life - 


Lowering the 
Cost of 
REPLACEMENT SPRINGS 


The Quality of wear is the primary, 
quality value of a Spring for automo- 
tive use, 

In this particular quality, as in all 
others, Higgins Springs rank supreme. 
| / The type of construction—no center 
hole, bolt or hump—the toughness of 
metal acquired through our exclusive 
method of heat treatment—produce a 
spring that is virtually breakage-proof, 
not only in the center but in every 
section. 

A spring that will stand up and take 
the crushing smash of massive machines 
—that will hold together under the 
jump and sway of a lightweight car. 

JOBBERS and DEALERS should 
have a copy of our comprehensive Re- 
placement Spring catalog—a spring for 
every make of automotive vehicle. 
Write for it today. 

J e ° 
Higgins Spring & Axle Co. 

RACINE,,WIS. 
South American, Representatives 

C. J. P. Lucas, Galeria Guenes 
558-559 Buenos Aires 
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HARDWARE 


Here is Whet 
Usually Dinct 


What is the Groatast Protection Aga 
Pinching - and Consequent Llowout 


A LIBERAL OVERLAP! 


How many times have you had a perfectly new tube 
blow out because of bead or flap pinching? The 
slightest pinching is sure death to ordinary tubes. 


Dural Tubes give the greatest protection against pin- 
ching because of the extra overlap. They’re built 
like a bridge—with the most strength at the greatest 
point of strain. 


In every Dural Tube, ‘you get scientific construction of the 
finest “selected estates” rubber. ‘There is extra strength in 
every point of Dural construction—they’re built “full size” to 
prevent chafing and ripping. 


What’s more, they’re built so well that we guarantee them against 
valve leaks, splice peaks, porosity and losing their shape. Read 
the guarantee—then try them out. 


Car owners have learned that it pays to use better tubés— 
when you offer Dural Tubes, you know they can’t secure 
a better tube at any price. Dural has a mighty attractive 
dealer offer—a line to the factory will bring full details. 





. 
N 
N 





Dural Guaraatee: 


“We will replace 
free of charge any 
Dural Antimony 
Red Tube leaking 
at the splice, leaking 
at the valve joint, 
porous or out of 
shape, if it is return 
ed to us within one 


year from date”’. 


—and yet They Cost No More Than Ordinary Tubes 


‘DuRAL 


trape Qf mark 


B ; 
oe DURAL RUBBER CORPORATION 


FLEMINGTON, NEW JERSEY 
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| WALKER 


Auxiliary Radius Rods 
FOR FORDS 


PATENTED 


A positive Ford essen- 
tial. Supply the support 
absolutely necessary to 
Ford construction. 


Securely brace _ front 
axle, hold it in proper 
alignment. Abolish bend- 
ing. Eliminate breakage. 
Establish a dependable 
degree of safety — and 
lengthen the service ex- 
istence of the machine. 


The most advanced 
type of Auxiliary Radius 
Rods on the market. 
Strong, sturdy,’ construc- 
tion—of utmost power of 
résistance. 


Ready for immediate 
installation. Everything 
complete. No mechanical 
skill required. [Not even 
a hole to bore. Clamp to 
rear of regular Ford rod 
—fasten to axle. Regular 
Ford perch bolt used with 
all but No. 701, which 


clamps to front axle. 


Radius Rods are bought 


principally for protection. 


Ford drivers get most 
protection in  Walker- 
made—the superior style 
that gives you the safe- 
guard you seek. 


DEALERS — Walker 
Auxiliary Radius Rods 
are stocked by nearly all 
jobbers. If yours can’t 
supply you, write us. 


Excellence of construc-. 
tion—plus extreme pub- 
licity—make the Walker 
brand the speediest seller 
and most satisfactory to 
users. 


Walker Manufacturing Co. 


29 Hamilton Street 
RACINE WIS. 


ITARDWARE AGE 


No. 701 made of solid 34 in. steel rods, 
malleable treated clamps. Weight, 12 Ibs. 


No. 702 made of | in. x | in. x 3% in. Angle 
yon, “WIRE... oc cecss os ves es OS 


No. 703 made of | in. x | in. x % in. Angle 
Iron. Jointed arms. Weight 5 lbs. 


No. 733 made of I in. x I in. x 14 in. Angle 
Iron. All one piece. Weight 


No. 704 made of 14 in. Tubing. Mal!eable 
threaded clamp. Weight 
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ACCESSORIES 
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The 
First 
Aid 
Kit 


through represen- 


tative jobbers. 


a  cattl 


MOULDED RUBBER BOOT 


HARDWARE AGE 


RED COAT 


Nohcha-]-n4, 
BOOT 


Representative jobbers are making the 
First Aid Kit their leader, taking advan- 
tage of its enormous demand. 
It contains a special type of rubber-backed 
patching material that is unexcelled for perma- 
nent repairs on inner tubes and all soft rubber 
goods. 
With the First Aid Kit the motorist can quickly 
and permanently repair his inner tubes either 
by the roadside or in his own garage. 
Built in Akron, Ohio, by 
A se THE GENERAL TIRE & RUBBER CO. 
Self-Vulcanizins fi “America’s Largest Tire Accessory Makers.”’ 
Repair § 
Ser 
INNER TUBES 


AND ALL SOFT 
RUBBER GOODS 
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Good for ‘‘Steen’’ thousand 
quick stops 


It’s one of those strong “‘lines’’ that will tie your customers more 
tightly to your shop or store. 
For the buyer who knows the added mileage and increased safety 





















ASBESTOS PRODUCTS 






i Packings to be had from Garco Asbestos Brake Lining doesn’t like to take a 
sends: yd chance on anything less serviceable. 









Be ready for the man who knows Garco and wants it. Improve 
your relations with the occasional buyer by explaining the impor- 
tance of having good linings and keeping them properly adjusted. 

Tell him the reasons for the extra good service that Garco gives— 
the fine quality of the long asbestos fibre; the tightly spun yarn; the 
gripping, oil-and-dust-proof friction. All these mean endurance, 
safety of car and passengers, economy and reliability. 

—s your jobber about the Garco Dealer Proposition or write to 
us direct. 


GENERAL ASBESTOS AND RUBBER CO. 


Main Office and Factories, Charleston, S. C. 


BRANCHES AND COMPLETE STOCKS 


58 Warren Street, New York 14 North Franklin Street, Chicago 
311 Water Street, Pittsburgh 


High Pressure Piston Packings 
Valve Stem Packing 
Medium and Low Pressure Packings 
Perfect Valve Rings 
Flax Packings 
High, Low and Medium Pressure 
Sheet Packings 
Gaskets and Gasketing Material 
Asbestos Wick and Rope 











Asbestos Automobile 
Specialties 






Brake Lining 
Transmission Lining for Fords 
Cone Clutch and Disc Clutch Facings 
Asbestos Spark Plug Yarn 






Asbestos Textiles 






Cloth Yarn Cord 
Sarded Fibre Braided Tubing 




















ASBESTOS PRODUCTS = BRAKE LINING—PACKINGS=TEXTILES 
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he Vitristone insulator 
ar 
Every RED HEAD Spark Plug is doubly 


tested and triply strong. 


Every RED HEAD Vitristone insulator is pottery 
and factory tested—first, for structural faults; sec- 
ondly, for resistance to three times the service voltage 
in an automobile ignition system. 


And before a RED HEAD is packed for delivery 
it is again carefully tested and regulated to assure 
perfect plug performance. Compare this with the 
usual 2% spark plug factory test (two plugs in every 
hundred tested.) 


The result of this carefulness in testing and assem- 
bly is that every RED HEAD Spark Plug goes to 
the dealer in perfect condition—and will stand up 
to the intense heat and high compression of the modern 
gas engine without fault or failure. 





Initial order of 50 to 100 plugs brings to you our 
Red Head sales cabinet — it looks good on the counter 
and makes plug sales easier. 


There’s a RED HEAD Plug to fit any plug purpose or 
%" %-%" lon need. For Ford Cars, the RED HEAD “Long Body”’ 
Ys, 737%" lon is a custom-maker, Retails at 75 cents. 
and Metric 


Retails at $425 


Red Head Spark Plug Corp 
2601 Broadway New Yor 
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MEANS 
MORE MILEAGE 








Built up to 
Mileage Satisfaction~ 
Wot down to a Guarantee 

















I Satisfaction has no 
i Mileage Limit 

! And the Mason guarantee is a satisfac- 
i ' tion guarantee. It is for the life of the 
tire. No matter how many thousand 
miles it has travelled; no matter how 
long it has been in use, your Mason Tire 


is guaranteed free from defects of ma- 
terial or workmanship. 


We make this sweeping guarantee be- 
cause we know that Mason Tires will 
stand up in long, hard service. Race 
drivers know it, too. That is why so 
many of them have driven on Masons 








Progressive dealers will find the Mason this year. 
| . Tire with its splendid guarantee a profit- 
able, trouble-free line to handle. Write The Mason Tire & Rubber Co. 











today for the dealer plan. Factory and Home Office: KENT, OHIO 
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SUCCESSFUL 


IN TRACTORS 


because they’re  spe- 
cially constructed to 
meet the excessive con- 
ditions encountered in 
the tractor motor. 


The Hel-Fi Line 


is one of guarantee 
performance which 
will create customers’ 
goodwill for the dealer. 
Write For Descriptive 
Literature. 





THE HE]-FI comeany, 


MOTOR” 


BELVIDERE, ILLINOIS, 





W.5.A 
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The Radiator Repairer that is 
Guaranteed for the Life of the Car 














When a customer asks you for ‘‘some of that radiator 
cement” to repair a leaky radiator, he depends upon 
you to give him the best—7he Guaranteed. You 
can't afford to run chances by selling him an inferior 
article. 


Build up a steady, satisfied trade—sell a guaranteed 
product—the original SE-MENT-OL. 


When you sell a can of 


SE-MENT-OL 


Liquid 
you know that it is going to do the work. Kept in 
the radiator, SE-MENT-OL Liquid finds and repairs 


all leaks. It keeps the cooling system watertight for 
the life of the car, barring a smash-up. This is 


guaranteed. 


Best for the Dealer—Best for the Motorist 
SE-MENT-OL Liquid in its 10-ounce can takes care of all 


needs. Why clutter your shelves with substitutes in many 
sizes of cans? SE-MENT-OL is also made in powder form for 
those who prefer it. 











For the motorist, SE-MENT-OL means economy. One can of 

SE-MENT-OL leak-proofs even the largest car. SE-MENT-OL 

sells at 75c a can, Liquid or Powder, and millions of cans have 

been sold. Special Offer to Dealers 

There is a coupon below. Mail it now—get all the facts on , This attractive steel display stand is given free to 
dealers who handle SE-MENT-OL. The coupon 


SE-MENT-OL. will tell you how to get it. 


— 





The Northwestern Chemical Co., 


7 
330 State St., Marietta, Ohio. 
The Northwestern Chemical Co. | 0...2° 353M. 2 io 


on SE-MENT-OL and th: attractive Steel 
330 State Street Display Stand that sells the goods? 


Marietta, Ohio, U. S. A. 


Canadian Factory: Montreal, Quebec. WES oe Lea borawsaawesaaen 


me 
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‘Its easy with a Morgan 
Red Pump 


Just a few easy strokes with the Morgan Red Pump (practically one-half the number required with an ordinary 
hand pump) and your tires are inflated to their full capacity. No fatigue, no sustained effort. The special valve used in 
the Morgan Red Pump is an extraordinary point and is unusually light. This reduces air pressure to a minimum and lets 
the full barrel capacity of air be expelled into the tire on each down stroke of the piston. The complete vacuum thus 
ereated is filled with cold, fresh air on each up stroke. This feature is exclusive with the Morgan Red Pump and explains 
its remarkable speed and ease of operation. 

The barrel is made of heavy, cold drawn steel base and top clamped together by strong steel 
braces. The leather inside can be easily renewed by drawing it through the bottom of the barrel when 
the base is detached. Each part of the Morgan Red Pump is accurately machined, and a carefully 
tempered spring is attached to the piston rod, preventing the piston from striking the barrel on 
the up stroke. 

The hose is five-ply Goodrich, the best obtainable. 

The steel foot strap allows the Morgan Red Pump to be used either vertically or at any angle. 


List Prices 


17inch barrel 22inch barrel 


$350 $qoo 


PACKED FOR SHIPMENT IN LOTS OF 12. 


































Manutactured by 


The Morgan Mfg. Co., Inc. 
Keene, New Hampshire 


DEALERS 


Already without any 
selling effort ‘the de- 
mand for the Morgan 
Red Pump has been 
tremendous. We are 





now ready to supply 
dealers throughout the 
United States. We 
offer an extraordinary 
proposition. 
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ReaMolD) The . 


TIRES ~~ 


Our Tires and Tubes ea You Should Make © 
Have en Our 
Demonstrated ee Tires and Tubes 


Their Your 
Exceptional Q~ “~“ Business 
Quality SSS Sone F _ Magnet — 
By Their ee > They Are 
Great fb mS, Profitable 
Mileage ‘ & Y A Business | 
Service %& “5 hap —— ne a oy Builders © 








H ARIS 


Ri 


7 


Your Opportunity for Sales and Profit 
Write for Dealers’ Proposition 








> 
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RESILIENCY 


EXTRA resilience is built into Mara- 
thon Cord Tires by processes developed 
during over seven years of quality tire manu- 
facture. Distributors, on taking on this line, 
become impressed with its many special points and 

features—unusual because a tire ordinarily is just ‘‘a tire.”’ 

Distributors are awarded exclusive selling rights, backed by 
the most liberal kind of sales and advertising assistance, and 
are assured of better and ever-increasing profits. Write us. 


THE MARATHON TIRE & RUBBER CO., Cuyahoga Falls, Ohio 


Canadian Factory, St. Catherines, Ont. 
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Than Best 


The highest grade [chemical 
ability gave Amazon tires the 
good name that they possess and 
careful training of skilled hands 
has improved their unusually 
fine quality. Amazon Tires are 
even better now than the best 
that Amazon has heretofore 
produced. 


Amazon Tires carry four profit 
advantages for the dealer in 
addition to the normal profits 
obtained from ordinary tires. 


1. Better Mileage---More of it. 
2. Wider margin of profit. 
3. Repeat business, and 


4. Actual Dealer Help. 


Amazon Dealer Help enables the 
dealer to get out of the Amazon Agency 
the profit that is in it. Write for the 
story of this Help. It is contained in a 
book entitled ‘‘Amazon Helps.” 


Write for the Amazon Agency 
proposition. 


The Amazon Rubber Company 
1775 East Market Street 


Akron, Ohio 


MAZUN 
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Made for a Purpose— 
Consistent Ignition 








Ask your Jobber for the Plug in the Yellow Checkerboard Box 
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DISTRIBUTERS 


Albuquerque, N. M., J. Korber & Co. 

Atlanta, Ga., King Hardware Co. 

Bellingham, Wash., Morse Hardware Co. 

Boston, Mass., Atlantic Coast Hardware Co. 

Buffalo, N. Y., Vim Cycle Hardware Corp. 

Chicago, Ill., Geo. B. C arpenter & Co., R. Hanisch 
Sons Co. Hibbard Spencer Bartlett & Co., John C. 
~ wy! & Co., La Salle Light Co., Sheridan Auto Sup- 
ply Co. 

Cincinnati, Ohio, Julius J. Bantlin Co. 

Cleveland, Ohio, Leutkemeyer Co., M. & M. Co. 

Council Bluffs, lowa, Empkie-Shugart-Hill Co. 

Dallas, Texas, Huey & Philip Hardware Co. 

Denver, Colo., M. L. Foss, Morey Mercantile Co. 

Duluth, Minn., Kelley-How-Thomson Co. 

El Pase, Texas, Borderland Auto Supply Co. 

Fort Wayne, Ind., Lomont & Co. 

Fresno, Cal., Inland Iron Co. 

Hastings, Neb., J. H. Haney & Co. 

Houston, Texas, ve den Iron & Steel Co. 

Huntington, W. Emmons-Hawkins Hardware Co. 

Indianapolis, a we entral Rubber & Supply Co., 
Camp Hardware & Iron Co., W. R. Wheeler Pa 
W. J. Holliday & Co. 

Ithaca, N. Y., Treman, King Co. 

Kansas City, Mo., Richards & Conover Hardware Co., 
Peake Auto Supply Co. 

La Crosse, Wis., Interstate Oil Co. 

Las Vegas, N. M., Chas. Ilfeld Co. 

Lexington, Ky., Van Deren Hardware Co. 

Lincoln, Neb., Harpham Bros. Co. 

Los Angeles, Cal., Henderson Motorcycle Sales Co., 
Hoffman Hardware Co., Motor Car Supply Co., 
Waterhouse & Lester Co., Arnott & Co., E. # 
Featherstone. 

Louisville, Ky., Harbison & Gathright, Stratton & 
Terstegge, H. C. Tafel Electric Co. 

Milwaukee, Wis., John Pritzlaff Hardware Co., 
Suelfohn & Seefeld. 

Minneapolis, Minn., Janney-Semple-Hill Co., Simmons 
Hardware Co. 

Mobile, Ala., McGowin-Lyons Hardware & Supply Co. 

Monroe, La., Monroe Auto & Supply Co. 

Montgomery, Ala., G. W. Barnett Hardware Co. 

New Orleans, La., A. Baldwin & Co., Ltd. 

New York, N. Y., Smith-Worthington Co. 

Ogden, Utah, J. G. Read & Bros. Co. 


agama City, Okla., Richards & Conover Hardware 


one Neb., H. J. Haney & Co., Lee-Coit-Andreesen. 
Hardware Co., Western Automobile Supply Co. 

Philadelphia, Pa. , Simmons Hardware Co., Supplee- 
Biddle Hardware Co. 

Phoenix, Ariz., Arizona Hardware & Supply Co. 

Pittsburgh, Pa., Doubleday-Hill Electric Co. 

Portland, Oregon, M. Seller & Co. 

Pottsville, Pa., Pottsville Supply Co. 

Pueblo, Colo., Holmes Hardware Co. 

Reading, Pa., General Auto Supply Co. 

Richmond, Ind., John J. Harrington. 

Richmond, Va., Richmond Hardware Co. 

Rochester, N. Y., C. Neidhardt & Co., Thos. J. North- 
way. 

Sacramento, Cal., Thomson-Diggs Co. 

St. Joseph, Mo., Robinson Heavy Hardware Co., Ross- 
Frazier Iron Co., Wyeth Hardware & Mfg. Co. 

St. Louis, Mo., Beck & Corbitt Iron Co., J. B. Sickles 
Saddlery Co., Simmons Hardware Co., Sligo Iron 
Store Co. 

St. Paul, Minn., Hackett-Gates-Hurty Co., North- 
western Electric Equipment Co., St. Paul Electric 


O. 

Salt Lake City, Utah, Zion’s Co-operative Mercantile 
Institution. 

San Francisco, Cal., Holbrook, Merrill & Stetson, 
McCoy Motor Supply Co., Waterhouse & Lester 


Co. 
Se attle, Wash., Pacific Net & Twine Co., M. Seller & 


A. OM La., Thomas-Ogilvie Hardware Co. 

Sioux City, lowa, Knapp & Spencer Co., Dymond 
Simmons Hardware Co. 

Sioux Falls, S. D., Larson we Co. 

Spokane, Wash., M. Seller & C 

Syracuse, N. Y., Burhans & Black, Inc., Clancy Hard- 
ware Co. 

Toledo, Ohio, Simmons Hardware Co. 

Utica, N. Y., John C. Hieber Co. 

Washington, D. C., Rudolph & West Co. 

Westfield, Mass., Horse Whip Co. 

Wheeling, W. Va., T. T. Hutchisson Co. 

Winona, Minn., Minnesota Harness Factory. 

Wichita, Kan., Morton Simmons Hardware Co. 

Worcester, Mass., Geo. F. BlakeJr., & Co. 


IN CANADA 


Calgary,” Alta., Wood, Vallance & Adams, Ltd. 
Hamilton, Ont., Wood, Alexander & James, Ltd. 
Montreal, Que., James W. alker Hardware Co., Ltd. 


Toronto, Ont., H. S. Howland Sons Co., Ltd., Rice 


Lewis & Son Co., Ltd. 
St. John, N. B., W. H. Thorne & Co., Ltd. 
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Ottawa, Ont., Hugh Carson & Co., Ltd. Vancouver, B. C., Wood, Vallance & Leggatt, Ltd. 
Winnipeg Man., Wood, Vallance, Ltd. 


LABORS OF 
HERCULES 


‘| mt Nemea Lion 
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SPARK PLUGS 
Strictly A=: - 
Quality Product’ 
ECLIPSE 
MFG. co. 
INDIANAPOLIS 
U. “. A. 
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Price $1.50 
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Dependable 
Priming Plugs 


Order Now for Big 
Winter Trade 


Dealers are looking to their jobbers to take care 
of the big winter demand for Champion Priming 
Plugs. 


They sure-fire cold motors because you have gas 
right at the sparking points of the spark plugs. 


The gasoline trickles right down the core and drips 
from the electrode—right where the spark jumps. 


Don’t take out your plugs—don’t run down your 
battery or wear yourself out with useless cranking. 


Champion Priming Plugs are imperative in cold 
weather for the hundreds of thousands of cars that 
do not have priming cups, and are infinitely better 
for those that do, because priming cups let the gas 
in foo far from the spark plug. 


Because of the public demand for the Sure-Fire 
of Champion Priming Plugs, get your order in early 
so vou will not miss a single sale. 


CHAMPION SPARK PLUG COMPANY 


ont Toledo, Ohio 
} Champion Spark Plug Co. of Canada, Lid., 
( Windsor, Ontario 
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WHY NOT HANDLE 
AMERICA’S LEADING 


LUBRICANTS 
HARRIS 


OILS 
GREASES 


The lubricants that make satisfied customers—That bring 
repeat orders and increased trade. 

HARRIS OILS and GREASES have been on the market 
for over thirty-five years—made from Premium Pennsylvania 
Crude which is acknowledged by experts to be the best in 
the world. 


Harris Gasoline Engine Cylinder Oil 






























Made in Five Grades of consistency 


Put up in one Gallon cans Light, Medium, Special Medium 





Ten cece ee HEAVY and EXTRA HEAVY | 
lon can to case. one of which will properly lubricate any type of Motor Car. 


Harris Tractor Cylinder Oils 


Owing to the heavy duty that TRACTOR 
MOTORS are called upon to perform they require 
an oil of exceptionally HIGH FIRE TEST and 
VISCOSITY. Realizing these conditions we have 
perfected oils that will properly lubricate these 
motors under the most exacting conditions. 





They are made in four grades of consistency as 


cad 


Put up in Wood Barrels in 50 and 30 follows: 
Gallon Sizes. 


Harris Heavy Tractor Cylinder Oil 
Harris Extra Heavy Tractor Cylinder Oil 

Harris Special Tractor Cylinder Oil 

Harris Excello Tractor Cylinder Oil 


To meet the requirements of different types in the 
best possible manner. 





Put up in Steel Drums in 50, 30 


onl 15 Gidlick Mneendaah dah We also manufacture a complete line of Greases and 


Faucet. Just the thing for the Soap. 
Private or Public Garage—No ; ee 
Chance for Leakage. Write us for our Dealers and Jobbers proposition. 


A. W. HARRIS OIL Co. 


PROVIDENCE, R. I. 
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a Just Begin Asking this 
peice Question 


DUAN REFINING (0% 


a> You've no idea the quantity of oi 
Se some hardware men sell, just by 
HAVO LINE asking their customers this simple 


‘makes. differe™ question. 


ARK cean comPoutl ; —_— 
: *‘Shall I put in a can of Havoline? 





. 


“AN REFINinG COM 


New YoRCeTY_ When the back of his car is being loaded 
with other supplies—-that’s the logical time 
for a customer to take home a can or barrel 
of Havoline. All he needs is the suggestion. 
I If he has never tried Havoline, use our sig- 
i ——— I, nificant selling point, “‘Havoline Oil will not 
HAVOLINE mm. break under excessive cylinder heat.’”’ 





\ | r ic Try putting this natural, courteous question to 
: your motorist-customers. You'll be surprised by 
the additional oil sales it makes. 











Send for a set of our signs. There’s real money 
for you in merely having a Havoline sign on the 
outside of your store. There’s no need to remind 
you of the long-standing reputation of Havoline 
Oil—or that national advertising and dependable 
performance are making new friends for Havoline 
every day. 

Bring a few cans of Havoline to the front of your 
store. A Havoline sign outside and Havoline Oil 
and Greases on sight inside will ring up daily oil 
profits in your cash drawer. 

Havoline greases are compounded of 


Havoline Oil and pure sweet tallow 
Clean to handle and correct in body. 


IRDIAN AE FIRING co. Indian Refining Company, New York 


ne. 
XEW YORK.U.S.A, Incorporated 


Producers and Refiners of Petroleum 


OL I NE OIL 


REG US. PAT. OFF 


“It makes a difference” 


COPYRIGHT 


LULL 
LLL 
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Are You 


Cashing in on Him? 


IKE many other car owners, this man has made an intelligent 

study of his engine. He has learned to look inside of it. And in 

so doing he has come to know the value of a high grade lubricant. 
Such a man is the best possible kind of a prospect for 


MOTUL 


The Scientific Lubricant for Automobile Engines 





Used regularly, Motul cuts down It is easy to sell Motul to the 
piston and cylinder wear to the low- average car owner, while it practi- 
est possible point, insuring long life cally sells itself to the motorist who 
to the engine. is interested in lubrication problems. 


Motul brings you a good profit. And because it is a good- 
will maker it brings you repeat orders. Write for dealer 
Proposition today. 


COMPANY 


NEW YORK 
Quality Lubricants Since 1853 
Philadelphia Hartford Providence 


SCIENTIFIC LUBRICANTS for SCIENTIFIC LUBRICATION 
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A Staple Product 


Our ambition is to make Black- 
stone Tires as staple in the hard- 
ware stores of the country as 
kitchen ware or building hard- 


ware. 


Sacre: SEAR eE 





We hope to accomplish this by 
making Blackstone Tires so good 


“ 
fo 
: 
- | 
4 

| 


that a dealer is never called on by 
the customer, except when he 
wants another tire. 

Communicate with your jobber or write 

direct to the General Manager of Sales, 


The Canton-Bluckstone Company, 


Youngstown, Ohio. 


The Canton- 
Blackstone Company 
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FOR WINTER BUSINESS 


Motor accessories used to be a summer business—but times have 
changed. Here are a few profit makers that boost business all winter. 


THE GLOBE MACHINE & STAMPING CO. 


1252 West 76th Street, Cleveland 





Globe Intake Heater | Globe Hand Warmers 
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A big help in cold weather. Makes starting 
easy. Simply place the heater around the 


intake close to the carburetor and turn the Electrically heated grips for the steering 

switch. ' In a couple of minutes the intake is wheel that can be placed or detached_in an 

instant. Far better than heavy gloves.’ Hand 

warmers mean real comfort in winter driving. 

Easily attached to battery. Made in voltages Use very little current. Wiring is simple. 

’ Thousands are in use—and every motorist 
who uses them is a booster. 


Sells for $3.50 Sell for $4.00 


hot and the engine starts on the first trial. 


for all cars. 











Lock-Fast Tire Carrier 


Tires are just as valuable in winter as in summer and 
should be protected against theft. The LOCKFAST Tire 
Carrier for Ford cars is the simplest and best tire carrier 
ever devised. Easily attached, either to running board 
or rear of car. The LOCKFAST puts tires under lock and 
key, and protects the inside of the casing against dirt, 
rain and snow. 





For one casing and For two casings and 
demountable rim....$6.50 one demountable 
Ee 














Globe Boxes Are Steady Sellers 


There is a steady demand for all the standard sizes 
of Globe Boxes for motor cars and trucks. Ford sizes 
are especially in demand. As the oldest of the leading 
manufacturers of automobile boxes the Globe line of 
standard sizes is complete. No dead stock—all good 
sizes. Write for catalog. 
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Cleans Out Over 
25°, fore Carbon! 


Car-Owners Should Try It! 
Dealers Should Sell It! 


Repeated tests against other carbon removers prove that 
our new discovery actually cleans out over 25 per cent 
more carbon from gasoline motors. More than that, this 
wonderful preparation, 


Never-Knock Carbon Remover | 


does the job satisfactorily in one hour’s time as against ten hours 














old “‘pep,” eliminates the knocks, and saves gasoline. Nothing 
like it has ever been offered for sale. 


recommended by others. It greatly increases power, restores the | 


Don’t take our word for it. Try it! 
You will save yourself the delay and 
expense of the old-fashioned method. 
Simple to apply through spark plug 
openings. At your dealers or sent 
direct. 50 cent can for 4 cylinder 
engines, 75 cent and $1.00 cans for 
larger engines. 








GUARANTEED SATISFACTORY 


and will not harm in any way. 


DEALERS— Our advertising cam yt 
paign is just gathering headway on STOPS ae al 
this remarkable, new, big-profit-pay- 
ing accessory. Send for our attractive 
introductory offer. You simply can’t 
go wrong on this. Write us. 














‘**The LIQUID VENEER 


Buffalo Specialty Co. pe" 
Also Makers of RADIATOR NEVERLEAK 
400 Ellicott St. Buffalo, N. Y. 
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(onsider the Importance of ‘the Brakes 












































and Clutch eens 


The engine, the transmission, the chassis are all important— 
but what’s more important than the brakes? If lined with 
Rusco they instantly respond to every demand. 

Why not equip your cars with Rusco—the nationally adver- 
tised brake lining that more and more car owners are specify- 
ing? They are guaranteed for one year. 4 
Other good selling Rusco products in which quality is pre- 
eminent are: Fabric Fan Belts, Fire Straps, Top Straps, Hood 
and Radiator Lacings and transmission lining for Ford cars. 
Write for our valuable Rusco Automotive Products Book. 


The Russell Manufacturing Co. 


Established 1830 
Home Offices and Factories: 505 Russell Avenue, 


Middletown, Connecticut 


New York City, 349 Broadway a Atlanta, 60 So. Forsyth St. 


Chicago, 1438 Michigan Ave. . aN Detroit, 18 Alexandrine Ave., East 
‘RUSCO) 











38 Factory Buildings 25,000 Shuttles 
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Speed up your pump sales with Bridgeport 
Tire Pumps. 

Bridgeport Telescope Motorcycle Tire | 
Pumps are ready sellers. Jobbers tell us they / 
are the best selling pumps ever made for 
motorcyclists. 


Compact and sturdy, readily attached by t 
handy clips to the frame of any motorcycle, mY 
they are fast air pumpers. 

Made complete from heavy seamless drawn 
brass including the plunger tube. Handle 
and nipple ends reinforced. Fitted with a 
10-inch rubber tube and hose conneetion 
which are easily telescoped into barrel free 
from dirt and dust, and out of the way when 
not in use. 

Bridgeport Telescope Pumps embody 
thoroughly dependable pump construction 
and value which proves out in use. 








Send for Pump Booklet No. 5. It gives 
descriptions and prices of the complete line 
of Bridgeport Motorcycle, Bicycle and Auto- 
mobile Tire Pumps. 


Bridgeport No. 40 MN Bridgeport No. 20 
Motorcycle’ Tele- AACR Motorcycle Tele- 
scope Pump with Ha ¥ scope Pump—detail 
collapsible foot Yon We + view when closed. 





| Bridgeport Brass 


RAidGQenott Connecticit 
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_ Siavniad Safety Step Slaie 


For Automobile Running Boards 


More individuals own motor-cars than homes 


The Majority require safety and interior car cleanliness 





The device con- Rubber molded 

sists of a series on a_ perforated 

of high - grade metal plate, 24 

semi- pliable re- projecting — ribs. 

placeable rubber Size, 8 inches 

segments wide, 11% inches 

inserted into an long. Keeps the 

embossed anti- car clean. As- 

rust metal plate, sures safety. Adds 

enameled (baked to car. refine- 

on). Will not ment. Quickly 

mat down or dis- applied. Will not 

color. Pat. May mat down or dis- 

30, 1916. color. Pat. May 
Type B, $2.65 each (Black Enameled). Packed two 30, 1916, and Feb. 19, 19018. 
to a corrugated folder, 12 folders to a carton, 2 car- Type C, Price $1.60. [Four plates of this type are 
tons or 48 plates to a case. packed to a corrugated folder, suitable for mailing 


or express, 18 folders or 72 plates to a case. 


Accelerator Heel Plate 


A perforated metal plate entirely covered with rubber and 
provided with a series of longitudinal ribs firmly molded to 
the metal plate. Size of plate 4 in. wide, 11% in. long. 

The Accelerator Plate furnishes a stable position for the heel 
when operating the pedal. Prevents wearing a hole in the 
floor covering of the car and is also used as a toe-and-heel 
guard on the running board shield as shown above. 





Price 85 cents each 





Patented May 30, 1916, and Feb, 19, 1918 


Stanwood 
Adjustable 
Accel- 
erator 
Foot Rest 





Patent Pending 
A safety device to guard against unintentional rapid acceleration when dyriving over rough roadways or street 
crossings, and to relieve the foot from constant tension. It permits delicate advancement or retarding of the 
accelerator. Made up of an indented rubber roller vulcanized to a steel tube which revolves on a spindle 
riveted to the uprights. 

Important Note: The graduated indentations make our foot rest easily adjustable to various heights and positions. This feature 
makes it fit your usual driving position. 

BE SURE to try the various adjustments and to tighten the adjusting nuts at the posi ion best fitte 1 to your particular need. Once 
properly adjusted you will find a real comfort in driving. Adaptable to all makes of cars. 


List Price, $1.60. Packed one in a box, 6 dozen to a case 


Stanwood Equipment Company, 307 Plymouth Court, Chicago 
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The Heavy 


Nickel Handle Mounting 
of ““The Pump That 
Oils Itself” 


Here again is liberal oversizing exhibited in 
the construction of this super-quality tire 
pump—just one of many points that have 
united to make it the one best seller in the 
single pump field. 











The handle of the Whirlwind Pump is extra 
heavy, affording a good gripping area. I' is 
handsomely mounted with nickel trimming 
adding still further to the handsome appear- 
ance of the pump. 


“The Mechanical Strength Exists Throughout” 











——ea 


The Whirlwind 
Tire Pump | 


| Far-sighted Dealers aim to sell service. It 
| COE sa S FAP [ EY pays in the holding of trade. Here, then, is 



















a tire pump that has discarded primal design 

7 ° —and all of its back-breaking inefficiency. It 
Whirlwind stands today a model of ease of operation, long 
| Tire Pump life, and faultless performance. 

















2AM READ THE FACTS qemu: 

q = Self Lubricating—The “bucket” is always greased. It will not shrink, dry out 
; or crack. 
: Heavy Base—This pump is “bottom heavy.” It requires an effort to upset it. 
. Foot holding space is ample. 

Positive acting Ball Stop Valve. 

Extra Strong Plunger Rod—This carries the “‘bucket’’ and lubrication receptacle. 
4 = Extra Heavy Nickel Mounted Handle. } 


Oversized Barrel, finished in gray baked enamel. 
Best Quality Rubber Hose. 


RETAIL PRICE $4.00 


DEALERS—Every car owner who wants easy, rapid tire inflation done by a 
pump that will Jas/, is a prospect for The Whirlwind Self Oiling Tire Pump 
GET STARTED. 
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Fillometer 


Most Convenient Appliance 
Ever Invented for Ford Use 


Tells at a glance gas supply in tank. Fits 
into gas tank beneath cushion. Equipped 
with easy-to-read dial—extends to edge of 
seat —shows exact amount of fuel on hand. 


To fill tank simply lift hinged cap to 
opening right size to accommodate gas 
hoze nozzle. Permanent fixture. Noth- 
ing to install. You simply slip into 
position. iy complete, east of Rock- 
ies, only $2.25 








Saves from 25% to 75% of Fuel 


Positively trims gas costs from 25% to 75%. Immedi- 
ately adjustable to give maximum économy and efficiency 
at all speeds. Rich starting mixture. Lean, 
. economical mixture for high speeds. Oper. 
“ates automatically. Takes place of standard ~ 
throttle or butterfly valve in any 1-inch Hol- 
“ley or 1-inch Kingston ee tor remiiar 
“equipment on all Fords. 
Applied in 15 minutes by anyone. 25% to 75% ‘more 
mileage. Easier starting. Greater flexibility. More 
: *.. power on_hills. More power for heavy pulls. Less 
“in ‘motor. Less oil consumption. Fewer repair bills. 
§ et Quicker get-away. Price mee meat of 








Yankee Pum 
For All Makes of 


Banishes every vestige of tire 

inflation bother. Big, powerful 

cylinder clamps to running 

board of car —relieves you of 

tedious foot holding and back 

bending. Gives 90 lbs. of air be- 

fore you know it. No fatigue. No % 
trouble. Infallible action. No lost com- 
_pression. No leaks. Never dries out. 


& Foldsinto toolbox. Attractively finished. Price 
$5.00 east of Rockies. These three remarkable 
accessories for sale by most dealers. If yours 
cannet supply you, order direct-from us, or 
write for full descriptive matter. 


APEX ELECTRIC MFG. CO. 
1410 W. S9th St., Chicago 
Pacific Coast Representatives: 

HUGHSON & MERTON, INC. 
77 O'Farrell Street, San Francisco, 


ee 
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HE Briggs @ Stratton Motor Wheel 
is a sensible investment for both dealer and 
rider. It justifies the dealer’s judgment in 
profits and new patrons, and it justifies the 
splendid dependable service it renders, not 
for a year or two, but for the next decade. 





Every man who hangs to a strap in a 
crowded street car, morning, noon and night, is a 
prospect and a lively one, for reasons of health, speed, 
comfort and economy. 





The once popular bicycle is being “pushed” 
back into popularity by the sturdiest motor of its size 
in the world; every motor wheel sold means another 
bicycle in use, and practically every bicycle in use will 
eventually be equipped with this Briggs & Stratton 
Type D Motor Wheel. 


BRIGGS & STRATTON CO. 


Motor Wheel Division MILWAUKEE, WIS. 


Stratton 


Motor Wheel 
FormErty THE Sith 










Type-D 
g ; 


























Type-D k Stratton 


g 
Bri J Motor Wheel 
FORMERLY THE Snith 


Master-Built Features of the 
Type D Motor Wheel 


CONTROL—Both throttle and compression release are operated by means 
of two levers fastened to handle bars. Throttle control is fastened 
to the right side and compression release to the left side of handle 
bars, just forward of the grips and within easy access of the rider’s 
hands. The new compression release lever is of heavier construction 
and more positive action. 

FRAME ATTACHMENT—Heavy construction and absolutely rigid 
insuring perfect alignment of motor at all times and avoiding gyration 
over rough roads or at high speeds. 

BEARINGS—Of large diameter. Extremely long wearing. 

EXHAUST PIPE AND MUFFLER—Of a new type which insures free 
exhaust and less noise. 

PISTON—Perfectly balanced; oil-proof rings; beveled oil groove which 
perfectly supplies oil to rings and avoids fouling of plugs. Piston pin is 
of large diameter—increasing bearing surface and insuring longer wear. 

CONNECTING ROD-~ Drop forged steel with bronze bushings of a 
heavier type and more bearing surface at either end. 

TRACTION WHEEL—Bolted directly on cam shaft gear, thereby elimi- 
nating all tapers and keys, and preventing breakage at this point. 

CYLINDER—Larger and with longer fins to give greater cooling surface. 

BORE AND STROKE—2!%x2!4 in. Approximately 2 horse power. 

IGNITION—Fly wheel magneto type—a new, improved design, manu- 
factured by ourselves. Gives proper ignition at all times. 

SPEED—4 to 25 miles per hour. Regulated by means of throttle control 
fastened to handle bar of bicycle. 


Write for further particulars. 


BRIGGS & STRATTON CO. 


Motor Wheel Division MILWAUKEE, WIS. 


BRIGGS & STRATION 


MOTOR WHEEL 
Fors nerly The Smith 
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Ready for Delivery 


No sooner had the first announce- 
ment of the new Type D Briggs & Strat- 
ton Motor Wheel gone out before we 
were overwhelmed with an avalanche of 
orders which came from every quarter 
of the globe. The mails, the wires, the 
telephones and even the cables carried 
urgent appeals for the new motor, to all 
of which we were compelled to plead 
for time. 


But now we’re ready. And say, 
you foresighted motor-wheel dealers are 
now going to get the snappiest bicycle 
motor that mechanical genius has ever 
produced. 








BRIGGS & STRATTON CO. 


Motor Wheel Division Milwaukee, Wis. 


BRIGCSA STRATTON BRIGGS & STRATION 


MOTORWHEEL 


ewecte YepsendtA MOTOR WHEEL 






























HROUGH three months of the 
most strenuous activity, in which every 
facility of our organization has been pressed 
to its utmost, we have brought production 
to a point where deliveries of the perfected 
Type D Motor Wheel are now being made 
at the rate of one hundred per day. 





Unassigned dealers who are alive to their 
opportunities will not hesitate to get behind this master- 
built bicycle power plant and cash in on the tremendous 
demand which is inevitable for. 1920. 


Lose no time in getting samples of the Type D 


on your floor. A sale now means a dozen sales with the 
opening of the spring season. Get your orders in now. 


There’s much to be lost by delays. 


BRIGGS & STRATTON CO. 
Motor Wheel Division MILWAUKEE, WIS. 


Briggg & Stratton 


Former THE Smith 
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When it comes to 
Real Efficiency— 


Here’s the Pump 
that stumps them All 


S/IcTOR eM 


The Pump that lives UP TO 
its name, not ON it, its power- 
ful triple compound action 
never failing to produce grati- 


fying half-minute RESULTS. 


Packings are guaranteed and 
the brass tubes are both 
screwed and soldered into the 
base. 





A pump that both Dealers and 
Jobbers like to sell, because the 
steady DEMAND for it keeps 
sales moving and simply 
UNDERMINES competition. 


If you want to handle a Pump 
of quality, VICTOR 1s the word. 


Send for Catalog. 


Judd & Leland M’f’g Co. 


CLIFTON SPRINGS, N. Y. 
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REAL service to motorists—a 
A service that will bring them to 

your door—again and again— 
that will keep them your customers— 
that will build the utmost good-will for your busi- 
ness. That’s what ‘‘'FILTERED AIR” will mean. 
It will increase your business surprisingly. A 
“FILTERED AIR” sign above your door will keep 
you in constant touch with a!l classes of motorists, 
creating an obligation on their part to become 
your customers. 


The No. 7 AU-TO AIR COMPRESSOR furnishes 
an abundance of perfectly filtered air. A special 
liquid takes out absolutely all dust and oil—the two 
worst enemies of tires. The air comes from the tank 
as pure and clean as from a mountain top. 

This is a complete outfit in itself: motor, piping, 
valves, gauge, automatic unloader, automatic switch 


Ask your jobber, or write us, sending his name, if he cannot sup- 
ply you. Now is the time to get this excellent business builder! 


THE AU-TO COMPRESSOR CO. 


S. Mulberry Street WILMINGTON, OHIO 





Model No. 8 Au-To Air Compressor 
—same as No. 7, excepting that it 


has large wheel casters, which 
amake it easy to move from place to 
place in the shop or garage. 
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and tank—assembled and ready to run. The motor 


is only 14 horse power. This outfit requires no 
watching, no tinkering—the tank is kept fx1l of 
filtered air, ready for motorists—day and _ night. 
This outfit furnishes a regular working pressure 
sufficient to handle the largest pneumatic truck 
tires. 


Only 3 Moving Parts! 


In addition to the valves there are only 3 moving 
parts to the compressor mechanism. Such astonish- 
ing simplicity must mean durability and continuous 
satisfactory service. Of course, our regular guar- 
antee of perfect service goes with this machine. 
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STYLE “S” 
Simple, Popular 
Belted Outfit, 














STYLE “Z” 
Furnished Belted 
only, 


STYLE “X” 
Furnished Belted or 
Geared. 






























Conserve Your Patrons’ Tires 


The Curtis Sign is 10x14 
inches—baked enamel on steel. 
It is furnished FREE with 
every Curtis Garage Air Com- 

ressor and cannot be obtained 
in any other way. 










Motorists will go a long ways 
to find the Curtis Sign and get 
Curtis Air — FREE FROM  ¥ 


OlL—because it means less 












CURTIS AIR 
FREE FROM OIL 





blowouts and greater tire 








mileage. 





— Free From Oil 


Because of correct design and good construction, Curtis Garage 





Air Compressors are dependable and operate with minimum 
power. The patented and exclusive self-regulating splash 
oiling system prevents oil from getting into the air line. The 
air is pure, clean, safe and FREE FROM OIL. 


OTHER CURTIS FEATURES 


Fan flywheel cools cylinder. Valves of light weight 
and large area. Hand unloader permits starting 


against full tank pressure without injury. Large 
drop-forged crank shaft. Adjustable, renewable, die- 
cast, non-cutting bearings. Head removable without 


breaking pipe connections—only one gasket. 


MADE IN VARIOUS SIZES 


Curtis Compressors are made in various styles and 
sizes to suit your special needs. Write today for 
illustrated literature giving full particulars. Use the 
coupon. 





















CURTIS PNEUMATIC 

MACHINERY CoO. 

1581 Kienlen Ave., 

St. Louis, U. S. A. Curtis 


Branch Office: Pneumatic 
530-W Hudson Terminal Machinery Co. 
New York City Kienlen Ave. 


St. Louis, Mo. 
Gentlemen: 

Please send me full details 
on Curtis Air Compressors—your 

proposition and prices. 
Firm Naame. .. 2 ccc cccccccccccccccecscces 
ye  PTTTTTTTTT eT 
Jobber’s Name .......-sccccccccccccccccccccsescceses 
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SAVED FROM SUCH A FATE BY 


PRESTO-FELT 
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“The WINDSHIELD CLEANER That Fits Any Car” 


Made to attach in any of three ways—clamps over top of wind- 
shield, bolts through the frame or through the glass. Built exclusive- 
ly for those who want to drive their cars in safety and who like others 
to exercise similar precaution as a guaranty against accidents. 


Once Cleaned—Stays Cleaned 


The Presto-Felt Cleaner is made with 
chemically treated felt pads which wipe the _J 
surface entirely clean, causing the rain to aa 
“flatten”? out as it hits the glass leaving a # 
clean, “‘flat’”’ surface through which the driver 
gets a clear view of the road ahead. No 





One cleaning sufficient in any storm. 


Fits Tight—Can’t Rattle 


““beads”’ of rain to obstruct the view. Presto- Showing Cleaner attached by 
Felt entirely eliminates that blindfolded effect. — 













windshield 








Holders are made of high quality, oil-tempered spring steel 
insuring positive pressure which thoroughly cleans and a uniform 
tension which prevents cleaner from rattling or dropping down 


Cleaner attached through rim of in line of vision. The double felt pads keep both sides of glass 


thoroug hly cleaned. Simple in construction; extremely efficient in operation. 


PRICE $2.00—Complete With All Necessary Attachments. 


At your dealers or sent direct on receipt of price and your dealer’s name. 


Dealers Wanted Everywhere 


PRESTO-FELT MFG. CO. 10'No n s"* Toledo, Ohio 
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ALDEN 


OTs Lod Sa ae 3 


RENCHES 





SOCKET WRENCHES 


FOR EVERY 


MOTOR NECESSITY 


Trucks---Passenger Cars---Tractors 
General Mechanical Service 


Walden-Worcester 


Incorporated 


General ( ffices nd Tactery 
Worcester, Mass. 


CHICAGO NEW YORK SAN FRANCISCO 
} 452 Monadnock Bidg. 295 Broadway 643 New Call Bldg. 


Write for Catalog No. 500 
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Winter Sales and Profits 


Regardless of season or weather—the demand 


for the SHALER 5-Minute Vulcanizer con- 


tinues. 


In "severe weather the motorist must insure 
himself against trouble and delays—and keep 
prepared at all times for emergency tire repairs. 
That is why the repeat-sale profits of the 
SHALER Patch-and-Heat Units are still 
coming in fast right now, when other sales are 


dropping off—and they continue throughout 
the year. 


Millions of SHALER 5-Minute Vulcanizers are 
now in use. . Every one of these motorists 
needs the SHALER Patch-and-Heat Units right 


along to use with their vulcanizers. 

This tremendous repeat business—repeat profits 

—comes to the dealers regularly all year long 
without effort. 

SHALER 5-Minute Vulcanizers are easy to sell. 

Every sale is only the beginning of a chain of 

repeat sales for SHALER Patch-and-Heat Units 


to be used with this vulcanizer. 


Your Jobber Sells Shaler Vulcanizers 


Place your order with him at once for your winter needs and keep your 
winter profits up to your summer level. Write us for catalog of the complete 
line of SHALER Vulcanizers for garages, repair shops and motorists’ use. 


C. A. Shaler,Company, 1457 Fourth St., Waupun, Wis. 
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ROMORT 
PRODUCTS 


Here’s the Way to 
Real Profits with the 


EWALD 


Tire Retreader Outfit 


TAKE 
ADVANTAGE 
OF THIS BIG 
FREE! OFFER 
TO 
HARDWARE 
SHOPS 


We Give You Free of Charge 


With each machine, an assort- 
ment of 1000 Special 
Staples. 


Ewald 


Our extremely low list price of 
$20 is subject to an attractive 
trade discount, which together 
with the free outfit will repair 
more than enough tires to pay 
for it all. 

Just think—5 hours of work, 
stapling 5 casings at $3.00 cach 
and this outfit costs you nothing. 
Get It Now and Begin to 
Make Real Money 

Write us today and start the ‘ball 
rolling toward big profits. Some 
dealers are making as much as $30 
a day with the Ewald. Act Now 
Every day you Delay means money 
out of your pocket. 


HERE IS MORE THAT 
YOU GET ABSOLUTE- 
LY FREE!! 


1 Full Sheet of Directions 


1 Can of Mica Tire Pow- 
der. 


1 Tracing Wheel. 
1 Notched Knife. 
1 Tire Spreader. 
1 Cement Brush. 
18 ft. Reliner Strip. 


1 Can Cement. 


Factory Sales Represenratives 


THE ZINKE COMPANY 


1323 S. MICHIGAN AVE,, 


CHICAGO. U.S.A 


Manuracrurers 


ROMORT MFG COMPANY 


OAKFIELD. W1S.., 


CHICAGO.) LL. 
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TRADE MARK 


SPRINGS 
























As original equipment they lead 
the field. 








For replacements they are gaining 


every day. 








Dealers Write 


Jobbing Division Cleveland, Ohio 
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Breathes Life 
Into Sales 


| V0 
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' puts the breath of life into Spark Plug sales because it is con- 
structed on a new principle that permits air and oxygen to 
enter through the plug directly to the firing point. The result 
is: More perfect combustion, more mileage, reduced gasoline 
bills, less carbon,! less spark plug fouling. 
































Great for Oil Pumping Motors 


Motors that pump cil are eternally. fculing ordinary plugs. 





The air which enters ,Shurnuff Spark Plugs sweeps them clean of all 
unburned oil and gas with each down stroke of the 
SHURNUFF Combination Man- jiston. Thus carbon gets no chance to form. A ball 
ifold for Fords is a great Winter — Valve prevents ‘oss of compression on the up stroke. 
seller. Combines intake’ with 


xhaust ¢ 1 at from latter , . 
exhaust eo that heat from lat Tell a spark plug customer about this new “plug 
dries incoming gasoline and vapor a . ' 

ixes it perfectly. Result: Smoother that breathes’’ and he will at once see the advantage 
running, more power, more miles of Shurnuff Spark Plugs. After he has used them fora 
per gallon, less carbon. while he will ‘‘talk’’ Shurnuff Spark | lug- to his friends 


Retail price. ... $ 9.00 the rest of his life. 
West of Rockies........... 10.00 e ; 
In Canadé.....<.: 5665 AOD Shurnuff Spark Plugs retail for $1.50 each with good 


profit for Dealer and Jobber. 

















SHURNUFF Heater is a Winter Dealers: Write for literature and pric es. 

necessity on every kind of auto and 

truck. May be installed both in Jobbers: Be sure to catalog Shurnuff Spark Plugs 
front and tonneau. Utilizes heat 
from exhaust pipe or muffler. A 
ready seller at a good profit. 


























and other Shurnuff Products. Cuts sent Cay request is 


received, 














Retail price...........-....8 150 








SHURNUFF Running Board 


Support sells readily to Ford own- 


ers. Stops sagging of running Manufacturing Co. 


board and excessive vibration of 


front fender. Good profit. Dept. H 


Retail price........ ‘ ..+. $3.90 


West of Rockies............ 4.15 ST. LOUIS MO. 


C309 
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First Choice of — 
America’s Best Cars 


Your Customers 
Need Sparton Vacuum Systems 


Scores of your customers need Sparton 
Vacuum Systems on their cars. 


In these days of constant use and long 
tours, when the motor is subjected to hill 
climbing and changing speeds, gravity 
feed is not always adequate. 


No motor, however good, can develop 
fullest power on hills, or respond with 
quickest get-away in crowded traffic, if 
gasoline is not sufficiently fed. 


A Sparton Vacuum System supplys am- 
ple gas under all conditions. It intens- 
ifies power when power is most needed. 


Sparton Vacuum Systems, like Sparton 
Horns, Radiators and Fans, have been 
proved by many years’ experience in the 
hands of users. They are standard fac- 


tory equipment of some of America’s 
best cars. 


Order Sparton Vacuum Systems from 
Your Jobber. 


Sparton Horns are standard 
factory equipment on forty 


leading makes of motor cars. THE SPARKS-WITHINGTON 
COMPANY 


JACKSON, MICHIGAN 


“Gaa ‘ 
/ FIRST 


SOUND 
SE GuLy 
Sea At 
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utoreclite 


The Motorist’s 
Best Friend 


H AS every spotlight advantage 
and more—two twists of the thumb 
and forefinger and the Autoreelite can be 
reeled out any distance to twelve feet, and 
its powerful rays will help you ‘‘spot’’ 
and remedy your motor troubles. 


Self - contained. No loose parts. 
Fits any windshield. | Reels and unreels 
exactly like a window shade. Always 
ready to use. Made of highest grade 
materials and best workmanship. Costs 
Thereelcontainedin . no more than ordinary spotlights, 


casing shown above 
brings the conven- Autoreelite retails at $10 for seven- 
eng hs ingens inch size, $9 for six-inch size. All-nickel 
— ; Sport Model, $15. Sport Model, with 
This feature is fog-piercing Goldenlyte Reflector, $20. 
found only in the Write for full information and booklet 
seemed No. HA207. 


ANDERSON ELECTRIC SPECIALTY CO. 


118-124 South Clinton Street Chicago Illinois 
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MARQUETTE 
LUGGAGE CARRIER 


























FOLDED TO RUNNING BOARD READY FOR IMMEDIATE USE 


The Marquette Luggage Carrier is an Every-Day necessity that fits any length 


running board of any make of car. 
It is attached in a jiffy by merely clamping it on, no wrench or other tool is needed. 
When not in use, it folds neatly and flat on the running board, safely out of the way. 
The “‘Marquette”’ is a good seller at all times of the year because it is the original Lug- 
gage Carrier, sensibly designed, and protected by patentsin United States and Canada. 


Beware of imitations. Order ‘‘Marquette”’ 





She Old Way 
YY 








Genuine 
All Steel 


Carrier 











Fits any 
Running 


Board 


























Patented in 
U. S. A. and 
Canada 


MARQUETTE MFG. CO., Inc., St. Paul, Minn. 
CARRIED IN STOCK BY ALL LEADING JOBBERS 
Dealers write us if your jobber does not carry the Marquette 
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A Winter Sales Booster 
ARROW GRIPS 


The scene above depicted will be repeated hundreds 
of times on the country’s highways this winter. 








Result—a hurry call for Arrow Grips. 


Arrow Grips are ‘‘Master of Traction”’ on any road. 
They can be attached or detached in a moment and 
will save their cost many times over in the prevention 


of losses, accidents and delays. 


Arrow Grips are a necessity to every truck and in 
no sense an accessory. They will boost your profits 


this Winter. 


The largest fleet owners in the country use Arrow 
Grips—foremost dealers sell them. 


There is an Arrow Grip to fit every truck from a 
seven-tonner to the Ford one-ton—yet no large stock 
investment is required. 

Write immediately for the Arrow Grip propositio n 
before your territory is taken. 





Arrow Grip Manufacturing Co., Inc. : 
Dept. O. GLENS FALLS, N. Y. 











Me ease 
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Be Prepared 
for Dealers’ 










It Costs 

No More 

Than the 
Other Kind 





Demand. 


Place Your 
Stock Order 
NOW. 






Ni ian ae 























Guaranteed Radiator for Ford Cars 


Upper Tank drawn from one piece of Brass Radiator Cap made of Special Metal 
No Seams consequently No Leaks ’ Has no Rubber Top to break off 






















Brass Overflow Pipe | Malleable Water Connections 










| 











Heavy steel reinforcements add strength 
to the construction of the Radiator 


Heavy steel reinforcements add strength 
to the construction of the Radiator 






















Detachable Steel Shell finished in Black 
Japan baked on or nickel shell if wanted 


| Heavy Wrought Iron Brackets | »* Z 


Malleable Water Connections 


All Brass Honeycomb Type Core—Note 
Details for Cooling Efficiency 


/ | Heavy Wrought Iron Brackets | 























Seamless Lower Tank also drawn from one piece of Brass 


400 to more efficient than regular Tubular type radiator 


PEERLESS CORE «+ YG f= NX 9- TuBuLaR core 











5600 inches of cooling surface > Only 1211 inches of cooling surface 
Only Vc in. flat stream very easily cooled <— > Large round 3/¢ in. stream hard to cool 
174 cubic inches of water in channels 4 > Only 44 cubic inches of water ia 


of PEERLESS CORE . ws. 
Cross Section of PEERLESS °. ‘@ ‘8: LD Flexibility of Core Eliminates 
Honeycomb Core. Arrows Indicate ‘so ‘s: i BG Demage from Freezing. 

Flow of Water through Core 2 @. BSP Address Dept. 9. 


TUBULAR CORE 






MANUFACTURED BY 


THE CORCORAN MFG.CO. 


CINCINNATI, GHIO. 








November 20, 1919 






























































Coif. 





















































1 


7) 
ul L UX) 3 i 


—and Self-Selling 
SOLDER 


Every user of solder is anxious to 
get away from the fluxing bother. 
Here’s the solder that does the 











trick—eliminates the separate flux—pot of acid or 


paste. 


Kester 
Acid-Core 


Wire Solder 


Every drop of solder automatically carries flux with 
it. It has a core made up of little pockets filled with 
acid flux. As solder melts off, flux flows out in just a 
sufficient quantity to make sure of a perfect bond 


under all conditions. 


IT IS A PROFITABLESAND QUICK SELLER 
—because it sells readily at a good price and still 
costs you little more than the ordinary solder. 
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Sold in one pound cartons and on one, five and ten pound 

spools. These convenient packages eliminate loss due to 

“good measure” weights as when sold from bulk. 

Continuous Advertising is Increasing Our 
Dealers’ and Jobbers’ Sales 


Get in line now. Ask your 
jobber for it, or write us. 


Mail the coupon below for a 


FREE sample. 
CHICAGO SOLDER 









CHICAGO 

































































COMPANY 


218 No. Union Ave. 


Pacific Coast 
Distributors: | 


Sierra Elec. Co. 





























KESTER ACID- 
CORE WIRE 
SOLDER was used 
for soldering over 
two billion cans of 


canned goods in 
1918. 






























































FREE SAMPLE COUPON 
Chicago Solder Co., 
218 No. Union Ave., Chicago. 


: Please send me a free sample 


of your KESTER ACID-CORE 








eT I 5 csi as sani cane 
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Lifters 
Mud Hook Spark Plug 


"AERMORE 

"chausttimm The Aermore Horn is rightly named “The Signal With A Smile”. Distinct 
and insistent in its warning, its tone has none of the raw, irritating features of many electric 
and mechanical horns. 

Built on the pipe organ principle, of four, heavily nickled brass tubes, it cannot clog, requires 
no wires or batteries and has no movable parts to be replaced. 

The Aermore is operated by the engine exhaust and sounds a melodious chord that may 
be heard a block or a mile away, just as the need may be. Price complete ready to attach. 

15 in. Aermore for cars of 35 H. P. and over Price $9.00 
13 in. Aermore for cars of 25 H. P Price 8.00 
11 in. Aermore for Ford Coave.............. concen nn necccsmsaeeeee Fae 

The “‘Eklips’’ line of Spark Plugs represents that leadership that is only strenghtened by 
its followers and imitators. Their permanent popularity with dealers, established thru years of 
severe tests and comparisons, was assured from the first by the built-in quality of every Spark 
Plug before it left our factory. Mechanically it is impossible to produce a better Spark Plug at 
any price. There is an Eklips Plug made to fit every motor. 

Some of its outstanding features are: Leak-Proof—Soot-Proof—Three electrodes increasing 
sparking efficiency three-fold,—making it impossible to smother the spark—made of highest 
quality hand-turned porcelain. 

The Eklips ‘“‘Giant’’ type is made extra heavy for strenuous duty. Especially adapted for 
use on trucks and high powered cars. 

The Eklips “‘C” type is designed for Ford Cars and all motors developing 25 H. P. or under. 

Retail Prices Eklips Giant 
Retail Prices Eklips ‘‘C’”’ 

Fulton Mud Hooks have pulled more cars out o* the mire than any other device ever put on the mar- 
ket. Their greatest appeal is in their practicability; they perform, and do it well, the purpose for which 
they are made. 

Built of heavy mal'eable iron and attached, as pictured by a heavy padded steel clamp 
tightly drawn around the rim of the wheel, they hold securely and cannot loosen until 
unfastened. The hook fits the tire evenly and snugly and cannot damage the rubber. 

With a Fulton Mud Hook on each wheel a car can be lifted out by its own power 


regardless of how badly it is stuck, and comes out smoothly. 
Made for Tire sizes 314"-4"-414" and 5". Price per set of two $3.00 


The Handy Valve Lifter is designed for lifting a valve out of the Motor 
after it is loosened. Carbon is often on the stem and the valve is often difficult 
to raise. This handy dandy tool is made of the best spring steel and the 
lower ends are knurled or roughed, on the outside, so as to catch the 
sides of the slat in the topof the valve. Witha slight pressure of the 
hand in the center of the valve lifter, the valve is removed easily 
and quickly. Has a lifting strength of 75 lbs. Price 75c 

















sa eee 


Sareea 
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Aside From Its Actual 
Superiority It Should 
Be Your Favorite 


N all our national advertising, the object 
has been to prepare the way for you, so 
that when you mention the Johns-Manville 
Fire Extinguisher to your customers, they 
will readily accept it. 





We have consistently built confidence in the ability 
of this extinguisher, with its effectively steady 
stream, to kill incipient blazes, as recommended by 
the Underwriters label. We have told its price 
and that it should be bought—from you. 


Consumer acceptance, at an advertised price, from 
recognized dealers, is always associated with the 
Johns-Manville Fire Extinguisher. 


Our Jobber Dealer Sales Policy assures you real 
trade protection. 


IN U.S., EAST OF COLORADO Write for details. 


Price $10.00 
$10.50 Pata West The Johns-Manville Fire Extinguisher is 


$12.00 in Canada, East of Calgary examined, approved and labeled by the 
$12.50 Calgary and West Underwriters’ Laboratories, Inc., under 
the directions of the National Board of 
Fire Underwriters. 


Equip your car or truck with the Johns-Manville Fire 
Extinguisher and save 15% on cost of fire insurance. 


H. W. JOHNS-MANVILLE CO. 
New York City 


= 10 Factories— Branches in 63 Large Cities 
Through— 


and its allied products 


= « POHNS- MANVILLE 


Temperature Cements, 


‘=.=/ FIRE EXTINGUISHER 


Products 
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Soviet 


c Advertising 


Soviet government means overthrowing the duly elected 


representatives of a group for the “pure democracy” of 


direct action. As direct action is impossible in practice, 
soviet government really means replacing representatives 
who are responsible to the people with representatives 
who are responsible only to themselves. 


Advertising which neglects cus- 
tomary trade channels and es- 
tablished markets for the sake 
of “direct action” may fairly be 
called Soviet advertising. 


In every line, the established 
market has been brought about 
through the power and efforts 
of a business paper. 


Hardware Age is the “duly 
elected representative” of the 
better Hardware Merchants of 
America. 


17,000 Hardware Dealers dis- 
tributed East, West, North and 
South, have paid a “poll tax” 
of $2.00 to make possible their re- 
presentation by Hardware Age. 


Hardware Age is therefore re- 
sponsible to these dealers, and 
that its services are appreciated 
fully is proved both by its thor- 


ough circulation and its firmly~ 
established reader influence. 


Well advised manufacturers 
understand the value which 
dealers place upon their own 
representative business paper. 
They understand the value to 
themselves of the business prop- 
aganda these papers enable them 
to carry on continually at little 
cost. They appreciate this op- 
portunity for personal contact 
with a great dealer group 
through the advertising medium 
which gives the most dealer 
service and in which the dealer 
therefore has the closest profes- 
sional interest. 


Hardware Age will present your 
line most attractively and most 
convincingly to the 17,000 re- 
sponsible Dealers and Jobbers 
who comprise the elite of the 
Hardware Trade of America. 


Hardware Age 


239 West Thirty-ninth Street, New York City, N. Y. 
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Takes Chatter and Jar . 


Out of your Ford Car 
Sldvance 


CORK INSERT 


“One Set Will Outwear- 
3 of Any Other Kind” 








“Miaikes A 


Great Gr 
Greater’ 


Jransmission Lining for Fords 


the wrong kind of friction linings 
used for stopping and starting. 
Ford transmissions operate in oil. 
Plain fabric surfaces soon become 
polished as smooth as the drums 
against which they work. Then they 


( the wror and jar in the Ford is due 





How it Works 


grab and slip repeatedly, causing 
the car to jump, jerk and rattle. 

ADVANCE CORK INSERTS are the 
only linings that furnish proper fric- 
tion—velvety, lasting friction. They 
take hold gradually at the first touch 
of the pedal and grip powerfully with 
increased pressure. 


They are the only linings made that will bring 
the Ford to a silent, smooth, quick stop. 
ADVANCE CORK INSERTS are most econom- 











tow A\\\ 
ol, 
BRAKE _\.\ 


PEDAL 








gevense, 
eOAL 


in the Ford | 





ical. One set outwears three of any other 
kind. They save the expense of frequent relin- 
ings and laying up your car. They do away 
with the chatter and vibration produced by 
all other linings. 

A million of Ford owners have found by ex- 
perience that ADVANCE CORK INSERTS are 
the only linings that give satisfaction in the 
Ford transmission. They will have no other. 
All jobbers and the best dealers handle, AD- 
VANCE CORK INSERTS. 


$3.00 per set of 3 Rockies West, $3.25 
In Canada $4.50 





Advance Automobile Accessories Corp. 
Dept. 000 56 East‘Randolph St., Chicago 
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OVERALLS YOU CAN TRUST 


For dependable service, comfort, strength and all around wear Protexall One 
Piece Spring-Back overalls will give the utmost under all kinds of hard use. Protexall 
suits are built to give satisfaction to men who require the extreme in overall service. 

The Spring-Back feature distinguishes Protexall one piece suits from all others and 
adds greatly to the ease of body movement and service of the garment... The Spring- 
Back design prevents binding across the chest and back and permits a perfect freedom 
of movement regardless of the wearer’s position. Pockets are conveniently located, 
double-stitched and reinforced. 

For thirty years it has been our idea to build a better overall, rather than to exploit 
new freakish ideas of overall design and construction. 


FOR MEN, WOMEN AND YOUTHS 


The Protexall line is made in all sizes for men, women and youths and packed in 
individual dust-proof cartons, a service which merchants have found to be a profitable 
convenience. Suits are kept clean and unsoiled. 

The finest grade government khaki used in Protexall suits, the thorough workman- 
ship and inspection given each garment insures durable service. 


PROTEX SERVICE COAT 


A stylishly designed service coat which findsTready use around every garage or 
wherever a convenient overgarment is desired to 
protect clothing from grease and dirt. Made in 
sizes from 34 to 46 corresponding to coat sizes. 








Write Your Nearest Jobber for Catalog and Our 
‘Policy of Dealer Co-operation 


PROTEXALL COMPANY 


Abingdon, Illinois 
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THE LIGHT THAT 
TURNS CORNERS 












Electric Spotlight 


THE 
BROWN LINE 


of Automobile Lamps are built of good, honest 
material, sturdy and strong; able to stand up under the jolts 
of the most rocky road, without any of their fewest possible 
parts working loose or rattling. 


The Brown Electric Spotlight swivels to throw 


light around corners or in any direction the headlights cannot 
reach, warning of approaching dangers in due time. 








It is one of the “Boosters” of the Brown Line as 
are our Wo. 800 Lamp and 520 
Electric Headlight here shown, 
the latter being made with special 
attachments to fit Ford cars. 


We invite Jobbers and 


Dealers alike to send for our 
illustrated Lamp Catalog, and in- 
vestigate the richer profits of a 
complete line. 





No. 800 


No. 520 


The John W. Brown Meg. Co. 
Columbus, Ohio 


Detroit Office: Suite 411, Union Trust Building 
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“RELIABLE” 





A ‘Crackerjack Proposition 


The “Reliable” Line of Jacks comprises sixteen separate 
and distinct types from one to ten tons capacity, 
made in a wide variety of sizes, heights, and lifting 
power. 

In the ‘‘Reliable”’ Line you will find Ratchet Jacks, Screw Jacks, and 


the popular handle controlled type which eliminates that dirty 
crawling around under the car necessary with older types of short 


handled jacks. 
To be brief, it is COMPLETE. 





Why lose the confidence of your trade by selling an inferior and in- 
complete line of Jacks? In business, as with each individual, it pays 
to specialize, and you can’t concentrate on any one line of 
Jacks today with better sales profit than with “Reliable”’ | 
Jacks, because of their universally proven worth. 4 
Your Jobber will appreciate your choice. % 





BUILT ONLY BY 


ELITE MANUFACTURING COMPANY 


ASHLAND, OHIO, U. S. A. 
























November 20, 1919 HARDWARE AGE 35] 










UY 





, 


MOSSBERG 


ALL STEEL 
WRENCHES AND TOOLS 















BY HEVITATION 
MeMace OF 






























In these days when dealers are 
insistently urged to “push” certain 
tools what a relief to stock Mossberg 
Wrenches which need no pushing! 

Furthermore, the Mossberg line is so com- 
plete that dealers don’t have to devote shelf room 
to several makes; one line—Mossberg—meets all 
wrench needs. 


ILLUSTRATED HERE ARE: 


Mossberg No. 600 Salesman of All Steel Tools for Fords; our 
No. H Salesman, containing a large assortment of All Steel In- 
destructible Socket Wrenches, large variety of sizes and 

fittings. Also No. 300 Socket Display Chest, containing 
the widest variety and most complete set of sockets; 
our 6 inch and 12 inch All Steel Sockets, with offset 
and All Steel Speed Brake. 


K-9 Adjustable Wrench and No. 74 Adjustable Wrencn. 


Send for complete 1919 catalogue, price list and 
particuiars for dealers. 





“ew rome wea 









































FRANK MOSSBERG CO 
WRENCHSMITHS FOR 20 YEARS 
ATTLEBORO, MASS. U.S.A. 
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ACCOMPLISHES 
Jhe IMPOSSIBLE 





EMOVING the rear motor support bolt on an 8 cylinder Olds- 
mobile is a job that makes the average repair man shudder. But 
the BILLMONT MASTER WRENCH not only reaches this 

nut without any difficulty, but actually “SPINS ’EM OFF.” 


This is merely one of many hard jobs Billmont makes easy, because there is no nut 
or bolt too hard to reach—too tight to turn—Billmont spins ’em off. 





SET 





Set includes: 
£ Siemeore If you run a repair shop, buy a Billmont, speed up the work without skinned 
Adapter knuckles. If you are a car owner put one in your tool kit and know that when you 


—o> start you reach your destination. 


The Billmont is compact—no loose ends. The sliding handle and 
assortment of sockets are self-contained in the tool itself when not 
in use, and there is an adapter with each wrench that makes it 
possible to use any standard socket for any kind of a job. 





Set complete in wooden box 
sells for $10.00. 


Dealers: Write your jobber or 


us for discounts. 


The Edgar C. 
Guthard Co. 


361 East Ohio Street 
Chicago, Ill. 


Branches: 
341 Phelan Building, 


San Francisco 

230 Rialto Building, 
ansas City, Mo. 

2)7 W. 76th Strect, 
New York City 
628 Plymouth Suiidiee. 


inneapolis 

















./ agate 










































on MASTER 


BILLMONT (45725 


‘*The Wrench that Spins’em off’: 
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By CALO © 


Adjustable 


| OPEN END <.“ 


225 | Angle 


WRENCH 


DROP 


Se Barcalo Manulacturing Co 
BUFFALO ,N.X U.S.A. 











No. 5-B Clark Heater 


Porular for small cars, cabs, milk and rural mail wagons, 


delivery wagons, etc. 


Oval, 12 inches long, end heat control, asbestos insulated 
steel kody, covered with good carpet. Weight 41% lbs. Price 


$2.60. 
No. 3-D Heater, 14 inches long, same type, price $3.00. 


For Automobiles, Carriages, Sleighs and All Vehicles 


LARK Indestructible Steel Heaters, 
C using Clark Carbon Fuel Bricks, 
mean comfort for the driver in cold 
weather. They are used extensively by 
taxi drivers, truck drivers, doctors, rural 
mail carriers, milk wagon drivers and 
others whose duties take them out in the 
open under all conditions of weather. 
Clark Heaters have been in use for 
twenty-five years, and given entire satis- 
faction, even under the severest tests of 
northern winters. They cost but little 
to operate, and give a steady, compact 
heat that lasts all day. They are indis- 
pensable for the driver, and their handy 
sizes,: with conveniently handled fuel, 
make them an efficient aid in the day’s 
work. 





No. 7-X Clark Heater 


Popular for Fine Coupes and Electric Cars. 
Slanting top, outside metal parts nickel plated and highly 
polished. Side and end heat control, covered with mohair 
plush—three selected colors. Weight 6 lbs. Price $4.75. 


CHICAGO FLEXIBLE SHAFT COMPANY 


5600 Roosevelt Road 
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Big Cold Weather Seller 


For Dealers 











NX 
No. 8-A Clark Heater 


For Limousines, Touring Cars, Sedans, etc. 





Oval, 20 inches long, asbestos insulated steel body, nickel- 
plated flange at ends, two fuel drawers, covered with fine 
plush carpet. Very handsome heater. Side and end heat 


control. Weight 10 lbs. Price, $6.50. 


Some Other Uses for Clark Heaters 


While used largely by vehicle drivers, Clark 
Heaters render valuable service in other ways: 

For general offices or shipping clerks’ offices 
where there are cold or drafty floors. 

For hospitals, to make comfortable convales- 
cents who sit outdoors. 

For florist’s wagons, to keep flowers and plants 
from freezing. 

For duck boats and duck blinds—the hunter 
may warm his feet and hands. 

For old people and invalids who may not be 
comfortable in ordinary house temperatures. 

For sleeping porches, to take the chill from bed 
clothing. 


Small Investment—Quick Turnover 


A good assortment of Clark Heaters and fuel 
means only a moderate investment, with turn - 
over quick, sure and profitable. Four types are 
shown—there are others, ranging in price from 
$2.60 to $10.00. 

Your jobber can supply you. 


No. 7-C Clark Heater 


Used in every sort of Vehicle great value. 


Slanting top, 14 inches long, asbestos insulated steel body 
end heat controls, covered with dark green Brussels carpet: 


Weight 6 lbs. Price $3.60. 


CHICAGO 
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BUTTERFIELD & COMPANY 














NOW IS THE TIME TO 
MAKE REPAIRS 


FORD AUTO PLATE 


WILL THREAD ALL THE 
BOLTS, SCREWS AND NUTS 
ON ANY MOTOR CYCLE MADE 


id MOTOR CYCLE SET NO. 131 Cuts 
: WITH i fxs Asx24 Ysx24 '¥e2xi6 


1sX24 Viext4 Yex20 U.S.F. 


\l~ BUTTERFIELD & CO. ov 


CARS OVERHAULED NOW 
READY FOR SPRING 


Jobbers and dealers should take advantage of the times and stock Butterfield 
Taps and Dies. 

Considering the increasing shortage of labor and high cost of materia 
automobile and motorcycle owners will have their machines overhauled before 
putting them up for the winter. 

You will tind the three Auto Screw Plate Sets shown on this page the most 
complete for all makes of automobiles and motorcycles. Therefore the most 
cal ed for. 


MOTOR CYCLE SET FORD AUTO PLATE CUTS 
NO. 131 For tapping and threading all standard nuts, 


bolts and screws on Ford and other moderate 


| many 


This set of Taps and Dies, though originally de priced ¢ ars this set is in great demand 
signed for Indian, Excelsior, Harley-Davidson, It is the most compact and convenient. set 
Thor and Yale, is also the most complete for tap ; aps and Dies on the market and a big s¢ ler | tr 
ping and threading all nuts, bolts and screws on Ford owners everywhere. 
any other make of motor cycle Its universal Recommended to be the most practical by 
adaptability makes it an easy seller many garage owners. 


Taps and Dies 
Since 1883 





COMBINED AUTO SCREW PLATE 


\ more complete set of Taps and Dies for universal repair work on all makes of cars 
is nowhere to be found. 

This most practical set contains all the tools needed for the general run-of tapping 
and threading all parts on most any make of car. [las both S. A. E. and U. & S&S 
threads and is one cf the best selling sets in the Buttertield Line. 

Many garage owners consider this set indispensable. 


BUTTERETEL 
COMBINED AUTO S 
Makers of 4 Vis. 2/8. Tic. | 
WITH TAP WRENCH NO. to. 


Catalog Show- 
ing Full Line 


Sent on Request 





BUTTERFIELD & CO., Inc. 


DERBY LINE, VT. 


BRANCH STORES: 62 Reade St., New York City 56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, Il. 
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There’s No Other Hose 
Clamp Like This! 


SOME DEALERS HAVE EVERY REPAIRMAN AND 
TRIED one or two others, GARAGE MAN WHO HAS 
thinking they accomplished the SEEN IT HAS BOUGHT 
same purpose as the Universal, IT BECAUSE: He only has 
but we didn’t have to wait to carry one size (the SEN- 
long to get back their trade. IOR) to fit all hose from 1” 
The Universal is absolutely to 3”, and if he carries our 
simple and ab- JUNIOR also, he can fill every 
solutely reli- single hose clamp order that 
able. comes to his shop. 


UN IVERSAL HOSE CLAMP 


Fits All Sizes of Hose from 1%” to 3” 












Packed in Lots 
of 50 to a Box. 
Please order by 
the box, or by 
the hundred— 
not by the 
gross or dozen. 


The Universal clamp consists of a bolt, snugly conforms (no matter what the 
a nut, and a length of cold-rolled ribbon shape'), insert bolt through nearest 
steel, very tough, soft and pliable, con- hole, attach nut, tighten screw, break off 
taining holes 56” apart. Wrap this overlap—and the clamp is on fo stay! 
steel band about the hose, to which it It has never failed to give satisfaction! 


UNIVERSAL IN D USTRIAL CORP. HACKENS eo ye ERSEY 


’ DEALERS: We sell only through legitimate Jobbers. 
If your jobber isn’t carrying these, send us his name 
with your order. 





JOBBERS: If you're not carrying these, write at 
once for prices and terms. It easily outsells every 
other make of clamp. 





















































) gn, | All-Steel 
A). a 3 HATCHETS : 
‘ciciailanaattatatanaiss . Better and Cheaper 
BUR NOR) than a Wooden 
v4 Handled Hatchet 
7 Reinforced Steel,Handle 
For Sale By aD 
All Leading Jobbers ala 
Mfg. by 
No. 130 
Burgess-Norton Mfg. Co. 
Automobile Accessories 
Hardware Specialties x 
GENEVA, ILLINOIS, U. S. A. Guaranteed Against Breakage 
hy, 
NS ONS AF ad al ee ee ae ee ede 
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Tires That Pay Toll 


No dealer can possibly make one cent more out of his tire sales than 
his customers save by their tire purchases. 


Now apply this ironclad principle to the most saving of all tires— 


SCREARY 


“Built for Longer Service” | 


TIRES 


This tire lays out 6,000 miles of good, easy travel before every car 
that equips them. Our 6,000 mile guarantee, moreover, is not merely a 
promise for the season to come but the performance of many seasons 
past. 

And we give you the territory with the tire—which means that 
every McCreary sale in your territory is your sale. 

It’s like a toll bridge—and McCreary jobbers and dealers are col- 
lecting big tolls. 

Because your customers save more, you make more—and our pol- 
icy removes you from the annoyance of competition. 

Write for our proposition, today. 















McCreary Tire & Rubber Co. Indiana, Pa. 
























Roamer 6000 Miles 
| Olympian 6000 Miles 
I Capitol 5000 Miles 
For a number of select Hardware Distributors we have 


an exceedingly profitable proposition for the jobbing 
territories open at this time. 









Detach and mail today the 
coupon which will quickly 
bring you full particulars. 


NATIONAL TIRE & RUBBER CO., 
242 Hamilton Ave., 
East Palestine, Ohio. 






Gentlemen: 


lars about your proposition. 


The National Tire & Rubber Co. 
East Palestine, Ohio 


| 
| 
| 
| 
| 
| Without obligation on our part send us full particu- 
| 
I 
| 
I 
| 


















The 
Quality Mark 
of GOOD 


LEATHER 














Ford Fan Belts 


(Endless) 






\ ETPRUFE Ford Fan Belts are made in same high 

quality as Wetprufe Flat Belting; laps are carefully 
cemented, and stitched with heavily waxed linen thread— 
a perfect joint. This is the best Ford belt on the market. 
A quick seller that creates and holds customers. Made 
endless, unless specified, with quick attachable or clipper 
fasteners. 











Flat Fan Belting 






' Wetprufe Flat Fan Belting is made of carefully selected, 
especially tanned belting leather—guaranteed waterproof, 
oilproof and heatproof. Laps PEW wee plain or stitched. 
Serviceable and stretchless. A comparison with other flat 







beltings will quickly convince you of its superiority. 

Supplied in 50 or 100 ft. rolls, and in widths from 1” 
to 1% We furnish Quick Attachable or Alligator Fast- 
eners for making up endless fan helts. 


























HIDE LEATHER E BELTING CO. lndisnayotin 





| Fan Belting | 






















Belting Display Rack 
belting sales with this rack. Stock 
is kept in compact form, easily handled, and well displayed. 
Rack is 3 ft. high, 2 ft. wide, and 1 ft. deep. Made of oak- 
stained wood with handsome steel sign in colors. Neat, 
attractive, a money-maker and time-saver. Junior rack 
furnished free to dealers ordering this general assortment of 
HLB belting: 
Wetprufe Flat Fan Belting: 
50-ft. roll 1-inch. 
50-ft. roll 34-inch. 
Leatheround (round) Fan Belting: 
oo ft. spool of %-inch. 
5-ft. spool of }s-inch. 
Vee Sol Solid ae Fan Belting: 
50-ft. spool 54-inch. 
Vee Flex Laminated “V"’ Fan Belting: 
50-ft. spool ye inch. 
25-ft. spool 34-inch. 





You'll make more 





















Write us for full information on 
the H L B line of leather parts 


HIDE, LEATHER & BELTING CO. 


Indianapolis, Ind., U. S. A. 
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Savage firearms sell 
the year around 


more than a hunt- 


They enjoy 

ing season demand. Don’t forget 
in dressing your window for your 
Christmas trade to place promi- 
nently in the foreground a Savage 


Rifle 


matic Pistols. 


or two, and Savage Auto- 
They will make a 
offer 


many 


striking display and_ will 


welcome suggestions to 
hunting for suitable holiday gifts. 
This will mean more business from 
old customers, and the attractive 
lines of Savage firearms will bring 


new customers into your store. 





Savage firearms sell the ‘year 


around. 





SAVAGE ARMS 
CORPORATION 


UTICA, N. Y. 


Sharon Detroit 


Pa, Mich. 


New York 
N.Y. 





-250-3000 Savage Rifle, take down model, 
22-imch tapered vound barre! with in- 
tegral sight base, Checked extra full 
pistol g ripand forearm, checked trigger. 

Corrugated steck shotgun buttplate. 

Commercial silver bead front and flat- 

topped windgauge sporting rear sights. 

Weight about 7 ibs 
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come from the rear 

~and bumps in the 
rear hurt. 
be 


just one bumper to 


that he protects the 
rear of his car as 


well. Diamond or channel bar. Retail 


s Jem Coe, : 
Cg 
Wiping en 








Motorists who have equipped their cars with 
the new Gemco Spring Bumpers don't worry 
about bumps. The car is protected front and 
rear by bumpers that are Collision Proof and even the 
bumpers themselves are practically unbreakable. 

Gemco dealers this year have sold more bumpers than ever 
before. Motorists are quick to see the advantages of the new 
spring type—supple curved springs that take up the shock and 
protect both car and bumper. 


GEMCO 
Spring Channel Bumper 


Fits front and rear of standard cars. 
Combines the neatness of the 
Channel Bar with the efficiency 
of Curved Spring Brackets. Retail 
prices, Nickel Finish, $10.54. Black 
Finish, $9.48. 


GEMCO 
Spring Bumper 


Universally attachable, 
fits standard cars front and 
rear. The strongest and 
most efficient bumper ever 
designed. Retail pricés, 
Nickel Finish, $14.00. Black 
Finish, $12.50 





Most bumps 





Don't 
walk GEMCO 
Fender Pan Bumper 


An enclosed spring type for 
front and rear of standard cars. 
Easy to attach; does not inter- 
fere with splash pans or fenders. 


content to 


motorist. See 


prices, from $9.00 to $12.50. 
Hundreds of dealers find 

Gemco ‘Bumpers their best 

sellers. If you are not stocked, 





ask your jobber or write direct 














to us. 


Gemco Manufacturing Co. 


HARDWARE 


Wi 


WUUtttttittiti le 














672 So. Pierce St. Milwaukee, Wis. 
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Instant and Permanent Rubber Repair 


AINZIS-TIOLD AUTO PRODUCTS Ga 


Iclephone Midway 9537 


Ch IcCaAgo 





les 


A PATCH THAT SELLS AND REPEATS 
Alwas-Hold All Rubber 


vulcanizing, scientifically made by a special 


Patch is self 


formula composed of pure rubber, so con- 
structed that the heat generated from friction 
vulcanizes the patch on to the tube. The 
heavy cured rubber backing has enough 
strength to repair permanently a puncture or 
any size blowout the patch will cover, yet 
possesses enough resiliency to stretch with 
the tube and not pull loose. It.is a 


Guaranteed Permanent Repair. 


Put up in the following sizes: 


List 
No. 1 Size, 30 sq. in., outfit complete...... ... $0.50 
No. 2 Size, 72 sq. in., outfit complete. ..... 1.00 
No. 3 Size, 120 sq. in., outfit complete. 1.50 


Alwas-Hold Tire and Auto Accessories. 


Alwas-Hold Reliners. . 
Vulca-Tite Reliners 
Alwas-Hold Moulded Patch 


Alwas-Hold Auto Top Dressing, Alwas-Hold Auto Polish 
Superior Carbon Remover. 


Kant-Stretch Boots 
Juno, Lace-On Hook-On Boots 


Juno, Moulded Patch 


Dealers and Jobbers Write for Prices and Particulars. 
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TRADE 


ES Cleaning Implements 


tr) are being widely advertised this Fall in all the leading Sporting and 
> Outing magazines. They will be in bigdemand. If your present stock 
—, of these goods is low, send a “hurry up” order to your jobber. 
~<— 


etn >= 
=_—es 
Marble’s Solid and Jointed Rifle Rods 


in brass and steel, will not wabble, bend or break. Wood handle. Proper 
size jagged and slotted detachable tips included. Made in all lengths and cali- 
bres for sporting and military rifles. Solid rods, each 85c. Jointed rods, $1.10 


Marble’s Pocket Rod 


: ee | 
Sections of solid brass with steel connections. 
Nickel plated steel handle, can be attached to ee eee eee 
any section. Complete with pocket carrying 
case. List price, each $1.65 


ee ene ee | 
BRASS SECTIONS, STEEL JOINTS, STEEL SWIVEL: ~ 


te 


CARRIS 
Marble’s Rifle Cleaner 


Brushes of softest brass gauze, on a spiral 
spring core, which forces brushes to follow twist, 
rapidly cleaning out all lead, copper, rust or 
powder residue. State calibre wanted. List 
price, each 55c. Ropes 

When saturated 
Marble’s Nitro-Solvent Oil with oil _ these 


e Ny ¢ 
AXCAVTICKR ites , ‘ropes exclude all 
NY |! AUN a Keeps guns, rifles and revolvers in ga ——— 


\\ 
ee ceeps guns, rifles and revolvers i ist 
: . perfect condition and increases their and make it im- 
AO ramet of fie, Quicety, dieolvss the possible fr the bar. 
powders— including cordite. List peed Hirce 9 a ot 
prices, 2-ounce bottle, 25e; 6-ounce, are longer than the 
can, 5Sc. barrel and larger 


Trade Supplied by Jobbers. Liberal Discounts to than the bore. This 


: . A insures a constant 
Dealers. Write for Complete Catalog. pressure of oil a- 


gainst ‘ the o_ 
circumference 3) 
MARBLE ARMS & MFG. CO. the bore""One oti 
540 Delta Ave.,' Gladstone, Mich. years. List ; prices 
—For shot-gun or 
rifle, 55c. For re- 

volver, 25c. 


‘OLD SOL 
SPOTLIGHTS 











~ The GRAY-HAWLEY Line 


will bring customers to your store. It’s 
Original—Well Designed—Well Made and 
ws Advertised. 

The motoring public know it’s the best that 
can be procured. Prices, discounts and terms 
Right. Here is just one of our specials. 
Write for catalogue D7 showing complete 


line. 
Gray-Hawley 


MUFFLER CUT-OUT 








“OLD SOL” 
No. 76 Liberty Searchlight. Price $5.50 











“Puts Pep In Your Motor” 


Bpecilal FORD Outfit (Complete as shown) 1.80 

Bpecial MAXWELL Outfit (Complete as shown). .$2.25 

Special DODGE, STUDEBAKER, CHANDLER, 
ETC., Outfit (2 Inch) Complete as shown $2.50 


CUT-OUT and PEDAL are easily attached, 
the Cut-out being simply clamped over a notch 
cut in the exhaust pipe and the Pedal slipped 
thru a hole bored in the floor-board. The 


CUT-OUT is made in sizes suitable for practically 
every car. PEDAL also sold separately. 


GRAY-HAWLEY MFG. CO. 
937 Jefferson Ave. DETROIT, MICH., U.S.A. 








Combined Push Button switch and focusing cots- 
trol in handle. Wing out on bracket for inspection 
lamp. Double clamp bracket. Duplex wire to bat- 
tery. 

Three-inch mirror integral with lamp body, extra 
large silver plated reflector. Special high candle 
power bulb. Black enamel finish only. ; 

Diameter of lamp front, 7”. Weight, packed in 
91%4x634x6% carton, 4 lbs. 

Made and Distributed by 


THE HAWTHORNE CO. 


Grassmere Avenue BRIDGEPORT, CONN. 








A new product that builds 
business 


BRAND new source of profits—a shooting novelty that 


creates new customers—is now offered to the trade. ‘This 
novelty in sporting goods, the Winchester Junior Trap- 
shooting Outfit, offers a new game to the American people. It 
makes the wonderful sport of a, into anew and popular 
pastime, open to every sport-loving family in the United States. 


This new sport is backed up by a big advertising campaign in 
the leading general publications, sporting magazines and trade 
papers. ‘Thousands of booklets and folders are being mailed 
direct to customers all over the country. This drive is bound to 
be a tremendous success. It will bring a brand new set of gun 
enthusiasts into your store, with plenty of money in their pockets. 
And these new customers will be permanent customers. Men, 
women and boys who buy the new shooting outfit will be steady 
buyers of clay targets and loaded shells, as well as other guns 
and sporting goods. 

By Christmas time practically every prospect for the outfit 
will have read our advertising over and over again. The Christ- 
mas present buying will be enormous. 


Here is a wonderful chance to increase your business. Order 
your supply of Winchester Junior Tr: ipshooting Outfits and dis- 
play them in your window. Get your share of this valuable new 
trade. If your jobber cannot supply you, write us direct for our 
dealer’s proposition. 


WINCHESTER REPEATING ARMS COMPANY 
New Haven Conn., U.S. A. 


WIN CHESTER 











A new kind of sport 


Trapshooting made into a popular pastime 


HE Winchester Junior Trapshooting Outfit makes 
trapshooting so easy that everyone can do it. It 
makes a sport formerly followed by a limited class of 
sportsmen into a real live pastime, open to men, women, 
boys and girls, wherever they go for a good time in the open. 


The compact little outfit contains in one package every- 
thing that is necessary for trapshooting—gun, trap, targets 
and ammunition. And yet you can take it anywhere you 
could take a suit-case—carry it by hand, pack it in an auto- 
mobile or stow it in a canoe. 


The handsome little .410 sport gun shoots as 
well as the best standard trap guns. The only 
difference is that it is smaller, lighter, shoots 
a smaller shell and has no recoil. 
The trim little “midget” targets 
are easier to throw, and even 
more fun to break, than the big 
standard clay pigeons. 


x4 


On picnics, boating parties, 
week-end trips, at summer and 
winter resorts—wherever fam- 











The Winchester Junior Trapshooting Outfit complet 


ilies go —the Winchester Junior Trapshooting Outfit will this 
year be the prime fun maker. It can be used on fields, lawns, 
beaches and golf-links, in the mountains or at the seashore. 

And this new outfit is popular with experts as well as 


amateurs. Seasoned sportsmen value it for its wonderful 
shooting qualities, and for the new kind of practice it affords. 


It can be used for all kinds of informal shooting, as well 
as regular tournaments and competitions. All sorts of 
fascinating games have been developed. 


And the new gun is also excellent for hunting small game. 
It shoots a close, hard-hitting pattern, as uniform as that of 
any larger shotgun, and its light weight makes it easy to 
carry and speedy to handle. 

The Winchester Junior Trapshooting Outfit is a triumph in 
guncraft, and a new development in the art of shooting. 





The new Winchester 
0410 shotgun 


Clay “‘bird’’ — the 
prey of the sport gun 


Box of 410 shells 
for the sport gun 


Sturdy ‘midget’ 
hand trap 
Winchester made. 
This new trap is 


Make-up of the hat 
Winchester Junior 
Trapshooting Outfit 


shotguns atstand- 
ard size targets 


HE various component parts 
of the outfit are shown on this 
page. The wonderful little .410 
caliber sport gun is a small Winchester 





not a cheap shotgun. It has all 
the finish, balance and grace of the Pcl iheoes 
world-famous Winchester guns and 
rifles. The hand trap 1s efficient and sturdy—Winchester made. 
The shells are given all the care in making that distinguishes 
the larger Winchester shells. 

The “midget” clay targets are just the right size and 
shape for the pattern mad¢ by the .410 sport gun. 

The whole outfit is carefully worked out to provide a com- 
plete new sport. Even gun oil, rust remover, gun grease and 
a cleaning rod are included—for the little sport gun is meant 
to have the same careful treatment as any other sporting gun. 

Complete instructions for handling the gun and laying out 
the shooting-range are included in a book of directions which 
is furnished with each outfit. 


Order your supply from your jobber, or write us direct. 


WINCHESTER REPEATING ARMS COMPANY 
New Haven, Conn., U.S. A. 


WINCHESTER 
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A Very Easy Way to Tap a Barrel of Oil 


Simply drill a hole in the 
top of barrel, and put in a 


ROTHWEILER PUMP 


NO DRIP NO WASTE 


COST $ .00 
sur LO= 








Dealers in all large cities 
ROTHWEILER & CO. 


Manufacturers Seattle, U. S. A. 

















TIRES ruses 








Territory Open ~ 
for Live Dealers 
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B The loeacline SRusser Co. i 
fe OENERAL OFFICES & FACTORY ' Wiis 
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On the trail of ‘a Good Tire  ~“*= 
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Ford Lighting Outfits 


Mannweiler’s Ford lighting equipment constitutes the most complete 
and satisfactory line for Ford lighting systems on the market today. 


No dealer can afford to miss the opportunity for profits that can so 
easily be his by merely writing today for a trial order of our Ford Bulbs 


We make all styles and sizes for both electric and gasoline lamps. 


THE A. C. MANNWEILER CO., INC. 


Miniature Incandescent Lamps and Auto Bulbs 
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MANUFACTURERS OF | 


Fort Wayne, Indiana 























If it’s DROP FORGED 
WRENCHES you’ re 
after, remember 
that P-S Quality 
isGuaranteed. 


Ask for Booklet A 






Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 








NEW ERA CRADLE 


The Tire Carrier that takes BEST CARE of Your 
Tires, 


This yx ypular priced tive car 
rier takes 380x314” tires, plain 
or non-sk pe rigidly fas ate ns to 
the side or rear of all Ford 
mi odels, and will not rattle 


It protects tires. 


There is a larg: a mand for 
SEW ERA Cradle Tire Car- 
riers, and though lc ow in price _ 
they afford a generous profit * 
to dealers who handle them, 


Rerai, List Prices, 





No, 208 Single Stde.....$4.20 
No, 327 Double Side.... 6.30 
No, 207 Single Rear.... 5.25 
No, 326 Double Roar.... 7.85 


NEW ERA SPRING & SPECIALTY COMPANY 
1156 Hamilton Ave, Grand Rapids, Michigan 
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Lock for Fords 
Oxifior 
Boatmeter 
Tachometer 
Gasoline Gage 
Gasoline Meter 


MASTERS MANUFACTURING CO. 


69 WOOLSEY SQUARE, JAMAICA PLAIN, BOSTON, MASS, 






AUTOMOTIVE ACCESSORIES 































automobile owner. 
pipe jaws and anvil. 


COMPLETE LINE 


231—Autovise 


ROCK ISLAND AUTOVISES 


Number 241 Vise is swivel, weighing 30 Ib., 
automobile and heavy repair work. in des 
but is stationary, weighing 32 lb., and is suitable for the individual 
These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
f OF VISES 


and is adapted for 
No. 231 Vise is same in design, 





Rock Island, IIl. 


241—Autovise 


MANUFACTURED 

























Seventeen Thousand Editors 
would make some little paper, wouldn’t they ? 


But that’s what Hardware Age wants—every 
Dealer to help make Hardware Age interesting 


by sending in contributions about his methods of sales- 
manship and store management. 


The fact is, every man excels in some one thing. By 
swapping, we can all excel in more things. 


Hardware Age, 239 West 39th St., New York 


— 
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Get Acquainted With 
These Lively Steppers 








bles on Fords and other light cars. 
50 cents a pair. 


The “squad” 









two screws and a pocket screw driver. 
cents a pair. 


and clatter. 25 cents apiece. 


sellers. Get ‘em working for you. 








The big pair are Fernald Steer-Aids—sure 
death to steering rod rattles and wheel wob- 
Price: 


fof youngsters are Little 
B-R-A-T-S—the latest arrivals in the Fernald 
family—the chaps that put Ford Brake Rod 
Rattles to sleep. Set of 4 sells for 50 cents. 


Anti-Rattlers for Auto Doors—put on with 


Jiffy Crank” Holders—Keep your crank 


where it belongs and do away with trouble 


All these Fernald Specialties are the briskest kind of 


FERNALD MFG. CO., North East, Pa. 


HARDWARE 




















































most- 








thing today that causes worry—is the 


storm! The motorist realizes that he cannot 
be near a garage when the trouble comes. 

Yet this disagreeable phare of 
motoring can be eliminated largely 
by the use of the LAWCO Rim 
Tool, which makes it a matter of 
seconds to fix a tire. In less than 
1 minute any size or stvle of split rim can a 
taken out of a tire. The LAWCO. Rim To 
folds up to fit into the tool box; it is simple, boo 
able, and will last as long as 
the car. 

Motorists have been waiting 
for such a tool; they NEED 
it; they wi'l 7 it. Get 
LAWCO Ritn To in stock 
now. 

Ask your Jobber or 

write us. 


The F. H. Lawson Co. 
Dept. F, Cincinnati, Ohio 

























HE most disagree- 
able feature of mo 
toring — the 


fear of punc 
tures, of having to fix a tire out on the road, 





Vhat ‘motorists di dread 


one 


in a 


always 
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Reichert 
Emergency Tire Chain 
No. 220 


EMERGENCY 
TIRE CHAIN 
PATENT 





Reichert’s Emergency Tire Chaims are easily and 
quickly adjusted when you are in trouble. They are 
so simply constructed that a child can install them. 
You place the malleable clamp on the spoke, then slip 
the chain over the tire and hook the snap in the loop 
—that’s all. No jacks or tools required. 

A set of four chains, packed in a bag, is sufficient to 
pull you out of the mud, sand or snow. No car com- 
Plete without this accessory. It is cheap safety insur- 

ce. 


Sise 1 —¥for Ford cars only............. Bet of 4, $3.20 
Sic- = 5 6— Ser 8 aud 8% inch tires........ Bet of 4, 3.50 
Size 32 —For 4 and 4% inch tires........ Set of 4, 4.00 
Size 8 —For 6 and 5% Inch tires........ Set of 4, 5.00 
Ne. — Ford trucks with 1%” oval spokes, 

Bat GE Bi ccccccesccccccccccccesccecosceeocsees $15.00 


Important—State sise when ordering. Order through your 
fobber to-day. If he cannot supply you, order direct. 


Imperial Bit & Snap Co. 


Racine, Wis. 





IL 


























ay EMPRESS 
y, GREASE 4» OIL CUPS 


CAN BE USED ON ALL, 
ARE USED ON MOST 
AUTOMOBILES, MOTOR TRUCKS, TRAC- 


TORS, FARM IMPLEMENTS, AND ON ANY 
TYPE OF MACHINERY NOW IN USE. 


YOUR ACCESSORY STOCK IS NOT COMPLETE 
WITHOUT THEM. 
SEND FOR CATALOGUE “‘L’’ TODAY 


BOWEN PRODUCTS CORP. 


jive Div., Aaburn, N. Y. bay > Div., Detroit, ag 
Zerk Div., Cleveland, Obie Mi 
Canadian Factory - Canadian Winkley Co., i Windsor, = 



























DIXON’S 


Graphite Cup Grease 


The presence of selected flake 
Graphite in this Cup Grease assures 
greater durability and economy in 
lubrication. 

It is the only Cup Grease that 
will “stand up’”’ under trying con- 
ditions of heat, moisture and 
pressure. 








Made in six degrees of hardness to satisfy every need. 
An attractive item for dealers. 
Made in Jersey City, N.J., by the 


<Joseph Dixon Crucible Co.2<« 


Established 1827 
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REED MICROMETERS 


COMPARE VALUES—then Buy 
the Reed Reliable Line 


a 
R 


~) 
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Our New Catalog No. 4 shows 
additional features 


REED SMALL TOOL WORKS 
28 Cherry St. WORCESTER, MASS., U.S.A. 


George H. Alexander, Birmingham, England—General Representative in the British Isles 
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PRODUCTS THAT GIVE SATISFACTION 








STOVE BOLTS 
CAP SCREWS RIVETS — BURRS 
SET SCREWS | NUTS BOLTS 


SPECIAL SCREWS SPECIAL FINISHES 
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REED & PRINCE MFG. CO. 
WORCESTER, MASSACHUSETTS, U. S. A. 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 

























Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving . 
a smooth hole and polished surface. They 
are the only bits not dependent on a j 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; a 
you can do scalloping, fancy scroll twist 
columns, newels, rib- 
bon moulding, etc. 

Let us send you de- 
tails on this free display 
cabinet. 








The Progressive Manufacturing Co. 
Torrington, Conn., U.S. A. 





























The Hinge 
That Adds Beauty to 
the Home 


ea) 


a 


ot el, 


et oe amet 


To some people door hinges may seem rather 
small and unimportant. 


"Tao les 


Nevertheless their mission in helping to make or 
mar the appearance of the rooms in a modern home 
is worthy of serious thought. The 


GRIFFIN 
“The Door Butt of America” 


is designed along lines that insure both Being finished in the. various a 
beauty to the home and service whenever hardware finishes it is in wide deman 
the doors are opened and closed. for the better class of houses and office 


The Griffin operates freely and easily, it buildings. ; — 
is amply strong for heavy doors and it is Your stock should include the steady 
such a pleasing fixture that architects and selling Griffin. ee oe 
home builders are glad to specify and use it. Send for illustrated catalog and prices. 


The Griffin Mfg. Co. Erie, Pa. 


45 Warren Street, New York 17 E. Lake Street, Chicago 
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STEVENSON 
SAFETY 


INTERLOCKING 








Hardware Parts 













parts for Carbure- 
tors, Magnetos, Fire- 
arms, Tools, Motor- 
cycles, Bicycles,Spark 
Plugs, Electrical In- 
struments, or any- 
thing else requiring 
special 










































Corbin Automatic Screw Jobbers and Dealers 
Here’s a Real Winner. 


The Stevenson system of nut and bolt retention, 
now ready for marketing after several years of experi- 


Machine Products 











Send us your samples, menting and testing, consists of a bolt with two 
ee FT. diametrically opposite longitudinal grooves in the 
wit be promptly rn — threaded portion. A washer is provided with two lugs 
nished. HA to fit into the grooves in the bolt and bind firmly on 

the parallel portion. The inner face of the nut is 





provided with chucks or notches cut into the flats. 
The bolt, washer and nut are assembled and the nut 
carried home to perfect contact, the washer being 
wedged in the grooves and the nut tight against the 
washer. A portion of the washer is then upset into 
one of the chucks of the nut by means of an upsetting 
chisel, thus locking the washer and nut without the 
possibility of motion in any direction 

Dealers and jobbers—Write for sample, prices 
and dealer’s cooperative plan, and learn more about 
this different nut and bolt. 


The Safety Nut & Bolt Co. 


Union Building, Cleveland, Ohio 


ONE BLOW LOCKS IT 


Also manufacturers of 
Set Screws, Stove 
Bolts, Standard Cap 
Screws, Steel Furnace 
Chain, Steel Register 
Chain, Brass and Iron 
Ladder Chain, Brass 
and Steel Safety 
Chains, Brass Plumb- 
ers’ Chain, Single and 
Double Iron and 
Brass, Jack Chains, 
Iron,:} Brass and 
Bronze Wood Screws. 


saauaaeanaaHMRRR MARAE 





Corbin Screw Corporation 






American Iardware Corporation, Successor 









New Britain, Conn. 








Branches: New York Chicago Philadelphia 
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Every Dealer Should Stock 


Liberty Elastic 
Roof and Metal Paint 


For all prepared roofing and 
metal surfaces 
LIBERTY ASBESTOS CEMENT 
COATING 


For resurfacing old worn-out roofs 


LIBERTY ELASTIC GREEN 
and 
LIBERTY ELASTIC RED 


For asphalt and composition shingles, 
composition roofing and all meta! work 
LIBERTY ELASTIC CEMENT 
for all patch work 


LIBERTY YELLOW-KOTE 
and 
LIBERTY RED-KOTE 

For all wood and metal surfaces, barns, 
factories, silos, elevators, bridges, etc. 
LIBERTY ILLUMINATING WHITE 
Made especially for interior use on all 
wood or metal surfaces, in factories, etc. 
_ LIBERTY OUTSIDE WHITE 
For all exterior surfaces, dries bright and 
clear and with good gloss finish. 
_ LIBERTY INSIDE WHITE 
For all interior surfaces, bright, clear 

white with flat finish. 
READY SELLERS—GOOD PROFIT 

Ask your Jobber. 





"MANUFACTURED BY 





CARTER PAINT COMPANY ° 
LIBERTY,IND 
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THE HUMMER 


BARN DOOR TRACK & HANGER 








PPC) |) PORTERS 
i ||| HUMMER 


j 
| 


! | A Ready and 
| Profitable 
| Seller 


Your sales of the “Hummer” Barn Door Track 
and Hanger can be gauged by the number of barns 
there are in your territory equipped with ordinary 
hangers. And the barns that are being built! Our 
national advertising in leading’ farm journals is tell- 
ing tens cf thousands about the “Hummer.” You can 
make many an extra, easy sale by showing your cus- 
tomers the “Hummer.” Point out its many advan- 
tagecus features. For instance: It is bird-proof 
and storm-procf. Doors cpen easily and quickly. 
The tcp of door is thoroughly prctected by the 
hood cf the track which extends over as shown 
above. Its trucks have roller bearing wheels which 
run on sides cf the V. This gives the 2 point con- 
tact that reduces friction to minimum. The wheels 
are self centering and can’t wobble out of position. 








ree 
mate 


The outfit contains necessary end brackets, joint 
clip and lag screws. No expert skill required to 
install it. Order a dozen or half dozen. Our dealer 
discounts are very liberal. 


We have a sales plan that brings the business to 
you. 


Ask about it. It’s a winner. 


J. E. PORTER CO. 


457 Guion St., Ottawa, II. 












See eee ee eee oe ow, 


eo’ J.E.PORTER CO. 


oo 457 Guion St. 
Pa Ottawa, Ill. 

+ Send me details without obli- 
, gat 1On my part of your new 
? and sir le sales plan that will 
of help me seli tl Hummer.” Alsotell 
@ me about “Straight-Away” Garage 
r Track and Han r 1d your 
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Mr. Jobber are you “IN”’ on this? 


“Wt La asts Like the » Pyva amids 


3 x >... 42 = ~ 
edo. 


The Liquid Wax Paint = - 








Weutienns's is ‘‘Going Some ’’ 


ORE than 1,000 new dealers have taken on 
Weatherwax since January, 1919. 


+ =-79 more added in one week----re-orders double and 
triple first order. 


Nothing succeeds like success. Weatherwax is a success. 
Dealers want it. Hop to this good thing. Exclusive 
Territory to Jobbers. 


THE REILLY COMPANY, Indianapolis, Indiana 


Plants: Indianapolis Minneapolis Mobile Seattle Norfolk 





“Pittsburgh Perfect’? Open Hearth 


STEEL axl WIRE PRODUCTS 


“PITTSBURGH PERFECT” ELECTRICALLY WELDED 


WIRE FENCING 


For FARM, POULTRY YARD and GARDEN, ORNAMENTAL and PLAIN LAWN FENCING, 
GATES 


“COLUMBIA” HINGE JOINT FARM FENCING 


Bright Wire Barbed Wire Wire Nails 

Annealed Wire Bale Ties Fence Staples 

Galvanized Wire Cotton Ties Poultry Netting Staples 
Steel Hoops Steel Bands 


Manufactured by 


PITTSBURGH STEEL CO. 


GENERAL OFFICES: 


PITTSBURGH, PA. 


New York Chicago 


San Francisco Memphis 
Dallas 


Warehouse at Houston, Texas 


Export Department 
Equitable Bidg., New York, U.S. A. 
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NOTICE— Jobbing Buyers and Salesmen 


Are you pushing HANDLES WITH STRAP FER- ™ 
RULES AND CAPS ATTACHED? Hun- ee 

dreds of Dealers have written us to inform 
them re FERRULED HANDLES—whether 
they can buy same thru’ their Regular 


Jobber—that salesmen have not talked to 
them re STRAPPED GOODS. 


Handles With Ferrules 


save time in making re- 
pairs—just drive a 
New Handle on the 


fork or shovel. 





































THE BUYING ip 
SEASON IS ON 


Place your specifications AT 








Push ONCE, and be assured of 
Ferruled STANDARD GRADES, of CORRECT 
Goods SHAPES and BENDS, made to fit the 
and Tool, as well as DEPENDABLE DE- 
Increase LIVERIES. 
' Your 7 
any The United States Handle Co. 


Piqua, Ohio 
MAKE AGRICULTURAL HANDLES A BIG LINE. 


Our large facilities and old established plants is your assurance of correct goods and dependable deliveries. 












Twines Corda 


v4 J 
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Pearl Braided Sash Cord Roseland 






A trade-marked brand in general use for years W . 

—a product of uniform satisfaction constructed Cotton rapping and 
of fine Cotton Yarn. It is durable and can be ° ° 

had in all standard sizes. Sewing Twines 









The choice wherever quality is desired 
For years it has filled the demand of 
particular users. Made in any ply and 
put up to meet your requirements. 







We will be glad to send 
samples and prices. 






Ask us to put you on mailing list for 
“HOUSE OF KELLEY”, a monthly 
bulletin of useful information. 








ee i by kt LB —_— — , ie. wilt 
4 . Ys” 5% y ee 


RY C. KELLEY Co AND CORDAGE 


> 1868 ? New York fata bales 


~~ 
- 
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“Plus’’ Every Pump Sale 


T PAYS to ‘‘p/us’’ every sale—that is sell to the customer all 

he expects, p/us unusual quality and service. Dealers in 
pumps find that Goulds Pumps have this ‘‘p/us’’ element. 
More than usual value and service go with them. Our Service 
Department will recommend the right pump for any given 
condition. And we guarantee every Goulds Pump to satistac- 
torily perform the work for which we recommend it. 





















Write for prices and catalog, ‘“‘Pumps for Every Service’’ 
Ag) A ° 


The Goulds Manufacturing Company 
Seneca Falls New York 


Yj 
GOULDS PUMPS Fs 
COULDS PUM a 
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CRONK’S 
GRAPE 


and Thinning Shears 
















Unequalled for thinning out fruit, also Style No. 101 shown has concealed wire 
for culling, and for picking small fruit. ' spring and is 6% inches long. 
Other styles with Flat Steel Spring and 
Made from good cutlery steel the Cronk Volute Spring. Another good seller in the 
way made to last. line of 
Cronk’s ¢ravs Tools 
One that sells on ‘“‘sheer’” merit is It is the lowest priced All Steel Shear 
Cronk’s No. 300 Pruning Shears shown made and is fully warranted. 


below. This particular style is 
made for light trimming— made of 
Cutlery Steel with notched hook 
and concealed wire spring. 





Standard size: 8 in. 
Jobbers supplied direct—Dealers through Jobbers 


Send for Catalog. It shows many 
styles of Cronk’s Piuning Tools. 


The Cronk & Carrier Mfg. Co. 


ELMIRA, N. Y. (Patented March 26, 1901, Oct. 30, 1906) 
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No. 1—JOINTED TREK 
TRIMMER 















COMPOUND LEVER SNIP 
Sells to every tinsmith and sheet 
metal worker, enabling him to do 





Note the compound } head 
which makes cutting easy. Made 
in sections 4 feet long and can be 











NO. 30—COMPOUND LEVER BENCIT SHEAR 





better work, The compound leverage Crucible tool steel blades Ilandles are made of used as an 8’, 12’ or 16’ pole. 
requires the normal pressure of one high grade malleable castings. This shear will eut Easy to carry in stock, and one 
hand to cut metal up to 18 gauge. 12 gauge metal easily and is guaranteed to give that takes the place of three long 
Made in 7, 8, 10, 12 and 14 inch sizes satisfaction. We also make a small Tool Room ones We furnish long pole if 
Drop Forged Crucible Tool Steel. Bench Shear. lesired 


We make a complete line of Pruning Tools, Bench Shears, Metal Cutting Snips and Hose Clamps Ask your jobber 


Send fo Catalog and Trade Prices 


BARTLETT MFG. CO., 30 Lafayette Ave. East, Detroit, Mich. 






































The Wonder of Water Distribution o XL 5M SPRINKLER é 













Places Every Drop of Water Mf x = ¥ 9 " 
, a im | me) 
4 Just Exactly Where You Want f 
Ask your Jobber. It. Five sprinklers for the price Hal | 
If he can not tJ 





of one fied — |W 
Cost no more than antiquated Jul at fon Nt 
otk. 








supply you fr nha danub 
write us. ones. im TH He dad ‘ 
Lawn and garden owners have SPRAY pitt” HALF CIRCLE 
been waiting for it for years. SPRINKLER HEAD ON END OF CD ve rector KEEPS WALKS, PORCHES 









It sells to people that have § HOSE, USE LIKE OR YOUR NEIGHBORS 
other kinds of sprinklers. A NOZZLE N S E R 

Any size spray from | ft. to he ve Sn See ne Al 
maximum by shutting water W/ { &. «io PIGHER PRESSURE- BIGGER CIRCIES Cay At 
faucet more or less. ad a es oe — . J 




















> a Ti pi “EVEN SPRAY” 


Onn & wee g “JUST LIKE RAIN 77. 
m/f t (2 2". sal 8 { a i 
a y ne a ~ ws j 










7 ipa We se 
Ky Lips 


4 iJ PN oes 





THE 5IN] SPRINKLER 
PAT MAY 15 1917 


LABEL COPYRIGHT 1919 


WL SOLID STREAM PS a 














And just think sprinkling 45 to 55 ft. of parking without welling side 
walbs and then ‘even spread like rain.’’ It's a big seller, eh? UU’ bet. 
“It's without competition.” 

Ask for beautiful folder at once. Liberal discounts to jobbers and dealers. 


X. L. MANUFACTURING CO. 
3711 Montrose Ave., Chicago, Ill. 
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About 181bs. per doz, ; about 66 ft. per lb, The Standard Sash Cord 


Suitable for weights of less than 10 Ibs. 


Minimum Dian. of cam 1% in. Guaranteed For Twenty Years 







SIZE No. 7. Diam. 7-32 in. 

About 23 lbs. per doz. ; about 52 ft. per Ib. 
Suitable for weights from 10 to 15 ibs. 

Minimum Diam. of Pulley Allowable 13 in, 











LOOK FOR THE NAME 


SIZE No. 8. Diam. 1-4 in. Ss I L V E R L A K E 


About 27 lbs. per doz. ; about 44 ft. per Ib. Printed on every foot of Cord 


Suitable for weights from 15 to 25 lbs. 
* Minimum Diam. of Pulley Allowable 2 in, 



































SIZE No. 9. Diam. 9-32 in. 


| Abeer dj abot, eT i a. Se ee ee 
eae wr Doe ES - Cords, Clothes Lines, Mason 


Lines, Chalk Lines, Awning 
and Shade Cords 


SIZE No. 10. Diam. 5-16 in. 


About 44 Ibs. per doz.; about 27 ft. per Ib. 
Suitable for weights from 35 to 45 lbs. 





About60 Ibs. per doz. : about 20 ft. per Ib. 
Suitable for weights heavier than 45 lbs. 


Minimum Diam. of Pulley Allowable 3 in, Newtonville, Mass. 








a — | SILVER LAKE 





FULL LENGTHS NET WEIGHTS 


We also manufacture Wire Center Cords, 


Minimum Diam. of Pulley Allowable 2% in. WRITE US FOR SAMPLES AND PRICES WHEN YOU 
s ; WANT ANYTHING IN THE LINE OF BRAIDED CORDAGE 


SILVER LAKE COMPANY 














Here’s the 


CLEVELAND 
** Sterling ”’ 





CLEVELAND 
GRINDSTONES 


The only genuine Berea 
and Huron Grindstones 


Harvest King THE CLEVELAND STONE COMPANY 


Power Grindstone Union Building, CLEVELAND, OHIO 
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YOU KNOW THE STORY 


of the College Student who was canvassing 

the City for the local HARDWARE DEALER 
—_ f during the summer vacation with a Clothes 
— =e=—- Wringer under each arm? 


ATESRES GSTS, 
After two days of hard tramping up one 
street and down another, he threw his sample 


Wringers on the hardware man’s pet corn and 


RESIGNED, saying: 


‘‘WRINGERS ARE JUST LIKE NOSES 
EVERYBODY’S GOT ONE!” 





probe If this isn’t true in your neighborhood—it’s up to you 


LOVELL MANUFACTURING CO., - Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 


The “ENTERPRISE” Has 
Its Way To Popularity 


And when we say chopped, we're speaking 

literally, for the keen, four-bladed steel knife 

with its perfect contact against the perforated 

steel plate, really does chop the food into small, 

easily digested bits—cutting it just as cleanly 

as though it were done with a pair of sharp 

shears. Not a bit of the rich, nourishing, meat 

juice is lost. Naturally this superiority in chop- 

ping is appreciated by the housewife, because it 

enables her to prepare more appetizing dishes : 

than would be possible with inferior choppers or ‘‘grinders,”’ that 

mangle and tear the meat, making it dry and stringy. 
This is one of the reasons, why, for over fifty years 


“ENTERPRISE” Meat-and-Food Choppers 


have been so widely acclaimed by housewives. And it’s one reason 
too, why they sell readily, adding noticeably to the profits of the 
dealer who sells them. 


“ENTERPRISE” 


Sausage Stuffer, Lard and Fruit Press 


An efficient article that’s absolutely indispensable to the No. 5 Family Size 
farmer who slaughters his own hogs. Enables him to extract $3.58 
every bit of lard, with the least waste of time and effort. Made No. wry Size 


in 2 to 8 quart sizes. 
” Made in7 1 
“ENTERPRISE” literature furnished any dealer on request. . oa fog - 


THE ENTERPRISE MFG. CO. of PA. 


4 Qt. Size, Japanned, $12.25 Neuve «Philadelphia, U.S. A. ZO Faris: 
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Rayo Lamps = 
HIS is the — 
lamp the Over 850,000 


i“ } 
bh Standard O1l Satisfied Users 


| Company of 
atts > Ohi t J is a strong argument that women 
| 10 promote everywhere appreciate the advan- 


am the sale of to tages of the 
secure the best 
results from the 
use of Kerosene 

















We have a large stock of There is not a single point about the 
this Lamp and orders sent us Royal Iron that is not a decided ad- 


vantage in its favor. Here are 


can be shipped the same day pica aiy 
that they are received. Simple and easy to operate. 


Heat can be regulated instantly. 
Made of solid brass, iron and steel. 


Wealso carry in stock Queen Highly polished and nickel plated. 
Anne and Rayo Queen Oil ae ee ee by heat proof 
Lamp Burners, oil mee supply shield and asbestos lined lid. 
same promptly. 





Largest selling—Lowest priced. 


_ Free to Royal Dealers 


Royal Lithographed Window Trim. 


We are Headquarters for 
Oil Lamps and Supplies for ects aa A 
the Dealer. Circulars for Store Use. 


Royal Lithographed Counter Displays. 


Book—Royal Salesmanship (32 pages). 





ROYAL SELF-HEATING IRON CO. 


BIG PRAIRIE OHIO 





Ask us for 


quotations. 








THE KINNEY & LEVAN CO. 


CLEVELAND, OHIO 
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TRADE MARK REG US Pat OFF 


Selling by the million! 
Good Jobber’s Profit 








A PATENT PATCH 


These live jobbers are making big profits by 


handling Mendets, 
moving proposition. 


in n ever-increasing volume. 
jobber to handle them, 
growing every year for ten years. 


your business. 


because Mendets are a fast- 


They bring repeat orders 
It will pay any 
too. Sales have been 


Let them boost 


Mendets fix leaks instantly, without the use of 
heat, solder, cement or rivet; in granite and alumi- 


num ware, hot-water bags, tin, copper, 


brass, all 


cooking utensils and rubber goods. 


The following jobbers are NEWLY ADDED to 


our list since our last advertisement: 


Albany Hdwe. Co., Albany, N. Y. 
Ballou, Johnson & Nichols Co., 
Providence, RL 
Burhans & Black, Inc., 
Syracuse, N. Y. 
Bristol Co., St. Joseph, Mo. 
Wm. L. Blumberg Co., 


New York, N. Y. 
Boston, Mass. 


Bigelow-Dowse Co., 
Bronson & Townsend Co., 

New Haven, Conn. 
Belcher & Loomis Hdwe. Co. 


rovidence, R. I. 


Joseph Breck & Sons, 


Boston, Mass. 


Bearson, Capstein Co., 
Central Hdwe. Co., 
Capelle Hdwe. Co., 


oston, Mass. 


Inc., 


Alexandria, La. 


Wilmington, Del. 
Bangor, Me. 


Dunham-Hanson Co., 
Decatur & Hopkins Co., 


Boston, Mass. 


Demmler Bros. Co., 


Pittsburgh, Pa. 


N. Eckstein, New York, N. Y. 
Failing-McCalman Co., 


Portland, Ore. 


The Galloway James Co., 


Dapeneee, Md. 


Hibner-Hoover Hdwe. Co., 


Du Bois, Pa. 

W. T. Hight & Co., Boston, Mass. 
Portland, Ore. 
Chicago, III. 


Jones Cash Store, 
ohnson Smith Co. 


he Jeanerette Hdwe. Co., Ltd., 


Jeanerette, La. 


Robert P. Jones, Lima, Ohio. 
Janney, Semple, Hill & Co., 

Minneapolis, Minn. 
Kalispell Mercantile Co., 


Kalispell, Mont. 


Logan Gregg Hdwe. Co., 
Pittsburgh, Pa. 
F anaiee Hdwe. Co., Scranton, Pa. 
Ww . Landon & Co., Rutland, Vt. 
Morley. Murphy Hdwe. Co. 
Green Bay. Wis. 
The Geo. Mayer Hdwe. Co., 
Yenver, Colo. 
C. H. Miller Hdwe. Co., 
Huntingdon, Pa. 
Mitchell Hdwe. Co., 
Ashtabula, Ohio 
R. B. McRae, Fort Plain, N. Y. 
Pierson Hdwe. Co., 
Pittsfield, Mass. 
C. B. Porter Co., Philadelphia, Pa. 
Reilly Bros. & Raub, 
Lancaster, Pa. 
Joseph Redfield oa Co. 
New York, N. Y. 
Spencer Hdwe. Co., Keene, ~ H. 
Seltzer-Klahr Hdwe. Co., In 
Philadelphia, Pa. 
Sibley, Lindsay & Curr Co. 
Roc hester, N. Y. 
Simmons Hdwe. Co., St. Louis, Mo. 
Tracy, Robinson & Williams Co. 
Hartford, Conn. 
Thompson-Diggs Co. 
Sacramento, Cal. 
Tenk Hdwe. Co., Quincy, Il. 
Louis N. Wilcox & Son, 
Baltimore, Md. 
The Geo. Worthington Co 
Cleveland, Ohio 
Tissier Hdwe. Co. Bs Ala. 
Van Camp Hdwe. *& Iron Co. 
Indianapolis, Ind. 
Herman Kornahrens, Inc., 
New York, N. Y. 
Eclipse Hdwe. Co., Gera, Va. 


Dame, Stoddard Co., Boston, Mass. 


THE COLLETTE MANUFACTURING COMPANY 


AMSTERDAM, 


| Sells for 10c and 25c a package 


NEW YORK 
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“The Pekin” 


A Beautiful, exclusive dec- 
oration on highest grade 


green 
in fine English Chinas. 


English Semi-Porcelain. 


Oriental scenic panels set in a conven- 
tional border design of blue, 


mM 


aroon and 


a color-scheme usually found only 


Sold in Original Crates or in Open-Stock 
OUR (DS) CRATE CONTAINS 


6 doz. Plates Flat 's 
6 doz. Plates Flat 5” 
3 doz. Plates Flat 6” 
6 doz. Plates Flat 1 
6 doz. Plates Flat 8” 
3 doz. Coupe Soups......... 7” 
6 doz. Fruits...... a - 
2 doz. Fruis.... 41, 
2 doz. Ind. Butter 

2 doz. Oatmeals ; tak 

9 doz. Tea Cups and Saucers 

2 doz. Coffee Cups and Saucers 

4 Only Bakers.......... ; 7 
4 Only Bakers ; 8” 
2 Only Scollops... ere 6” 
4 Only Scollops ( 
3 Only Scollops e 
6 Only Dishes p 8” 
6 Only Dishes 10” 
6 Only Dishes 42° 
2 Only Dishes 14” 
6 Only Cov'd Dishes.. 8” 
3 On y Cov'd Bi: tters. 

2 Only Sauce Boats 

4 Only Sauce Boats F. S 

2 Only Pickles 

6 Only Sugars 30s 
8 Only Creams Os 
6 Only Bow's 30s 


Less 10% in original crates 


Net, 


per crate, from Baltimore 


S$? 
) 


) 


Ue Nee Ss DS we 


ome OD oe oe 


10 $12.60 
37 14.22 
&9 8.67 
OS 22.08 
16 26.76 
68 11.04 
58 9.48 
67 3.34 
05 2.10 
63 5.25 
73 42.57 
52 11.04 
sane 2.12 
79 3.16 
25 doz. .88 
we 2.12 
79 2.37 
53 3.18 
19 4.74 
32 7.92 
84 3.68 
.63 15.78 
58 1.74 
88 1.76 
76 7.04 
53 1.06 
05 6.30 
61 4.88 
$2 2.94 


243.41 
24.34 


. $219.07 


(Open-stock and dinner-set orders filled 


The 


“Pekin” 


from our Cleveland stock at above prices 

—without the crate discount.) 
is a pattern that is sure 
to prove a seller for years to come. 


A SPLENDID HOLIDAY ITEM 


Dinner Ware. 
Aluminum Cooking Utensils. 


Send all Orders to 


The Geo. H. Bowman Co. 


Cleveland, Ohio 


Importers and Dmetantucee 


Fancy Goods. 





Hotel Supplies. 


Glass Ware. 
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50 Watt size only 
No tip to break. 
White bulb, like a china egg. 


watt ordinary lamps. 


Use in place of 40, 50, and 60 


denial by far-sighted home-managers. 
Write for literature. 


THE EDWARDS MFG. CO. al EE 
Middletown, Ind., U.S. A. L¥@ a 
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cleansed. 
ease a large family wash. 


be cleaned of sediment whenever necessary. 


sharp corners or edges to cut the clothes. 











. ‘ FECT 
antiquated, wash-board method. of, fi eeu oy” | 

Favorite and Perfection Washers sell at a Sa | Ma ages 
reasonable price—a price that will admit of no i) Re 
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Six Noteworthy Points 


Hard wood knuckles, finished smooth, give a thor- 
ough circulation of water through the fabrics to be 


Ample capacity and “roomy”’ to accommodate with 
Removable bottom rubbers permit the machine to 


The rubbers cannot in any way injure the most 
delicate fabrics, their smooth surface affording no 


The head rubber adjusts automatically to the different 
thickness of clothes—whether two pieces or a tubful. 
Beautifully finished with a substantial filler and 
one coat of special washing-machine varnish. 


Favorite and Perfection 


Washers offer to the housewife all that is to 
be desired in hand washers. 
They clean the clothes thoroughly, and 
less time than is required by the _ toilsome, 
































A New Lamp 


that you can sell to almost everybody. 


A WHITE lamp which cannot break easily because it 
has no tip—and does not dazzle the eyes because it glows 


instead of glares. 


WHITE Hygrade C-4 


tipless GAS FILLED 


The bulb is made of white glass, like fine china or porce- 


lain. It is easy on the eyes, yet gives a strong light. 


& The WHITE Hygrade C-4 lamp makes possible at low 


cost soft, artistic lighting effects. 


@ It saves eyesight because it does not strain the eyes—and, 
because there is plenty of light without dazzle, makes a 
practical working light for the housewife and for all who do 


fine work. 


exposed to the eye. 





American made> 
for the best 
| American trade 












You 





I Man “office and factory 


l: Salem Mass co 
Hy GRADE LS cress 










Look for this 
trademark on 
Lamp: but ond 


Strong Rugged 


Long-live 


Brillient and Efficieot 


cannot buy * 
better lamp 





emton Thal 


profit for yourself. 


Should be used in every fixture where the lamp is 


Put in a stock at once, push them, give your cus- 
tomers the best light they ever had and make more 


HYGRADE LAMP CO. SALEM, MASS 

















Hygrade Window Displays and Hygrade Newspaper Advertisements will help you sell Hygrade Lamps. Write us about them. 













































































HARDWARE AGE 

















| 


INA 





=i 


“niiiiitititihttitititiiitiniiiniNiit iii iii Aili 


Black Si 
Sloe lish 


Black Silk Stove Polish Works Sterling, IIl. 


i 








AA 






AAA 


“A Shine In Every Drop” 


Use it on your sample stoves and recommend 
it to your customers. 


HAAN 


5-Ilb. cans for dealers’ use Domestic 
pkgs. to retail. Buy thru your jobber 
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ENTHUSIASM 


The Consumer started it al'. He found the Coleman Line of Sani- 
tary Specialties so admirably adapted to all his cleaning wants that he 
insisted on dealers furnishing him with these High Grade cleaning devices. 


Then the Jobber felt the wave of enthusiasm, because for his convenience, 
Coleman’s Improved Suction and Force Cups are packed in 
cartons, each containing one dozen Assorted cups, carefully selected to 
meet the demands of the, average dealer. 


Our enthusiasm is expressed in Quality. Every cup is guaranteed to 
please both you and your customer. 


The extensive variety of Coleman’s Sanitary Specialties meet the 
requirements of all classes of trade. 


Send for a catalog. 


Allan J. Coleman, 708,N. Wabash Ave. 
Sanitary Specialties Chicago, Illinois 
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SMOOTH 














ANEW CORCO) proouct 


The FRIAR Line 


EXTRA HEAVY STEEL SKILLETS 


EVENLY POLISHED UNBREAKABLE 


MADE IN FIVE SIZES 


No. 7 8 9 10 II 
SIZE 9 Inches 10 Inches 11 Inches 12 Inches 13 Inches 


WHITAKER-GLESSNER COMPANY 


WHEELING CORRUGATING DEPARTMENT 
MAIN OFFICE AND WORKS, WHEELING, W. VA. 


NEW YORK CHICAGO ST. LOUIS KANSAS CITY 
PHILADELPHIA RICHMOND CHATTANOOGA MINNEAPOLIS 












































Seales for Every Purpose 


Baby Scales, Bathroom Scales, House- 
hold Seales, Ice Seales, Scales for Fac- 
tories and for practically every conceiv- 
able purpose. 

The making of scales, and making them 
right, is our life’s work. Perhaps you do not know 
of some of the scales we make and that you are losing 
profit in not knowing that such scales are made. Just 
write us for our No. 118 Catalogue, wherein our en- 


tire line is listed and illustrated. 








The Jacobs Bros. Co., Inc. 


71 Warren Street 


New York - - - - - N.Y. 











Brooklyn, N. Y. 


Factory: 
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TO THE CONVENTION 
and our assurance that SERVICE now and 

for 1920 is one hundred percent. We have added 

extensively to our facilities for SERVING you 

with Plymouth Products because we couldn't 

improve the quality nor the guarantee. 

You Can Get Any Cuantity NOW. 
Cobbler Outf ts—Lawn Mower Sharpeners 
Corn Shellers—Grist Mills 

Hardware products that impress your trade— 
that help your dealers’ policy of serving his 
community with “‘honor-built’’ goods. 

Write for our Catalog 


THE ROOT-HEATH COMPANY 
(Now) The Fate-Root-Heath Co. 
Plymouth, Ohio 










































































































































NO MENTAL MADE 
CALCULATIONS EXPRESSLY FOR 
HARDWARE 
GIVES 
WEIGHT-PRICE-VALUE PAYS FOR ITSELF 
INSTANTLY IN 
SAVING OF TIME 
AND 
OVERWEIGHT 
FIGURES 
WIRE ESTABLISHES 
SCREEN CONFIDENCE 























COSTS MORE BUT DOES MORE: 


Write for Our Profit Percentage Chart. IT’S FREE. 


DETROIT AUTOMATIC SCALE CO. _ Detroit, Mich. 
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: , Auto Mi Fa 
mndview? nace oe” 7 


Legislation and safety first suggestions require the use of a 
mirror. 

“Hindvicw’ Auto Mirrors are substantially made—nicely 
finished—furnished with plain or lens plate glass mirror. 












lode of Ade Our ball joint allows immediate adjustment. 7 
* Body CG ars «STYLE F For Front Fender 
Substantial Profits for 
} JOBBERS and DEALERS 
Write for our Folder No. 19 describ- 
fy ing the complete line of STYLE D For Motor Trucks 
STYLE A For Wit ‘‘Hindview’’ Auto Mirrors 
Come wale e 
ofa Eta Cardholders—23 Different Styles 
| 
BUY DIRECT 








Use Kales Cardholders for inventory time. Properly 
marking your goods will save you time and annoy- 
ance. Our Cardholders will find what you want 
when you want it. 


Write ‘now for our catalog and prices. 





Kales Stamping Company 

















450 West Lafayette Boulevard DETROIT 
i 
Are You Getting Your Carbide Profits? 
re You Getting Your Carbide Frotits: 
Many suburban homes, stores, hotels and boarding houses have 
acetylene gas lighting outfits. Do you realize the demand there 
u is for Carbide? These owners are naturally interested in a de- 


pendable Carbide that will give them a strong light and “MORE 
GAS PER POUND” than they are now getting and save real 
money for them. 

Canadian Carbide will do it. Besides home lighting, Canadian 
Carbide is a ready seller for Welding, for Acetylene Gas Bi- 
cycle Lamps, for Mining Lamps and kindred uses. 

Canadian Carbide is made ffom the best Lime and Coke under 
intense heat in powerful electric furnaces. Controlling, as we 
do, every operation from Quarry to the Packaged Carbide we 
are enabled to produce a superior Carbide at minimum cost. This 
means a material saving to both dealers and customers. 

Think what “MORE GAS PER POUND” for these people 
means to you after your first sale of Canadian Carbide and there 
is a liberal profit for you in each sale. 

Just this—“From their Homes to your Store”’—they’ll all come 
back for more. 

Canadian Carbide always comes packed in Green Drums, stand- 
ard sizes. 


Send for Prices and List of Distributors. 


Canada Carbide Sales Co., Ine. 


General Offices: 





30 Church St. New York 
Always Packed = . = 
‘ro nin ce ranch ce 
In Green Drums 24 Charch St., hip McCormick Bldg. ° 
100 Ibs. New York City Chicago, M1. 
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Bristles 


When your customer sinks 
his thumbs into a “PHOSNIX” 
or any other Paint Brush 
branded WOOSTER he will 
find a bunch of selected bristle 
perfectly prepared in such a 
manner as to answer most 
satisfactorily the purpose for 
which the brush is intended. 


WOOSTER BRUSHES are 
scientifically constructed, the 
bristles are most securely held 
in them—‘They will hold their 
bristles for keeps’—They are 
warranted to give long and 
satisfactory wear. 


WOOSTER BRUSHES 
are being used by thousands 
of dealers to “CASH IN” on 
the “Better - Paint - Brush - 
Campaign” which is now in 
full swing the country over. 


WOOSTER BRUSHES are 
a 100% economy, a good 
painting job demands them. 
Show your customer a 
Wooster warranted Brush 
and a profitable sale is made. 









The 
Wooster 
Brush Co. 


Wooster, O. 
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ACME 


Corrugated Fasteners 





ARE FAR SUPERIOR TO ANY 
OTHER FASTENER ON 


THE MARKET. 


THERE IS NO ROOM FOR 


COMPARISON! 


Phat is why 85% of the corrugated 
wood joint fasteners in use today are 
manufactured by 


ACME STEEL GOODS CO. 


the originators of this product. 





















Divergent and Parallel Styles 


Plain and Saw Edge 


Cut-to-length and Coiled 








Packed to meet demands. 


Write for Samples and the Acme Catalog 


ACME STEEL GOODS CO. 


Manufacturers 
Chicago, 2840 Archer Ave. 
New York, 295 Lafayette St. 


LOS ANGELES SAN FRANCISCO 
BALTIMORE MILWAUKEE SEATTLE 
CLEVELAND NEW ORLEANS MONTREAL, QUE. 
PHILADELPHIA WINNIPEG, MAN, 


PORTLAND VANCOUVER, B. C. 
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CARY’S 


Superior Quality 


Corrugated 
Fasteners 





Plain Edge 





Saw Edge 


According to final decision after 
long litigation with other manufac- 
turers, we have been granted patents 
giving us the sole rights to manufac- 
ture a Saw Edge Corrugated Fastener 
with a continuous cutting edge. Our 
Saw Edge Corrugated Fastener, un- 
like others, has not only a continuous 
cutting edge, insuring free driving 
both with and across the grain of the 
wood, but is bevelled evenly on both 
sides, so that it will always drive 
straight, and hold much better than 
any other fastener made. 


Try our product, and you will use 
no other. 


We own the following patents on 
Corrugated Fasteners, process and 
machines for manufacturing same. 


Patent No. 1295268, Feb. 25, 1919 
Patent No. 1210416, Jan. 2, 1917 
Patent No. 1206302, Nov. 28, 1916 
Patent No. 1210417, Jan. 2, 1917 


Write for our 


complete catalogue 


Cary Manufacturing Co. 
Manhattan Bridge Plaza 
Brooklyn, N. Y. 
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THE SIX HUNDRED LINE 


A complete range of vises with 
swivel jaws and swivel bases that 
stay where they're put. 


The positive locking device holds 
securely in any position in the 
circle—the base is firm as the 
bench to which it is attached. 


High in quality—neat in appear- 
ance—the many new practical 
features appeal to your custom- 
ers quick and sure. 


Write for complete catalog. 




















ATHOL MACHINE CO. 


ATHOL MASSACHUSETTS 






























A AS Sl a fi 












When we make the statement 
that 90% of American box 
makers use Pearson Coated 
Nails, we don’t have to point 
out how many different peo- 
ple—clerks, jobbers,  sales- 
men—and proprietors had to 
approve Pearson’s first. 

Every Pearson Coated Nail 
“drives like a nail but holds 
like a screw.” 

For boxes, crates, framing, 
boarding in, clapboarding and 
general use. 

Cement coated nails—for all 
purposes. Booklet on request 


J. C. Pearson Co., Inc., Boston, Mass. 
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Avoid Expensive Shut-Downs! 


Every hour your elevator is shut 





— a a down increases cost of help, or over- 


head, besides repairs and serious in- 


We have a special eleva- aataialaaeaeaaied 
tor for your use. It’s aoe ‘ 
aaa ae Ultimate costs have proven Warner 
made in quantities to " : 

if Elevators to be more economical. 

lessen cost and carried in a ; 
Sse j For over two generations they have 
stock for immediate ship- , , ; ‘ Ay ? 
maintained their reputation for safe- 

ment. . °qe c ° 
ty, reliability and low cost of main- 
The elevator is Electric, tenance. 
Traction Type, lifts 2,500 nn coun ” , 
edi The name ‘‘Warner”’ today, and for 
pounds 50 feet per minute " 
over 60 has stood for 


years past, 


and occupies but 7 feet 





Elevator Efficiency and Economy. 
square. 


Ask Warner Elevator users, write 
for Warner experience, we will send 
you names in your vicinity. 


Write for Bulletin 3100. 











The Warner Elevator Manufacturing Co. 
No. 2613 Spring Grove Ave. 


Cincinnati, Ohio, 
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FLOOR 
COUNTER 
WINDOW 


BRUSHES 





If you buy brushes and have not already examined 
and stocked Laitner-made Brushes, you are not taking 


advantage of the full possibilities of the brush market. Write us on your 
business stationery 
. ° ° P . for the mos 
Standardized quality brushes at a price that will plete floor 


help you build that part of your business larger and catalan ae 
will react to your advantage on the sale of your other 
goods. 

A keen buyer will prove the things we say about 
our goods. Let us help you. 


A. LAITNER & SONS 


Brush Manufacturers Since 1855 


238-40 Brush St., Detroit, Michigan 
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Pie 110) 1850 SF 2 8 


ELIABILITY and we yn ee 
superiority of material and wor \_ emer. 
manship, are characteristics which 

have distinguished our Measuring Tapes 


for years. 

One of the many features of excellence ie 
our method of numbering—" Ready Reading.” 
It enables the user quickly and accurately to 
read our tapes. 


Send for Tape Catalogue and discounts, 


* KEUFFEL oe, ESSER Co Co. ° 
¥-* 
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Leather Goods for The . 
Electrical Worker and Your Reputation 


Lineman 




















OR quality depends partly 
on your persistence in 
manda mentioning it. To assume that 
esi 2) everyone knows the merit of 
‘your goods will make you miss 

the bigger and richer market. 





Long after YOU think your case 
is understood there will still be need 
for telling your story. What seems 
old to you is just dawning on the 
minds of some others—or they may 


; — never have had need of you before. 
Dependable in every seam and rivet— } Everlasting repetition brings the big 
Made of the best of leather. results. 


Specify KLEIN’S and be SURE. Readers of HARDWARE AGE 


are on the alert for money-making 
merchandise. Why not let them 
know about yours? 








Harness Leather Tool Bag 


g We manufacture a complete line of 
leather goods which dealers will find 


profitable to stock Let us tell you how to use our 


pages advantageously. 


Catalog on request 


HARDWARE A 
MATHIAS KLEIN & SONS 239 W. 39th Street ” =, York 


TOOL MANUFACTURERS 
Canal Station 21—Chicago 





















































oS) = 
ESCUTCHEON PINS, LEATHERLIKE NAILS, 
ti NUMERAL NAILS, UPHOLSTERY NAILS 


MANUFACTURERS OF 


CARPET PINS & SOCKETS, 
CURTAIN RODS AND CHAINS 


TURNER & SEYMOUR MFG CO. TORRINGTON, CONN. 


70 YEARS IN BUSINESS 
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It is said of our early ancestors that they builded slowly, but surely. 
Wise plan. 

In these swift moving days we often see where ‘“‘Haste makes waste.” 

Delta Files, like Rome, were not built in a day—-we gave time to 
save time. 

Now Delta’s are Recognized Trade Builders. 


The Delta File Works Philadelphia, U.S. A. DELTA 








PIPES 


Home 
Protecting 


Fire 
Preventing 





Ambrose P. McGuirk’s Patent 


Our Asbestos-Covered Interlocking Furnace Pipes, Interlocking Stove Pipes, Interlocking Asbestos-Covered Flue Thimble, Interlined Inter- 
locking Ring Flue Caps and Interlocking Elbows are not luxuries nor needless accessories. They are very necessary where stoves and fur- 
naces are used. By fastening and cementing the Flue Thimble in the Flue Hole, and putting in and turning the pipe joint and locking it 
firmly therein, it can't pull out or be pushed in too far. Each successive pipe link is locked to the preceding one, until the whole pipe is firmly 
locked together, and to the Stove Collar, so that the pipe can’t fall down. When the pipe is taken down put in the Flue Cap and lock it, making 
the flue hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames reap losses will our dealers reap profits 
on our Fire Safe, Rust Proof, Interlocking Pipes, Flue Thimbles, Caps and Elbows. 

Send for Price List and Descriptive Statement 


SAFETY INTERLOCKING STOVE PIPE CO. 





Mt. Pleasant, Iowa 














Shoe Knives P Setsbiteieen 1000 Kitchen Knives 
Oyster Knives san Paper Hangers’ Knives 


Skivin nives a silos 
Suter it Robert Murphy’s Sons Co. Paper Hangers’ Circula 






Furriers’ Knives Trimmers 
Oil Cloth Knives Manufacturers of Paper Hangers’ Casing 
Sloyd Knives Knives 
Banana Knives HI H RA KNIV Stencil Knives 
Lemon Knives G G DE ES Chiropodists’ Lances 
“— Collar and Cuff rental Burnishing Irons 
ades y 
_ ; ae 
Shirt Knife Handles _— - ahaiersary apa 
Extension Blades and AYER, MASS. Roving Satves 
Handles Poultry Killing Knives 



































OSBORNE . ESTABLISHED 1826 
HIGH GRADE Quality Round and Oval Punches 


PUNCHES Our Round OF SUPERIOR QUALITY 


and Oval , 
pe calling a 4 Punches are made of the finest quality steel by skilled workmen. 


The 93 years of our successful manufacturing experience has 
“showed us the way.” 


We guarantee to make good. Why not try us out? 
Write for catalogue. 








C. S. OSBORNE & CO. 
Newark, N. J. 
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Prompt Shipments--Complete 
Line--Unvarying Quality J 


W&B 


Trade Mark Reg. U. S. Pat. Off. 


General Office: Akron, Ohio 
Factories: Akron, O., Chicago, Ill., 
St. Catharines, Ont. 


66 Years 


arnes 


TWIST _DRILLS — REAMERS — WRENCHES — COTTER _ PINS 











We are the leading sup- 
ply house in America for 
this class of goods 





Highest quality, fines! Py 
finish, largest stock of gua. 
all sizes and kinds to be 


B. B. Turnbuckle. Ts »-e “Ee 
found anywhere. ene ane egy 


Send for our catalog 
showing a complete line 








BERGER BROS. CO. 


Warerooms and Factory: 110-114 Bread St. ‘ 
PHILADELPHIA Burlington, 








Ears, Knobs and Handles | niaeeoreai aires 
Waterproof 





i paar ch name At 


cut 11-16 inch wide; will not stretch out of shape. 
Makes it easy to apply. 

Put up in rolls of 75 feet in a neat carton, 20 
cartons in a case. Retails at one to one and one- 


of TINNERS’ and half cents per foot and nets a profit from $7.00 to 
: ROOFERS’ SUP- $14.50 per case. 
Guard Drop Handle, PLIES. Price Per Case of 


Office: 229-231 Arch St. Store. 237 Arch St. Burlington Blanket Co. 


W eatherstrips 


ia (}, 






{1 with a waterproof material; is 


1500 Feet, $8.00 


Wis., U.S. A. 






































Yu wae Rea ew eE 
WHITING-ADAMS 


BRUSHES 


Demanded by Master Workmen. Advertised by //| 

All Users as the Best. Methods of Construction //' 

Render Failure Impossible. KIS 
Send for Illustrated Literature 


JOHN L. WHITING-J. J. ADAMS CO., Boston, U. S. A. 


( Brush Manufacturers for Over 109 Years and the Largest 
in the Worl 


LUTTE TT 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 
Twelve Medals of 





INCORPORATED 1895 
Special Grand Prize 


Award at : 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 





Copy of Catalogue will be sent free to any interested File User upon application, 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 































How is it that only recently, 
such an astonishing number of 
civilians have so successfully 
undertaken gardening for the 





first time in their lives? 


Over a million ‘Norcross’ 
Cultivator-Hoes and Weeders, 
now in active use in America, THE BIGGEST SELLER 
represent as many answers to : . 

a awe e7ag) IN THE MAT TRADE 


These simple inexpensive little 


DAD 
Dy) 


*) 


”) 


Dealers handling” this ‘‘Link- 


yD) 
va at 


implements are time and labor . Built” Mat are getting the Lion's 

savers, and have revolutionized : ™ share of the floor mat trade in their 

gardening for all time to come. \ 7 > respective territories. ' Exceptional 
‘ob ' ry Waa sales-clinching merits and big,de- § 

Nearly every jobber carries : ean wnale ' 


Sleeth Flexible Steel Mats 
the most profitable selling proposi- 
tion in the mat trade today. Its 
selling field includes homes, apart- 
ments, public and commercial build- 
ings, schools, depots, hotels, hospi- 
tals, clubs, institutions, etc. > ia 

W idely advertised and distribu- 
ted on a liberal-dealer-profit basis. 

Write for Dealer Proposition 
Look for the Heart-Shz aped Link 


henever you ec a mat wi us eart- 
shaped link, you'll a w it’s a “Slee th Flexible 
Steel”. Watch for this lin] ou’ll be surprised 
Waa how often you'll gee it nd in the finest and 
C S NORCROSS & SONS ame most up-to-date buildings ‘ 
o . y 


BUSHNELL, ILL. U. S. A. IRAFY » 


FERNALD MFG. COMPANY 


NORTH EAST: CAROWARE . PENNSYLVANIA 






















Your customers will prefer a 
“Clyde” because its careful, pleasing 
finish argues convincingly that only 
best tool steel and selected ash wood 





have been used. 











They prefer its positive shear cut, 
too, and the price is satisfactory 





To profit by this preference, write 
me tor a catalogue, 





Makers of Fine Cutlery 
and Hardware Specialties 
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ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 








Bommer Floor Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


The most durable hinge of its type; holds the door 
open when swung to 90 degrees. The spring-action can 
be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
—— m~, pilates. The spring- 
action can be restored 
by withdrawing the 
nail. 


_ THE BOMMER SPRING HINGE COMPANY 


MANUFACTURERS, BROOKLYN, N. Y. 








| 





A Hardware Line | 
That Pays Good Profits 


Hardware dealers will find ALLITH-PROUTY 
Hardware Fixtures for making convertible hay 
bed, grain beds, and stock racks a live profit 
maker. 

You simply sell the hardware; the farmer 
buys the necessary iumber and makes his own 
combination wagon body—a rack that is un- 
excelled—a wagon box almost waterproof—a 
body that slips on snug and solid—three bodies 
in one, 


ENDORSED BY AGRICUL- 
TURAL COLLEGES 


Remarkable results are secured with old or 
new lumber. The vital parts of the wagon 
body are the hardware and you might just as 
well sell this and satisfy your customer with a 
perfect convertible wagon that he can use all 
season. It appeals to the farmer because of its 
time, money, and labor saving features. 


Write us for details on this money making 
proposition. 


ALLITH-PROUTY CO. 


HARDWARE MANUFACTURERS, 


Department 125, Danville, Il. 
Door Hangers 


* SOONTH 
and Tracks s Rie) E> 
Fire Door Hard- eS ‘é 
ware y 
Garage Door 


Hardware bh ¢ 


Overhead Carriers 
Hardware Special- 
ties, Spring Hinges, 

Rolling Ladders 
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American 
GALVANIZED 


Steel 
FENCE 
POSTS 


Here is the post for 
you. Heavier, larger, 
stronger, better made in 
every way. 


33% Heavier 
100%, Stronger 


The improved American Gal- 


vanized Steel Fence Post is 
made of thicker material. It 
is galvanized inside and out 
after forming, leaving no raw 
places. There is extra heavy 
galvanizing below the ground 
line. It affords lightning 


protection, and is vermin 
proof and fire-proof to per 
mit burning of the fence 
line. 


The improved _ steel post 
drives easily and anchors it- 
self with perfect solidity. 
Saves labor. The means of 


fastening the fence is on the 
post itself. 

Investigate this wonderful 
improved American Stee 
Fence Post. Write for bo« k. 


American 
Steel & Wire 


Company 
Chicago New York 























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 









Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _adapta- 
bility. 




















HAYES PUMP & PLANTER CO. 





GALVA , ILL. 
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Which Hod Would, 
You Rather Carry? 


If you had to haul mortar for a living ° 
you certainly wouldn’t want to carry a 
hod that dripped water all over your 
shoulder. 


You would choose a Never Drip Steel 
Hod with its one-piece ends. You 
would go whistling on your way while 
the other fellow sulked. 


There are lots of hod carriers in your 
town who are bearing the discomforts 
of carrying leaky hods simply because 
they have not been shown the sensible 
and better kind. 


This open field of profit is yours for 
the me Write us at once for details. 


Che Cleveland Wire Jporing Ca 
Cleveland I Ohio 
































CHRADE SAFETY 
Push Button nite 


. No Breakingg 
Q | Sa nails 


Sure to sell on sight. 

Absolutely safe in pocket and in use. 
For conyenience you can’t beat it. 
Easily operated with one hand. 

The safety slide locks the button.- 


0 ou can’t afford to be without it. 
rave FVERLASTINGLY SHARP nara 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 

Pactories: Walden, N. Y., Middletown, N. ¥ 
Main Office: Watage N.Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 
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& RUBBER. C CHAIR TIPS e) 


’ \ Furniture Necessities of the Household \j 


fe \ on ws : \ Ask Yourselt 
ie vine tab Mes 
4 ~ ws 


Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent.injury to the floors 
and muffle noise without leaving a 
mark, 


Our Catalogue shows our complete 
line of rubber specialties with prices. 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. Boston 

















-EASTERN OFFICE 


“NEW YORK CITY. 











(ii STABLISHED Wa" | 


IRON& STEEL@. 


“MAN U FACTURE RS 


“BOLTS. NUTS, WASHERS, RIVETS, 


‘PICKS, MATIOCKS:**. GRUB HOES, 
CROW BARS, WAGON £ ORGINGS, TE’ 
LEPHONE**? TELEGRAPH POLE LINE 
MATERIAL crc. SCREW. RAILROAD 
SPIKES, TRACK BOLTS. BOAT SP- 
“IKES, STEEL: BARS, CONCRETE 
; REINFORCEMENT BARS: 


GENERAL iaata: AND. WORKS 


~PITTSBURGH PA. 


Nal ale COAST OFFICE 
‘ MONADNOCK: BLDG 
SAN FRANCISCO. CAL. 


-50:CHURCH ST.: 
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STANLEY JOINT FASTENERS 








No. 3300 No. 3306 


Plain Edge Parallel Plain Edge Diver- 
Corrugations, gent Corrugations. 





No. 3315 No. 3320 


Saw Edge Parallel Saw Edge Divergent 
Corrugations, Corrugations. 


For Making Strong and Tight Joints in Wood Work. 


THE STANLEY WORKS 


Chicago 
73 East Lake Street 


New Britain, Conn. 
(See pages 50-51) 


New York 
100 Lafayette Street 





PACKED TO MEET DEMANDS 


100 to box. 500 and 1000 to box. 
And in bulk, 











Scientific 


z Where Time 











Plumbing 


No need to tear up the 
floor to clean out those 
clogged up pipes, DESOL- 
VO will decompose all pipe 
obstructions and at cost 
far below the average. 


K. K. 


will do the same in remov- 
ing stains from _ closet 
bowls. 

DESOLVO and K. K. 
are big sellers to factories, 
hotels, and public institu- 





Coupling shafts or poles to 
the buggy with rusty, rattling 
bolts belongs to the hoopskirt 
era—time and temper are worth 
too much nowadays to let a live 
man spend an hour on the job 


ies 


cut the time to an instant and make 
a tool kit superfluous. A flip of a 
lever and the change is made—sud- 
denly and safely, with no racket and 
clatter to annoy him afterward. 


Selling Quick:-Shifts means earning 
good money—quickly and steadily. 
There are buggy users enough that 
need them in your vicinity to make 
them ene of the best paying articles 





tions, as well as to home owners. 


Order them from your Jobber. 


THE CHAMBERLAIN CO. 


Pittsburgh, Pa. 


No. 33 Terminal Warehouse, 





Do You Sell 


GOOD VARIETY OF STYLES 





ee re il 


ESTABLISHED A. D. 1830 





No. 217—Transplanter 
A Most Handy [Implement 


Handsomest and best made implements on the market. 





“No. 300—Spading Fork 
Tines Polished and Enameled 
Blue. Polished Handle. 


Carried by Jobbers 
anufactured by 





No. 2120—Socket—Long Handle 
Blade Polished and Enameled Red 


No. 2500—Asparagus Knife 
Forged—Hardened and Tempered. 


in your store. 


Order now from your jobber and 
turn time into money. 


Fernald Mfg. Co., Inc. 
North East, Pa. 
TMU 


Fine Finish 


WILLIAM JOHNSON, Hedenberg Works, NEWARK, N. J. "sp tote fo, Booklet 








These JOHNSON Garden Tools? 


ONLY ONE QUALITY—THE BEST 





No. 215—A Leader 
Finished in Blue Enamel 


THEY SELL ON SIGHT. 


No. 218—Wood Handle 
Dibble Made with Iron or 
Brass Points 
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A BROILED STEAK AT HOME 


with all the juicy tenderness that the best hotel or restaurant 
could give it, and made right on the kitchen gas stove with 
no trouble at all. 


The AMICO BROILER PLATE does it. 
It is a boon to housewives, because it broils steaks, chops, 
etc., without any danger of the fat burning, as the fats and 
grease are automatically drained off, leaving the health- 
giving juices of the meat. 
The “AMICO” is a whirlwind seller in all home communities. 
Send for our prices. 


AMMIDON & CO. 


BALTIMORE, - MARYLAND 



































pes sesivne sees 
eV TF eee eee ee 
Fee ee] FF eT eS ; 
Even ,ee cere eet ees Sectional 
= = = = ee 
eee = 5 *® Auto 
Spray = ee = 
— see + eo 
Sprinklers ng ne 
have a genuine Be 2 ge 
appeal to house- = F 
wives, because ‘sie _ Built 
they fill a real - 
need, the need - for You 
of an even- 
spray clothes r 
sprinkler that Unit 
moistens — gar- System 


ments to just 
the proper de- 
gree. 





They are made 


of elastic rub- 7 OU need no longer experience con- 


ber, and fit the ; 7 i ‘ 
neck of any round bottle, ‘doing away with the old stant trouble in finding a place to 
slow annoying method of hand sprinkling. keep and display your Auto Accessories 
Attractive display cards assure daily sales. 
Order thru your jobber. _If.he cannot supply you, Buy a WARREN Sectional Accessory 
write us. 


UNIT—Especially designed for the pur- 


The Elyria Specialty Co. pose. 
ELYRIA OHIO 
New York Office: C. E. Peabody '& Co., —Ask for Catalog 200A— 


143 Chambers St., New York City. 
J. D. WARREN MFG. COMPANY 


CHICAGO, U. S. A. 
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The Utmost in Washing Machines 
That is what the Sandusky No. 8 Twin Tub Power Washer 


represents. 

‘*Sandusky”’ washers are so designed and perfected as to thor- 
oughly satisfy the most discriminating buyer. Each and every 
machine gives positive and enduring service, and is fully 
guaranteed against any imperfect material or workmanship. 
The shipping weight of our No. 8 Electric model is 310 lbs. 
and of our No. 8 Power model 285 lbs. 


Write now for further detailed information. 


The Sandusky Washer Co., Sandusky, Ohio 
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HOR nc MORE 






85 Pearl St. 


Boston, Mass. 


Automobile Engine 
Accessories 


FLEXIBLE METAL HOSE 


CARBON and LEAD BURNING 
OUTFITS 


Oxy-Acetylene Apparatus 
For WELDING and CUTTING 
BRASS and COPPER 


Wire, Rod, Sheet, Tube 


Angles, Channels, Strips, Rivets, 
Nuts, Bolts, etc. 


Screw Machine and Stamped 
Work in All Metals 


Vulcanized Fibre in All Forms 


ZOONY SIMO VZON ZOD MAM pao s em Tang me 
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A CLEANER 
FOR THE 
GARAGE- 
MAN 


A SPRAYER 
FOR THE 
FOUNDRYMAN 





Price *3- net 


Cleans with Gasoline or Kerosene. 
Sprays Blacking, Paint, Silica-Wash 
or ANY Liquid Solution. 


MADE BY THE 


Malleable Iron Fittings Co. 


BRANFORD, CONN., U.S. A. 

















UTILIZE YOUR 





RITE-WAY 
FIXTURE 


A practical device that increases the ward- 
robe capacity of any given closet space, by 
permitting a much neater, and more compact 
arrangement of clothing. 

Of solid steel, nickel plated, and highly 
polished. Easily adjusted to closet shelves 
of any size or shape. 

Also Rite-Way Convex Hangers that con- 
form to the lines of the neck, and Rite-Way 
especially designed Waist and Dress Hangers. 

Send for our paying Rite-Way proposition 
including profit-prices. 


The Barney Moore Co. 


State Lake Bldg., Chicago, Ill. 





$$$ 


*| 
baagsevaeeeeaaal 4 ERVURREEEREREH 
theMajestic 
Coal Chute 


You Have a Prospect 
in Every Foundation 
The Majestic’ eliminates the scars and 
bruises common in coal delivery. Every new 
home builder wants it—once he is shown its 
advantages—and reasonable cost. Every pres- 
ent home owner is a possible buyer—as it can 
easily be installed in homes already built. 
Dealers! get our proposition. Prepare to 
cash in on the’many new homes to_be_built 
this coming year. 
Write’ today for catalogue 12M 
and name, of nearest jobber 


THE MAJESTIC COMPANY 


1290 Erie St. Huntington, Ind. 
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SAFE TO SELL 


If the leading jobbers and dealers didn’t 
find Strong’s Ironclad High Pressure 
Gauge Glasses good, profitable sellers, 
they would soon change to some other 
make— 

But—they stick to 


Strong’s Ironclad 
High Pressure Gauge Glasses 


because they are endorsed by over 20,000 
concerns of high standing. 

Because, Ironclad will withstand the 
highest steam pressures. 

Because, Ironclad are tough, they outlast 
other glasses and do not have to be re- 
placed every now and then. 

Because they sell and satisfy. 

Dealers supplied direct. Write us for 
Booklets and Discounts. Interesting and 
profitable. 


Strong Machinery & Supply Co. 
21 Walker Street New York City 

















How Does He Do It? 


How can he handle 
that big heavy ash 


can so easily? 





CLARK’S ASH 
CAN TRUCK is the 
answer, the truck 
that grips the ash 
can firmly at top and 


bottom, and rolls it 


A first class trouble saver for husbands and janitors, and a 


first class article for boosting hardware profits. 


Have you sold them yet? 


THE GEORGE P. CLARK CO. 
Windsor Locks Conn. 











Manufacturers of all kinds of Trucks and Casters 















“OVER THE TOP” 
into the trench, the sweepings go, when Mrs. Housewife uses a 
KANTSPILL DUST. PAN 


THE MOST PRACTICAL—THE MOST DURABLE 
DUST PAN ON THE MARKET 


MADE FOR SERVICE—NO WEAK POINTS 


Kantspill Features 


Kantbend Edge—Katchesall 
—Kantkreep Under 






























Heavy edge reinforced at ends, pre- 
Kantspill vents bending of edge and KATCH- 
ESALL—sweepings KANTKREEP 
Dust under the pan. 
Kantspill 
Pan Pan inclines from edge—then a drop 
Sweepings go in and stay in— 
KANTSPILL OUT. 
Katchesall Kantkome Apart 
Made of heavy gauge metal, all con- 
necting points riveted (stronger than 
and soldering) KANTKOME APART. 






Kantbreak The Back 


Twisted wire handle, 30 inches long 
saves the back. 


Katchall For Scraps 


When not in use hangs on wall, hood 
end downward, A KATCHALL 
FOR SCRAPS. 

Finish 


Olive green enamel. 





Kantspill 













If your Jobber cannot supply you 
write us for price. 






PACKED 


| dozen in corrugated 
shipping carton. 


WEIGHT 
about 28 pounds to dozen 





Manufactured by 


HANDCRAFT MANUFACTURING CO. 


375 Jackson St. 
ST. PAUL, MINN., U.S. A. 




















STEEL 
STORAGE BOXES 























A 
) 
| 
i 
y ’ se * = . 
For storing explosives, shot gun shells, 
cartridges and inflammable materials. 
Especially convenient in the storeroom. 
Can be securely locked, is weather tight 
and may be used out of doors. 
Made in various sizes. 
Write for circulars and prices. 


LITTLEFORD BROS. 


441 E. Pearl Street 


Cincinnati, Ohio 




































fe 
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Know and appreciate the 


Home Comforts of this Modern Hotel 


_ Successful men in all walks of life make this hotel their headquarters 
while in Cincinnati. 
They know from their long and intimate acquaintance that 
otfers a personal service to every guest. And this service is exemplified in 
the painstaking efforts to insure your feeling perfectly “at home.” 
Conveniently accessible to all points of interest. 


THE HOTEL SINTON 


Management John L. Horgan CINCINNATI 































RHODES DOUBLE CUT 
PRUNING SHEARS 


@ In use throughout 
the world 


The Right Barrel Cart 
For Your Trade 





The finest cutting and best made 
pruner on the market and the only one 
that cuts from both sides of the limb 
and does not bruise the bark. Made 
in all styles and sizes. 

They are advertised in all the leading 
journals throughout the country and 
will prove a profitable line for you to 


handle. All goods delivered. 


Send for circular and trade discounts. 


“RHODES MFG. CO. 


514 S. Division Ave., 
GRAND RAPIDS, MICH. 





A platform barrel cart that is just the right thing for farm 
or dairy use. Built low, easy to load or unload. Carries water 
barrel, five milk cans, or sacked produce. Parallel arch steel 
bands on the sides and wooden back rests {make it adaptable 
for many purposes. 

Platform size 27 x 30. 

Woodwork painted drab, wheels yellow, ironwork red, 
hand striped and varnished. 

Equipped with 36" steel wheels, 

Shipped K. D., one ina package. ‘Shipping weight per 
dozen, 1200 Ibs. Send for catalogue illustrating this and other 
kinds, al] excellent sellers with hundreds of hardware dealers. 


Send your order today to the 


PUFFER-HUBBARD MFG. CO. 


Minneapolis, Minn. 












REVOLVING 
SPRING 

SEMCO 

TURRET 






6 Tube Revolving Punch 
SASH 


CABLE 
TRANSOM 
PLUMBERS 
SAFETY 
JACK 
LADDER 


Wy pl lf Semco Revolving Punch 


THE SMITH & EGGE MFG. COMPANY 


“ORIGINATORS OF SASH CHAIN” 
BRIDGEPORT, CONN., U.S. A. 
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$5.00 
Patented 














UNIVERSAL CaR-moveR Who “Pays The Freigit” ? 





Time, not Distance, is the real ‘‘Freight’’ that 

has to be paid. 

Universal Car Mover—scientifically designed and 
nstructed—saves Time over all other Movers. 





When Time is saved, the “Freight” is evenly 
distributed over the whole business world— 
nobody pays the freight. 

Buyers know this. That’s why UNIVERSAL 
Sells so readily. 

Just tell your Jobber the “good word’— 
UNIVERSAL, 


American Appliance Company 
MENASHA, WISCONSIN, U. S. A. 























Cary’s “Everlasting” Flexible 


Steel Door Mats 
The Mat with 


a scraping sur- 
face in every 
direction. Rust 
proof and will 
not curl at the 
corners. 

















Have you a good supply of EVERLASTING 
FLEXIBLE STEEL MATS in stock? The 
CARY EVERLASTING FLEXIBLE 
STEEL MAT is the most substantial mat 
made. 


Made in rolls and 12 stock sizes to suit all 
requirements. 

The United States Government has contracted for 
the CARY “EVERLASTING” FLEXIBLE STEEL 
MAT to be used in all their buildings throughout 
the United States. 

Prompt shipments. Write for descriptive matter. 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza BROOKLYN, N. Y. 


Also manufacturers of Universal Box Strapping 
Box Fasteners, Clasps, etc. 




















° 
An Easy Way to Increase Profits 
A JEWELRY Department in your store offers un- 
ve usual opportunities for profit without one added 

cent of overhead expense on your part. 
The idea of finding jewelry in a hardware store is a 
novel one to your customers. The very novelty of 
your jewelry display attracts attention and thus cre- 
ates sales. Hundreds of your customers seldom go 
to the jewelry store, but come into your store very 


frequently. Yet every one of these customers re- 
quires some articles of jewelry. 
et NDAy 
“ or 
Continenial 
/ Babs 4 
we ¢ = 


is helping hundreds of hardware dealers all over the 
country realize substantial profits on this jewelry 


demand. There is a steady, insistent call for every 
piece of Continental jewelry, because the Continental] 
line contains no fads or fancies—nothing but the 


necessities of jewelry. 
Continental 
Display Case Free 
With every Continental 
Department we furnish 
absolutely free an attrac- 
tive plate «lass and oak 
display case that takes 
up space you are prob- 
ably now wasting. Our 





exchange svstem gives 

you quick selling stock at all times; an introducto 
adver.ising campaign furnished by us gets you started 
and liberal credit terms are granted No expert 


knowledge is required to sell Continental Jewelry. 


The Continental Jewelry Co. “'sjl2"* 
Salesmen; Territory Open. To capable salesmen we 
have open some very attractive territory. Write us. 








Time to Order 


Crown Tree Holders 











The only holder that has stood the test 
of practical use for 30 years 

















Graceful—Attractive—Substantial 


Quickly adjusted. Prevents 


ordinary care lasts a lifetime 
Order Now—Christmas is Coming 
NORTH BROS. MFG. CO., Philadelphia, Pa., U. S. A. 


accidents, and with 
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Russell Jennings 
Auger Bits 


Two styles of shanks—three threads 
for boring all woods 


Patented by Mr. Russell Jennings in 1855 


Jennings Mfg. Co. 


CONN. 


Russell 


CHESTER, 

















THE HAMMER 
HOLDS 
THE TACK 














Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Rxposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 











BARBED WIRE 


PAINTED GRAY AND BLACK 


Strike or no strike, we are ready to 
deliver any quantity, up to fifteen 
hundred tons, out of our New 
York stock at prices 25% below 
present mill quotations. Write or 
wire us. 


Rosenthal-Navarro Corporation 
37-39 Maiden Lane, New York 























Portable Electric Drills 


The Standard Ball Bearing 
Electric Portable Drill repre- 
sents the highest type of port- 
able drill development. It's 
the strongest and most adapt- 
able for all drilling re- 
quirements. It will pay 
you to sell the Standard 
Electric Portable Drill. 
Write for details. 


The Standard Electric 
Tool Company 


Cincinnati, Ohio 















OILERS” 


Write us before 


placing your 


“WALL 


of Brazed Steel 


Construction 





Guaranteed orders. One 
for f <a. order means 


another 


P. WALL MFG. SUPPLY CO. 


PITTSBURGH 

















— 


SERCO) 


ANCHOR 


Sebco Screw Anchors 


Made of Composition Metal 


Sebco Anchors will not break, chip, mar, rust or 
deface the finest marble or tile. 
If the Best is None Too Good 
for your Stock, BUY 
Star and Sebco Expansion Shields 
Sebco Screw Anchors and 
Sebco Toggle Bolts 


STAR EXPANSION BOLT CO. 














Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d Street CHICAGO, ILL. 








147-149 CEDAR ST. 120 WEST LAKE ST. 
NEW YORK CHICAGO 
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44-Caliber Men 


not 22’s—are the sort who give and 
get positions through your Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 
benefit is 


The Want Section 


HARDWARE AGE 
239 W. 39th St. New York 






























































November 20, 
















YOUR ORDER 


ad Conductor Pipe, Copper; Crimped Sheet, 
r 
Hammers, 


JYopper; Spikes, Copper; Washers, Copper. 






C. G. HUSSEY CO. 


~ PROMPT SHIPMENT ON RECEIPT OF 


If ica selling needs are listed above, write us 
Pittsburgh Copper and Brass Rolling Milis 


Pittsburgh, Fa. 
Uo 8. Ao 












Werrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop- 


Copper; Eaves 


ough, Copper; Elbows, Copper; Gaskets, Corrugated Copper; 
JSopper; Mitres, Copper; Nails, Copper; Rivets, Cop- 
r; Roll Copper; Shoes, Copper; Sheets, Copper; Soldering, 


at once. 














IMITATED MANY TIMES BUT NEVER 


290 Knowlton St. 





IMPROVED 


Co. 


ORIGINATED AND SOLD BY 


THE ARMSTRONG MFG. 


Bridgeport, Conn. 
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LUMINES td CARY 


ABSOLUTELY NOISELESS 
The C. & L. No. 71 Fire Pot is 
Noiseless, Smokeless and Odorless. 
It has a sub-flame so that the burner 
can be turned down low when not in 
use, thereby saving fuel and time. 
The flames burn from each side to 
the center. The tank is made of 
seamless drawn steel, tinned inside 
and out (Rust Proof) with fittings 
welded in, making them extra 
strong and durable. The No. 71 
will heat 12-lb. coppers as fast as 
two mechanics can use them. Job- 
bers supply at factory price. Send 
for catalog—it’s free. 


Clayton & Lambert Mfg. Co. 


Detroit, Mich., U.S. A. 
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DIETZGEN 


MEASURING 
TAPES 


are 2 guaraniced product — 
backed by a quality frm 
Our broad advertising assures a 
good demand and the line is profitable to you. 





Tape Catalog Free 


EUGENE DIETZGEN CO. Z 
New York j 


Manafacturare 
Chicago 
few Orleans San Francisce 
Pittsburgh Philadelphia 


PAPAPMMU LUCERO esa aa 








Storm windows are put 
up quickly and securely 
with Kees Storm Sash 
Hangers. An extra pair 
of ‘‘Eyes’’ makes screens 
and storm-sash int e r- 
changeable. 


| Kees 


Storm Sash Hangers 


Cost no more than ordinary hinges. Can be 
put on new or old sash. Our free demon- 
stration outfit shows your trade how handy 
they are and sells them fast. Big profit. 
Ask your jobber or send for free samples to 
Dept. 239, 




















Quick-Set Steel 


Drive Posts 





These are some of the rea- 
sons why the demand for 
these posts is growing; 
Cost less than wood or 
concrete, guaranteed for 
85 years, a few blows set 
them, adapted to any kind 
of ‘wire fencing, wire 
strung easily and quickly, 


It will pay you to han- 


dle these posts. They ap- 
peal to farmers and all 


, property owners. Send for 
i our catalog. It Is free. 


Buffalo Steel Co., Tonawanda, N. Y. 























F.D.Kees Mfg.Co.Beatrice,Nebr. 


AMMO 












. THE BRAINERD 


) Box Locks, 
Hinges, 
Hasps, 
Catches, 
Corners, 
Handles, 
Knobs, 
Escutcheons, 
Etc. 









No. 1218 








EAST ROCHESTER 








NOW 
Want Delivery 





TRAY HANDLES 


and Other Trimmings for Christmas Trade in 


LINE 


Better Order 
if You 


in Time to 
Take Care of 
Your 
Customers’ 
Needs 


THE BRAINERD MFG. CO. 


N. Y., U.S.A. 














Barnes 


Sanitary 
Pump 
Shelf and Bracket 


Can be attached to either right or left-hand 
end of any ordinary flat or roll rim sink and 
quickly placed in position by means of two 
set screws and adjusted to any level. The 
bead around the outer and inner edges causes 
all waste water to drain into sink, making it absolutely 
sanitary. It is adapted for different makes of pumps 


Patented 






and is furnished in either gold or aluminum bronze, or 
white enamel 
Write for circular and special prices. 





THE BARNES MFG. CO. 


550 North Main Street MANSFIELD, OHIO 
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Durability—Service—Satisfaction 


APOLLO-KEYSTONE 


| COPPER STEEL 
Galvanized { 


\" Highest in quality and rust 
-% 2% | resistance. Unequaled for 
Culverts, Flumes, Tanks, 
Roofing, Siding, Spouting, and 
all exposed sheet metal work, 


We manufacture Sheet and Tin Mil! Prodacts of every description—Black and 
Galvanized Sheets, Corrugated and Formed Products, Roofing Tin Plates, Ete. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 





GRIPPER’’ 


Our “Ice Gripper’’ is 
made with an equal- 
izing strap which 
adapts itself to shape 
of heel. It cannotslip 
off. It is made in 
three sizes which fit 
all sizes of shoes and overshoes. 
We are sole manufacturers of the 
Featherweight Ice Creeper. This 
is a well known Ice Creeper and has 
a well established demand. 

We are also manufacturers of Instep 
Creepers and Woven Straps for all 
purposes. 


CHURCHILL MFG. CO., INC., LOWELL, MASS., U.S.A. 








CHURCHILL’S ‘ICE 











































THE TIE THAT BINDS 


MANILA 
Griswold Perfect Single Loop Bale Ties and 
are the strongest and best packed Bale AL 
Ties on the market. Write us for Prices. ey 


Quick Shipments. HIDE ROPE 


NORTHWESTERN BARB WIRE CO., INC. 
Wire Preducts 


Sterling, Illinois 


HALTERS and 
TIES 





Manufactured by 


E. T. RUGG & COMPANY 


NEWARK, OHIO 














Diamond Nozzle Ask Your Jobber 


Reo. J. & Pat. Orrice 
The Best At ANY PRICE For Harness Snaps, Rope 
COST LESS Than Other Good Ones Snaps, Breast Chains, Horse 
and Cattle Ties, Halters, 
Wagon Jacks, Gate Hooks, 








Patented / etc. 
Spray—Straight Stream—Shutoff, Wrought Brass—Not 
Cast Brass The oan PP with pilot to keep spray MADE BY 
point central and prevent one-sided spray. Stronger, 9 ’ . 
lasts longer, bigger volume of water. Sample sent 
postpaid on Bhs. of 45 conte, Covert + Saddlery Works 
H. B. Sherman Mfs. Co., Battle Creek, Mich. INTERLAKEN, N. Y., U.S. A. 






































THE VERY LATEST 


bargains in the way of hardware stores are 


Il Il offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 


up—now? 


Protect Your Own Reputation 








Galvanized Pouliry Netting 














always gives satisfaction, which is a guar- 


antee to the dealer that le will have no I KEEP ¢ 
You can get the latest prices from 


“come backs” if he handles wire nettings 
; ar are Age S dé is 

of our manvfacture. POS | ED Hardware Age Standard Lists an 

Directory of Manufacturers. Send 


The Gilbert & Bennett WET Ea Ta litd Co. for circular and specimen pages. 
Ge ew * 


scotuctown, Conn N 


eee || Namen Cay U. P. C. BOOK COMPANY, Inc. 
241-249 W. 39th St., New York 




















~ 
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Instead of Whitewash and Disinfectants 


RBOLA Any Other is 
an Imitation 


Paints Snow White and Disinfects at One 
Operation 


In 1918 over 65% of Carbola sal-s wore re-orders, sold by 
merchants to both their town and country trade. 

Your Town Trade needs it for ce'lars of homes an‘ stores, 
garages, Warehouses, dog kennels, factori s and outbui.dings. 
Your Country Trade reeds it for poultry houses, stabl’s, hog 
pens, dairies, creameries, cheese factori.s, canning plants. 
Carbela comes in powder form and is ready to use when mixed 
with water. 

Get ie from your jobber. 


CARBOLA CHEMICAL COMPANY, Inc. 


7 East 42nd Street NEW YORK CITY 








, 2 inl 
“ Sprinkler-Nozzle 


A Perfect Sprinkler and a 
Handy Nozzle combined in 
SIMPLE one. 

EFFICIENT 


_.LOW IN COsT No search required when a 
change is desired, for they 
are always together. 

A Popular Priced, Quicx 
Seller that will make a 
pleased customer every time. 
One Dozen in a Display Box 
that Sells Them 


L. R. NELSON 
Peoria, III. 





ECT SPRINKLER 
To hold in the hand or 
stick in the ground, 




















MPA EE SS MEETS 
ALL 


Requirements 








Economically 





Satisfactorily 





Address all inquiries 
i for fence posts and 
I i fillings to 
] | 
| | 


PERCY T. BAILEY 


Box No. 272 R. F.D. No.2, Newport, R.I. 




















HORSE -SHOE BRAND @® 
WRINGERS 


UNIVERSAL 


Enclosed Cog Whee!s 
Reversible Water Board 











Wrings clothes 
rom 
either direction 
The Be_t Wrincer 
for Every Home |! 


Platn Tearing: 
No. MOE Rolls 10x1% 


inches 
No. 341E Rolis 11xn1% 
inches 
Steel Kall Bearings 
No. 360 ri Pl - 10x1% 


No. wie, ‘Rolls 11x1% 
hes 


THE AMERICAN WRINGER co. 


99 Chambers Street, New York City 

































») “Commercial” «S) 


ANNULAR BALL BEARING 











For baby coaches, coaster 
wagons, etc. Its endurance ts 
due partly to correct design 
and partly to exceflent steel 
properly heat-treated, hard- 
ened and tempered. Insist 
upon “Commercial” Bearings 


» [ gmamermess 
eR The Schatz Mfg. Co. HQ 
) Poughkeepsie, N. Y. z@;! 


























“EASY-READING” 


THERMOMETERS 


Enameled Scales 
7 3f Magnifying Spirit Tubes 

fs" Assorted Wood Backs 

id 8 and 10 inches high. 

Packed half-dozen in box. 
Easel display card with each 
dozen. 








Ask Your Jobber 


DH The Large-Pike Thermometer Co. 
—s Troy, N. Y. 


































AJAX 
Plural Plug Socket 


$1.25 Each 
3 for $3.50 


HIGHLY POLISHED BAKALITE FINISH 
Leaves Lamp in Position Intended 
Admits Use of Shade Over Lamp 


ONE PIECE—PRACTICALLY FOOL PROOF 


Sells Itself Display Carton 
No Explanations—No Apologies Needed 


Any Jobber—or Direct 
Good Profit—Easy Seller 


AJAX ELECTRIC 
SPECIALTY CO. 
St. Louis, Mo. 
































HEN you require real up-to- 
date Hardware men — who 
know their business from A 
to Z—consult the Opportunity Ex- 
change or insert an advertisement 
in the Help Wanted Depar:ment— 
50 Words $1.00—and results will 


follow. 














Opportunity Exchange 
HARDWARE AGE 
239 AV. 39th St., N. Y. 























HARDWARE AGE 



































































































i AGENTS WANTED EVERYWHERE 
{ Iron Fence 
. Gates 
Lawn Vases 
Settees 
if General Iron 
and 
Wire Work 
i } _ Ask for Catalog 
THE STEWART IRON WORKS CO. . 
765 Stewart Block, Cincinnati, ° Ohio -_— 








SAMSON CORDAGE WORKS 


MANUFACTURERS OF OG SASH CORD, CLOTHES 
BRAIDED CORDAGE g@SSs> LINES. SMALL LINES 


» 


AND COTTON TWINES me ETC. 502 4ar cArALoG 

















BOSTON MASS. 














U. S. EXPANSION BOLTS, All Types 
Uf sewer. puis A J PP EEOEOEE 


cxeeevhtCcULeh Eee 












+ 


U. S. EXPANSION BOLT CO., 25 Elm St., New York 


Chicago Toronto Los Angeles Plant: Columbia, Pa. 
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PORTER’S “NEW EASY” BOLT CLIPPERS 
All sizes. All parts interchangeable. Jaws Speciai Steel. 
Big Sellers. Good profit, Write for prices. 

H. K. PORTER Everett, Mass, 






























**VICTOR’’ BOLT CLIPPER 


Send for Catalog 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS, 





*Special’’ and No. 1 for 
hand saws not over 16 
gauge. 
No. 3 for cross cut and 
circular saws 14 to 2 
gauge. 






No. 4 for Champion and 
“M"’ too.hed saws t 
20 gauge. 


CHAS. MORRILL 
102 Lafayctte St., New York 


No. 5 for timber and 
Loard saws 6 to M4 gauge. 








































GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 
Three Complete Foundries Merit Your 
Consideration 
Which We Are Bound You Will Receive 


S. CHENEY & SON, MANLIUS, N. Y. 






































IWAN SSS 


POST HULE AUGERS AND DIGGERS 


Augers, 3 to 16 inches. Diggers, 7 styles. 
Write for catalog and prices. 


IWAN BROS., SOUTH BEND, IND. 














Eyelet Tool Co. 


Manufacturers of Punches and_ Sets 
(Hand Drive and Foot Power) for 
Leather, Cloth and Metal. Punch Tubes, 
Punches and Dies. All kinds and sizes 
made to order. Write jobber. Booklets 
free, Established 1858. 


A0 Lincoln St., BOSTON, MASS. 






























Also spin coarse 


t 
COTTON ROPE yarns. Sell direct 


is our specialty. Manufactured in_all 
sizes from 1%” to 7/16” diameter. Put 
up on 12” tubes to weigh 10 to 35 pounds 


each. 
Write now for HACKETT & BATEMAN 
Samples and Prices SWAMPSCOTT, MASS. | 























Morton Se Chains 


Nothing stronger for hanging sash and 
suspending doors, gates, weights, etc. 
Easiest to apply. None more durable—some 
of my chains have been in use over 25 years. 
Bronze and Steel. 


THOS. MORTON, 245 Centre St., New York 













BROOKS 


. Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 
































JOBBERS—DEALERS 
PREPARE 


There will be a heavy demand for the famous 


‘*‘STORM KING” LANTERN 


Extensively advertised. We will help you sell. 
BIG PROFIT. Get Particulars and Prices NOW 


National Stamping & Electric Works 














410-424 S. Clinton Street, Dept. 2 Chicago 350C.P. 














Estasiisneo 1850 


==> ——— == — — > 5 
JOHN HASSALL. inc. 
Rivets, 
EScCUTCHEON PINS) 
SPECIAL WiRE NAILS 


Cray ano Oancano Sreears 


BROOKLYN,NY 
<-— — <— <<, =) 

















Cx> eee) 











— EE £2 








Iw Ace Meracs 












| ALL GRADES OF WIRE CLOTH MADE OF ALL KINDS OF WIRE ! 


. WIRE _ sey. CLOTH 


WIRE NETTING waan WIRE FENCING 
WIRE LATH WIRE WORK 
THe New Jersey Wire CLOTH COMPANY 

o MAIN OFFICE: TRENTON, NEW JERSEY 


Offices and Stores: 223-227 Arch Street, Philadelphia, Pa. 
93-95 Pe arl St., Boston, Mass. 210 Fulton St., New York 














KEEP You can get the latest prices from 

POSTED Hardware Age Standard Lists and 
Directory of Manufacturers. Send 
for circular and specimen pages. 


U. P. C. BOOK COMPANY, Inc. 
241-249 W. 39th St., New York 
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RUBY FLUID 


A safe, practical Soldering 
and Tinning Flux for all 
metals. 


STORE LADDERS 


Making the Top Shelf Safe— 

Often a clerk hesitates to use a store ladder, ques- 
tioning its safety, especially when heavy stock is 
handled, and women are always timid and back- 
ward in the use of some ladders. 

This is unheard of with the Myers Noiseles— 
Cushion Tire Store Ladder. Anyone 
can mount or descend the Myers with ease 
and safety—just like going up or down stairs 

and use both hands in placing or removing 






















Big seller to Workers in 
Brass, Steel and Copper, also 


> Cl pa stock 
to Electricians and Art Glass Desp ‘Teesé Steps, Redber ‘Thies, Orebeas 
Workers. Track System. Firm Construction Through- 


out—eliminate vibration and noise, and pro- 
duce a Ladder of ample strength for safety, 
convenience and service, to suit the most 
Particular. 
One style only—neat of design nicely finished 
—any height—easy to install and use. Circu- 
lar on request. 


Shipped in tin. Send for 
Free Sample and Prices. 


The Ruby Chemical Co. 
Columbus, Ohio, U. S. A. 































a 








- | 
Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 


fuse—tested and tried by time and experience. AL FOSS F LATEST— 


The THE SHIMMY WIGGLER,-the complete 
‘ composite lure, combining all the good 
Ensign- points a successful fish lure can have—the 
Bickford spinner, the spoon, the fly and pork rind 
Co bait. 
. Stock up now, they “‘sell like sixty.” 
Simsbury, Catalog on request. 


Conn., AL FOSS 
U.S.A. 19 WINTER ST. CLEVELAND, OHIO 



































“Reliable” ‘‘Challenge’’ ‘‘Rival’? ‘‘Banner’” CJ 
EVERYBODY KNOWS THESE 


U FHI MEASURING TAPES 


Distinctive in Quality—The Very Best 


SEND FOR CATALOGUE 


voi. THE LUFKIN fOULE (70. Saginaw, Mich. tascz 


JEFFERY’S MARINE GLUE 


Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 















Use No. 2 First Quality Ship Glue or No. 3 Special Navy Glue for filling deck and hull seams of merchant } 
vessels. ’ 1 

Use No. 7 Soft Quality or Waterproof Liquid Glue for filling one ao canvas for covering boats 
“ and canoes, cabin tops, decks and flying boats. : : 

oa Se Peete. art No canoeist should be without an Emergency Can of our Special Canoe Glue, 
to Use It,’’ ‘“‘How to Make For Sale by all Hardware and Sporting Goods Dealers. 1 


) r — | 
“atiwe Fnt”™comceee LW, FERDINAND & CO, 12 Kneeland Stret | 
\ 

G-W ICE TOOLS 


e 
ii \ 0. Lindemann & Co. For use by the Wholesaler for unloading Ice 
i ; 


from boats or cars. 
For use by the Retailer on wagons, 
For use by the Housewife at the Ice chest. 
pr Write for Catalog and Window Display Cards. 
a Let us quote Jobbers’ prices. 


























Manufacturers of 


=i | BIRD » 
y CAGES) Fy So 
pie hy, an works CIFFORD-WOOD CO. , 


‘| 
4 35-37 Wooster Street New York Hudson, N. Y. no Philadelphia 
Yhicago 















S|: 
1 
s\: 

































































“GEM” NAIL CLIP | | HILL’S 


The famous *‘Gem’’ {is 
mounted twelve on a_hand- 
some counter card. Sell at 
85 cents each. 
also make a fif- 
teen-cent nail clip- 
per. Write. 


H. C, COOK CO. 
Ansonia, Conn. 










Famous Clothes 
Dryers Order Now 
Hill Clothes Dryer Co. 


Worcester Mass. 
Mfrs. of Hustler Ash Sifters on 
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4] j rey = ae 
/) fae ) ‘ Ah oie) jng TA Dyer 
| O28 Sas) Ra ee di 
\ nae aw : S~ Manuf: 3! You can catalogue your product here for $4.00 per insertion. Write for full information. 

















‘DUMBWAITERS WAUSAU 








ae bo ” Sand Paper Products 
Wend for Oatalog No. 25 W. Abate By 
and Forged Hardware ENERGY ELEVATOR co. ausau brasives Co any 
The Kilborn & Bishop Co., New Haven, Conn. 214 New St., Philadelphia, Pa. 118 South Clinton St., Chicage hx In. 

















WOOD RIM SIEVES 
for all purposes. Sq. 
or Rd. Sieves and Rival 
Ash Sifters. Any Mesh 
Wire. Write for cata- 
log. 


J. E. GILSON CO. GEO. H. JELLIFF & SON 
’ », U.S. ¥ 
Port Washington, Wis. w Canaan, Conn 


Gilson Garden Tools 


The li xe of Quality and good 
profits. Write 


PTUBULAR. RIVETS 
Tubular Rivet & Stud Co. 
Boston, Mass., U.S. A. 





























THe PULL-EASY MFG. CO. 








ARM and Business Wagons, Auto 
* 491 Barstow St. < ‘“EVERSHARP’”’ F truck bodies, _ Znatt , Bassows, 
, WIS. Hand Wagons, *hille Ox teel 
By ye Lae Shears Axles, Reamers, Bob Sleds, Castings. 
' pe gp a odes Scissors Custom work at factory prices. 
rl For 15, 25, 35, 50, 75 cts. and Syndicate Stores SWAB WAGON co., 
and lawn Est. 1868 Elizabethville, Pa. 








EVERSHARP SHEAR CO., 1200 Worth St. 
Bridgeport, Conn., if 8S. A. 


@ Hoop Tl RES ee — aT] 
: < 


Twist 
AUGER BITS 











WE MAKE 


a nN a 
PEERLESS 
5 ‘ 


Camp Furniture, Tents, Awnings, Covers, Leggings, Mops 
rite for Prices 

TUCKER DUCK & eee co 

FORT SMITH KANSAS 






































J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


=RIVETS= 
Liles 


WASHING MACHINES 


Globe Mig. Co. Perry, lowa 


ALL STYLES 
Corn Huskers 
CAs 


Sell Bes 
Sold through any oly 
R. F. Clark Mfg. Co. 
169-73 N. Jefferson St 
Chicago 


























Handle Our Self-Serve and Registering 


THE LIGHTNING 
BUTTER. MACHINE TURNSTILES 
makes two pigete of ee Write for Catalog and Prices 
S 1 Butt ni 
Sutter and a pint of milk. FRED H. DAMON 
Send for prices 234 Mill Street Rochester, N. Y. 


STEWART-SKINNER CO, 
Worcester, Mass, 


6 ” 
TAC K iy, SMALL TURN BUCKLES BEMUS TIMER 
FOR FORD CARS 
Cobblers Nails, Glazier Points CO] _ =O MOTOR SPECIALTIES CO 


SHELTON TACK CO Seud for Catalog No. 4 Manufacturers Waltham, Mass. 


Shelton, Conn, GEORGE H. WILKINS CO. 


















































180 No. Market St. Chicago 
“Th WAKEFIELD 
oe _ ay Bicycle, auton 
- 33 : bile, motoreyel - 
Bull Dog Grip and pipe wrenches § F " 
Manufactured by PICK HANDLES Established 1890. 
U. S. Clothes ir _ Montpelier, Vt. For immediate delivery, made of Oak, Send for catalogue 
= CoNOMY DRAWING TABLE ™ CLARENCE EF. WAKEFIELD 
O15 3 ss ‘ J Py sn & Torecester, Mass, 
1015 Union I he Bidet Piendunsh, Pa. MIG, CO iaien, Waele. Worcester nss 




















“For Baby’’—Rattles and Toy’. 
For Home—Gongs and Bellis. 






TAP and DIE SETS 
Cutting 1," to 1" Y Toy and Pell 

PK ge. 3 Made in 5S & SAF ( } Makers fot 

EAGLE CLAW W..ENCH Complete in hard wood box with tap wrench over fifty year 
Jessop & Thumpson To retail for $6.00 THE GONG BELL MFG. CO. 


‘ z eee Write for particulars > ie an mm, Conn. 
1421 So. Michigan Avenue - Chicago HYDE PARK MFG. CO , Hyde Park, Mass., U.S.A. Div. H. East Han-pton, ; 
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STEEL 


BALLS 


Abbott Ball Co. 
Elmwood Div., 
Hartford, Conn. 








JOHN SOMMER’S 
as= PEERLESS FAUCETS 
F sg og le, ith Le 1} 4 


nd Pest Flock Tin Ke 
Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 


| JOHN SOMMER FAUCET CO., Newark,N.J. 








MOPS 


EVERY KIND 


E. H. TATE MOP & CORDAGE CO. 
67 Sudbury St. Boston, Mass. 








WINCHESTER 


World Standard Guns and Ammunition, 


New Haven, Conn., U. S. A. 





















—FIRE GUARDS 
and FENDERS 
for Lite he gee Fire 


— Fred J. Naren Mfg. Co. 
Hamilton, Ohio 








es Wrot 
YO Special Shape 
WASHERS 

Send us your inquiries 


THE JONES POSITIVE NUT LOCK COMPANY 
2814H. South Wabash Avenue - ~ ~ Chicago, Ill, 

















135 Shelden | | 
St., Hartford, 
Conn., U.S A. | 











Dipping and Plating Baskets 
For All Purposes 
Made of Iron, Galvanized, Brass, 
Copper, Aluminum, Mone 
and Calido 
Any shape, size or mesh. 
John P. Smith & Co. 
493-501 State St. New Haven, Conn. 
Write for Catalogue 

















A. W. DRAKE MFG. CO., Hazleton, Pa. 







- The 

Sanitary Flexible 
Rubber Fly Swatter 
and Neverluce Sash Skids 



















GUARANTEED 
Boiler Riveted Gas-tight 


PIPE or PIPELESS 
Warm Air FURNACES 


THE WROT IRON HEATER CO. 


Des Moines, Ia. 


f 
Kee? 








TOOL CO. 


M-B 
Danielson, Conn. 


Insulectric Screw Drivers 
Adjustable Auto-Valve Grinder 
Sales Agent: 

Johnson Caies Co., Union Lank Pidg., Pittsburgh, Pa. 








hardware dealers. 


represented. 





At the low cost of space in this 
to let an issue of this paper go out to these dealers without your product being 


Manufacturers! See these blank spaces? 


Each one of the blank spaces on this page represents 
you to bring your product to the attention of over 17,000 ak rated, progressive 


The rate is $4.00 per insertion whether for one time or for fifty times,— 
surely a modest enough investment to put your selling message before practically 
every live hardware dealer in the country. 

Let us draw up for you an effective advertisement for one of these spaces. 
This service will be without charge to you. 
describing ‘your product. 


Write us now, while you are thinking about it. 


HARDWARE AGE, 


:n opportunity for 


“Directory of Small Cards” you cannot afford 


Just send us some of your literature 


239 West 39th St., New York, N. Y. 

















INSIST on GENUINE Cannon Pump Oilers 
Made only by p 





Keithsburg, I!1.,U.S.A 





See our 
adveriis- 


CANNON OILER CO. 


PATENTS 
Ilandbook on Patents and Trade Marks 
free on request. 
MUNN & CO. 
Patent Attorneys 
678 F 8t., Washington, D. C 
678 Woolworth Bldg., N. Y¥. C. 











EALERS Use _ Profitably 
Our Catalog Number Five 
Showing GRANITE CUTTING 


TOOLS. Send for it. 


Trow & Holden Co., Barre, Vt. 














FOLDING RULES 
For Export and Domestic Use 
Made in U.S. A. 
American Rule 
ig Manufacturing Co., Inc. 

ee 127 Humboldt St., Brooklyn, "' Y 














Glass Towel Bars 


Durand-Koering Glass Co., Ine. 
‘. J 


Vineland, 
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Business Opportunities 


Business Opportunities 


Business Opportunities 


Help Wanted 





FOR SALE—Good clean stock of 
hardware in central Illinois. Fine 
location, cheap rent. Will invoice 
between $14,000 and $15,000. Will 
sell for $12,000 cash. Good reasons 


for selling. No traders. Address 
Box B-110, care Harpware AGE, 
New York. 





MANUFACTURERS, NOTICE. 


Two well known salesmen with 
years of experience in hardware and 
kindred lines are organizing a manu- 
facturers’ selling agency for repre- 
sentation from Missouri River to 
Coast. Will be ready for business 
January ist. Manufacturers seeking 
high class representation confer with 
us. Address Box E89, care Harp- 
ware AGE, New York. 





Wanted to exchange a highly pro- 


ductive Minn. farm of 240 a. for a 
paying hardware business. Address 
— Box 56, Route 4, Wheaton, 
inn, 








FOR SALE—Good clean stock of 
hardware, fine location, thirty-six 
miles from New York; location an 
old one; a paying proposition in 
thriving town; factory and farming 
trade. Seltzer & Sons, Somerville, 








FOR SALE — Old 
hardware business in town of 2000 
population. Good schools and 
churches, good farming country. 
State highway now building throvgh 


established 








town. Two oil wells going down. 
Stock and fixtures about $9,000.00. 
Only one other hardware store in 
town. Good reason for selling. Lo- 
cated in western Arkansas. Address 
R. H. STRONG HDWE,. CO., 
Ozark, Ark. 

MANUFACTURERS of full line 
household specialties want local rep 
resentatives in all important cities 
to handle line on commission. De 
partment stores, hardware dealers, 
instalment houses, premium concerns 
are all big users. State experience, 
lines handled and territory covered. 
We want none but those who can 
“make good.’’ For such our propo- 
sition is an excellent one. Address 
“S. H.”’, care Harpware AaGe, New 
York. 

FOR SALE—SAW CABINET 

Stands 7’ 8” high—36 x 4 
inches square, has 60 Wedge shaped 
saw bins that will hold 5 sawe 
each, 6 large drawers in base, two 
hinged display doors with lase 
front, is finished in Oak mm it 
in 1st class condition—would cost 
at least $100 to build. Will sel) 
for $35 Cash F.O.B. Council Bluffs 
Ta. 

P. C. DE VOL HARDWARE CO 





FOR SALE 
SPOT DELIVERY 17,000 USED 


PACKING CASES 


221% cents each regardless of size 
f. 


o.b. cars or dock Perth Amboy, N. J. 


ESPECIALLY SUITED FOR 


HARDWARE PACKING 


minimum lots 500 


Range 714"x7"x6" to 39144"x2514"x1814". 


1" to 1" stock. 


INQUIRE BOX E 58 ¢/, Hardware Age, N. Y. 


FOR SALE—Old established hard 
ware stock qf about $6800. Bem 
city in Michigan of its size. Pop 





5800. Good farming country, large 
territory. Best location and good 
competition. A hustler can do well 
Good reasens for selling. A bar 
gain if sold soon. Address Box 
E-62, care HarpwareE AGgE, New 
York. 
WANTED 

A young, active, sober, hardwork- 

ing man, experienced in the retail 


hardware business who is looking to | 


direct to The 
Port 


the future. Reply 
West Indies Trading Company, 
au Prince, Haiti, 
and stating salary desired. 








MANUFACTURERS’ 
ATTENTION 


MANUFACTURERS AGENTS 
AND JOBBERS 
having large sales force call- 
ing on Architects, contractors 
and consumers, also splendid 
retail stand, desire to add a 
few good electrical specialties 
such as Vacuum Cleaners, 
electric irons, toasters, etc., 
to their line. Address Box 
E-60, care HarDWaReE AGE, 

New York. 














ONEIDA STEEL 
PULLEYS 


Closing out complete stock 
of pulleys, bushings, hangers, 


ete., all good size. Stock 
list on request. 

Address Box E-64, care 
Harpwarke AGe, New York. 





giving references | 

















| 
| 


| 








MANUFACTURER'S REPRESEN 
TATIVE WANTS ACCOUNTS— 
Hardware and Auto Accessories 
trades, domestic and export, metro 
politan district. Commission basis 
Have established business, Address 
Box O©-354, care Harpware AGB, 
New York. 





BUSINESS OPPORTUNITIES 





FOREMAN—To take charge of 
DRAW PRESS DEPARTMENT in 
Large Tinware Manufacturing Plant, 


having about twelve large Draw 
Presses. State Experience, age and 
salary desired. Address Box E-67, 


care Harpware AGE, New York. 





CUTLERY—Agents and _ salesmen 
wanted to carry Warner-Jones safe- 
ty razor blade sharpener to sell to 
retail stores. Warner-Jones & (Co,, 
St. Paul, Minn. 





WANTED—By big eastern manv- 
facturer, young man who knows 
hardware merchandise. Experience 
in a retail store on window displays, 
store arrangement and advertising 
is desirable, and selling experience 
is required. Traveling experience 
will also be of value. Write full 
details in first letter including age, 
education, business experience, whe 
ther married or single, and salary 
required to start. This is a real 
opportunity for a man with good 
personality, ability and a desire to 
do constructive work. Address reply 
care of Box E-68, Harpware Aaz, 
New York. 





_WAN TE D—SUPERINTENDENT 
with necessary experience and ability 
to handle manufacturing end of a 
large shovel industry. Liberal sal- 











Established Business wanted; re | ary to right man. State full par- 
tail, mfg. or mail order; earning | ticulars. Replies strictly confidential. 
$6000 cash annually or more; none | Address Box E-47, care Harpware 
other considered. Addressed P. Aaz, New York. 

Box 354, Dayton, Ohio. 
Help Wanted 

Wanted—A_ = Specialty Traveling 
Salesman experienced in Cutlery, 

Silverware, Fishing Tackle and WANTED 


Sporting Goods. We want a_busi- 
ness builder who knows the jobbing 
trade, can give service to our cus- 


tomers and enthuse our regular 
travelers. Do not reply unless fully 
qualified. This is an excellent op- 


portunity for the right man. Ad- 
vertiser has a large business in this 
line and only handles high grade 


goods. The location is in the 
Rocky Mountain Country. Address 
Box E-49, care HarpwaRe AGE, 


New York. 





WANTED hustling salesmen’ to 





handle the latest Christmas tree 
stamd invented as side line. Liberal 
commission, exclusive territory. Call 
on jobbers § and retailers. The 
Presteel Mfg. Co., Inc., Bridgeport, 
Conn, 

WANTED—Man familiar with 
builders hardware—paints and cut- 


| lery, to handle retail department of 


wholesale concern. $40 per week to 


start, chance for advancement. Ap- 
ply ‘Hardware,’ Box 909, Nor- 
folk, Va. 


. 




















Hardware man with ex- 
perience to manage branch 
store located in Buffalo. Ap- 
ply with references. Box 
952, Buffalo, N. Y. 
WANTED—Two first-class  spe- 


cialty salesmen to sell a high-grade 
line of tinware and galvanized ware 
in eastern New York and New Eng: 
land; also two high-grade specialty 
salesmen to sell a high-grade line of 


tinware and galvanized ware in the 
states of Indiana and Illinois. Goo 
opening for the right men. Address 


Box C-46, care of Harpware Ade, 
New York City. 








HELP WANTED 
AND BUSINESS 
OPPORTUNITY 
| |RATES 




















All capitals, lea 
Each 


Each additional word 4c 
Bach additional word 6c 


additional word 8c 


Set solid, minimum 50 words... ...-+ $2.00 
All capitals, minimum 50 words. «+--+ $3.00 


ded, minimum 50 words. $4.00 





| RATES 











DISPLAY ADVERTISING RATES GIVEN ON REQUEST 


Count Seven Words for Keyed Address 


Do notgend original letters of recommendation in replying to advertisements—duplicates will answer the purpose. Letters forwarded without charge. 
ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 


Foriws close seven days befbre date of issue. Cash must accompany all advertisements. 


f cp aeons $1.00 
| SITUATIONS | ** °°"* iiex"adaitionat word’ éc 
JWANTED =| 47 715, iniuitloant word 6c "3" 


All capitals, leaded, minimum 25 words. $2.00 
Each additional word x¢ 
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Salesmen calling on the Retail MANUFACTURERS N ) 
ine tee oo Oe Bee) ANUFACTURERS NOTICE Position wanted by a Hardware 
sell the new trowel and weeder ell established sales company, who | ™4", age twenty-six, 10 yrs.’ ex — pi coming Selig ct 
ad” tn 6 commen tee for ten years have been visiting reg. | PeTience,. either on Road or Inside. | f t 0d Hardwar nan 
act tue team Ga ten eee ularly the wholesale hardware, mil) | Would like to connect with a good 7 irdware House by one 
one of ‘the newest. at best garden suppiy and automobile accessors | live concern by November Ist. Will ' perience as salesman 
I. Hare, 42 Murray St., N. Y. City. trade, is in a position to become only consider Southern States. Am who can deliver the goods 
= . the exclusive selling agent for one employed but desire a change. Ad A No. 1 referer q 
or two reliable manufacturers in | Ph ss Box E-56, care HARDWARE AGE, ean ey : — 
any part or all of the United | © — ‘ ” _ “e 
States. — ‘ ” 
WANTED We have two live-wire, energetic Zi ae ; 
Manager to develop tin experienced salesmen traveling out Expert insid i ] _ ao sls ines 
P. are ee cf cnr Unleoge efter whe cover fon sxpert inside retail salesman, 16 _ 
eo tigggog as tin smith, nois, Indiana, Michigan, the North: | years hardware and housefurnishing 1 
ability Ly handle men, and west and Missouri River trade. | experience, seeks position with fu Ne ee 
oe . . ; : ; so 
peeramene of office methods Two from our San Francisco office | ture with progressive deale i ; to ! 3 ‘to any propor 
yecessary. | who cover the Pacific Coast, coming | x , et aeae ce | he dware Tine. such 
stn > Shop. as far east as Salt Lake City. | New York. Address Box E-72, care a ae: - pr woke une oe 
HARDWARE pa 1-65, care Two out of our Atlanta office whe Harpware Ace, New York. i "8 UE care Hal ms 
! ae, New York. cover the Southeast and Southwest — A New rk. iti iinet 
_ out of Pittsburgh office — : - ee ae - 
ja 7 who cover Ohio, Pennsylvania, New ri 
~ eg tele ™ be W ith Re up-to-date concern as in- 
side sales age 
ituations Wanted on Mary land, District of Co | or ; eases Geman ‘ een 
umbia, Virginia, West Virginia and housef AT aay "36, 12 soa ' 
- + a an ind housefurnishing ze 636 YOUNG MAN (38 , , 
Salesman with over 12 years ex- | = ntucky. years’ store pon, Ts aay > as practical assi int te duchies 
perience in selling hardw ire would cath dog ——- representation. | on the road; preferably the West naling coon sete 
mx ts tas i 0 elu , : > , . nay t oe 
= a —— first class refer- | torv poy , pence 1 “ et = fac or South; good reference as —— = So ee 
ence. h reasg * 7 i stomer visite ) =] é i ange ; ; 
€ . AC dre 8 Box 7 E-71, care Address J. S., Box E- si ye hone ty, ability and integrity. Ad engenial wart mere teupertent then 
Harpware Acre, New York , 1-44, care Harp | dress Box E-61, care H : alary . 
; | ware AGe, New York. Ace, New York. ‘ arpware | Salary. Write T. L. 0., 156 Waver- 
| is , ly Place, N. Y¥. ©. 
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ELEGANCE 
Quiet elegance, dignity 
and refinement are €x- 
pressed throughout in Hol- 
lenden appointments, and 
reflected in Hollenden pat- 
ronage. 

Cuisine and service 
are keyed to the de- 
mands of discriminat- 
ing tastes. 
















European Plan, 
with Bath: 


Single $2.00 to $4.00. 
ag $4.00 to $5.50. 
With Twin Beds 


$5.00 to $7.00. 


The Hollenden, 


Cleveland 
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WHERE can you get a more complete line than the 
“MILCOR” line of Eaves Trough, Conductor Pipe 
and Trimmings? 

WHO has a better Conductor Hook than the Wrought Iron 
“DIRECT DRIVE” Hook? 

WHERE would you*go for better Ends and Drops than 
the “MILCOR’”’? 

WHAT Mitre can you get that is in any way superior to 
“Kuehn’s KORREKT KORNER’? 

CAN YOU get, at home or abroad, a prettier elbow than 
the “MILCOR” Flat Crimp? 

DO YOU know of anything better than the Adjustable 


Steel Eaves Trough Hanger shown here? 
The answer is, ‘‘IT CAN’T BE DID!’’ 


Besides, the “MILCOR” line is well advertised and has 
secured a firm footing with dealers and contractors. 










Ask for Circulars 






Milwaukee Corrugating Co. 
Milwaukee, Wis. 





Minneapolis Sales Office 
929 Lumber Exchange 


Branch at 
KANSAS CITY, MO. 









‘‘Crimpedge”’ Eaves Trough 


EPEAT PE FIT rel re he iia aa lds Ce tee Ce tel as A 
: v4 . 
¥ 


: Meee as baa 
TEFET TEL CUTTVUTTEPTECTICOCEIrerereeeyerree ts :> 
, ae + igs 
i pain Se teat Suit) $9.) > 
.C.CO. wa at ¢ €“ 
PEE ete SM Ze. 


j 





Patented March 12, 1912 


Saves Time, Labor and Money 








**MILCOR”’ Ends and Drops 


o 





QOUBLE SEAMED--NOT SOLDERED 


Perfectly and Smoothly Formed 
jCannot Leak or Come Apart 














‘*Kuehn’s Korrekt Korner’’ 
Will Not Wabble or Weaken 


TT 





Note the Reinforced Corner, Full 
Depth, Full Girth. 


















COP 


WROUGHT IRON 


{ 


ES AOUCTORAoS 


Galvanized—Spot Welded 


Made Single or Double Drive, Round or Square, 
for Wood or for Brick. 








MILCOR 
Flat Crimp Elbows 


Are Perfect- 
ly formed Uni- 
form Corru- 
gations. 


Made iin 
plain round 
corrugated 
and square. 


- All Angles. 














Adjustable Steel 
Eaves Trough Hangers 


Greatest 
Labor 
Saving, 
Hanger 
Made. 


Single or 
Double 
Bead Cross 
Bar 
Furnished. 


November 20, 1919 
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OUR PRESENT BUILDINGS 
‘3 —" SN —-C-eeeee —SC e, 
Three Other Buildings in Process 


Founded in October, 1843, our house has prospered since. 

In the early days our salesmen established along line of close and mutually advantageous 
connections. We of the present generation take great pride in pointing to the fact that not 
a few of our large customers now are the direct descendants of the men who beught goods 
from our house away back in the early forties, fifties and sixties. 

The influence of our business has constantly widened and the high respect in which we 
are held is manifest in our increasing importance as the most enterprising distributors 
of hardware in America. 


SHAPLEIGH HARDWARE CO. 
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